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efficient diesel engine in its class. 





The BMW X3. Express yourself. 


Experience the power of BMW Diesel Technology in the BMW X3, the world's first Sports Activity Vehicle in 

its class. The BMW diesel engine transforms your drive into an innovative BMW experience. Unparalleled fuel 
efficiency means that when you embark on your drive you are ensured efficient performance throughout - bringing 
you to your destination while consuming less fuel. The BMW badge ensures that you can expect nothing less 
than the ultimate performance: agility, dynamism and power. Choose your destination today and let 

BMW Diesel Technology deliver Sheer Driving Pleasure. 
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ODERN BUSINESS HAS LOTS TO 

learn—and lots to learn 

from. Management educa- 

tion is getting better and 

more accessible. There are 
more management books and journals today 
than ever before. Then there are business 
magazines, like this one, that not only inform 
but also attempt to guide and educate. With so 
much of wisdom on offer, it strikes me as 
odd when successful people I meet don't 
quote a publication or a course as the source 
of the most profound advice they got. The 
advice they most cherish is usually the one 
they got from their parents, mentors or bosses. 
| guess this has something to do with the ad- 
vice as well as the adviser. There is some- 
thing enduring and distinct about a blunt and 
definitive advice given by a person we per- 
sonally admire and respect. 

That's why for this special 17th anniversary 
issue of Business Today, we decided to give you 
a break from the regular news and opinion and 
strive for something unique and valuable. We 
asked the who's who of India Inc., and a few 
achievers from other fields, to share with us the 
best advice they ever got. The result is a com- 
pilation of 60 most profound pieces of advice 
you will ever find between the covers of a 
magazine. The most fascinating part of these 
anecdotes is that the best advice that some 
of India’s most successful businesspersons and 
professionals received is not a business advice. 
It's an advice on life, but one that changed the 
course of careers and businesses significantly. 
For instance, his father's words that *out of 
every 10 men who are born in this world, 
nine men work for the tenth" opened Tata 
Sons’ Director J.J. Irani’s mind to plan his 
future as a leader. “Stop running around the 
world and work for a home-grown start-up” 
was his uncle’s advice that led Deepak Parekh 
to leave a cushy job with Chase Manhattan 
Bank in the mid-1970s and join the then 
upstart HDFC. Mother Teresa’s words to 
Dr Devi Shetty, “hands that help are holier 
than lips that pray”, inspire the philosophy 
of Narayana Hrudayalaya. Turn to page 70 for 
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many more such stories. This collection 
of larger-than-business advice acquires special 
significance in times like these when extra- 
ordinary events have created unprecedented 
challenges for businessmen and professionals. 

There are several other specials in this 
issue. We spot 9 trends that will shape our eco- 
nomic destiny in 2009, There are 10 New 
Year resolutions for companies that should 
help them fight the current difficult times and 
emerge stronger in 2009. The importance of 
intelligent cash management is one of the 
biggest lessons of 2008. A BT-McKinsey 
joint study highlights the significance and 
explains the procedure for building a cash 
lab in Indian companies. 

We have truly lived through the best and 
the worst of times in 2008. Incidentally, the 
best advice I ever got is very simple: *If God 
wanted you to look back, he would have 
given you eyes at the back of your head. 
Always look forward, never look back.” 

Wishing you a very happy 2009. 


— I 
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—À The Menace of Terror 
(businesstodi EA So far, India has been cruising ahead as one of the 
powerful emerging nations, but suddenly terror and 
global meltdown seem set to derail its growth story. 
After 26/11, as the government and India Inc. begin 
to cope, Business Today brings forth a comprehensive 
view on terror and its impact on the economics of the 
country. Will foreign investors shy away from Indian 
shores? What about the opportunities lost? It's not 
just Mumbai, the hub of commerce, that has endured. 
LE No other city has hit the exit button. 
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Global Meltdown: Cure for the Crisis 

Economy: As Globalisation Spread 

Stock market: Is the Worst Over? 

Oil Price: Bounce Ahead? p 
Telecom: 3G Finally. 4G Not Too Far 
Technology: Tomorrow's Toys 

Automobiles: A Hybrid Year 

Campus Recruitment: The Audacity of Hope 
Jobs and Salary: The Big Freeze 

Corporate Governance: Col. by Omkar Goswami 
Newsmakers 2008 

The Big Moves of 2008 

sector Outlook: Eventful Past, Bright Future? 


126 There's no quick-fix 
turnaround 


l expected 
in the year ahead. How 
should Indian promot- 
ers deal with the rough 
times? BT presents 10 
resolutions for 2009 to 
help India Inc. stay in 
shape—and alive. 


India Inc.'s 
New Year 
Resolutions 
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Awards '08 


186 Silly season is upon us, and the awards are 
being handed out left and right—to 
entrepreneurs, enterprises, politicians, just about 
anybody in the public eye. So, we thought we'd 
join in with a few nominations of our own. Now, 
if we could only find a host for the ceremony... 


Sharekhan’'s Partha Iyengar 


152 Retrospectives 
BT's Anniversary Specials have not just 
been chronicling the travails and triumphs 
of India Inc., but also been guiding and 
setting the agenda for it. 
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Tackling Terror 
THE COVER STORY (COST OF TERROR, BT, 
December 28) addresses issues of 
concern to industrialists and com- 
mon citizens alike. While foreign in- 
vestments are unlikely to be affected 
because of isolated incidents of terror, 
India has a lot to learn in its fight 
against terrorism. Why can’t India 
adopt Israel’s methods of fighting 
terrorism? We need to look at the 
economic policy measures that the Us 
took within days of the 9/11 attacks 
and fashion our response. India 
should take proactive measures to 
ensure its growth story is not 
adversely affected. 

PRADEEP BANSAL, through e-mail 


Act Responsibly 

I AM AN AVID READER OF BUSINESS 
Today for the past several years. 1 
admire the quality of your arti- 
cles and the depth of research that 
goes into them. But I was dis- 
mayed by the cover of your 
December 14 issue, which shows 
Vijay Mallya enjoying a smoke. 
At a time when both the govern- 
ment and the judiciary are making 
efforts to spread awareness about 
the ill-effects of smoking, wasn't it 
inappropriate on your part to pub- 
lish such a photograph? You 
should be more responsible and 
show greater sensitivity towards 
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TERRORISM EXACTS A HEAVY SOCIAL AND 
economic toll and India has paid dearly 
for it (Br cover, December 28). The 
Mumbai terror attacks have inflicted 
deep psychological wounds that will 
prove hard to heal. The carnage was 
another attempt by cross-border ter- 
rorists to drive a wedge in our society. 
While the government should leave no 
stone unturned to stamp out this horror, 
we need to act with exemplary resolve, 
fortitude and resilence to defeat the ter- 
rorsits’ designs and their game plan. 


MAHENDRA JAKHAR, through e-mail 


public sensibilities and tastes. 
BIPLAB CHAKRABORTY, through e-mail 


Not a Good Time for Mallya 
YOUR COVER STORY FIGHTING THE BAD 
Times (BT, December 14), holds out 
an object lesson for ambitious busi- 
nessmen diversifying into non-core 
businesses and ventures. By entering 
the aviation business and launching 
Kingfisher Airlines, Mallya seems to 
have bitten more than he can com- 
fortably chew. At a time when the 
airline industry is in the doldrums, 
Mallya faces the double whammy 
of plumetting sales and revenue 
losses. He will need to pull off a 
miracle to turn the tide in his favour. 
JANAKI RAMAN, through e-mail 


The MFI-way to Go 

MESSIAH OR MERCHANT? (BT, DECEMBER 
14) presented an engaging account of 
how sks Founder & Chairman 
Vikram Akula has been helping the 
poor get out of the clutches of usu- 
rious moneylenders. Akula's ap- 
proach is both commendable and 
worth emulating. However, despite 
MFIs’ potential as a change agent for 
bringing in economic growth and 
prosperity in rural areas, they haven't 
really picked up steam and still have 
a long way to go. But instead of 
picking holes in the way MFIs work 
and function, we need to look at 


and constructively address the oper- 
ational barriers hindering their 
progress. While Akula's suggestion of 
helping the very poor with philan- 
thropic capital is welcome, MFIs must 
also institutionalise mechanisms to 
proactively cater to their loan re- 
quirements. Business models of MFIs 
are promising enough and they hold 
out immense scope for changing the 
lives of the poorer sections of society. 

B. RAJASEKARAN, through e-mail 


Nothing Like Dharmacracy 
THE MESSAGE OF ROUTE TO DHARMA- 
cracy, (BT, December 14) hits the nail 
on the head. McMansions, fancy 
cars, and other items of luxury cannot 
bring us happiness if we remain spir- 
itually bankrupt. Management guru 
C.K. Prahalad has rightly pointed 
out that current notions about the 
very purpose of business is in need of 
some fine-tuning. Businessmen and 
industrialists will have happier lives if 
they practise *Dharmacracy", which 
you describe as the public-spirited 
and ethical conduct of business. 
Reworking our business philosophy 
to meld with traditional wisdom is a 
consummation devoutly to be wished. 
M. HANUMANTHA RAO, through e-mail 
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WAS AS WAY BACK AS THE OCTOBER OF 2007 
that rating agency Standard and Poor's had 
predicted that the us subprime housing cri- 
sis would not peak until 2009. If a global 
downturn that's deepening by the day is any indicator, 
the s&P boys had got it spot-on. As BT went to press 
last fortnight, Japan had joined the us in slashing inter 
est rates to near Zero. And experts have begun warning 
that the world economy will contract in 2009. 

Now for the good news, according to s&r's year-old 
prophecy: Emerging markets would drive the world 
economy, even as the us would lag global growth. For 
an economy that's, in a worst-case scenario, expected 
to grow at 6 per cent, India is in a relatively sweet 
spot—even if most Indians don't feel it. Already, the 
signs are that the worst is getting over and things will 
start improving sooner rather than later—though the 
improvement could be slow and halting. What will be 
the contours of these change and how will they impact 
economy, industry, incomes and jobs? The 17 pages 
ahead provide some answers. As it turns out, we do 
have plenty to look forward to. 
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Cure for the Crisis 


Four words—complexity, inflexibility, speed and scale—set the current crisis 
apart from the previous ones. ROBERT F. BRUNER offers antidotes for all four. 





Robert F. Bruner is 
Dean, Darden 
Graduate School of 
Business, University 
of Virginia 


HEN ].P.MORGAN SAVED THE 
New York financial com- 
munity from the Panic of 
1907, the us finally awak- 
ened to the need for a strong 
central banker: one who could marshal re- 
sources, organise bankers, and galvanise soci- 
ety to fight the crisis. The growing financial de- 
mands of modern society changed the minds 
of consumers, business people, and eventually 
the Congress. Virtually every financial crisis in 
the past 100 years has been followed by hear- 
ings, civil and criminal litigation, and ulti- 
mately, new laws and regulations. 

The current crisis overshadows previous 
crises in four key ways: complexity, inflexi- 
bility, speed and scale. Complexity appears in 
the exotic securities, the complicated financial 
institutions, and the innumerable linkages 
among firms and markets—making it difficult 
for decision-makers to know what is going on. 
Inflexibility is reflected in the historically low 
reserves and high borrowing of firms and in- 
dividuals in early 2007. Speed appears in our 
ability to get news and transfer funds at the 
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speed of light—this means that trouble can 
travel rapidly. Scale is evident in the massive 
losses on subprime loans and other debt. 
Leaders should address these four novelties as 
they design the new global financial system. 
The antidote to complexity is transparency. 
Complexity can hide the reality about financial 
conditions. This leads to greater uncertainty in 
the minds of investors and can cause irra- 
tional behaviour among players. Runs on sol- 
vent banks arise where depositors cannot tell 
the difference between those banks which 
can meet their financial obligations and those 
which cannot. The first remedy to future 
crises is greater transparency in the form of 
stronger reporting requirements to the public. 
The antidote to inflexibility is insurance. 
Firms and individuals who want to borrow 
should be required to purchase “shock ab- 
sorbers" with which to withstand a loss of 
income, natural disaster or default. The most 
basic kind is a *rainy day account," a reserve 
fund of cash that a firm or individual could use 
in case of adversity. The Basel Accords have 
dictated an international standard of the min- 


tyr 


imum amount of capital banks should have—the 
leaders should evaluate the standard in the light of 
recent experience with the risky assets (such as sub- 
prime loans) in which banks can invest. 

The antidote to speed is a coordinated braking 
mechanism. Trading in markets can be suspended, as 
can cross-border capital flows. The theory is that sus- 
pensions can provide a "cooling off" period in which 
news and information can disperse, allowing panicked 
players to assess the situation more fully. The brakes 
need to be applied infrequently and carefully. If 
players in the market can correctly anticipate a 
reaction by governments, the players will begin to 
game the system. The word, coordinated, deserves 
special consideration by the leaders: it makes no 
sense for the New York market to suspend trading 
when many of the same securities can be traded in 
London or Tokyo—in this era of global financial: 
markets, players can simply end-run the interventions 
of any one country by moving their trading to 
another venue. We will likely see greater coordina- 
tion among countries in the future. 


The antidote to complexity is 
transparency; to inflexibility, 
insurance; to speed, a braking 
mechanism; to scale, creation 
of larger reserve institutions. 


The antidote to the massive scale of losses will be 
the creation of larger reserve institutions. The 
International Monetary Fund (IMF) was created at 
Bretton Woods in 1944 to be the lender of last resort 
to countries experiencing financial crises. But the cap- 
ital base of the IMF today is only $265 billion. This is 
insufficient to make a dent in the scope of America's 
financial crisis. Global leaders will have to create a 
more muscular multilateral institution. 

These antidotes, however, are not a panacea; 
they can only influence the occurrence and severity 
of future crises; they cannot prevent them. Worse, 
over-exuberant regulation in any of these areas 
could have costly side-effects on economic growth, 
innovation, and global trade. No doubt, there will be 
more aggressive proposals, such as a global cur- 
rency, wealth redistribution schemes, or tariffs on for- 
eign trade. Finally, though the sense of urgency is 
laudable, to start tinkering in the depths of a crisis 
seems hasty. As the saying goes, the road to hell is 
paved with good intentions. 








THE “NEW DEALS" 
Several governments are trying an 
encore of FDR's New Deal of 1933. 


US: $4.6 
trillion— 

The largest in 
American history. 
. This includes 
$100 billion each 
to Fannie Mae 
and Freddie Mac, 
$150 billion of 
capital to AIG, 
$245 billion to 
save Citigroup. The US Congress is 
considering another stimulus plan 
worth $700 billion. 


Germany: $675bn— 

The financial rescue package approved 
by Parliament in October will add to a 
$31-billion stimulus plan. 


— — —— Z - — MÀ — | — — 


Japan: $51bn— 
Á Approved in October, on 
d top of the $119-billion 
package in August. 


— —  _ n" — 


South Korea: $10.9bn— 
Announced in November to avert 
a recession. 


— — —— — — —— — M —— M— ——P——À — e -— —- 


China: $586 
billion —plans to 
spend this by 
2010 on 
infrastructure 

and welfare 
projects. 


PM farb Aso 








Crore—is the Planning Commission's 
estimate for the bailout and fiscal 
stimulus packages so far. 
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As Globalisation Spread : 


India is more globalised than it imagines it is. The government and the people will have to 
accept this fact to better understand and respond to the global crisis. PUJA MEHRA 
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NABLE TO BELIEVE WHAT HE SAW 
on one of the slides, Prime 
Minister Manmohan Singh had 
the presentation being made to 
him at 7 Race Course Road one 
afternoon in July 2007, put on pause. He 
removed his glasses and placed it on the desk 
in front of him and picked up a pencil. The 
economist and former professor, then, himself 
recalculated on the margins of his printed 
copy, the statistic on the paused slide. The res- 
ult was no different. 

The statistic that startled Singh is the ratio of 
the capital brought in and sent out of the coun- 
try to the GDP. A measure for the degree of glob- 
alisation achieved by an economy, the number 
stood at 110 per cent for 2006-07 for the 
Indian economy. Singh's disbelief stemmed 
from the big leap in the figure over the last 
decade-and-a-half—the ratio was barely 40 
per cent when as the Finance Minister, he had 
opened up the Indian economy in the 1990s. 

Its hard to find out if the latest data trick- 
ling in on the sudden plumetting of industrial 
output and export growths is again stirring a 
sense of disbelief in Singh—once again in 
charge of the finance portfolio after 13 years. 
Even if the PM realised the inevitability of 
reversals in the growth rates, did he believe 
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they could come in so soon and so sharp? 
(see In Free Fall.) 

To be sure, Prime Minister isn't the only 
one to have been surprised by the extent of 
globalisation. Most individuals and institu- 
tions—including companies and regulators— 
didn't fathom the extent to which their eco- 
nomic fortunes and actions have got inter- 
twined with that of the global economy. Ask 
every investor who lost his money in stock 
or stock-related investments when Fits started 
pulling out. Ask companies who lost crores in 
dollar hedging. Ask exporters whose consign- 
ments are being cancelled just as they are 
ready for dispatch. The impact of globalisa- 
tion—positive and negative—permeates deep. 

To be fair, few can correctly predict the 
length and breadth of the global economic cri- 
sis—or prepare enough to deal with it. But 
India has been simply smug, misreading the 
disruptive power of global forces. “I’ve dealt 
with three crises during the last 18 months 
since | moved in to the Finance Ministry last 


July," says Singh's Chief Economic Advisor 





Arvind Virmani. All three—the reversal of 
the deluge of dollar inflows into the capital 
markets since January this year, the global 
commodity price shock in April-May and 
the freeze in the financial markets during 


India's de facto Financial Openness Ratio* is up from 
20% to 70% in the last three decades... 


.. Which has strengthened its links with other economies... 
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... and has led to sudden and steep slowdown. 


IN A FREE FALL 
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of industrial health is 1 
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September-October—originated 
outside India and left no section 
of society untouched. And yet, 
Budget 2008 barely declared an 
intention to deal with the impact 
when it came home. Even as for- 
eign investors were furiously yank- 
ing out dollars from Dalal Street, 
collapsing the Sensex to less than 
half of its January 2008-high, the 
Government was brandishing the 
economy’s strong fundamentals. 
Economists have trimmed, and 
then, retrimmed forecasts for 
India's growth, but the belief on 
Raisina Hill is that the Indian econ- 
omy is relatis ely closed and Strong 
enough to escape unscathed. 

But, despite the less-than-full 
convertibility of its capital account, 
however, life and business in India 
stand more exposed tO global hap- 
penings than ever. Middle class 


ar "ug 
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Figures are % changes year-on-year trom May to October 2008 in each case 
*Based on specific types of liberalisation such as in equity markets etc; 
Source: CMIE, CSO, SIAM, Govt. of India, NCAER 


home makers got a taste of this ear- 
lier this year when prices of sub- 
sidised cooking gas shot up. The 
fortunes of even small businesses 
are intertwined with the ups and 
downs of global trade and finance. 
Artisans in Surat, for instance, are 
dealing in a dozen currencies, buy- 
ing raw gems from obscure corners 
of the earth and selling polished 
ones around the world. By one est- 
imate, India's trade openness ratio 
has trebled from 0.15 to 0.45 in 
the last three decades. *Our ability 
to cope with external shocks hasn't 
kept pace with the growth," says 
Subir Gokarn, Chief Economist, 
Standard & Poor's Asia Pacific. 
Eighteen years ago, in 1991, 
Singh had opened up the economy. 
As the adolescent economy steps 
into adulthood, it is time to get a re- 
alistic grasp of the openness. 
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Ieri as Ud SUCK Market 


Is the Worst Over? 








Despite the slowdown, the market remains cautiously optimistic about a bull surge 
in 2009 on hopes of an economic recovery in the second half. VIRENDRA VERMA 
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N DECEMBER 12, AROUND NOON, 

the BSE Sensex was down by over 

300 points, when the Index of 

Industrial Production data for 

October 2008 was released— 

showing a decline of 0.4 per cent from last 
year's figures. But, by end of the day, it had re- 
covered most of the losses and closed margin- 
ally higher than the previous day. The upward 
movement of the Sensex surprised many mar- 
ket players, who had anticipated a further fall. 
Ask people on Dalal Street and they say 
they are still bullish, but the tone of the bull- 
ishness is not as confident as it was in early 
2008. Will the bulls be back and push the 
bears into hibernation in 2009? There is a 
mixed view among market players over this. 
But the lower targets of 6,000 or 7,000, which 
were being talked about till November, is not 
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being heard of as the year comes to an end. 
The main reasons for the pessimism fading 
is that the bad news from developed 
economies is slowly coming down, central 
banks across the globe are coming to the res- 
cue of their respective economies and the 
benefit of falling inputs costs like crude and 
commodities are beginning to play out. 
Moreover, inflation falling below 7 per cent 
to 6.84 per cent in the first week of December 
is the first sign of recovery. The follow-up of 
this would be reduction in interest rates fol- 
lowed by monetary and fiscal measures by 
Reserve Bank of India and government. There 
are already reports of further cuts in interest 
rates by RBI and more tax incentives on home 
loans. “The fact that the government is trying 
to help every industry is positive, and these ef- 


forts will yield results over the next couple of 
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change, globalizotion brings about a change in every part of the 
world. A new world is formed. A world in which, the past is no 
longer an indicator of the future. As such, we expect that business 
executives will find themselves operating in o number of new worlds 
in their professional life. At Skyline, our objective is to prepare our 
students to excel in every new world they find themselves in. 


Ability to analyze and apply the management knowledge to the fast 
changing business world will be the key to success. And thot is what 
students learn to do at Skyline through an appropriate mix of theory 
and practice. 
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ITen das UY! STOCK market 


quarters," says Hitesh Agrawal, Head of Research, 
Angel Broking. In addition, lower interest rates will 
help support the economy, he says. 

One of the keys to the crisis in the global economy 
was the squeeze in credit availability. The impact on the 
Indian economy was severe as the Reserve Bank of 
India reacted late. India's Chief Economic Advisor 
Arvind Virmani, too, feels that monetary policy should 
have been more aggressive to counter financial shocks. 
"My own view is that monetary policy (of the country) 
should have been much more proactive and aggressive 
than perhaps it has been." When it did, though, there 
was a sharp reduction in interest rates. The impact of this 
should be seen in the next few quarters. *The economy 
should be on a growth path by March-April 2009," says 
Sandeep Shenoy, Strategist at PINC Research. He says it 
should grow by at least 6 per cent next year. 

But will it bring back foreign investors? The view is 
that they should be back, once the dust settles down in 
their home countries. But foreign broking firms, whose 
advice is followed by most of the foreign investors, 
are not so optimistic. “The Sensex could move in a wide 


“The economy should 
be on a growth 

path by March-April 
2009" 





arc in the coming 12-months, though our view is that the 
market is going to remain flat rather than show an 
upswing. Our prediction for December 2009 is 8,559," 
says a Morgan Stanley strategy note. On the higher side, 
it expects the Sensex to touch 14,225, while on the lower 
side, it expects the benchmark to be around 6,355 
points. However, Agrawal of Angel has a different 
take. "The market has discounted the downside for 
the 2008-09 earnings and will soon start factoring in 
earnings for 2009-10. Fundamentally it should bot- 
tom out at around 8,000 (for the Sensex)," says Agrawal. 

A lot depends, however, on the outcome of the 
Lok Sabha elections, scheduled for April-May 2009. 
In 2004, before the elections, the market expected the 
National Democratic Alliance led by BJP to be back in 
power, but voters surprised the market and this re- 
sulted in a sharp fall in stock prices. The recovery, 
though, was very sharp. This time, the elections are not 
that big a concern in the market community, since the 
feeling is that reforms will not take a backseat. 
"Whoever forms the government, reforms will con- 
tinue," says Agarwal. 
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Sandeep Shenoy/ Strategist/ PINC Research 


BEST CASE 
SCENARIOS IN 2009 


SENSEX AT 15,000 Assumptions 





Inflation falls below 
5 per cent by mid-year 


Lending r rates below Jow 10 per cent 
Rupee rises to 45a against dollar 


Corporate earnings growth 
of around 15 per cent 


GDP growth of — 
8-9 per cent by end of 2009 


WORST CASE 
SCENARIOS 


SENSEX AT 7,000 Assumptions 


Demand does not pick up 
despite lower interest rates 


Further downgrading 
in corporate earnings 


Escalation in global financial problem 


Hung Parliament or a complex 
coalition government 


Investment cycle not picking up even 
after stimulus package 


PLUNGING BULL 
Sensex is at less than half its level of 


last year. 
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With its alluring regions and myriad flavours, 
France is a unique world destination. 
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Schmidt & Lackner, Belen & Rafael Moneo and Ramon Benedito. Their talent and Ro C a 


technology from the world’s leading bathroom solutions brand ensure that the a mum 
world’s finest homes usually have a Roca bathroom. Designer bath suites 


Contact us: response@rocaindia.com 


www.rocaindia.com 
. Surat Dhanush Ceramics 0261-2244261/62/63, 09879104746 - Vadodara Bath Adorn* 09825026523 East: Bhubaneshwar Garg Lifestyle" 0674-2580133 - Guwahati Sani Steels Pvt 


0361-2630059, 2514534, 2512118 - Kolkata B. P. Agarwal 033-24484398/4590 + Hindustan Enterprises* 033-22296217/7893 - Living World 09830621070 - Patna Luxury Bath 0612-7 322805 
« Siliguri Anil Agencies* 0353-2777205 South: Bengaluru P. C Sampath & Co. 080-25729838 - Siddharth Ceramics (A Division of Ram Ceramics) 080-22244961, 22214982 - Chandra Sales* 09341225745 
- Calicut Paarol Agencies* 0495-2744660 - Chennai Cosmo Floor 044-24502299 - Presencia 044-43536661 + Sattar Sanitary Stores 044-28342525, 3100331 1 - Vaigai Sanitation 044-24660036, 42633138/39 
+ Coimbatore Beautywares* 0422-4368363, 09865735333 - Hyderabad Home ‘a fair 040-27761111 - Kannur Lifestyle Gallary 0497-2726577 - Kochi Sree Venkateswara Agencies 0484 2380333/444 


Kottayam NT Paul & Co. 0481-2732859, 09447771604 - Mangalore Sri Ram Sanitary 0824-2452569, 09880844088 - Mysore Mahendra Lifestyle 0948011111 


3, 09901672225 
Nagercoil D. Kamak Bathe Homes Pvt. Ltd. 04652-220501/02/03 - Thiruvananthapuram Amset Ambience 0471-2722777/888 


* Exclusive Roca showrooms 
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Bounce Ahead? 


Oil prices fell as sharply as they had risen in '08, making it the best news of the year-end 


But supply and cost considerations point to an upturn in 2009. SHALINI S. DAGAR 


26 


5 ECONOMIC GROWTH SAGS TO LEV- 
els unprecedented in recent years 
across the world, India has had 
some cause for joy from the 
southward-bound global crude 
oil prices. From a high of $147 a barrel as late 
as July 2008, oil prices shaved-off more than 
70 per cent to skirt around $40 in December. 
If erstwhile crude oil bulls are to be believed, 
then the slide shall continue, maybe towards 
the $25-30 range. For a country, which im- 
ports 70 per cent of its requirement this surely 
is cause for cheer. But for how long? 
Though the price of crude oil derivatives is 
still administered, a drop in prices has helped 
ease inflation, allowing swifter and sharper in- 
terest rate cuts. The recent slashing of prices of 
key retail fuels should spur consumption as 
well. But is the good news going to last and for 
how long? Have oil prices already touched the 
bottom? Answers to these questions will in- 





fluence the economic fortunes of countries, 


companies and individuals in 2009. 

“If I knew the exact price of oil ten minutes 
from now, | could resign from my job and be- 
come a billionaire," is what outgoing CEO of 
Saudi Aramaco Abdullah Jum'ah said recently 
in Delhi. There is a growing consensus among 
analysts and oil producers, though, that crude 
oil prices have fallen too fast, too soon and a 
reversal is all but certain. Evidence of those be- 
liefs comes from the prices at which the future 
contracts for oil, to be delivered several ycars 
in the future, are selling. These are signifi- 
cantly higher prices than the price of oil for de- 
livery early next year. 

What could be the reasons for the antici- 
pated spike? For one, the demand-supply 
equation has not changed significantly to war- 
rant the steep decline, just as the same realities 
did not justify the climb to $147 a barrel. 

According to World Energy Outlook (WEO) 
2008, primary demand for oil (excluding bio- 
fuels) rises by 1 per cent per year on an aver- 
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age, and is estimated to go from 85 million barrels per 
day in 2007 to 106 million barrels a day in 2030. 
Much of the projected increase will come from China 
and India. This growth, while moderate, is expected to 
chug along before picking up when the world economy 
turns around. 

However, demand alone is not the only arbiter of 
prices. Supplies are contracting concomitantly aided by 
cuts from oil producers. The primarily West Asia- 
based Organisation of Petroleum Exporting Countries 
(OPEC), which controls about 40 per cent of the world's 
supplies has cut its production and plans more drastic 
cuts if prices continue to drop. 

What will aid such cartelisation is the fact that 
the era of cheap oil is truly over. To constantly produce 
oil at current levels, investment needs to continue 
apace. “Most of what is left to be discovered is hard 
oil—frontier fields, oil sands, shales, deep sea oil—all 
of which require much higher investments,” says 
Deepak Mahurkar, Associate Director, 
PricewaterhouseCoopers. 


“If | knew the exact 
from now, | could 





become a billionaire” 
Abdullah Jum’ah 
Outgoing CEO/Saudi Aramaco. 


Mahurkar believes that if oil persists at current lev- 
els of sub-$50 per barrel, six months down the line 
many exploration projects would slow down. “This 
may lead to a price rise far worse than $147 a barrel 
because there would be no assets to bring in addi- 
tional supplies into the market,” he says. Indeed, 
Royal Dutch Shell has announced a delay in some 
projects already. 

So where will the needle rest? Saudi King 
Abdullah believes that the optimum level is $75. 
Others believe that a range of $60-80 is more sus- 
tainable. At a conference in November, Indian 
Petroleum Minister Murli Deora cited forecasts by in- 
ternational analysts expecting oil prices to remain at 
around $75-115 in 2009, subject to the impact of the 
economic downturn. Of course those estimates have 
been cut back. 

Even if global trends skew Deora’s expected 
range downwards, it is quite clear that oil prices will 
remain volatile in the coming year—with the top 
being higher than the prices prevailing right now. 
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PRICE 
INFLUENCERS 
Demand: 

The demand for crude oil 
declined in 2008 for the first 
time since 1983 due to recession. 


Production: 

Since September, OPEC members 
have pledged cuts of almost 4.2 mil- 
lion barrels a day or nearly 12 per 
cent of their capacity. 





Natural causes: 

Natural events such as hurricanes 
hitting oil-producing areas can affect 
global crude oil prices. 


Inventories: 

World oil stocks are big enough to cover 
57 days of supplies, up from the five-year 
average of 52 days. 


Predictions for '09 
Oil demand growth closely tracks global 
GDP except in recent times 





Global oil demand GOP (rhs) 
T puros RE BP Marl ch Commodi Research 


International Energy Agency: 
Sees consumption growing by 0.5 per cent. 


The US government's Energy 
Information Administration: 
Forecasts that consumption would fall by 
450,000 barrels a day in 2009. 


Merrill Lynch: A contraction in global 
oil demand of 400,000 barrels a day. 
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TATA 


The right investment options. 
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When you want to have enough for 
today, as well as tomorrow. 





The right investments don't just provide short term gains, but also enrich your future. And we will help you choose investments 
that do exactly that. Welcome to Tata Capital, where we choose to put your interest above ours and fulfill your needs first. So 
for all your financial needs, from mutual funds, equities, fixed deposits and insurance to loans and advisory services, all you 
have to do is contact us. To see what we do best - the right thing for you. 


Investment Services | Wealth Management | Investment Banking | Private Equity 
Personal Loans | Auto Loans | Home Finance | SME Finance | Infrastructure Finance 


Call 1800-209-6060 | contactus@tatacapital.com 





TATA CAPITAL 
Tata Capital Limited proposes, subject to receipt of requisite approvals, market — 


conditions and other considerations, to make a public issuance of debt securities. We only do what's right for you 
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3G Finally.4G Not Too Far 


It has been talked about for months. 


Now the 3G network is on the verge of 


arrival in India. But it could also be the 4G straightaway. KUSHAN MITRA 


RUS 


N DECEMBER 11, 2008, A RATHER 
momentous event took place 
when the Union Tele- 
communications Minister A. Raja 
placed a video call to Prime 
Minister Manmohan Singh over a third-gen- 
eration (3G) mobile network. Don’t cele- 
brate just yet, because, while this call was 
made on a Mahanagar Telephone Nigam 
Limited (MTNL) network, the service is still a 
good two-three months away from a full- 
fledged commercial deployment. 

However, despite the controversy that he 
has courted over the seemingly arbitrary allo- 
cation of additional second-generation (2G) 
spectrum, Raja has ploughed ahead with his 
plans for an auction of 3G spectrum for private 
players early in 2009. The UPA Government, 
which is facing mounting bills over their social 
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programmes, is also keen on the auction to go 
through, as they expect to raise between 
Rs 20,000-40,000 crore. 

The problem now is not one of Raja's mak- 
ing, but mired in history. 3G might be here, but 
there is barely any spectrum for it. The 2100 
megahertz band, which will be used for 3G, is 
crowded by India's defence forces. Despite 
pleas to do so, the armed forces have held on 
to spectrum in India’s most lucrative mobile 
market—New Delhi. So, even if the auctions go 
through, the capital will have very few 3G 
service providers. But then again, the services 
have to come in the first place. 

So, what really is 3G? In the hoopla sur- 
rounding the term, the question no one ans- 
wers is: *what is the big deal about 3G?' The 
short answer is that 3G will allow operators to 
offer voice facilities far more efficiently than 


s 


today’s networks. Thanks to the High Speed Packet 
Access (HSPA) standard that is most likely to be used to 
deliver 3G services, it might be possible to allow 
rather high speeds over-the-air broadband. 

3G, of course, is not the only story unfolding as 
we move into 2009. The government is planning to 
auction spectrum in the 2300 and 2500 mega- 
hertz band for Intel's Wi-Max as well. However, 
the long and painful gestation period for Wi-Max 
might see it upstaged by something called Long 
Term Evolution (LTE) or fourth-generation (4G) 
mobile networks. This new standard has one 
inherent advantage—coupled with new types of 
radio modules on handsets, it can operate over à 
range of frequencies. 

The good news is that unlike other countries 
where terrestrial TV (signals you pick up with an aer- 
ial) has crammed the 700-megahertz spectrum with 
channels, India has a lot of free spectrum there. In the 
Us, which is switching over to an all-digital Tv broad- 
cast regime, the 700-megahertz spectrum was auc- 
tioned for several billion dollars. LTE, which will pro- 


The inordinate delay in 
launching 3G networks might 
just mean that Indian telecom 
can do another "skip" 

and enter 4G field. 


vide lightning fast broadband and voice channels, can 
operate in this frequency. Better still, LTE is on the verge 
of its first commercial deployments globally. 

India's delay in going mobile allowed the country 
to skip the trouble of legacy mobile systems, which 
plagued some other nations. The inordinate delay 
in launching 3G networks might just mean that 
Indian telecom can do another *skip" and enter the 
field of 4G. 

To the uninitiated, 4G (also known as Beyond 
3G), is a term used to describe the next complete 
evolution in wireless communications. À 4G system is 
able to provide a comprehensive IP solution, where 
voice, data and streamed multimedia can be given to 
users on an *anytime, anywhere" basis, and at higher 
data rates than previous generations. 

The good news is that having delayed 3G imple- 
mentation for so long, service providers in India could 
decide to skip the HsPA and Wi-Max standards and 
deploy LTE or 4G, which is more efficient than HSPA 
and better at data than Wi-Max. Don't be surprised if 
India signs up to the t TE bandwagon early on. 






Can | use 3G 
networks next year? 
Sooner than you think, as 
Delhi and Mumbai users will 
be able to dial on MTNL's 
“Jadoo” 3G service from 
February-March. BSNL should 
also start 3G services soon. 


Will | be able to use my 
expensive iPhone 3G? 
No. That is locked to the Airtel or Vodafone 
networks. You could use an unlocked 
iPhone 3G, but that isn't quite legal. 





If | have a fancy 3G device, 
will | be able to transfer m 
number to MTNL or BSNL? 


Mobile Number Portability (MNP) is on the 
cards, but the decks are yet to be cleared by 
the government. 


When will the private 
operators offer 3G? 

The government is planning auctions by 
January and private operators should have 
limited 3G networks by late 2009. 





——— — 


What is 4G all about? 


4G will be a fully IP-based integrated sys- 
tem, providing between 100 Mbit/s and 1 
Gbit/s speeds indoors and outdoors, with 
premium quality and high security. 


NUMBER PORTABILITY 


Will it create more problems 
than it solves? 


M any in the telecom 
industry expect that if 
3G is launched, Mobile 
Number Portability (MNP) 
will become a reality, simply 
because the telecom compa- 
nies themselves will demand it. If 
large incumbents get 3G licences, they 
will be able to move their high-end 
customers over to 3G networks while 
retaining new numbers. 
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Tomorrow's Toys 


Devices that respond to speech and gesture, lights that last 
60,000 hours— 2009 will have its own share of innovations. 
RAHUL SACHITANAND 


HE TRADITIONAL METHOD OF USING COMPUTERS AND, 

indeed, any other technology is currently in the midst of 

a drastic transformation. At the upscale New York 

Sheraton, Microsoft recently debuted Surface, the first 

commercially available surface computer. This is a 30- 
inch display, placed on what appears to be a traditional table. Guests 
at the hotel can use their hands and gestures on this “Surface” to 
look up city maps and compose individual music lists. Indeed, 
researchers across companies such as HP, IBM and Microsoft are now 
working on more ubiquitous devices—say, on your living room 
wall—that can perform all the functions of a computer by touch, 
speech or even gesture. 

There was a time when we accessed a central server in our office 
for much of our enterprise data. However, the cloud computing 
principle, where data is accessed from the Internet (“cloud” referring 
to how the Internet is illustrated in diagrams) has made significant dents 
into this method. Companies can now access data virtually -from 
large hosted data centres where their information is securely stored. 
Already companies such as salesforce.com have given IT managers some- 
thing to think about. In a depressed economy, cash-strapped CEOs could 
shave a sizeable chunk of their budget by opting to use this technique. 
Salesforce.com claims it has 10 per cent share in the Indian enterprise 
software market already, so clearly companies are biting the bait. 

Technology is changing in other areas as well. Two centuries after 
Thomas Edison brought light into our lives, his invention finally 
looks to be headed for the dumpster. Some countries have phased out 
the incandescent bulb in favour of the more energy-efficient Compact 
Fluorescent Lamp (CFL). The next big move is towards Light Emitting 
Diodes (LED), which are even more energy-efficient. LEDs can last up to 
60,000 hours compared to 10,000 hours for CFLs. Philips has intro- 
duced LED lights in India and many more firms will follow suit. 
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WHAT TO 
EXPECT IN 
2009 x. 


Windows 7 
Bigger? Yes. Better? 
We certainly hope 
so. After the fiasco of 
Vista, will Microsoft 
make a simple 
operating system 
again? And will it 
actually be on time? 
One can only predict. 


OLED Displays ' 
Organic Light Emitting 
Diode displays are the 
latest technology in 
flat panels. They 
consume a lot less 
power and are 
thinner. How thin? 
Well, you will have 
displays as thin as 
one centimetre. 


Surface 
Computing 

Maybe not at home, 
but expect some 
high-end stores to put 
up fancy surface com- q 
puting displays that 
are all about touch. 
This isn't quite James 
Bond stuff, but it's a 
lot better than 
Quantum of Solace. 


LED Bulbs 


Consume only a 
tenth of the power 
incandescent bulbs 
do and last up to 
60,000 hours. 
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LeasePlan 


Start Saving Money 
on Your Company Cars. 


With LeasePlan, you can free up capital by 
getting your cars off the balance sheet and 
enjoy tax savings with our Operational Leasing 
product. You also benefit from our leverage 
with suppliers. Our clear budgeting process 
leaves the risk of maintenance and residual 
value with us. In other words, outsource your 
fleet to LeasePlan and let your Ci cars Hopes 
your bottom line. ` 


e Present in 30 countries 

e 900 clients in India with over 22,000 cars 
leased so far 

e 7 Offices, reach in 100+ cities and 800+ 
dealer partners 

e Complete mobility - from 1 day Car Rental to 5 
year Lease 

e Proven concept of employee attraction and 
retention 

e Unique value-added services: Fleet 
Reporting, Anytime Replacement car and 
much more 

e A'Greener’ fleet through our GreenPlan 
product 


Check us out - With 1.3 million vehicles 
worldwide, we might already be doing business 
with your company somewhere in the world! 


LeasePlan India Limited 

LP Service Direct: 1860 500 5050, + 91 (1224) 466 0000 
\pininfo@leaseplan.co.in 

www.leaseplan.co.in 


Bangalore * Chennai * Gurgaon ° Hyderabad * Kolkata * Mumbai © Pune 


THE WORLD LEADING FLEET AND VEHICLE MANAGEMENT COMPANY 
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A Hybrid Year 





Honda’s Civic Hybrid may not have been a runaway success, but 
2009 promises to be a year of hybrids. KUSHAN MITRA 
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MAGINE A SYSTEM WHERE YOU ARE 


stuck at a traffic light and switch off 


your engine, but keep the air-condi- 

tioner on and the stereo playing. And 

then—when you slip into gear as the 
lights turn green—the engine starts seam- 
lessly! No sputtering or tension of the 
engine failing to start. 

Pawan Goenka, Chief Executive Officer, 
Mahindra Automotive, worked closely on 
hybrid vehicles while he was in the us over a 
decade ago. He feels that the aforementioned 
*micro-hybrid" technology will become preva- 
lent in many vehicles sold in India by late 
2009. And Mahindra has taken a lead—in- 
stalling it in their Scorpio and Bolero utility ve- 
hicles earlier this vear. Goenka says if the 
first batch of vehicles does well, the technol- 


ogy will make it across all vehicles that the 
group makes. 

Full-fledged hybrids have not been that 
successful in India. Honda's attempt with the 
Civic Hybrid was a sales disaster and the 
company had to slash prices by Rs 7 lakh to 
get rid of the stock. The problem is that hybrid 
vehicles in India have to be imported and 
thus face the punitive taxes that are levied on 
Completely Built-Up (CBU) vehicle imports. 

According to experts in the industry, 
making an indigenous hybrid would add 
between Rs 2.5 to 3 lakh to the price of a 
vehicle. Even with government incentives 
and lower excise duties, the vehicle would 
still cost Rs 1 lakh more than a standard 
version. Says Goenka: "It will be a niche 
success, but I believe it will still take some 
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== SAMSUNG LCD & Plasma TVs 
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Corporate Office: 8th, 7th & Bth Floors, IFCI Tower, 61, Nehru Place. New Deihi 110019. Tal: 011 4151 1234. Fax: 011 4160 8816/19. Visit www. samsung. com/ 
*Global No.1 Source: Display Search Report. Features may vary from model to model. ‘Conditions Apply. Finance at the sole discretion of the finance company 


Offer valid till 31st December 2008 and on entire range of LCD and Plasma TVs 
* For South region : Special South pack with Neo Sports top-up, Rest of India : Mega Pack with Neo Sports top-up. Revised MRP with effect from 10th December 2008 
Register your Samsung product and get a chance to WIN Samsung Digital Still Cameras & Mobile Phones every month. Visit www.samsung.com/in for turther details 


SBH Snart Salary Account 





SAVINGS PLUS: 

Combination of SB A/C and Term 
Deposits (TDR) e Flexibility of a Savings 
Deposit & Returns of a Term Deposit 

e Min Balance in SB only Rs.5000/- 

e Sweep - Auto Transfer to TDR beyond 
threshold limit e Reverse Sweep - Auto 
Transfer from TDR to SB A/C when 
needed e Flexibility to change threshold 
limit 


TAX SAVING DEPOSIT: 

e Exemption under 80(c) of IT act 

e Max amount Rs.1 Lac e Tenor : 5-10 yrs 
e Option to enjoy interest at defined 
periodicities. 


CAPITAL GAINS DEPOSIT: 
e Sale proceeds of immovable property 
e No need to pay CG tax 





Head Office : Gunfoundry, Hyderabad - 500 001 
Call: 1800-4254055 Website : http//www.sbhyd.com 





INTERNET BANKING: 


e Highest Security - Physical and Logical Security - 


128 Encryption e Virtual Key Board for Added 
Security e Site Certified By Most Recognised & 
Trusted Verisign e At Your Desk - Instant Banking 
24x7 e Online Booking of Railway Tickets e Utililty 
Bill Payments e E-payment of Taxes-Instant 
cyber-receipts 


ONLINE TRADING: 

e 3-in-1 Account - SB/Demat/Trading e Buy and 
Sell at will e Mutiple Market Watch & Streaming 
Quotes e Competitive Charges 


ATM / DEBIT CARDS: 
e 8500 -- ATMs across the country e Effect 
Transfers to Accounts within State Bank Group 

e Mobile Topup e Purchases at Point of Sale 
Terminals e Convenience of Plastic without Hassle 
of Credit Card Bills e Pin Based Security 
e Promotional Cash Back Offers 





PRE-APPROVED/EASY 


Crenit Limits’ 


e HOUSING LOANS e SPEEDY AUTO LOANS 
FOR NEW / USED VEHICLES e PERSONAL 





















HOUSING LOANS: 

e Term Loan or Overdraft e Fixed / Floating 
Interest e Max - 60 NMI e Purchase of New 
/ Old or Construction / Renovation 

e Purchase of Plot e Funds For Furnishing 
New House / Flat e Payable In 240 Months 


CAR LOANS 
e New / Old Cars e 36 Times NMI e Margin 
15% on Road Price e Payable In 84 Months 


PERSONAL LOANS: 
e General Purpose e Maximum 18 NMI 
e Payable In 72 Months 


AND MORE ... 

e SBI Life - Swadhan - Horizon II - Unit 
Plus Il e Mutual Funds - SBI & UTI 

e Locker Facility e SBI Credit Card 





Modern Innovative Dependable. 











A new face of Public Sector. 
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State Bank of Hyderabad 
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time to convince most car users that a hybrid makes 
economic sense." 

The all-electric Reva has also seen tepid sales in 
India, even though it has had moderate success in the 
UK (as the G-Whiz), because despite virtually no 
duties, it still costs over Rs 3 lakh. The real growth 
story will unfold, however, in the electric two- 
wheeler market that has seen strong growth in the last 
couple of years. Soaring price of fuel and the advent 
of low-cost models has pushed as many as 80 dif- 
ferent manufacturers, ranging from relatively small 
players to auto biggies such as Hero Motors (in a tie- 
up with UK-based Ultra Motors) to invest in this 
market. With the retail and real estate markets in a 
slump, expanding dealer chains will be difficult, 
especially for smaller players. 

According to some industry estimates, the e-bike 
market in India is estimated to grow from 170,000 
units in 2007-08 to 240,000 units this year. Ultra 
Motors expects to sell around 60,000 units this 
year. Electrotherm India has also jumped in, with 


“tt will be a niche 
success, but will still 
take some time to 
convince most car users 
that a hybrid makes 
economic sense" 

Pawan Goenka/CEO/Mahindra Automotive 


scooters under the YoBikes brand name. However, 
problems persist both in terms of technology and mar- 
keting of e-bikes. For starters, the battery technology 
remains limited to lead acid variants, with mileage of 
not more than 80 km per charge. More modern 
variants are expensive, adding to the overall cost 
of the vehicle, making it unaffordable to consumers. 
While Pune-based Ace Group has tried to locally 
manufacture batteries to slash costs, it's only a small 
step in cost reduction. 
While smaller 100-150 watt bikes don't require 
a two-wheeler licence to ride, larger scooters hous- 
ing a 250-watt engine-does require one. The vehicles 
have varying speed between 20-60 km/hour and 
some electric two-wheeler makers claim these bikes 
cost as little as one-tenth of their petrol counterparts 
(per km) to operate. In addition, at least two state 
governments—Delhi and West Bengal—have 
offered subsidies on electric two-wheelers, making 
them an even more compelling ride. 
WITH RAHUL SACHITANAND 


` went to the US 







EFFICIENT 
STICKER 


The "Fuel Efficiency" 
sticker your new car will 
sport after January 1, 
2009 is a small sticker 
that will highlight the 
cars optimum fuel 
economy in a combined 
(city and highway) cycle and will be 
certified by the Bureau of Energy Efficiency. 


ALTERNATIVES 
ON WHEELS 


Chevy Volt 
GM's Chief Executive 


Congress asking for a 
bailout, driving one of 
these. This is not a 
conventional hybrid 
and uses its engine as 
a generator for its lithium-ion batteries. 
Unlike the Prius, you can also "plug" the 
Volt in. And it has a range of over 1,000 km. 





Toyota Prius 

The grandfather of all 
hybrid cars. Toyota 
was not the first manu- 
facturer to make a 
hybrid car, nor does it 
claim to have the best 
technology. But it's the 
first large-scale manufacturer of such 
vehicles, and has sold over one million 
hybrid cars across the world. 





Tesla Roadster 
This all-electric car can 
accelerate to 100 kms 
per hour in four 
seconds. Crafted with 
the aim of proving that 
electric cars do not 
have to be slow pokes. 
Designed with the help from British race car 
firm Lotus, the Tesla is an out and out 
sports car, which you can recharge 

from a wall socket. 
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The Audacity of Hope 


Students are no longer worried about the pay-packet being offered, but whether the 
campus recruiters will appear with a mandate to recruit, says SHARADH MANIAN. 





Sharadh Manian is a 
final year student of 
one of India's top 
B-schools 


S YOU APPROACH A CERTAIN VEN- 
erable management institution 
in the heart of the financial cap- 
ital of India, the excitement of 
free enterprise is hard to miss. 
Roadside vendors, bordering the campus 
wall, sell exotic fast food (a Schezuan Paneer 
Dosa costs Rs 85!). At the nearby roadside tea- 
stall, future managers sit smoking with the 
accompanying cutting-chai in hand. A recent 
briefing by the placement committee on the 
market scenario this year forms the topic of 
heated discussions as they probe the current 
perils of capitalism. The Batch of 2009 dom- 
inates the hubbub on the road discussing the 
fallout of the latest data regarding negative 
numbers of industrial output. 

The future of the batch is on tenter- 
hooks given the macroeconomic outlook. 
Placement was always the talking point at 
this time of the year, but the situation has 
changed. Students no longer worry about 
the pay-packages being offered, but whether 
the loyal campus recruiter will appear with 
a mandate to recruit. 
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When Lehman Brothers, every potential 
investment banker’s target company, fell in 
mid-September, few acknowledged the grav- 
ity of the situation at hand. Doomsday had 
struck the financial sector but other man- 
agement functions like marketing remained 
optimistic. While the financial sector con- 
tributes 30 to 40 per cent of a good B- 
school’s placements last year, the affiliate 
IT/ITES sector, reeling under the subprime 
effect with a huge BFS! footprint, contributes 
to another 20 to 30 per cent. In the past, they 
ensured that most in a batch would be com- 
fortably placed. In the current scenario, this 
cushion has been taken away. 

Placement figures have long driven the 
nation’s top talent to the best B-schools in the 
country. Every new batch which joined a 
B-school would land with dollar and rupee 
dreams. The rising starting salaries at Ivy 
League schools fed these dreams, as the 
average salary rose by 20 to 30 per cent 
every year at the top B-schools. Private 
B-schools fuelled them by increasing their 
batch sizes by 25 per cent or more. Many left 


a 


their well-cushioned jobs to appear for manage- 
ment entrance examinations. No matter where you 
came from in a good B-school, you were assured of 
where you were headed. This winter, some hopes 
are likely to crash-land. 

Company HR departments, too, have not been 
ignorant of these times. Perhaps it is the right time 
for them to rationalise costs. Hiring and employee 
retention costs had reached a high. HR personnel 
struggled to recover the investment on every 
employee. The recent liquidity crunch has forced 
them to probe their staffing strategy. With cash 
flows uncertain, they now look at reducing hiring 
and staffing costs this quarter. Trimming the or- 
ganisation and hiring at a lower cost are the two op- 
tions they choose from. In campuses across the 
country, the drying-up of pre-placement offers (PPOs) 
was one of the first indicators of a situation like this. 
Companies took time to award students who had 
performed exceptionally during their summer in- 
ternship with a PPO. Some have chosen to take only 
this route to campus hiring this season. 


This year will also cease to 
be a story of 100 per cent 
within hours as 
companies and B-Schools 
try negotiating better offers. 


As HRs delay their campus visits for pre-place- 
ment talks, the Batch of 2009 is evaluating 
options. The omens do not appear good and place- 
ment committees are postponing the glamorous 
Day-1 if they can. This year might cease to be a 
story of 100 per cent placements within hours, as 
companies and B-schools negotiate hard and 
demand an inch more in their favour. 

So, is all lost at Ground Zero? As the winter 
unfolds, the current adversity is bringing in a new 
audacity of hope. Future managers are now sure of 
what sectors and profiles they want. They are 
evaluating their options, dawdle exercising them, 
often in favour of challenging profiles rather than 
pay-cheques. While the entrepreneurial bug is yet to 
catch on, most are revisiting the drawing board to 
see what permutation and combination of profile, 
package and location would deliver the best 
return to the decision of investing in their careers. 
What all stakeholders—B-schools, students and 
corporates—are sure of is the fact that it is going to 
be a long winter ahead. 





Amount of leaming on the job 


The take-home monthly salary 
Standing of the company in the market 


i.e., reputation of the company 
(NE' in Top 5) 





Source: 
(Dec. 2008) of 1,311 soon-to-be graduates from 
top 40 management institutes in India 
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The Big Freeze 


Barring a few, virtually every sector is cutting down on hiring. It will be 
a long winter for jobs and wages in 2009. SAUMYA BHATTACHARYA 


HEN WORK SHRINKS, WHAT 
happens to workers? It 
really depends how much the 
work has shrunk and for 
how long. The Indian job 
market is desperately searching for answers to 
these questions. Although work has reduced in 
varying degrees across sectors, what companies 
still don't know is whether the reduction is 
temporary or not. Confronted with this con- 
fusion, the HR response has so far been ad 
hoc—both on hiring and firing. 

Though the pink slip syndrome is getting in- 
creasingly evident in financial services, 
media, retail and aviation—it's not widespread 
as yet. It's the hiring freeze that's more evident. 
And that itself is a big change for a job market 
where companies were piling up talent at all 
levels till as late as the third quarter of 2008. 

The suddenness and enormity of the down- 
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turn has made most HR heads believe that 
the worst is yet to come. While hirings will 
continue, 2009 could well be the worst year in 
the last 10 years in terms of recruitments as 
well as compensation and increments. 

5o, is there a bloodbath ahead on the job 
street? It's difficult to predict, say most re- 
cruiters. “It is tough to estimate how the job 
market will be, but we are optimistic. Surely 
there are headwinds, but it's not complete 
gloom,” says E. Balaji, G20, Ma Foi Consultants. 

Talking of sectors (See Job Meter), rr com- 
panies are likely to start hiring in 2009, but not 
in large numbers. *rr was hit hard early in 
2008 during the subprime crisis in the us. It has 
seen the churn and has bottomed out," says 
Sampath Shetty, Vice President (Permanent 
Staffing), TeamLease Services. 

Speak to HR heads and recruiters and you 
realise, most of the sectors are hiring, but are 
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armed with a strategy. Organisations are looking for 
certain skills and are hiring only crucial talent. “In 
2009, recruitment will move from mass hiring (Spray 
and Pray) to targeted hiring (Sniping)," says Pradeep 
Bahirwani, Vice President, Talent Acquisition at Wipro 
Technologies. This means that employees with certain 
skillsets are still being sought after—at least in rr. On 
the flip side, this also means that hirings will cer- 
tainly be impacted at the freshers’ level because 
organisations do not need numbers. 

Among other sectors, banking and financial services 
are unlikely to see a turnaround, though insurance will 
be an exception and will continue to hire. Private 
banks in growth phase such as Axis Bank will continue 
to recruit, so will a large number of psu banks. 
Recruitments for FMCG and telecom are likely to be on 
track. Retail is in a wait-and-watch mode and while 
pharma will hire, it will again not be a big job creator. 

The logical outcome of cost cutting across the 
industry will mean reduced headcounts and no 
replacement recruitment. This is because employee cost 
is going to be a key factor in improving the bottom line 
of a company. What does this mean for the pay- 


"It is a tsunami. Every 
organisation needs to 
have a contingency 
HR plan in place” 


Neelam Gill Malhotra/ VP-HR/ CSC India 





packets? The variable pay component will dip till the 
situation improves. Clearly, there would not be any 
quantum jumps in salary. “Right-pricing of talent will 
continue,” says Neelam Gill Malhotra, Vice President 
and Head (HR), CSC India. 

Compensation experts believe that increments in 
2009-10 could well be inflation-hedged. Based on 
this, Omam Consultants predicts an average salary 
increase of 8 per cent in 2009-10. However, don’t bank 
on it yet. As companies are facing pressure on cost, they 
will start looking at freezing increments. Omam points 
out that an important factor this year would be that 
increments will not be for all or across all levels. 

That said, another reality check may come in the 
form of salary cuts. Aviation, retail, financial serv- 
ices and realty sectors are already seeing this trend. 
Compensation experts say organisations that have 
doled out more frenzied hikes in times of growth are 
likely to be the first to go for pruning. 

While optimists will dispute it, the scare on job 
street is no passing cloud. 
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SIX NEW WAYS TO 
SPELL SACKING 


1. RIF: 

"Reduction in Force". The latter, 

in its acronym form, has become a 
verb in management circles—"How 
many Will we have to RIF?" 
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2. Rationalising 








Used by Nokia Siemens Network to 
refer to its 9,000 job cuts in the US 
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6. Actions to simplify our 
organisation: 

Used by eBay, which gave pink slips 
to 1,600 employees in the US 


Source: US Media Reports 
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FREE FALL AHEAD 
Hiring will dip in the coming quarter. 
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The Strange Case of Satyam 


Codes of corporate governance are only guideposts. When you deviate, the 
press and activist shareholders must rap your knuckles, says OMKAR GOSWAMI 





Omkar Goian 
Chairman, 
CERG Advisory 


SERVE AS AN INDEPENDENT DIRECTOR ON 

the Board of Infosys Technologies 

which, in instances, competes with 

Satyam for bagging key projects. What 

follows here has nothing to do with my 
being on the Board of Infosys; it has every- 
thing to do with the tenets of corporate 
governance that I believe in and have publicly 
advocated for the last decade. 

In Arthur Conan Doyle's Silver Blaze, 
Watson asks Sherlock Holmes, “Is there 
any point to which you wish to draw my 
attention?" Holmes replies, 
"To the curious incident of 
the dog in the night-time." 
Watson says, “But the dog 
did nothing in the night- 
time." And Holmes 
remarks, *That was the 
curious incident." 

Good independent 
directors are like watch dogs. 
Mostly, they will be colle- 
gial and work in tandem 
with management to grow 
long term shareholder value. 
But, when management con- 
templates something, which may be inimical 
to the value or reputation of the company, or 
hurts the rights of minority shareholders, it 
is their responsibility to bark. No definition 
of ‘independence’ matters if, at the end of the 
day, you cannot stand up to the management 
and be counted. 

Now to the Satyam episode. Here are the 
reported facts. Satyam is a publicly listed 
company in India and in the us. Its promot- 
ers, led by Mr Ramalinga Raju, own 8.74 per 
cent of the shares of the company. The pub- 
lic owns almost 72. per cent of the stock, of 
which 48 per cent is held by foreign institu- 
tional investors (Fils) and 12.9 per cent by 
Indian public financial institutions (Fis). 

This is what Satyam's management and 
promoters proposed. A group representing 
only 8.74 per cent of the stock, wanted to 


RAMEN SARKAR 
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use $1.6 billion of Satyam's free cash to buy 
51 per cent of Maytas Infra for $1.3 bil- 
lion, and 100 per cent of Maytas Properties 
for $300 million. Maytas is Satyam spelled 
backwards; and over 36 per cent of Maytas 
is owned by Raju's family, led by his sons 
Rama Raju and Teja Raju. 

Let's assume that the valuations were 
right. Even so, this was a massive related 
party transaction. In effect, persons repre- 
senting a mere 8.74 per cent of a listed entity 
were proposing to transfer a whopping $1.6 
billion of the company's 
cash to pay related 
promoters (i.e., themselves) 
of another company. 
Irrespective of the debat- 
able strategic merits of the 
deal—an rr company want- 
ing to de-risk by purchas- 
ing infrastructure assets— 
corporate governance ethics 
demand that such a pro- 

posal ought to have been 

sounded out to institutional 

investors before making the 

announcement. And if that 
was done, the conclusion was foregone: Fils 
and Fis would have given their thumbs down, 
as they indeed did. 

The Satyam episode is a lesson in more 
ways than one. It shows that managements 
can put forward questionable transactions 
and expect Boards to give their assent—a fact 
that should make independent directors be 
ever more vigilant in discharging their 
fiduciary responsibilities. It also shows the 
power of institutional shareholders and the 
press. This is the second instance in recent 
times where Fils and the fourth estate have 
forced management to rescind decisions that 
are inimical to shareholder interests. Hats off 
for that. Because codes of corporate gover- 
nance are only guideposts. When you devi- 
ate, the press and activist shareholders have 
to severely rap your knuckles. 
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Get Up, Stand Up 


Shareholder activism has been an unheard of phenomenon in India, until a 
clutch of Indian promoters gave investors a chance to flex their muscle in 2008. 


ARL ICAHN, DANIEL LOEB AND 
Stephen Mayne are just three of 
the more famous shareholder 
activists in the West. Icahn, him- 
self a financier and a private 
equity investor (and one of the world's rich- 
est persons, to boot), has been keeping him- 
self busy over the years, bringing ostensibly 
wayward managements back on track. Two 
years ago he bought a stake in Time Warner 
worth billions, and attempted to dictate the 
entertainment giant's strategic direction. He 
succeeded partly when Time Warner sold a 
part of its stake in its AOL division. 

Back home, such successes are virtually in- 
visible, and so are shareholder activists. But 
thanks to the burgeoning tribe of foreign in- 
stitutional investors (Fils), who own, on an 
average, 23 per cent in BSE Sensex companies, 
Indian promoters and managements have to 
think thrice before making a move. Last fort- 
night, the promoters of Satyam Computer 
got the shock of their lives when they ad- 
venturously attempted to allow the IT services 
major to acquire a real estate and a construc- 
tion company owned by the promoter family. 

The folly of the Satyam management has 
been well documented, but the good news 
from the shareholder’s point of view is that 
this wasn’t an isolated case of activism. In 
September, the Anil Agarwal- T: 
promoted Vedanta Resources 
had to withdraw its restructur- 
ing plans when one of its institu- 
tional investors, a UK-based hedge 
fund, Children's Investment Fund, 
threatened legal action. A month 
earlier, Reliance Mutual Fund had 
raised issues relating to inter- 
corporate deposits by Novartis 
(India) with its group companies. 
In the same month, Macmillan 
[ndia faced criticism from retail 
investors for its decision to 
transfer the publishing entity 
to an unlisted company. 






















INVESTORS SHOW NO MERCY 


E Sterlite industries B Satyam Computer 
Figures are closing prices on BSE in Rs 
Source: CMIE 
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Shareholder activists are feared by pro- 
moters and managements simply because 
they have the ability to batter a stock to pulp. 
This fear, in turn, more often than not, ensures 
that they don’t make shareholder-unfriendly 
decisions. After all, more than any legal rem- 
edy (Indian laws don’t equip minority share- 
holders with ammunition to be activists), the 
best way for a shareholder to take action 
against seemingly ill-advised strategy is to 
hammer the share. That was the reason for 
Satyam Computer reversing its decision to 
acquire the unrelated businesses overnight— 
the American Depository Receipts (ADRs) of the 
company (listed on the NYSE) fell almost 60 per 
cent in a single trading session. In the do- 
mestic market, the scrip fell 31 per cent, even 
after the company cancelled its 
proposal. Almost every broking 
firm tracking Satyam put a sell 
on the stock. Similarly, the re- 

structuring of Vedanta Group, 
| which comprised listed firms 
like Sterlite Industries, Madras 
Aluminium in India and 
Vedanta Resources in the UK, 
was not taken well by the in- 
vestors and analysts, who rec- 
ommended sell on the firm’s 
shares (see Investors Show No 
Mercy). Sometimes, the stock- 
market does know best. 
RACHNA MONGA & 
VIRENDRA VERMA 
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The l-bank Shuffle 


As outbound deals dry up, the l-bank league tables throw up new names at 
the top. Theme for 2009: Domestic consolidation. RACHNA MONGA 


OU DON'T NEED TO BE EINSTEIN TO FIGURE 
out that a slowing economy coupled 
with the huge shakedown on Wall Street 
isn't good news for investment banking 
advisors. Deal flows have slowed down, as 
data from Thomson Reuters on mergers & acquisi- 
tions (M&A) involving Indian companies that have 
been announced reveals. Till December 15, some $51 
billion worth of such transactions have been an- 
nounced in 2008, against $56 billion in 2006 and $69 
billion last year. If the current year's figure doesn't 
appear a washout, it's thanks largely to a clutch of big- 
bang inbound deals, like Ranbaxy-Daiichi Sankyo, 


TRADING PLACES 








^ 
Top deal makers 2008 Top deal makers 2007 
Rank Advise falue No.of Advisor Value No.of 
$bn) deals 
1 MerrillLynch 928 17 UBS 2830 1] 
2 Deutsche Goldman 20.64 12 
Bank 728 20 Sachs 
3 Citi 6.70 15 Kotak 1492 2? 
Mahindra 
4 RBS 630 5 Morgan 13.08 7 
Stanley 
5 Nomura 570 4 Citi 10.57 13 
6  Lazard 959 4 StanChart — 7.72 10 
7 JPMorgan 5.49 Evercore 5.76 l 
Partners 
8 Morgan Staniey 5.29 Ernst & Young 4.59 47 
9 Religare 5.03 
Enterprises Merrill Lynch 4.36 9 


10 Goldman Sachs 430 11 RBS 3.38 6 


Note: Deals are those involving Indian companies, and those announced, not 
necessarily completed Source: Thomson Reuters 
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Tata Tele-NTT DoCoMo and Unitech-Telenor. 
Unsurprisingly, investment banking fees from various 
capital market operations have halved—from $1,426 
million in 2007 to $758 million a year later. 

On the outbound front, the multi-billion dollar ac- 
quisitions of India Inc. have reduced to a trickle. And 
that's one reason for the I-bank league tables in 
2008 sporting a new look. Five of the top 10 grossers 
of 2007 have dropped out of the elite league this year. 
Take, for instance, UBS Securities, the top advisor of 
2007, which was instrumental in mega-deals like 
Hindalco's $5.7-billion acquisition of Novelis, and 
Hutchison's $11.1-billion stake sale to Vodafone. This 
year, UBS has slipped to #19. 

The new entrants in the top 10 include Lazard 
India, jPMorgan and Religare Capital Markets. 
Lazard India has made the biggest leap, from #22 last 
year to #6. Lazard was at the forefront of one of the 
few notable outbound transactions—the acquisition 
of the Us-based General Chemicals Industrial Products 
by Tata Chemicals. Lazard also advised the Tatas on 
another deal—this time, an inbound one when Tata 
Teleservices sold a stake to Nrr DoCoMo of Japan. 
Religare Capital Markets debuted in the top 10 with 
just two deals, one being group company Ranbaxy 
Laboratories' 35 per cent stake sale to Daiichi Sankyo 
for $4.6 billion. 

Bankers don't expect to see a pick-up in deal 
flow in a hurry. *We are still a few quarters away 
from seeing that happen," says Sameer Nath, Head 
(M&A), Citi India. A lack of appetite among banks to 
lend for funding acquisitions will be another hin- 
drance. *From a strategic point of view, there are 
good opportunities to acquire assets at reasonable 
prices. Companies haven't closed their eyes to such 
opportunities, but acquisition financing could lead to 
a slowdown in such deals," adds K. Balakrishnan, 
Managing Director & CEO, Lazard India. 

The tough times, feel bankers, will make 
restructuring the area of focus back home. Says 
Sachin Batra, Head (Private Equity & M&A)- 
Investment Banking, Religare Capital Markets: *The 
consolidation is bound to happen in sectors such as 
real estate and financial services, and it will throw up 
opportunities for mergers or takeovers." Let the 
shakeout begin. 
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TH i The year gone by witnessed unprecedented highs as well as new 
lows in the world of business. A few snapshots of 2008 in numbers. 


BEST " 


OF 21,207: was the 52-week high for BSE Sensex in January 2008. Incidentally, 
7,697 was the 52-week low in October 2008, but that’s another story. 


TI M ES 14176: The percentage by which ship- See-Sawing Rates 


ments of consumer notebooks grew during 

the first quarter of 2008, according to me 
International Data Corporation (IDC) India. 
The shipment of consumer desktops dropped 
by 6 per cent during the same period. 





5 ,000: The number of mobile phones 
which are sold every day of the year in India. 
The total number of mobile phone 
subscribers in the country is 325 million. 


A 2 billion 

Rs 86,000 crore): The amount of 
E Direct Investment (FDI) that India 
had seen between April and September 
of 2008. 
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$14 billion (Rs 70,000 crore): The amount 


of money foreign institutional investors pulled out of the Indian 
markets this year. It contributed to the Sensex losing over 
60 per cent of its value. 


$142 (Rs 7,100): The price of a barrel of Indian crude oil 
basket in early July—an all-time high. On November 21, it touched 
its lowest level in three years, when it hit $44 (Rs 2,200) a barrel. 


12.34%: The peak rate of inflation in India, which was in the 
month of September. 


11%: The percentage slowdown in growth in air passen 

. ger 
traffic in the first quarter of 2008 at 1.11 crore passengers, from 
a phenomenal 39 per cent growth a year ago. In 2007, the 
passenger traffic growth was 33 per cent (a total of 4.28 crore 
passengers), lower than 2006's all-time high of 44 per cent. 


38%: The share of public transport on the roads in six major 
metros: Delhi, Ahmedabad, Bangalore, Hyderabad, Mumbai and 
Chennai. This is a sharp drop from the 69 per cent of all vehicles 
that they represented between 1994 and 2007. 
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renas US UUES or the year 


than there are on a Himalayan trek. Not surprisingly, leaders from M 

the world of politics and business were surprised by the dramatic | “l do not see any reason why we cannot 
tum of events, making statements that, in retrospect, made them face of a global siowdown" 

appear a little out of their depths. Examples: Manmohan Singh, Prime Minister, at the annual 


meeting of the FICCI, to Agencies, in March 2008 


“Ina ee world, we cannot 
pretend that we will not be 
affected by the crisis" 

Manmoban Singb, to tbe Indian Express, 

on November 21, 2008 


"Inflation still poses threat to Indian economy" 
P. Chidambaram, Home Minister 
(and former finance minister), in March 2008 


`, 





ON REALTY PRICES 


“Nationally, the real estate market will witness a 20 per cent 
dip in land acquisition costs in the next three months. 


Till then, the market will 
ON LIOUIDITY 


continue to be stable” 
Anuj Puri, MD, Jones Lang LaSalle, 
in The Economic Times, in June 2008 | "The current liquidity 
"We can expect a Is enough’ 
Deepak Parekh, Chairman, HDFC Bank, 
in The Economic Times, in October 2008 


further 15-20 per cent 

correction by the first 

quarter of 2009" “There is a fear psychosis—if 
I lend, | won't get it back. We 

need much more liquidity in 

the system" 






























“How to tame inflation? Patience" 
P. Chidambaram, in The Economic Times, in August 2008 








Anuj Puri, in The Economic Times, 
in October 2008 







Deepak Parekh, in Business Standard, 
in December 2008 















ON THE GLOBAL 
MELTDOWN 


“We will see the impact (of global financial crunch) 
on our FDI inflows in the next six months” 
Kamal Nath, Commerce and Industry Minister, at a function 
organised by chartered accountants, on October 19, 2008 
“India is still going strong. 
There’s no gloom in India, 
instead there’s a boom” 
Kamal Nath, to Agencies, in November 2008 
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kers 


Who were India's and the world's most 
talked-about CEOs in the year gone by? 


communication research organisation, bas developed 


rom the Murdocbs to the Tatas, CEOs of the 
most influential companies in the world have 
always been in the news. The CEO’s reputation is 


critical for a company to remain in good health. 
CARMA International, a media content analysis and 


a global performance monitor of the world’s top 
business leaders for Business Today. Beginning this 
issue, every month BT will highlight the top CEOs who 
were in the news during the preceding month. 


INDIAN CEOS IN GLOBAL MEDIA Ratan Tata of Tata Group was the leading Indian CEO across the se- 
lection of global media titles. Tata was by a significant margin the most visible Indian CEO over the period— 
he was mentioned in 66 per cent more articles than the next most talked-about CEO, Anil Ambani. One 
development that mainly propelled him out of relative obscurity and into the glare of the leading opinion- 
forming media titles—the “Nano phenomenon”. 


TOP 5 CEOS 
iuao k 
UU 4 


Malvinder Singh/F 


Anil Ambani/Ai - 


Figures are No. of appearances 


HOW THE MEDIA TREATED THEM 














THE MOST WRITTEN-ABOUT CEOS Nearly 19,500 articles were written on these CEOs by 20 leading 
titles across the world between January and November 2008. 


TOP-RANKING CEOS HOW THE MEDIA TREATED THEM 























Warren Buffett/Berkshire Hathaway | Steve Jobs/Apple | 

Jerry Yang/Yaho | Warren Buffett/Berkshire Hathaway | 
Steve Ballmer/Mi .  JamieDimon/PMogon —— 
ku — r LO 4 hk sn * 
Vikram Pandit/Cit | John A. Thain/Merrill Lynch l 
Rick Wagoner N | | Rick Wagoner/GM i 

s: Ballmer/Microsoft 

John A. Thain/Merrill Lynch a | | 
ERTAN | Ackermann/Deutsche 
Richard Fuld/Lehman Brothers | Josef b i 
Jamie Dimon/JPMorga | Ty š 
Steve Jobs/Apple | 

Josef Ack i tsche B 

ONC Cn asche Ba 20 n 6 5, 100 
Ü 200 400 600 800 =a Favourable Neutral — m Unfavourable 
Figures are No. of appearances Figures are percentages 


The impact of the Us corporations on coverage was profound. Out of the Top 10 most 
talked-about CEOs, nine were at the helm of us-based companies. 
No. of publications tracked: 25 
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The Big Moves of 2008 


Just when you thought they were well-settled in their existing roles, these 
few good men and women decided to make a splash. RACHNA MONGA 


y Sanjay G. Ubale, 48 


Managing Director and Chief Executive 
Officer, Tata Realty and Infrastructure 


The former Secretary, Special 
Projects, Maharashtra, who had 
the task of a Mumbai make-over, 


> Parthasarathy Shome, 57 
- Chief Economist, Revenues and 
Customs Department, UK. 
The former Economic 
Adviser to the Union 








Sanjay "les 48 4 
Chief Executive Officer, 


KKR Indi 
Finance Minister of India will give shape to the Tata Group's H -— 
moved to UK's main real estate and infrastructure plans. re ve AR est 
tax collection agency in inseparable part of 


February. 





He moved to the group in June. 


Sumant Sinha, 41 4 
Chief Operating Officer, 
Suzlon Energy 


Citigroup India, which he 
joined in 1985. At private 
equity and fixed income 
giant KKR, Nayar's role 


will be to offer structured t 
finance options, pick up 
stakes in companies and 
get global investee com- 
panies to invest in India. 


* He will join in February 2009. 


-Kevan Watts, 57 
President, DSP Merrill Lynch 


Before moving to India, Watts was Head 

of European Investment Banking and 
Chairman of Merrill Lynch International. In 
February, he took charge of DSP Merrill 
Lynch's India operations. In October, Merrill 
Lynch was taken over by Bank of America. 


After spending seven years 
with the Aditya Birla Group 
and spearheading its global 
M&A Strategy and Retail 
foray, in August Sinha moved 
into a completely different 
industry—of wind turbines 
and energy. 


b Kalpana Morparia,59 
CEO, JPMorgan India 


After being a part of the 
largest private sector bank 

for 33 years (since it 

was a development financial 
institution), Morparia has the , 
task of strengthening JP 
Morgan's position in India. 





Sam Ghosh, 45 

Chief Executive Officer, 

Reliance Capital 

After catapulting Bajaj Allianz 
Life Insurance into the big 
league, Ghosh now finds 
himself leading the charge at 
the Financial Services arm of 
the Anil Dhirubhai Ambani 
Group (ADAG) since April. 





» Keshav Sanghi, 38 
Chief Executive Officer, 
Reliance Equities International 


The former Head of Equities 
at Deustche Bank faces a 
formidable task of building 
an institutional equities 
business for the Reliance 
ADAG, amidst a stock mar- 
ket meltdown. He joined the 
group in September. 





Jandhyala Harinarayan, 60 4 
Chairman, Insurance Regulatory Development Authority 


As the insurance sector faced severe 
criticism from the mutual fund industry, 
this former Chief Secretary of Andhra 
Pradesh is betting on bringing in more 
transparency in life insurance agent 
commissions and disclosures by 
insurance companies. He became 
Chairman in May. 


p Anil Singhvi, 48 
Vice Chairman, Reliance 
Natural Resources and 
Reliance Cementation 


The former Managing 
Director of Ambuja 
Cements did a short stint 
as a financial advisor 
before joining the Reliance 
ADAG in July. 
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UPGRADE 


from inconvenient middle seats 


Fly Paramount and Experience a World of Difference 


We're sure you can readily recall countless flights you have spent cramped into those 

dreadful middle seats. Flights that must have left you with many painful memories. And 

considerably more painful backs. Exactly why all Paramount flights come without any 

middle seats. So you feel rested and perfectly at home. Fly with us and enjoy a truly 
* rewarding experience. 





+ New generation jets > Signature cuisine > Comfortable seats > Valet service 
T + Lounge access > Extra baggage allowance > E-Check-in 


V 
For more details, log onto www.paramountairways.com or 
PARAMOUNT contact your nearest travel agent, PARAMOUNT 
1800 180 1234 (Toll free) Call centre: 044 4343 4444 AIRWAYS 


A world of difference 
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Indira Gandhi National Open University 
Maidan Garhi, New Delhi - 110 068 


Enter,now to,achieve 
yourdreamicareer 
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Invites Applications for Doctoral, M.Phil, Master's Degree, Bachelor's Degree, Post Graduate Diplomas, 
Diplomas, Post Graduate Certificates and Certificate programmes round the year under walk in admission for 











Ph.D. Programmes: E 


1. Doctor of Philosophy in Education, History, Tourism Studies, Political Sc., 
Economics, Sociology, Public Admn., Lib & Inf.Science, Nursing, 
Mathematics, Physics, Hindi, English, Commerce, Management, Social 
Work, Women's Studies, Rural Development, Child Development, Gender & 
Development Studies, Food & Nutrition, Distance Education, Sri Aurobindo 
Studies and Agriculture Extension. 


M. Phil Programmes : S 


1. M.Phil in school of Interdisciplinary and Transdisciplinary studies. 


Master Degree Programmes: M 


1. Master of Arts in Distance Education, English, Hindi, Economics, History, 
Education, Political Science, Public Administration, Sociology, Commerce, 
Social Work, Rural Development, Computer Applications, Library and 
Information Science. Tourism Management, Sri Aurobindo Studies, Public 
Policy, Master of Commerce(in Finance and Taxation), Master of Business 
Administration(through Entrance Test), MBA in Banking & Finance, Master of 
Science in Dietetics and Food Service Management. M.Sc. in Hospitality 
Admn. 

2. Mathematics with Application in Computer Science (offered in January 
session only) 

3. M.Ain Mass Communication (Offered in July Session Only) 

4. Master of Education (M. Ed.) 


Bachelor Degree Programmes: B 


1. Bachelor of Arts, Commerce, Science, Social work, Tourism Studies, 
Computer Applications, Library and information Science, Fashion Design, 
Textile Design, Fashion Merchandising & Production, Bachelor of Education 
(through Entrance Test), B.Sc in Hospitality and Hotel Admn., Bachelor of 
Science(Nautical Science)(through Entrance Test), Bachelor of 
Commerce(A&F), Bachelor Preparatory Programme (BPP). 

2. Bachelor of Science Nursing (Post Basic), B.Tech Civil (Construction 
Management) and B.Tech Civil (Water Resource Engineering), B.Tech 
Mechanical Engineering (Computer Integrated Manufacturing) (offered in 
January session only) 

3. B.Sc(Hons) Optometry and Ophthaimic Techniques and Bachelor of Arts in 
International Hospitality Administration (offered in July session only) 


Post Graduate Diplomas: E 


1. Post Graduate Diploma in Distance Education, Higher Education, Library 
Automation and Networking, Rural Development, Radio Prasaran, 
Translation, Journalism and Mass Communication, Audio Programme 
Production, International Business Operation, Disaster Management, 
Intellectual Property Rights, Environment and Sustainable Development, 
School leadership & Management, Participatory Management of 


Displacement, Resettlement and Rehabilitation, Social Work, Studies in 
Indian Culture, Integral Education, PG.Diploma in Management, Financial — 


Management, Human Resource Management, Marketing Management, 
Operations Management, Plantation Management (offered only in Cochin 
region), Acupuncture (online). Post Graduate Diploma in Educational 
Technology (PGDET) 

2. Post Graduate Diploma in Clinical Cardiology, Maternal & Child Health, 
Folklore & Culture Studies, Adult Education (offered in July session only). 

3. Post Graduate Diploma in Hospital & Health Management, Geriatric Medicine, 
Pharmaceutical Sales Management, Counselling, Family Therapy and 
Mediation ( Offered in January Session Only) 





Advanced Diplomas: = 


1. Advanced Diploma in Construction Management & Advanced Diploma in 
Water Resource Engineering (offered in January session only). 
2. Advanced Diploma in Computer integrated Manufacturing. 


1. Diploma in Civil Engineering(G), Dip. in Civil Engg.(Army Only), Diploma in 
HIV and Family Education, Creative Writing in English, Youth in 
Development Work, Early Childhood Care and Education, Nutrition and 
Health Education, Tourism Studies, Women's Empowerment and 
Development, Diploma in Mechanical Engineering, Diploma in Retailing, 
Diploma in BPO, Diploma in Management, Diploma in Primary Education, 
Dip. in Electrical & Mech. Engg.(Army Only), Computer Integrated 
Manufacturing. 

2. Diploma in Value added Products from fruits and Vegetables, Value added 
Products from Cereals, Pulses and oilseeds, Meat Technology, Dairy 
Technology, Nursing Administration (All are offered in January Session 
Only). 


Post Graduate Certificate: 


1. Post Graduate Certificate in Cyber Laws, Endodontics, Oral Implantology 
(through Entrance Test), Project Management(Online). 

2. Post Graduate Certificate in Patents Practice, Development Studies (Offered 
in January Session only) 

3. PG.Certificate in Bangla-Hindi Translation, Malayalam-Hindi Translation 
(Offered in July Session Only) 

4. Post Graduate Certificate in Professional Development of Teachers (Only for 
teachers working in Navodaya Vidyalaya) 

Advanced Certificate Programmes: 


1. Advanced Certificate in Power Distribution Management. 


Certificates Programmes: Ti 


1. Certificate in Disaster Management, Environmental Studies, Food and 
Nutrition, Human Rights, Guidance, Nutrition and Child Care, Consumer 
Protection, Rural Development, Teaching of English, Tourism Studies, 
Laboratory Techniques, HIV & Family Education, Food safety, Health Care 
Waste Management, Competency Enhancement for ANM/FHW, Newborn 
and Infant Care, Maternal and Child Health Care, Teaching of Primary 
School Mathematics, Business Skills, Functional English(Basic Level), 
Certificate in NGO Management, Certificate in Sericulture, Certificate in 
Organic Farming and Certificate Programme in German Language (Offered 
only in Tamilnadu & Cochin), Certificate in French Language, Janpnese 
language, Certificate Programme in Introduction to Sri Aurobindo Studies, 
Communication Skills for BPO, ITeS and Related Sectors, Certificate in 
Primary Education, Primary Teaching, Primary Curriculam & Instruction, 
Craft & Design(Pottery), Shoe Upper Cutting, Shoe Upper Stiching, Shoe 
Lasting & Finishing and Elementary Teacher Education. 

Certificate in information technology, Performing & Visual Arts, 

Radio, Jewellery Designing, Handmade Paper Items (offered in January 
session only.) 


Non-Credit Courses: | 


1. Computer Literacy programme 

2. Certificate Programme in Motorcycle Service and Repair. 

3. Awareness-cum-Training Packages in Disability (Visual Impairment, Mental 
Retardation, Hearing impairment & Cerebral Palsy) 

Appreciation Course: f 


1. Appreciation Course on Environment 
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The Common Prospectus can be obtained from the Registrar, SRD, IGNOU, Maidan Garhi, New Delhi-110068 and from all the Regional Centres 
of IGNOU whose addresses are given below by sending a sum of Rs.150/- through a Demand Draft drawn in favour of 'IGNOU' payable at New 
Delhi / the city of concerned Regional Centre or paying Rs.100/- in cash at the respective sale counters. Please write your name and address on 
the back of the DD. An electronic version of the Prospectus is also available at IGNOU website at http://www.ignou.ac.in. Application form can be 
downloaded from the website and submitted alongwith DD for Rs.100/- in addition to the programme fee. Application forms can also be 
submitted online through the University website round the year. 





January Session July Session 


Availability of Common Prospectus ROUND THE YEAR 





Submission of filled in application 1st June to 31st October (without late fee) 1st December to 30th April (without late fee) 
forms at concerned Regional Centres | 1st Nov. to 30th Nov. (with late fee of Rs. 200/-)| 1st May to 31st May (with late fee of Rs.200/-) 


NOTE: The filled in torms submitted at concerned Regional Centres beyond the last dates mentioned above shall be treated in next session. 
Master of Business Administration (Banking & Finance), 
Doctoral Programmes and M.Phil 
The University invites applications for admission to Master of Business Administration (Banking & Finance)-July /January Cycle. The Prospectus which is 
already on sale, can be obtained from any of the Regional Centres listed below or Registrar (SRD), Maidan Garhi, New Delhi - 110 068, on payment of 


downloaded from IGNOU website at http://www.ignou.ac.in and submitted along with DD for Rs. 500/- in addition to the Programme Fee. All management 
programmes conducted through Entrance test. 


Application for admission to the Ph.D Programme may be submitted on the prescribed form at any time during the year. Application received by and 


Regional Centres or Registrar (SRD), Maidan Garhi, New Delhi-110 068 on payment of Rs. 500/-in cash or Rs.550/- through Demand Draft for sending by 





Addresses of the Regional Centres and Recognized Regional Centres : 

(1).Rahul Chamber H.No. 3-5-909, Himayat Nagar, Narayanguda Main Road Hyderabad-500029 (2) JNR Mahavidyalaya Port Blair-744104 (3) 
NavagiriRoad, 1st Bye-Lane, Chandmari, Guwahati - 781003(4) 2" Floor, BISCOMAUN Tower, West Gandhi Maidan, Patna-800001 (5) 52, 
Tughlakabad Instt. Area, Near Batra Hospital, New Delhi-110 062 (6) Opp. Nirma Instt. of Technology, Sarkhej-Gandhi Nagar Highway, Chharodi, 
Ahmedabad-382481 (7) Old Govt. College Campus, Railway Station Road, Karnal-132001 (8) Chauhan Niwas Building, Khalini, 
Shimla-171002 (9) NSSS. Kalyana Kendra 293, 39" Cross, 8" Block, Jayanagar, Bangalore-560082 (10) Kaloor, Cochin-682017 (11) Sanchi 
Complex, 3“ Floor, Opp. Board of Secondary Edn, Shivaji Nagar., Bhopal-462016 (12). 1“ Floor, MSFC Building, 270, Senapati Bapat Road, Pune 
411016 (13) Sunny Lodge, Nongthyammai, Nong Shilliang, Shillong-793014 (14) C-1, Institutional Area, Bhubaneshwar-751013 (15) 70/79, 
Sector -7, Patel Marg, Mansarovar, Jaipur-302020 (16) C.L.T. Campus, Taramani, Chennai-600113 (17) B-1/33, Sect-H, Aliganj, 
Lucknow-226024 (18) Bikash Bhawan, 4" Floor, North Block, Saltlake Bidhan Nagar, Kolkata- 700091 (19) Gandhi Smriti & Darshan Samiti, 
Rajghat, New Delhi-110002 (20) SPMR College of Commerce, Canal Road, Jammu -180001 (21) Mantoo House, Raj Bagh, Near Masjid AL - 
Farooq, Srinagar -190008 (22) Nanoor Khera, Tapovan Raipur Road, Dehradun-248001, (23) 457/A, Ashok Nagar, Ranchi-834002 (24) 
Gairigaon, Tadong, PO Shumbuk House Gangtok, -737102 (25) Hornhill Complex, 'C' Sector (Near Central Sch.) Naharlagun, Itanagar-791 110 š 
(26) Asha Jina Complex North AOC, Imphal -795001 (27) Lal Bulaia Building, M.G. Road, Khatla, (Near Central YMA OFF. ), Aizwal, -796001 (28) £ 
MBB College Compound, PO Agartala College, Agartala, 799004 (29) NH-39, Opp. Dzuvuru (Mhon Khola) |.0.C. Kohima, -797001 (30) ITI = 
Building, Bulepur, (District Ludhiana) Khanna-141401 (31) Rest House & EM Office Hall, Sector-1, Shankar Nagar, Raipur-492007 (32) 2" FLA, = 
Rajshekhar Bhavan, Rani Durgavati Vishvavidyalaya Campus, Pachpedhi Jabalpur-482001 (33) Distt, agriculture Office Road, Behind š 
Panchayat Bhavan Koraput-764020 (34) Lalit Narayan Mithila Univ. Camps, Kameshwara Nagar, Near Central Bank, Darbhanga-846004 (35) 
4/1339A new sir syed nagar dodhpur civil lines Aligarh- 202 002 (36) CSI institutional Campus TPK Road, (NH7) Pasumali Madurai-625004 (37) 
Continuing Education Building, Saurashtra University Campus, Rajkot-360005 (38) Netaj Road, Subhas Pally, Siliguri-734 001 (39) Gandhi 
Bhawan, B.H.U Campus, Varanasi 221 005 (40) 1“ Floor, SKPVV, Hindu High School, Kothapetha, Vijaywada-520 001 (41) panaji regional 
centre, behind chodankar hospital near P & T staff quaters, off. mapusa-panaji road, porvorim, 60a-403521 

NOTE: Applicants from Army, Navy and Assam Rifles can obtain "Student Handbook & Prospectus" from the following Recognised Regional 
Centres: ARMY (RR Centres) 1. Brig. Edu. HQ Central Command, Lucknow-226002 2. Col. Edu. Uttar Kaman Mukhyalaya C/0 56APO HQ 
Northern Command, Udhampur 3. Col. Edu. HQ Western Command, Chandimandir-134107 4. Col. Edu. HQ Southern Command, C/0 56APO 
Pune 5. Col. Edu. Fort Wililam HQ Eastern Command, Kolkata -700021 (6) Education Branch, Jaipur, Rajesthan. NAVY (RR Centres) 1 Central 
Directorate of Naval Educ. integrated HQ. Ministry of Defence West Block 5 ,2" floor wing-2 R.K. Puram New Delhi -110066 2. HQ. Western Naval 
Command Shahid Bhagat Singh Marg Mumbai-400023 3. HQ. Eastern Naval Command Visakhapatnam-530014 4. Naval Base HQ. Southern 
Naval Command Kochi-682004 ASSAM RIFLES (RR Centre) 1. R.C. Directorate General, Assam Rifles (DGAR), Laitumukhrah, Shillong. 


www.ignou.ac.in Registrar (SRD 














rends ug Sector UUTIOOK 


Eventful Past, Bright Future? 


BT takes a close look at sectors across the economy, noting the big events 
and placing on record the expectations for 2009. E. KUMAR SHARMA 


HERE WAS NEVER A DULL MOMENT IN THE WORLD OF BUSINESS IN 

2008. From health care and rr, to aviation and real estate, deals 

were being brokered, brands were launched and firms merged, 
acquired or sold even as the Sensex rose sharply and then plunged to 
new depths. Here are the most significant events in each sector 
and a peek into the expectations for 2009. 





WVINDXN LIN V 





The big news here was the Ranbaxy- 
Daiichi Sankyo deal. The promoters 
of India's biggest pharma company 
decided to sell out. It's seen as 

a signal to others in the space. 


GOSWAMI 





UMESH 


For most of the year, this sector has raked in the moolah as EXPECTATION 2009: Market for generics 
the average room rent remained high. Deepening global melt- o pick up abroad (particularly in the 
down, slowing domestic economy and eventually the terror Us market) considering Obama's 
attacks in Mumbai had a devastating impact on the sector. focus on cutting health care costs. 


EXPECTATION 2009: No recovery in realisations is expected, 
especially with new capacities being created and the tourism 
industry reeling under the terrorist attacks. 





The Budget 2008-09 granted a five- 
year income tax holiday to all new 
Mainstream investors (the likes of Sequoia Capital, hospital projects in smaller towns 
Sandstone and Legatum) built on their investments (Tier-II and Tier-III towns). The 

in the sector. Mainstream professionals, like bankers, impact is yet to be seen. 











are entering microfinance. EXPECTATION 2009: Despite slowdown, 
> v EXPECTATION 2009: The financial meltdown is likely to growth in this sector is expected to 
» sober up the craze for growth at all costs. There continue. The next 12 months are 
could be a re-look at portfolio quality and greater also likely to see the first clear signs 
investment in internal controls, perhaps leading to of health care delivery going beyond 
more emphasis on reporting on social performance the metros. 


indicators (like livelihood, employment etc). 
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The industry was seriously impacted by the global 
economic meltdown. Lack of positive sentiment in the mar- 
ket coupled with shortage of finance and bleak job 
prospects lowered the demand. 

EXPECTATION 2009: The sluggishness is expected to continue 
for at least the first half and there will be a bottoming 
out thereafter. 


Few in this sector are now talking of aggressive roll-out 
plans. But perhaps, a key positive has been the fall in real 
estate prices. It's important considering that, depending 
on the size, location and other factors, real estate costs 
typically work out to between 5 and 10 per cent of 

retail investments. 


EXPECTATION 2009: Instead of a mad rush for numbers, 
growth is likely to be more balanced (more measured 
and based on market demand and costs involved). 
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The big bang was the Rs 60,000-crore 
loan waiver scheme announced in the 
Union Budget for 2008-09. The year 
saw agri prices shoot up across the 
board with corrections happening only 
recently in some cases. 

EXPECTATION 2009: With fall in some 
commodity prices, one could expect 
more steps towards reforms in agri- 
cultural marketing and distribution. 





The country saw two world-class 
greenfield airports—in Bangalore 
and Hyderabad—taking off. Issues 
of cost pressures came to the fore 
with the famous lay-off drama at Jet 
Airways—apart from Kingfisher and 
Jet coming together in an opera- 
tional alliance to rein in losses. 
EXPECTATION 2009: Troubles faced by the 
sector are expected to continue with 
tourism and travel taking a back- 
seat. Expect sluggish growth. 





The slowdown in the us has been the 
talk of the town, though the impact 
has still not been fully felt. Arguably, 
for the first time this industry felt sub- 
stantial cost pressures with very low 
salary hikes (estimated in the region 
of 3 to 5 per cent as against 12 to 15 
per cent earlier). A year with a lot of 
speed breakers. 

EXPECTATION 2009: Growth rates are ex- 
pected to be half of what it was ear- 
lier (between 12 to 15 per cent as 
against 28 to 30 per cent a year ago). 
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Major projects hit by slowdown. Expansion plans on 
hold. Lack of financial options also added to the problems. 
A major factor has also been the rise in interest rates— 
from 9-9.5 per cent to 13.5 per cent. Profit margins have 
been squeezed. 

EXPECTATION 2009: Prospects are expected to improve with soft- 
ening of interest rates, but the fortunes of this sector are 
linked to the pick-up in the economy. 





The big news here was the relaxation announced by the 
Reserve Bank of India for companies to raise ECB 

(external commercial borrowing) without having 

an import content. However, options at fund rais- 

ing dried up with nearly no dollars available 
post-October. Availability of credit became a 
major issue. 

EXPECTATION 2009: Growth is now linked to availabil- 
ity and cost of credit. Boost to sector likely if banks 
raise the 15 per cent sectoral cap they have for 
lending to players in this field. 





The sector saw huge ups and downs this year. With prices 
falling now, expectations of a further fall are making 
people postpone investment decisions. 

EXPECTATION 2009: Sluggishness is expected to continue with 
buyers still preferring to wait and watch. The growth in 
this sector is expected to be more balanced with more 
serious players and fewer speculators. 
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Poor availability of funds coupled 
with rise in cost of funds hit the 
sector, particularly in the second 
half of the year. Inflationary condi- 
tions meant equipment costs were 
up by 30 to 35 per cent . Rise in 
interest rates from around 11 to 13 
per cent and exchange rates seeing 
rupee move from Rs 42 to Rs 50 to 
a dollar added to the woes. 
EXPECTATION 2009: Major players may 
continue to find it difficult to reach 
financial closure if liquidity issues 
are not addressed. Companies hope 
banks will take a fresh look at the 
sectoral cap and perhaps group 
exposure limits will be raised. 
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The meltdown coupled with the 
crisis in major global investment 
banks forced many Fils to liqui- 
date their positions in Indian 
companies, impacting their stock 
prices. The market sentiment 
was badly hit. 

EXPECTATION 2009: Since the market 
sentiment is expected to remain 
down (by some estimates, at 
least for the next 12 months), 
the broking business will 

remain sluggish. 
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Despite money getting dearer 
alongside limited finance options, 
the consumer durables industry 
posted a good growth of around 
15 per cent in 2008. 

EXPECTATION 2009: The prospects are 
now linked to the sentiment about 
the economy and the availability 
of finance. To what extent com- 
panies are able to handle the cost 





pressures will determine the 
growth path in 2009. 





Cement prices were in the news for most of 2008. First, 
following inflationary pressures, the government asked 
companies to contain price increases. In the second half, 
fall in demand ensured that prices fell on their own. 
EXPECTATION 2009: Depressed prices are expected to continue 
as additional capacities fructify next year. 





This sector was impacted by the global economic crisis, 
more severely after October. There has been an almost 50 per 
cent fall in prices across metals (base and ferrous) com- 
pared to the levels in January this year. 

EXPECTATION 2009: Prices will continue to remain low. The 
sector's fortunes are directly linked to the pick-up in 
the economy. 





Shaken up by the events in October, most banks have taken 
a pause, going for internal review and consolidation. Investor 
concerns were heightened and even majors like icici Bank 
came in for closer scrutiny. 

EXPECTATION 2009: Given that most Indian banks are well cap- 
italised, with NPAs in control, growth will pick up in 2009, 
though investments now will be closely scrutinised, and 
there will be increased pressure on internal controls. 
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There was heightened activity in 
retail services with companies opt- 
ing to build on their forays into 
retail. With increased penetration 
into rural markets, there was up- 
trading (industry jargon for con- 
sumers opting for some superior 
items), while the urban market 
saw some downtrading, because 
of inflation. 

EXPECTATION 2009: Instead of bringing 
in western variants, companies 
expect to continue focussing on 
localisation of global trends and 
move more towards wellness. 








Excise duty reduction from 

12 to 8 per cent on paper and 
paper products, was the most 
significant development. The 
sector continued to build on 
its 8 to 9 per cent growth 

rates over the last three years. 
Only a third of the planned 

Rs 10,000-crore capacity outlay 
got invested in 2008. 

EXPECTATION 2009: Thanks to the 
financial meltdown, international 
paper prices have declined and 
this could have an impact on 
China, which apparently has 
huge inventories that could 

get dumped in a growing 

Indian market. 
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GUJARAT - Forging India Ahead 





Boocated on the mid-west coast of the Indian 
subcontinent, Gujarat has been playing an increasingly 
critical role in making India shine. The last few years have 
seen the state transform and compete with developed 
nations on equal footing. In fact, it is growing faster than 
some of the Asian economies. The state has steadily 
clocked an average growth rate of more than 10% for the 
last five years. On the domestic front, the state has 
consistently exhibited higher growth rates than the national 
growth average. Given such an impressive growth record, 
Gujarat has emerged as one of the most prosperous and 
promising states of India. 

As one of the most industrialized states in India, Gujarat is 
coming up as a strong business hub. Besides labour 
harmony, infrastructure development, social reforms, 
investor friendly climate, transparent policies and prudent 
fiscal management, which have contributed to the growth 
of the state economy, it is the entrepreneurial nature of the 
people of the state which has gone a long way in making the 


Gujarat story a successful one. 


The state accounts for more than 12% of the total 
investments filed through IEMs and its share in the 
industrial production of the country is 13.2%. It has a share 
of 20% in India's export basket. 
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Today, the state has a well-diversified industrial base, from 
agro to petrochemicals based industries. The state boasts of 
one of the world's largest grass root petroleum refineries at 
Jamnagar. Gujarat is an established leader in textiles, 
engineering, chemicals, petrochemicals, pharmaceuticals 
and drugs, dairy, cement and ceramics, gems and jewellery, 
to name just a few. 


Gujarat has demonstrated the highest industrial growth in 
India - 12.5% ( 2002-07). The state is home to more than 
800 large industries and 320000 micro, small and medium 
industries. The state has robust infrastructure favourable 
to various industries like Petroleum, Chemicals, 
Pharmaceuticals, Food Processing, Salt Manufacturing and 
Diamond Processing. The state has a comprehensive 
presence in many sectors at all the stages of 
manufacturing /production as far as contribution to value 
chain is concerned. 


Gujarat is the only state in India to have a law offering 
complete labour flexibility in SEZs and provision for easy 
entry and exit. It, thus, provides both the key conditions, 
which investors worldwide keenly look forward to before 
taking a decision to invest their capital. 


A frontrunner in implementing reforms, Gujarat also leads 


"Welcome to 
Gujarat, 
Asia's 
Emerging 
Business 
Hub” 


Shri Narendra Modi 
Chief Minister, Gujarat State 





the way in privatisation. ‘Disinvestment’ is a way of life, 
with more than a dozen PSUs privatised or restructured. 
Gujarat —Spearheading India 

Gujarat has been spearheading the national progress on 
socio-economic fronts, The state constitutes only 6% of 
the geographical area of India and 5% of the total 


population. But its contribution to the national economic 
and financial indicators marks it out as a prominent player. 


According to the Reserve Bank of India (August 2008), 
Gujarat ranks 1st with a proposed investment of USD 152 
billion in 100 projects accounting for approx 22% of total 
investment in India. Deutsche Bank Research shows that 
Gujarat ranks 1st in 'Regional Scoring’ among 27 states in 
India and offers the most favourable outlook for the 
growth of demand for infrastructure projects. 


Vibrant Gujarat Global Investors' Summit 2009 


An opportunity you can't afford to miss 


The Government of Gujarat along with CII 
(Confederation of Indian Industries) is organizing the 4th 
Global Investors' Summit on 12”-13“ January 2009. Aimed 
at bringing together business leaders, investors, 
corporations, thought leaderz, policy and opinion makers; 
the summit serves as a perfect platform to understand and 
explore business opportunities in the state of Gujarat. A 
biennial event, Vibrant Gujarat Global Investors' Summit 
has had resounding successes in the past attracting several 
companies from Asia and Europe to establish their 
presence in Gujarat. The 2003 Global Investors' Summit 
was held coinciding with the glorious Navaratri Festival 
where a total of 76 MOUs worth USD 14 billion were 
signed. The 2005 summit saw signing of 226 MOUs 
garnering an investment of USD 20 billion. The year 2007 
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summit, attended by industry majors like Tata, Birla, 
Reliance, Shell, General Motors, ICICI to name a few 
resulted in signing of 675 MOUs worth USD 152 billion. 
2007 summit, attended by industry majors like Tata, Birla, 
Reliance, Shell, General Motors, ICICI to name a few 
resulted in signing of 675 MOUs worth USD 152 billion. 


EM 
`Wibrant E 


GUJARAT 


Global Investors’ Summit 


12-13 January 2009 


Gujarat is confident of effectively administrating the 
anticipated surge of investments, having handled large 
investments from the last two summits with aplomb and 
converted them into concrete businesses. This has been 
possible due to an effective Single Window Mechanism for 
fast track facilitation and monitoring of projects through a 
government organisation - Industrial Extension Bureau - a 
pioneer organisation that is considered a model for 
promotion of industry and investment among the other 
states in India. 





This year's summit coincides with the state's world famous 
festival Uttarayan. In Gujarat, Uttarayan is celebrated as the 
Kite-flying Day. During the occasion, an International Kite 
Festival will be organized in Ahmedabad, Vadodara, Rajkot 
and Surat. Kite flyers from different parts of the world 
would display their skills in kite flying. 

Vibrant Gujarat Global Investors' Summit 2009 will truly 
be investors’ paradise. 


Focus Areas 





Food & Agri business 


Special Investment Regions 





- Take your work 
seriously but don't take 
yourself too seriously..." 


page 86 













- Sixty successful 
businessmen and 
professionals 
share the words 
of wisdom that 
most influenced 

. them. 


page 116 


"Every problem 
can be traced 
back to failure of 
management and 


leadership" ~: 












"Take the difficult path, 
not the beautiful one" ..... 





<H BEST ADVICE | EVER GOT 


Culling the sources of advice, a startling 
fact: Behind every successful man is his father! Wives 
do figure on the advice-giver's list, but the results are 
50:50. One ignored his wife's advice, another heeded 
it: both struck pay dirt. 


Figures are source of advice 


But where does one go to get that advice? To the world’s lead- 
ers? To the world’s best B-schools that produced the graduates who 
are being blamed for the crisis in the first place? 

Advice at current prices has no value; it is only after it has been 
implemented (sometimes at the cost of derisive comments from 
peers) and has succeeded that advice turns golden. 

So, BT decided to ask the who’s who of India’s corporate 
world—as well as some professionals and leaders from other 
fields for good measure—to jog their memory and recall the best 
advice they ever got. What the advice was, who gave it to them and 
when, and how it helped them. 

As you read the following pages, the first thing that could strike 
you is that very little of the advice will directly help you make 
money. There is no hint of a ‘how to...’ manual that can be 
drilled into your legions as standard procedure. 

As for the sources of the advice, the surprising finding was that 
a large number of successful people quoted here cite family 
sources (father, mother, grandfather and even the odd aunt or two) 
for the advice that put them on the track to greatness and success 
—and kept them there. 

Then, there is a large complement of people who got priceless 
advice from a mentor (the factory manager who took under his 
wing the owner’s son) or a boss (yet another factory manager who 
would later head the country’s largest FMCG multinational). 

Religion plays no role in this selection—but at least two adjusted 
their life’s course on the basis of compass bearings given by 
Mother Teresa. Then there is the man who sparked India’s retail 
revolution, who admits that he got his best “advice” just by 
watching how another successful store worked. 

There is no rocket science, no theory of derivatives—but the 
diversity of the advice is amazing. From the sublime to the prac- 
tical and the selfish, the advice is laid bare for you. One thing— 
as a very senior business baron pointed out rather drily— 
Indians have a habit of giving advice even when it is not 
wanted. So, don’t for a moment think that BT is preaching: it is 
just offering a menu. 
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Aamir Khan, Actor 

Aditya Puri, HDFC Bank 

Akhil Gupta, Blackstone India 

A.M. Naik, L&T 

Anand Mahindra, Mahindra & Mahindra "i 
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B. Ramalinga Raju, Satyam Computer Services 
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Dilip Chhabria, DC Design 
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Kalpana Morparia, JPMorgan India 

Kiran Mazumdar-Shaw, Biocon 
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L.N. Mittal, ArcelorMittal 
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M.V. Subbiah, Murugappa Group 

N. Sankar, Sanmar Group 

Naresh Goyal, Jet Airways 

Nimesh Kampani, JM Financial ^ 
Piyush Pandey, O&M India 

Prasoon Joshi, McCann World Group 

R. Seshasayee, Ashok Leyland 

Raghav Bahl, Network18 Group 
Ramchandra Agarwal, Vishal Mega Mart 
Rashesh Shah, Edelweiss Capital 

R.P. Goenka, RPG Group 

S. Bikhchandani, Info Edge 

S. Sivakumar, ITC 

Salvatore Ferragamo, || Borro Vineyards 
Sam Balsara, Madison Communications 
Sanjay Nayar, Citi South Asia 

Shantanu Prakash, Educomp Solutions 
Shelly Lazarus, O&M Worldwide 

Swraj Paul, Caparo Group 

Uday Kotak, Kotak Mahindra Bank 
Venu Srinivasan, TVS Motor Co. 1 
Venugopal Dhoot, Videocon Industries 
Vikram Akula, SKS Microfinance 

Vikram Kirloskar, Toyota Kirloskar Motor 
Vinita Bali, Britannia Industries 

William P. Lauder, Estee Lauder 





NCTHE BEST ADVICE | EVER GOT 


NISHIKANT GAMRI 





Jamshed J. irani, 72 
Director, Tata Sons 


Out of every 10 men born 
in this world, nine work 
for the tenth. Prepare to 
be the tenth 


"| left home at 16 to study abroad. | was very close to 
my father, who was also an executive in a Tata com- 
pany. He was the best mentor that | had and he told 
me something that is ingrained in me: 'Son, out of 
every 10 men who are born in this world, nine men 
work for the tenth. So, prepare yourself to be the 
tenth.' It enabled me to plan my future as a leader. 
If you want to make an impression on the world, you 
need an army behind you. Leaders must have that 
credibility which will enable their legions to follow 
them to achieve anything... You have to be a leader 
all the time. You can't say that at night | am going to 
sleep and | am going to be a leader tomorrow morning. 
To be a leader, you have to get the team behind you, 
and that has always been my motto. Under pressure, 
you must still realise that you are the leader. If you 
reflect your discomfort or your inability to take 
a decision to your team, that is disastrous." 

AS TOLD TO CLIFFORD ALVARES 


L.N. Mittal, 58 
Chairman & CEO, ArcelorMittal 


Reach for stars 
with foot on 
the ground 


“One of the best pieces of advice | 
received was to reach for the stars, 
but always keep one foot on the 
ground. | have always tried to follow 
this and I believe it stands you in good 
stead. It creates a good balance bet- 
ween being ambitious and challeng- 
ing yourself whilst retaining a sense 
of integrity and remembering where 
you started from. I think this also 
helps you deal with things when they 
don't go your way. Success is not a 
reason to lose sight of reality." 


SOURCE: MONEY TODAY, DEC. 2007 
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R. Seshasayee, 60 
MD, Ashok Leyland 


Listen to your 
inner voice 


“The best advice I got was from R.K. 
Talwar, a former chairman of State Bank 
of India and then IDBI, who set exalted 
value standards both in personal and 
professional life... It was in early 1990s. 
[ was in a particular dilemma involving a 
moral conflict of interest and was finding 
it difficult to decide what was right and 
what was wrong. Talwar was then the 
Chairman of Ashok Leyland Finance and 
[ sought his counsel. His response was 
simple: ‘Whichever decision that will 
give you peace of mind and help you to 
go to sleep peacefully is the right 
decision. Listen to your conscience. 
Most often we put on ear plugs and 
don't listen to our inner voice.’ Since 
then, whenever I have had a problem, 
I have taken decisions based on what is 
right for my conscience—be it taking a 
stand, or speaking my mind, dealing with 
employees or government." 

AS TOLD TO N. MADHAVAN 





Lord Swraj Paul, 77 
Chairman, Caparo Group 


You can't build a successful 
business without a 
successful family 


"Lots of things go back to one's early experience. I lost 
my parents much too early in life, but in the time they 
were with me, my mother taught me the value of 
family and my father taught me that there is a 
dignity in work. His office was on the ground 
floor while we lived on the first floor and 
the factory was in the backyard. At that 
young age he would make us clean his 
office. That learning has come out more 
useful than anything else that | can think 
of. And you can't build a successful busi- 
ness without a successful family. At 
Massachusetts Institute of Technology, | 
learnt never to compromise on quality 
and to aspire for excellence. From 
Mrs Indira Gandhi, | learnt 
courage in adversity. After 
she lost in 1977, she didn't 
change as a person." 

AS TOLD TO SHALINI S. DAGAR 
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“NCTHE BEST ADVICE | EVER GOT 


| Jignesh Shah, 41 
Anand G. Mahindra, 53 Executive Chairman & Managing 
































Vice Chairman & Managing Director, Mahindra & Mahindra Director, Financial Technologies ` 
d your (India); Vice Chairman, MCX 
| "eiui 5 Results matter, 

T ily traditi 

j fami on efforts don't 

dh “In 1984, | had y three years at Mahindra Ugine Steel 
after returning from Business School in Boston. I was assisting “At 24, as a fresh engineer, I had 
in bids for large government contracts, and had worked hard joined the Bombay Stock Exchange 
on a particular initiative, which we lost to a competitor on less as part of a team building the 
than transparent grounds. | was extremely demoralised and | online trading platform. We were 
recall spending an evening complaining bitterly to my late all working overtime... I vividly 


father-in-law, Premnath Khandelwal, head of the eponymous 
group. ! told him that | was contemplating returning to the US, 
since we at the Mahindra Group seemed to be playing accord- 
ing to the conventional rules of the game while success in India 
seemed to require following a completely different set of 
'rules'. He listened patiently and let me vent my ire, and then 
said: 'Anand, you would be making a big mistake if you quit 
t now. Let me tell you that your family tradition is worth x ass EN | 
upholding first because it's the right thing to do; but also gi icd RAEE ie — 
because in the long run, you will enjoy a lower cost of Stock Exchange, R.H. Patil, when 
doing business in every sense of the word.' Ever since the commodity bourse promoted 
that day, I've never had doubts about why we do busi- by us was in direct competition 
ness the way we do. And in addition, we've never with NCDEX, promoted by NsE and 
found that approach an impediment to succeeding others. | knew Patil from my early 
in the areas where we choose to compete.” days when he had given FTIL a 
| break. When I told him about our 
rival's tactics, he said to me: ‘Do 
the right thing the way you are do- 
ing and one day, the world will no- 
tice.' The rest is history. MCX Over- 
took NCDEX in market share, and is 
now among the world’s top ten 10 
commodity exchanges.” 
AS TOLD TO ANAND ADHIKARI ws 


remember an old wooden sign- 

board proclaiming ‘Results Matter. 
Efforts Don’t’, in the settlement 
system room where we were given 
training. These words really woke  ! 
me up. The second piece of advice 
came years later from the then 
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NCTHE BEST ADVICE | EVER GOT 


Prasoon Joshi, 39 
Chairman, McCann World Group 


Difficult path leads you 
to destination, beautiful 
path is destination in itself 
“One of the best pieces of advice that | 
have ever got was from my father when | 
was just 10 years old. He read out a verse 
from the Kathopnishad, which talks of 
‘Shreya Marg and Preya Marg’. He said: 
‘There is a path which is beautiful and 
there is a path which is difficult. But you 
must always take the path that is difficult 
because the difficult path leads you to your 
destination and the beautiful path is a des- 
tination in itself.’ As | grew up, | have taken 
this advice very seriously.... It takes a lot of 
courage to do so, but | can tell you, | have 
never been disappointed with my decisions. 
Another advice | took very seriously was 
from (music director) A.R. Rahman, when | 
first worked with him four years ago on the 
music of Rang De Basanti. As we got chat- 
ting and talking, he told me: 'Believe in the 
present and do justice to it.' That's precisely 
what | do. | concentrate on the present and 
try and do a good job of it." 


AS TOLD TO ANUSHA SUBRAMANIAN 





A.M. Naik, 66 
Chairman and Managing Director, L&T 


Be successful, but not 
at the cost of principles 


“I have always been my own man and my Gandhian 
father had always encouraged me in this. When I ponder 
on the moment that truly changed my life, I have 
to go back to my college days when I was an engineering 
student. An all-rounder, I was an extrovert with unc- 
onventional study hours, and had a happy habit of giving 
classes a miss. Word got around to my father, and, as 
expected, he was concerned. He sent me a letter. It was 
not a reprimand, it was just a gentle reminder about our 
family's value system, and how life was not just about liv- 
ing on one's own terms, but also about thinking about 
others. He told me that he trusted that I knew what I 
wanted to do with my future. He told me to follow mv 
heart, but never at the cost of others. He told me to be 
fearless and to be always empathetic to the cause of the 
underprivileged; and to be successful, but never at the 
cost of my principles. These words were etched in my 
mind... and have inspired and guided me over the vears." 
AS TOLD TO SUMAN LAYAK 


IN LIWY 


IV IN 





UMESH t 


Aamir Khan, 43 
Actor 


It's better to go wrong 
with your own instincts 
than somebody else's 


“| think | was around 14 when, during the 
course of a conversation, my uncle Nasser 
Hussain told me to follow my heart—and that 
has kind of stayed with me ever since. Quite 
often in life, he said, you are faced with 
situations where you may tend to go wrong— 
but even so, if you follow your heart, it's 
always better to go wrong with your own 
instincts than on somebody else's. | believe 
following this advice has been instrumental in 
my choice of profession—especially since many 
of my well-wishers were against it. Their fear 
was not entirely unfounded.... they wanted 
me to have something to fall back on in case I 
didn't succeed in tinseltown, whereas | was 
very clear that | wanted to dive right into film- 
making and acting rather than study com- 
merce. Since then, pretty much all my 
decisions have been based on this philosophy 
of trusting my own instincts. While | was close 
to my uncle, | did not seek regular advice from 
him.... It was my own path and my mistake to 
live and learn from. That's exactly what | 
advise my nephew Imran." 

AS TOLD TO TEJEESH N.S. BEHL 








Deepak Parekh, 64, Executive Chairman, HDFC 


Work for a home- 
grown start-up 
"The best advice | ever got was from my uncle 
Hasmukh Thakordas Parekh, when | was work- 
ing with US-based Chase Manhattan Bank in the 
mid-'70s. | was running around in New York, 
Hong Kong, Singapore with stints at Ernst & 
Young, Grindlays Bank and Chase. | had spent 
nearly three years with Chase as Assistant 
Representative for South Asia (Mumbai, 
Singapore and Hong Kong) when my uncle was 
stepping out to start his second innings in 1977 
after retiring from ICICI as Chairman. His idea 
was to set up a housing mortgage company for 
the middle class... | had a good offer to head 
the Chase office in Saudi Arabia during the 
Middle East boom. My uncle asked me, why 
don't you settle down and work for a home- 
grown start-up rather than run around. He 
asked me to join him as Deputy General 
Manager. At 34, | was married, with kids. It was 
actually a difficult decision since | had a cushy 
job with a foreign firm... | was a fairly senior 
guy at Chase and l had to take a 50 per cent cut 
in my salary to join my uncle's company. Even 
after joining, | never regretted my decision as 
the company had a good initial start, though my 
uncle died a few years later, but he saw the 
company was moving in the right direction." 

AS TOLD TO ANAND ADHIKARI 


THE BEST ADVICE | EVER GOT 


RACHIT GOSWAMI 





Chairman & Managing Director, JM Financial 


Never borrow for 
personal needs 


“For me, it’s my self-consciousness and intuition 
that have been the guiding force. But I have in- 
herited the value systems and principles from 
my parents. My father followed the golden 
principles—never borrow money for personal 
needs and don’t ever give guarantees. He would 
always say: “The repayment liabilities are yours. 
You can’t disown them. On the other side, the 
asset that you believe belongs to you, may or 
may not remain of that value always. So, the 
value of assets goes down but the liabilities stay 
with you. Live within your means.’ So, he 
would also explain to us by saying: ‘Liabilities 
are like taxi meters, which keep running 24 
hours, even when you go off to sleep. The 
interest meter runs all the time. If you do 
business with your own money, you can 
withstand any bad time.” 

AS TOLD TO RACHNA MONGA 
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Venu Srinivasan, 56 
Managing Director, TVS Motor Company 


Take risks but 
one at a time ` 


“| have received much advice that has had a 
profound impact on me both as a person and 
as a leader. My personal friend and philoso- 
pher, Prof. Lord S.K. Bhattacharyya, Head of 
Warwick Manufacturing Group, has had an 
enormous influence on my growth as a busi- 
ness leader. His advice: never take more than 
one risk at a time. He typically classifies risks 
Into people, markets and money—three legs 
of a tripod. If you take more than one risk, 
the tripod loses balance. For instance, he 
would say only when vou have a strong team 
and a stable market, can a financial risk such as 
an acquisition be attempted successfully. In the 
early part of my life, my father and uncles 
played an important role in teaching me the 
TVS values—trust, integrity, discipline. 
Ramnath Goenka, whom I had known from 
childhood, helped me understand the social 
and political milieu in which we operate. He 
often said: ‘Venture into areas that you can 
handle coming from the Tvs family." In the 
early stages of my professional career, Prof. 
Washio and Prof. Tsuda, Japanese TQM ex- 
perts, revealed the importance of building a 
TQM organisation in a con- 
temporary manner. 
Without their advice, we 
could not have built an 
organisation that created 
‘the Tvs way’ effectively. 
Dr V. Krishnamurthy, for- 
mer Chairman of Maruti, 
S. Ranganathan, former 
Auditor General 
of India and former 
Chairman of Ashok 
Leyland, Glaxo India 
and Tvs Motor, and 
J.E. Talaulicar, former 
Vice-Chairman of 
Tata Motors, all 
helped me with their 
valuable inputs and 
advice to handle the 
great challenges that I 
faced early in my 
career." 

AS TOLD TO N. 

MADHAVAN 
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G.M. Rao, 59 
Chairman, GMR Group 


Focus on one category 


"I started my entrepreneurial venture through a small trading 
business. Simultaneously, I also got engaged in the running of a 
jute mill. In those days, businesses were primarily driven by lic- 
ence Raj. My triend, an astute banker, advised me to stay fo- 
cussed on one category of business. Í took his advice and chose to 
focus on the jute mill, leaving the trading business to my broth- 
ers. From then on, I stayed focussed with passion and per- 
severance, prioritising issues and avoiding procrastinating on de- 

cisions. This has helped the GMR Group to successfully complete 
challenging projects ahead of schedule and set benchmarks. These 
qualities have helped us build the GMR Group from a small single 
jute mill to a major infrastructure developer, now building the 
New Delhi International Airport, which will be the second-largest 
terminal building in the world." 


AS TOLD TO K. R. BALASUBRAMANYAM 
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Naresh Goyal, 58 
Chairman, Jet Airways 


Be better 
than the best 


"Naresh, if you cannot 
make Jet Airways better 
than the best, then send 
these two aircraft back 
today," J.R.D. Tata told 
Naresh Goyal in April 1993. 
The father of Indian 
aviation was receiving Jet 
Airways' first two aircraft 
on Goyal's request. Goyal 
says these words inspired 
him to make Jet the best 
airline in India. 

PUJA MEHRA 
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Rama Prasad Goenka, 78 
Chairman Emeritus, RPG Group; Chairman, CESC, 
Saregama, Phillips Carbon Black 


Be honest with your banker, 
lawyer and doctor... 


"I think the best advice l received was from my grandfather, 
in 1951. My education was over and | was supposed to enter 
business. Father had taken some interest in Duncan Brothers 
and | was to join it. So, the first day | was to go to Duncan 
Brothers, as usual | went to my grandfather (Sir Badridas 
Goenka, the first Indian chairman of Imperial Bank of India in 
1931) to do my pranam in the morning. He said: "You are join- 
ing business from today?' | said, ‘Yes’. He said, ‘Remember 
three things. One, a written agreement can be negated by an- 
other lawyer, but what you speak, what you utter, what your 
lips have said, that nobody can dismiss. They can challenge it. 
Two, never hide anything from your doctor. Three, be 100 per 
cent honest with your lawyer.’ Years later, he said: ‘| have 
something to add: 'Be honest with your bankers.' | have 
followed his advice and | have gained immensely from it." 

AS TOLD TO SOMNATH DASGUPTA 


B6 BUSINESS TODAY JANUARY 11 


RACHIT GOSWAMI 





Piyush Pandey, 53 
Chairman, Ogilvy & Mather India 


Take your work ' 
seriously but don't take 
yourself too seriously 


Asa young lad, Piyush Pandey had dreamt 

of making it to the Indian cricket team. 

But while Arun Lal, his buddy from 

St. Stephen's, did, Pandey got into adver- 

tising. And the best advice he ever got 

was on the cricket field from Arun Lal. 

"In 1974, we were playing against Hindu 

College and were down 53 for 6. Arun 

had just got out and I was entering the 

field. Arun told me: *53 for 6 is a problem , 
for ordinary people but an opportunity for i 


stars'. | concentrated on the game and 
made 71 runs to win the match. That's 
when I realised what Arun had told me... 
it meant in adversity lies opportunity. My 
second piece of advice came from 
S.R. Iyer, my first Managing Director at 
O&M India. One day over lunch, he told 
me: “Boy, take your work seriously but 
don't take yourself too seriously..." 
ANUSHA SUBRAMANIAN 
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Shelly Lazarus, 61 
Chairman & CEO/ Ogilvy & Mather Worldwide 


Pay attention to your people 


"The best advice | have ever got was from the legendary 
founder of O&M, David Ogilvy. Just before becoming the CEO 
of this company, | spent three days with him at his chateau in 
France, discussing and talking business. | asked him if he had to 
say just one thing to me, what would that be? And he said: 'Just 
pay attention to your people—that's the most important thing 
you need to do. No matter how much time you spend thinking 
about, worrying about, focussing on, questioning the value of, 
and evaluating people, it won't be enough. If your people are 
happy, they are productive and feel successful, then everything 
else works well. People are the only thing that matters, and the 
only thing you should think about.' So, | devote some amount 
of time every day asking myself: Am | doing enough? Are my 


people happy?" 





NISHIKANT GAMRI 


AS TOLD TO ANUSHA SUBRAMANIAN 


Motilal Oswal, 46 
CMD, Motilal Oswal Financial Services 


Aim for the highest 
education in your field 


"| grew up in a joint family of 20-odd members, so cost-consciousness, 
importance of hard work and power of relationships are some of the 
virtues | learnt while growing up. But the advice that turned around 
my approach was from Vijay Tater, a distant relative who was a char- 
tered accountant. He said: 'Always aim for the highest-ever education 
in whatever field you choose.' | was 16 then. In our community in 
those days, children usually studied till VIII standard. But Vijay helped 
me create my vision and l realised that education can impact one's life 
in a big way. That's how I could go for higher studies, away from my 
family and home and that's how | could do my CA. | picked up the 
habit of reading books—Jim Stovall, Jack Welch, Ram Charan are my 
favourites—from my friend and partner, Raamdeo Agrawal." 

AS TOLD TO RACHNA MONGA 


Sanjeev Bikhchandan l, 44, Founder & CEO, Info Edge 


It's better to have cash in your 
account than in your clients" 


“After I graduated from St. Stephen's, I joined Lintas' Delhi office where my branch 
head. a man called Atul Sharma, told me: ‘Always remember that cash is king, and 
it is a lot better to have cash in your bank account than in your clients’ account.’ It 
sounds almost prophetic today, but you have to remember that other than short 
spells in the late '90s and until recently, India has usually been a very cash scarce 
economy. This advice served us very well during the dotcom burst when we were 
a very young company, as it does this time round." 

AS TOLD TO KUSHAN MITRA 
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N. Sankar, 62 


Chairman, Sanmar Group 


Ultimately, management is 
common sense 


"The best advice I ever got was from 
my only boss, S. Ramaswamy, who 
was GM of Chemplast in the 1960s. I 
worked as his assistant to learn the 
business. He used to tell me that all 
management decisions boil down to 
common sense and logic, but most 
organisations get lost in all kinds of 
models and accepted practices. In 
2002, our flagship, Chemplast, faced a 
shortage of alcohol, from which we 
make ethylene di-chloride (EDC) and 
then polyvinyl chloride. EDC imports 
were costly. The option was to set up 
a cracker to get ethylene to make EDC, 
but that would require a huge invest- 
ment. Importing ethylene and trans- 
porting it by road to our Mettur plant 
was not safe. We looked at the issue 
through the prism of logic. Why not import ethylene by sea, convert it 
to EDC at a coastal plant and then transport EDC (a safer product) to 
Mettur? In 2006, we did this. Had we gone with conventional wis- 
dom, we probably would have been bankrupt by now.” 

AS TOLD TO N. MADHAVAN 
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Sam Balsara, 57 


Chairman, Madison Communications 


Job must be done and nothing is impossible 


"In 1972, when I graduated from Jamnalal Bajaj, I learnt my first les- 
son: "You got to maximise output with minimum input.' My second 
major lesson came during 1984-88 when I in- 
teracted with the Ambanis while I was 
working with Mudra Advertising. I learnt 
that *the job must be done and nothing is 
impossible’, These learnings helped me a 
lot in being an entrepreneur and 
running my business. We are a 
small home-grown advertising 
agency with limited resources 
and yet compete with large 
multinational agencies by 
making optimum use of our 
limited resources.” 
AS TOLD TO 
ANUSHA SUBRAMANIAN 
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Anu 66 


Director, Thermax 


Invest in 
yourself 


“From my mother, | learnt to be 
authentic and not to pretend, 
which came in handy when | 
took over as Chairperson after 
my husband's (Thermax founder 
Rohinton Aga's) demise. | didn't 
know anything about the 
business and admitted as much 
to the senior management 
when I sought their help in 
running the company. My father 
advised me to invest in myself 
and to live within my means, 
which is a philosophy we follow 
at Thermax where we'd rather 
be understated than ostenta- 
tious. From my husband, I 

learnt not to be afraid and have 
meaningful relationships. | owe 
my involvement in Thermax's 
CSR initiatives to my son 
Kurush's (who died in an 
accident) advice. My daughter 
(Meher Pudumjee, Chairperson, 
Thermax) taught me to accept 
people for what they are, rather 
than try and mould them into 
what you want them to be.” 

AS TOLD TO TEJEESH N.S. BEHL 
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THE BEST ADVICE | EVER GOT 


Harsh Mariwala, 57 
Chairman and Managing Director, Marico 


Invest in people and empower them 


“It is about investing in people and empowering them. This 
advice has come to me in various ways from various people and 
has been critical to my success as an entrepreneur. It is through 
right people that innovations happen. When I first started 
Marico, there was no capital investment and we had unbranded 
products. Then, slowly, when I started investing in people and 
innovation, the whole business got transformed in the '80s 
| also learnt a lot about people relations during my battle with 
union leader Datta Samant... | realised how important it was 
to have a win-win relationship in negotiations with people in 
achieving what you want for the benefit of all. Professor 
Ram Charan is a person whose writings and teachings I follow 
keenly. In the mid-'90s, when | was fighting it out with 
Hindustan Lever, which was vying to buy us out, he told me 
"Come what may, you need to protect your resource generat- 
ing engine." For us, this was the Parachute brand. Those words 
gave me lot of courage to battle with Lever and ultimately 
succeed in keeping the company and brand with ourselves." 

AS TOLD TO ANUSHA SUBRAMANIAN 


H 





LIHDY 


V¥YRSOD 





AL.l.:l fU. 
AKNI! Gupta, 54 


Senior MD & Chairman, Blackstone India 


Every problem can be 
traced back to failure 
of management and 
leadership 


"In 1974, when Dr Ashok Ganguly was the 
General Factory Manager of the Garden 
Reach factory of Hindustan Lever in 
Calcutta and I was a management trainee, 
there was a strike by the workers... and we 
were stranded inside the factory for 48 
hours. I was criticising the workers, when 
Dr Ganguly—who would later become 
Chairman of HLL—said: ‘Every problem can 
be traced back to failure of management and 
leadership.' That was such a strong lesson 
that I have applied it in all aspects, including, 
my personal relationships. As a responsible 
person you don't look for excuses or find 
people or situations to blame, but focus on 
what you can do to achieve desired results." 
AS TOLD TO SHAMNI PANDE 
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Uday Kotak, 49 
Managing Director, Kotak Mahindra Bank 


The most important 
principle in life is humility 
and conservatism 


"The best advice | ever got was actually some 35 years ago 
from two sources—my grandfather, who is no more, and 
my father. | used to stay in a joint family and we had a 
middle-to-higher-middle class upbringing. Those were the 
days when India had only Fiats and Ambassadors and there 
was also a fashion of showing off by way of differentiated 
cars. My grandfather said: 'Never have a multi-coloured 
car.' The innate message was: don't try and show off or try 
to be different for the sake of being different. | also learnt 
from my grandfather the value of money. The second ad- 
vice came from my father who said the most important 
principle in life is humility and conservatism. Never give up 
the plank of stability. If we all think of our own life in the 
"70s, '80s and '90s, we have grown in a completely opposite 
fashion... greater branding, aggressive marketing, over- 
leveraging.... Today, the world is getting back to basics." 

AS TOLD TO ANAND ADHIKARI 
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M.V. Subbiah, 69 


Former Chairman, Murugappa Group 


Understand your 
true strength 


“It was 1957 and I was studying 
mechanical engineering at Birmingham 
University. Though I excelled in tennis, 
the same could not be said about my sub- 
jects. My teacher, Prof Mucklow, asked 
me why I wanted to be an engineer. I said, 
‘It is because my family is in the engineer- 
ing business.’ I failed in a few papers. At 
the beginning of the second year, he put 
the same question to me. I said the same 
thing. Finally, as I was preparing for my 
2"d year exams, he asked me whether | 
wanted to take the exams. By then, m) 
marriage was fixed and quitting midway 
would be embarrassing. He prodded me to 
realise my strengths—in our hostel of 150 





students of which just 15 were 
foreigners, I had become hostel represen- 
tative. 'You are a man manager,' he said. 
He helped me get out of engineering and 
into a two-year diploma in industrial 
administration (there was no MBA then). 
What impressed me was the way he kept a 
close track of me, let me run my course 
and then got me to take my own decision. 
This is something I studiously followed to 
nurture talent at the Murugappa Group." 
AS TOLD TO N. MADHAVAN 
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Kishore Biyani, 47 


CEO, Future Group 


Just watching 
Saravana Store 


"Some of the best advice I ever received was unspoken. 
| never had mentors who would advise... I got it from 
books and plain observation. Probably the most break- 
through and decisive ‘advice’ came from watching a 
store in Chennai's Ranganathan Street sometime in 
2000, when we were working for an idea of starting a 
retail chain that would sell almost every merchandise 
that an Indian household consumes and offer them at a 
discounted price". The consultants would tell Biyani to 
study hypermarkets in the us and Europe, but Biyani 
who had not been abroad much couldn't relate. *Local 
businessmen would say it will not work here. That's 
when I came across Saravana Store... I noticed hordes 
of people walking in through the day. The store had five 
floors and a basement. To many, it may be a shopper’s 
nightmare, but lot of customers just loved it. Saravana 
served as a template to build upon the idea of Big 
Bazaar. We developed a model that could be replicated 
and turned into a pan-Indian chain. Some of the best 
advice for Big Bazaar has often come from just watching 
customers and how they behave.” 

AS TOLD TO ANUSHA SUBRAMANIAN 


92 BUSINESS TODAY JANUARY 11 2009 


INVRASOD HSI WNA 





Vikram Akula, 40 


Founder & Chairman, SKS Microfinance 


Poor know a lot 
more than us 


"When | first started working in the field of 
development, | had the view that the poor 
were ignorant and uneducated. | imagined 
| would help them improve their lives.... 
Most people admired my aspiration... but 
not Biksham Gujja, my first boss and direc- 
tor of an NGO. 'You really can't help the 
poor. They know a lot more than we do.' 

| was puzzled... (and) wrote off his response 
as simply an attempt to show outward 
humility. So, | started my work driven by the 
notion that | was going to help the poor. 
But | soon saw what happened when the 
‘educated’ tried to ‘help’ the poor—how 
bureaucrats gave subsidised loans for high- 
yielding buffaloes and how these buffaloes 
died in tough drought conditions, leaving 
the poor worse off.... how education failed 
to prepare poor children for getting a job, 
yet alienated them from their traditional 
economies... | realised that Biksham was 
right. | put away my books and immersed 
myself in the rhythms of villages... learning 
from the poor. | was able to understand 
their lives... (and) design programmes that 
worked.... | started SKS Microfinance, which 
today provides financial services to over 

3.5 million poor households." 


AS TOLD TO E. KUMAR SHARMA 
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Power ^ Brand 


The Best Advice 


Best Advice I have got.............. 

Our lives are not determined by what happens to us, but how we 
react to what happens. These experiences are reflection of our at- 
titudes, and they cause a ‘chain’ reaction of thoughts, events and 
outcomes. If this ‘spark’ is positive, it generates the power that 
create extraordinary results. All of us in life have got advice on 
numerous occasions from number of people we look up to. Taking 
advice from all such great people, I have translated the advice into 


the *3F' formula for myself i.e. Focus, Fair and Firm. 


Implemented the Advice in the Institution 

By ‘being focused’ we have set clear goals for the institute and 
all the efforts and resources are channelized to achieve that goal. 
For the personal goals also I have a clear focus in what I want to 
achieve and put in all my efforts to attain what has been aimed at. 
By 'being fair' we have built up the institute which is highly pro- 
fessional in all ways. By being fair one has a rational in ‘what and 
why' something is being done. There is no room for bias and sub- 
jectivity in decision making, one is fair to everyone. At personal 
level also by ‘being fair’ mind is at peace that your decisions are 
fair and thereby a strong value system is induced in people around 
you. By ‘being firm’ at institutional level we stand by the deci- 
sions taken as they have strong foundation of focus and fairness. 
This strong foundation gives you lot of strength to stand for the 
good, which in turn energize on inner self to face tough situations 
and sail through them, at times, all alone. The 3F mantra gives 
lot of confidence and thereby increases the level of commitment 
towards what you do and what you wish to do. It creates healthy 
environment around which has helped us in nurturing leaders of 
future at the institute. 


My Advice to Aspiring Students 

Follow the 3F formula all through your life irrespective of po- 
sition and stage in life. The present environment is turbulent 
and you all are ambitious than ever before; generally looking 
for short term quick results. You need to follow 3P mantra 


‘Have patience, have perseverance and have passion’. Things 








Dr. Seema Sanghi (Director) 
FORE School of Management 


will happen and every thing has its right time to happen. Have 
patience. See the positive side in such situations, never be dis- 
heartened, To be patience you need to have a lot of persever- 
ance. You have to constantly strive to achieve the goals. What 
ever you do in life have passion for it. If you have passion, the 
internal force will fill you with energy and strength. Passion 
is the driver for the inner self which will make you reach the 
heights you never dreamt of. Follow the 3F and 3P mantra and 


success will be yours! 


Stands for Leadership in Management 


wit VIISS1O1 
* To achieve and sustain leadership in Management 
Education, Researcb, Consultancy er Development” 


FORE School of Management (FSM) was established by the Foundation for Organisational Research and 
Education (FORE), a non-profit organisation with a mission to promote excellence in management 
education. The School has distinguished faculty with extensive industry & teaching experience at leading 
Business Institutes. FSM. an institute of excellence with international linkages, has attained a prestigious 
position in the academic and corporate world. 


___We offer: _ ae 
o Ye ear Fi ub Tine Post Graduate Diploma ir n Mana agement 
io Ye 5 € Lr i | d etn n Sapt er 
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For Admission to Two Year Full-Time PGDM programme & Two Year Full-Time PGDM (International Business 
Management Programme) 

» Application forms are available from August — November every year. 

» Admission on the basis of CAT Score, GD & Personal Interview. 
For admission to Three Year Part-Time PGDM Programme — Academic Year 2009-2012 

» Application forms are available from February 2009 — April 2009. 

» Interviews are in the month of April, 2009. 


FORE Advantages Calendar of forthcoming — — 

e Continuously ranked among the top B-School Management Development Programmes 
nos Sap P (Jan 2009- March 2009) — 

e 100% Placements with multiple offers 

e World class faculty having experience in both Programme Title Dates 
academics and Industry. 

e Continuous mentoring by industry professionals. ne Effective Business Communication January 12-13, 2009 


e Students exchange programme with leading foreign UN Team Building and Leadership January 15-17, 2009 
Business Schools/ Universities. 3 | Effective Purchasing January 19-21, 2009 
e Strong academic-industry interface. 4 [Competency Mapping January 28-30, 2009 


e State-of-the-art campus with excellent infrastructure ! | 
ca Work Life Balance for Managerial Wellbeing | February 2-3. 2009 
e Course updation addressing the need of the Industry. SS 


e Guest lectures/seminars by the stalwart from 6 _|Finance for Non ance . February 4S, 2000 _ 
the Industry February 9-10, 2009 
e International teaching pedagogy. [8 [Emerging Trends in Information Technology | February 12-13, 2009 

TEA ON Advanced Financial Management March 16-17, 2009 _ 
Centres of Excellence | Fit |Erecve PertomanceMonagementsysiem | March 18220.2009 _ 


Centre for Research 11 | Trasus Cost of Quality March 23-25, 2009 
Centre for Management Development Programme ey 

Centre for Competency Mapping For details of the course content, course fee and 
registration form, please use the links at our 


Centre for Psychometric Research, 
website www.fsm.ac.in 


Training & Evaluation 
Centre for Software Development 
Centre for Six Sigma 


FORE SCHOOL OF MANAGEMENT 


B-18. Qutab Institutional Area, New Delhi 110 016, Tel. : 011- 41242424 (10 Lines), 26863396, 26569996 (Direct) 
Fax: 011-26964299 Website : http/www.fsm.ac.in Email: fore@fsm.ac.in / admissions@fsm.ac.in 
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Venugopal Dhoot, 57 


Chairman, Videocon Industries 
Live and let live 


In 1997, Venugopal N. Dhoot, along with one of his 
friends, was searching for a friend's lost son in Calcutta 
and came in touch with Mother Teresa's Missionaries of 
Charity, which found and rescued the child. Dhoot and 
his friend were so overwhelmed that they wanted to meet 
Mother Teresa and help the charity. Mother Teresa told 
him: "Live and let live." That advice touched Dhoot and 
changed his way of thinking towards life. It was similar to 
what his guru Dongre Maharaj says. Within a year, he 
started a hospital in Aurangabad in Maharashtra that 
treats the poor free, and a free school for girls. *You 
have to help the poor and needy with interest and 
affection," says Dhoot. 

VIRENDRA VERMA 
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Jaspal Singh Bindra, 47 
CEO (South East And South Asia), 
Standard Chartered Bank 


Remain in Asia 
"Probably, the best advice has been to rem- 
ain in Asia. | had several options at various 
points to work in Europe and the US. After 
working for 14-15 years with Bank of 
America and UBS investment banking, 
almost all roads led to a career in the West. 
However, | had this constant advice from 
my wife to remain in Asia. | don't know 
whether the advice was a function of her 
vision or selfish interest, but she has always 
resisted my global move—her argument 
was that | should develop domain expertise 
in Asia rather than spread thin my working 
in various geographies. So, | took the 
Standard Chartered India offer in 1998. I'm 
sure many people thought that | was pretty 
dumb to give up UBS investment banking 
and shift to commercial banking.... | think 
the advice turned out to be most valu- 
able— in today’s financial crisis, you are 
much better off being in Asia than in the 
West... to have responsibility for India and 
China at this point with an institution like 
ours, which is highly prioritised in these two 
countries, | couldn't really ask for more." 


AS TOLD TO ANAND ADHIKARI 
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XTuE BEST ADVICE | EVER GOT 


Malvinder Mohan Singh, 36 
Chairman, CEO and MD, Ranbaxy Laboratories 


Go with your gut 


"My father, the late Dr Parvinder Singh, has always been a 
constant source of inspiration for me... (his) advice was 
always to be bold and to believe in your gut. In late 2007, | 
had my initial meetings with Daiichi Sankyo. Our intention 
was to scout for a strategic partner. But as the talks 
evolved, it became clear to me that to realise the full 
potential of our vision, we would need to have a deeper 
relationship beyond just a minority stake. On the one hand, 
there was an opportunity to clearly lead the agenda in 
terms of the future dynamics of the global pharmaceutical 
industry.... On the other hand, the only way we could do it 
was if our family were to sell its entire stake. We would have 
the first mover advantage, do the deal on our terms and 
have the opportunity to create a pharmaceutical power- 
house. | decided to go with my gut feeling. In retrospect, it 
was a good decision. The environment has become tougher 
and other familiar companies are being forced to consider 
similar deals. | believe ours was the game changer.” 

AS TOLD TO SHALINI S. DAGAR 
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Deepak Puri, 67 
Chairman and MD, Moser Baer 


Be fair in life, work 
and relationships 


“Around 1984, Moser Baer, which was 
registered in 1983, was making time- 
keeping devices and I was looking to 
diversify into computers. I was asking my 
friend Om Oberoi, the head of IDM (erst- 
while IBM, which was thrown out of 
India by the Janata government), about 
ideas. We realised that almost everything 
related to computers required technol- 
ogy. Then, he held up an 8”x8” floppy 
disc and said: "Why don't you make 
this?’ | asked him for a defective piece 
and about manufacturers. One of them 
was Xidex, in California. My brother, 
who was staying there, fixed up a meet- 
ing and I sought technology. Moser Baer 
moved into IT manufacturing. I never 
looked back after that. And my advice to 
myself is that if there is an agreement 
that is 60 per cent fair to you and 40 per 
cent fair to the other, as soon as the 
other gets an equal offer it will walk out. 
It is important to be fair in life, work and 
relationships. That is why we have bene- 
fited immensely from our partnerships." 
AS TOLD TO SHALINI S. DAGAR 


Dilip Chabbria, 54 
Founder, DC Design 


" j When you risk 


everything, you 
get courage 
to succee 


"With a large family business 
backing me up, l realised that 

I could build my passion for cars 
with the resources at my disposal. 
And one day, my ever-so- 
supportive family sat down for 
dinner and very bluntly discussed 
my business ventures. The way 
the conversation went didn't 
make me very happy to say the 
least, but one statement shone 
more light on the matter at 
hand. It's something that came 
from my parents and often, 
while teaching at the IIMs, | 
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Vikram Kirloskar, so impart this advice to students. 
Vice Chairman, Toyota Kirloskar Motor "When you allow yourself no 
" " — choices and risk everything, the 

Keep your family priorities survival instinct in you will build 

ryt : up an obsessive passion. It'll give 
ahead of eve hing else you the courage to be success- 
"After I passed out of MIT in the US in May 1981, I joined ful.’ This has kept me going since 
Cummins Engine Company. Irwin Miller, its owner, told 1993—15 years—in my business.” 
me: ‘At some time, as you go through life, you may have AS TOLD TO ANAMIKA BUTALIA 


to take a decision that may affect your career or your 

w family. You should keep your family priorities ahead of 
everything else.' As a 22-year-old, | was immensely 
enjoying my days at Cummins. One day my grandfather, 
S.L. Kirloskar, who was on a visit to the US, asked me not 
to miss my cousin's marriage in India, and after that to 
stay back and involve myself with the family business. 
Miller's advice came in handy. ! now tell all my staff 
members that they cannot perform well in office unless 
they have settled their family priorities. | received another 
equally powerful piece of advice. My grandfather always 
advised us that if ever we had to make a choice between 
business profits and business ethics, we must stick to 
ethics. This sometimes did not benefit our business during 
the pre-reforms days, but paid off handsomely later. 
Our partnership with Toyota is very fruitful because it 
is built on ethics and mutual trust." 

AS TOLD TO K.R. BALASUBRAMANYAM 





cu BEST ADVICE | EVER GOT 


Salvatore Ferragamo, 37 
Owner and Manager, Il Borro Vineyards 


If vou kee ; 
atit ee 
will come 


“I come from a very close knit 
family and the best advice I ever 
got came from my father, 
Ferruccio Ferragamo. I’ve always 
held him in high regards—the way 
he handles the business and the 
home front, too. He is very inspir- 
ing—not just as a father but as a 
competitive businessman. When | 
was beginning to enter the family 
business, as the head of i 
Ferragamo, he said to me: 
‘Perseverance pays. Do not give 
up, if you keep at it, results will 
come.’ That is a piece of advice 
that I cherish. If it wasn't for his 
endurance, the business wouldn't 
have reached these heights! As a 
family, we fight against hardships 
and work with dignity—and his 
advice is about continuing to grow 


INVIOOHW SVINVN 





Azim Premji, 63 in a healthy fashion. In fact, with 
Chairman, Wipro Technologies the way business is working, we’ve 


~ grown from the mentor-protégé 
Some of the brightest phase to far more friendly and 
advice comes from our enterprising business partners.” 


AS TOLD TO ANAMIKA BUTALIA 


junior-most employees 


It was standing-room only for the keynote speech by Wipro 
Chairman Azim Premji at the TiE Entreprenuerial Summit 
2008. For good reason, too: Even though Wipro is majority- 
owned by the Premji(s), the business is very much like an 
entrepreneurial activity, with 100 profit-and-loss units and 
the leader of each given a free hand. Premji says that his 
own entrepreneurial spirit was kindled by his mother, 
Gulbanoo M.H. Premji, when he was beginning to transform 
Wipro from a struggling vegetable oil maker into a tech- 
nology company. "Go against the grain and don't be afraid 
to listen to advice from across management. Some of the 
brightest advice comes from our junior-most employees,” 
she said. When most of its peers stayed focussed on software 
services, Wipro entered the products business first and then 
expanded its domestic and Asia-Pacific operations. In the 
case of Premji, mother certainly knows best. 

RAHUL SACHITANAND 


RACHIT GOSW 
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“NCTHE BEST ADVICE | EVER GOT 


Kalpana Morparia, 59 
CEO, JPMorgan India 


You are too young 
to give up your 
executive post 


"The best advice | ever got was: ‘You are 
too young to give up your executive post.’ 
After | retired from the ICICI Group in 
2007 as Joint Managing Director, there 
were a number of people within and out- 
side the bank who kept advising me to 
come back in an executive post. It was a 
difficult decision as | had worked for 

33 years with the group and was still eng- 
aged as Vice-Chair of the bank's non 
banking subsidiaries in insurance, AMC 
and securities. It was like leaving your 
mother's home. But the executive role at 
JP Morgan Chase fitted well as it offers a 





IINYASOD LIHOVM 


huge opportunity to grow the business " oa 
in India. We are not really impacted by | | USEZQSRE 
the slowdown as we are really at a = 
foundation stage." Sanjay Nayar, 48 
AS TOLD TO ANAND ADHIKARI Outgoing CEO, Citi South Asia 


This is the best job 
you will ever do 


"There are two pieces of advice which | count 
among the best | ever received: The first was from 
Victor Menezes, then Chairman of Citibank, who 
advised me to move back to Citi India in 2001, when 
I was comfortably settled in New York. To move 
from a developed, sophisticated capital market job 
and a place like New York to a promising emerging 
market, which India was then, was, indeed, a chal- 
lenging idea. Victor outlined the advantages—in 
fact, his exact words to me, which now sound 
prophetic, were: “This is the best job you will ever 
do.' The second advice | got in the mid-'90s was 
from my father. Aware of my job in the UK and the 
US, which required active involvement in the capital 
markets, he advised me to be risk averse in manag- 
ing my personal savings. | made investments largely 
in bonds and FDs and till today continue to do so... 
the returns from the debt markets in the US and 
fixed deposits in India have been more than satisfac- 
tory, giving me ample time to focus on my work." 
AS TOLD TO RACHNA MONGA 
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Looking and feeling young is as important to you, as it is for us. Especially after 40. Which is 


z 
why we recommend Varilux 3-in-1Progressive Spectacle Lenses. They allow you to see near, VARILUX 


far and in-between, without the embarassing dividing line of bifocals. Plus with Varilux 
lenses you don't just get back the vision of your youth, but also start looking smarter. 


And since life clearly begins after 40, you need to be ready, isn't it? Visit your optician today. 


Call toll - free 1 800 425 8383 (Onlv from BSNL numbers) or visit www.essilorindi 


An eye for finer things in life, 
comes naturally after 40. 


only from  OSSILOR 


World No. 1 in spectacle lenses 


WWW.essilorindia.com 





Hold the keys to the future 


Presenting the next generation of notebooks. 
The new Apple MacBook and MacBook Pro 


\ Reseller (Exclusive Retail Outlet): AHMEDABAD: iStore by Reliance Digital: Shop No. 9, Ground Floor, Gulmohar Park Mall, Satellite R 
| imagine: 210, Level 2, Forum Mall, Koramangala and S-14, Level 2, UB =o Dies Maliya Road; iStore by Reliance Digital: No. 87, Almas C 
MG Road and No. 641, 46th Cross, 11th Main, 5th Block, “qis sd CHENNAI: iStore by Reliance Digital: No. 89, Dr. RK Salai, Mylapore. DELHI: imagine: S 
. No.1, Ansal Plaza, Khel Goan Marg. HYDERABAD: iStore liance I: Shop No. 1C, Ashoka Metropolitean Mall, Banjara Hills. JAIPUR: iStore 


Reliance Digital: Shop No. 15 & 16, Lower Ground Floor, West end Mall, Rajguru Nagar, Ferozpur Road. MUMBAI: imagine: 306, Level 3, Atria Mall, Worli a 
F-58, Level 1, Inorbit Mall, Link Road, Malad (W); iStore by Reliance Digital: Shop No.5, Tirupati Apartments, Opp. Mahalakshmi Temple, Warden Rom 
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MacBook 

* 20 or 2.4 Ghz Intel Core 2 MacBook Pro 
Duo processor * 2.4 / 2.53 or 2.8 Ghz Intel 

* Up to 320 GB storage Core 2 Duo processor 
memory * Up to 320 GB storage 

* Ultrathin13.3" LED-backlit — 
display | | + Advanced Wi-Fi features 

* Up to 5x faster NVIDIA graphics * 15.4" Display (also available 
performance in 17" screen size) 

* Wi-Fi and advanced * NVIDIA GeForce 9600M GT 
multimedia features graphics processor 

* Integrated Camera * Integrated Camera 





* Precision aluminum unibody enclosure * All-new, smooth glass Multi-Touch trackpad 
* Up to 5x faster NVIDIA graphics performance 


* Virtually virus free * UNIX * iLife'08 * Runs MS Office 
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“or more details, call 1800-425-4646 / 080-2574-4646 or SMS “SALES” to 54646 or email us at indiasales@mac.com 
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k. Y A Tianna Se Re 2 in A i 





THE BEST ADVICE | EVER GOT 


GIREESH G.V 





“In the late 1960s, Dr A.P.J 









Ashok Soota, 65 . | ^ 5 
Chairman and Managing Director, MindTree Consulting ` 


Be willing to pay inge Soh 


As a 12-year-old student at the t 
in Lucknow, Ashok Soota had a tender 
make impulsive and seemingly waste ipu. 
chases. Noticing this, his father, Col. Re 
Soota, an army doctor, told him one day: 
"Don't waste money on a bargain purchase if ` 
you have no immediate use for it; instead, be 
willing to pay a little extra fc a worthwhile. 
deal." Ashok Soota has use 












| dm onal life. 


have walked away from, perhaps, the same 
number of deals that we've agreed to, simply 


on pricing concerns," sa 
CHITANAND 
A > ; 


G. Madhavan Nair, 65 G.V. Prasad, 48 

Chairman, ISRO; and Chairman, Space Commission Vice Chairman and CEO, 
" Dr Red 

Share the credit for success, a 

take responsibility for trouble 


Always raise 
the bar 


“My mother 
taught me to al- 

ways raise the bar and never be 
content with the status quo. 
My father is a very detail- 


. Abdul Kalam, with whom I had oriented person, whereas my 


9 wvaa33d 
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worked almost all my career, told me that when we handle major 
projects, we must involve in all our tasks even those who may be 
not rated as high performers but can contribute their best. This 
advice held me in good stead when I led major projects such 

as the Polar Satellite Launch Vehicle, the Liquid Propulsion System 
Centre and the Vikram Sarabhai Space Centre. The result is evident 
from the success of Chandrayaan-1, too. He said if a project is suc- 
cessful, the leader must share the credit with all team members. If it 
runs into trouble, then the leader must take the responsibility." 
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JANUARY 11 2009 


father-in-law, Dr Anji Reddy, is a 
big-picture person and a vision- 
ary. From him, | learned to look 
at the forest, and from my 
father, to look at the trees. 


AS TOLD TO E. KUMAR SHARMA 
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Aditya Puri, 58, Managing Director, HDFC Bank 


First know what you 
really want from life 


"The best advice | ever got was from my grandfather. After 
a lot of thought, | had opted to study commerce even 
though my parents were unhappy with my choice— 

in those days, every boy wanted to be an engineer or a 
doctor or join the IAS. One day, my grandfather told me: 
‘What you need to know first is what you really want from 
life.’ Those words made an enormous impact on my life. 

It set me thinking all over again about what I really wanted 
from life. | decided to stick to my decision. | firmly believe 
that if you let other people decide for you, you just cannot 
reach anywhere. | wanted to be happy. | didn't want to be 
at the top of my profession. | wanted to be well-respected... 
a balanced life with time for my family. | started as a char- 
tered accountant, moved to Citibank as CEO in Malaysia 
and came back to start a private sector bank from scratch." 


AS TOLD TO ANAND ADHIKARI 
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Kiran Mazumdar-Shaw. 55 
Chairman and MD, Biocon 


Failure is temporary, 
it's giving up that's 
permanent 


Kiran Mazumdar had always wanted 
to be a doctor, but when she failed to 
make the grade at the medical college 
entrance exams, her father, R.I. 
Mazumdar, a master brewer with UB, 
told her: “Every failure opens up a 
new vista. Learn to fight failure with a 
spirit of challenge that will make you 
stronger." Kiran decided to lean on 
her love for sciences, especially zool- 
ogy and other biosciences, to become 
a brewmaster. But she discovered that 
Indian companies did not want a 
woman brewmaster. Her father said: 
*Remember failure is temporary, it's 
giving up that's permanent." Kiran 
then put together a team of scientists 
and technicians and, persuaded by 
Leslie Auchincloss, of Biocon 
Biochemicals, Ireland, started a busi- 
ness in Bangalore in 1978. That com 
pany, which started off by extracting 
enzymes from papaya, 
has today grown into 
Biocon, India's largest 
biotech firm. “I 
would not have 
started Biocon had 
[ not failed to get a 
job in a brewery," 
she says. 
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NCTHE BEST ADVICE | EVER GOT 


Rashesh Shah, 44 


CEO and Chairman, Edelweiss Capital 


Make sure your 
employees are 
your partners 


“In the early 1990s, when Venkat 
Ramaswamy and | were working 
with ICICI Bank, we often used to 
meet N.R. Narayana Murthy of 
Infosys, who was our client at the 
bank. Murthy would often talk 
about entrepreneurship. Once, he 
said: ‘Always make sure your emp 
loyees are your partners.’ In 1995, 
when we started Edelweiss, we met 
him again and he said: ‘Make sure 
you are profitable, otherwise you 
will share other people's dreams and 
not your own. '" 


AS TOLD TO RACHNA MONGA 





NISHIKANT GAMRE 


Capt G.R. Gopinath, 56 
Vice Chairman, Kingfisher Airlines; Founder, Deccan Aviation 


Have total shraddha 


“My father, the late Ramaswamy lyengar, repeatedly told 
me to have total shraddha (involvement, devotion) in 
whatever | do. That was the overarching philosophy, 
guiding thought. We were a lower-middle class family, 
but my father always showed me those who were less for- 
tunate than us. After | left the Army in 1979, | faced many 
difficulties, including the refusal of banks to lend to me 
for my businesses. But | always immersed myself in action. 
Whatever | do, everything begins and ends in losing my- 
self in action, not in despair, cynicism or frustration.” 


AS TOLD TO K.R. BALASUBRAMANYAM 


NDER BISHI 





NARE 


William P. Lauder, 47, CEO, Estee Lauder 
If anybody else gets control of your calendar, you are going to be a victim 


“Most valuable advice? When I was a student at Wharton, I got an opportunity in 
1982 to work with Donald Regan, Treasury Secretary under President Reagan. 
On the first day, I realised I was in a very high profile job at age 22. A former 
head of Merrill Lynch and an ex-Marine, Regan had a direct, and directive. style. 
Marching into a meeting two minutes early, he found I was slightly unprepared. 
He glared at his watch and then at me. ‘Lauder!’ he screamed. ‘If you're not in 
control of your calendar, you’re not in control!" 

AS TOLD TO ANUSHA SUBRAMANIAN 
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Bio Ingredients 
Spice 

Realty 

Farm Tech 
Hospitality 
Wind Energy 


Synthite Industries Ltd 
Synthite Valley, 
Kolenchery, 

Kerala 682 37), India 


| «91484 3051200 
F «91484 3051351 





Sythite 


A new beginning for the pioneer. 


At Synthite, we have long been torchbearers for innovation. From our foray int 

the nascent spice oleoresin industry in 1972 to the commissioning of Ramada Resort 
Cochin (an ultra luxury boutique hotel) in 2008, we constantly seek new ways to 
amaze. Today, as we unveil our new logo and look, we celebrate 36 years of innovation 
and look forward to a relentless journey towards excellence 


Our new logo, with the emphasis on !! takes us back to nature: our source of inspiration 
for over 3 decades. The factor, that has underlined the value of our choices and offerings 


Corporate Headquarters 
Ajay Vihar, M G Road, Cochin 
Kerala 682 016, India 


+91 484 3012222 synthite@synthite,com 
«91 484 2378801 N www.synthite.com 
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Dr. C.S. Venkata Ratnam 
Director, IMI 


/nternational Management 
Institute (IMI) set up in 1981 
in collaboration with 


erstwhile International 





Institute, 


Management 
Geneva is the first corporate 
sponsored B-school in India 
with over 60 companies as 
patron, life and ordinary 


members. Its Board 
comprises who is who in 
business, academia 


and Government with 
Shri R.P Goenka as its 
Chairman. 


IMi's programs have been 
recognized by All India 
Council for Technical 
Education (AICTE) and 
Ministry of Human Resource 
Development, Govt. of 
India. 


When IMI started the 
executive post graduate 


program in 1984 it was a 
novel program ahead of 
time both in terms of its post 
experience character and 
international focus. Today 
several reputed institutions, 
including IIMs are offering a 
similar program. In the years 
to come, executive 
postgraduate education will 
gain more prominence than 
the 


program. 


regular two year 


IMI has 40 full time faculty, 
five programs and nearly 
500 the 
Executive Postgraduate 


students. In 


Diploma in 
Management 
program the class 
strength has risen 
to 60 and we 
expect upto of 
the participants to 
come from 

outside India in 


the class of 2009. 


IMI faculty works closely with 
several national chambers of 
commerce, employer 
organizations and 
international organizations 
in the UN system. Several of 
its faculty is actively engaged 
in research influencing 
policy at macro and micro 
levels. IMI conducts several 
studies to evaluate the 
effectiveness of several 
programs. IMI specializes in 
benchmarking best practices 
and assists SCOPE and other 
organizations in identifying 
excellence at individual and 
organizational level. 


Today IMI's executive 
postgraduate program 


alumni occupy CEO 


positions in several 
corporations in India and 


abroad, professionalized 





and diversified many a 
family businesses and/ 
their 


entrepreneurial ventures. 


or got into own 
A few of them chose to lead 
civil society institutions or 
take to teaching at some of 
the ivy league business 
schools in North America 
and Asia Pacific. Several of 
the ITEC participants have 
risen to senior positions, 
including at the ambassador 
level, in Africa, Asia and 


Eastern Europe. 


Atthe time of global financial 
meltdown and economic 
downturn, the demand for 
execulive education has 
received a boost, because 


those who feel that they are 


Advertorial 


not getting their worth or 
getting a raw deal, 
Executive 


PGDM at IMI is like to give a 


investment in 


life time boost to the careers 


of such aspiring middle level 


executives. 


Located in South Delhi, IMI's 
integrated modern campus 
is conducive to all round 
development of students. An 
amphitheatre is the nodal 
point of campus life around 
which the academic block, 
residence and recreational 
facilities are located. The 
centrally air-conditioned 
academic complex consists 
of spacious lecture halls, a 
computer centre, a 
conference room, an 
auditorium, the library, and 
faculty chambers as well as 
administrative offices. 








Equip yourself to put ambition into action. 


You are a successful executive with a burning ambition to raise the bar of success in today's challenging 
economic scenario. IMI, India's first corporate sponsored Business School, provides you with à 
management program that will put you on a still higher trajectory of professional success. 


IMI invites admissions from executives with preferably 5 years or more of work experience for its 
specially designed 15 month program built around 12 months of course work, followed 
by 3 months of project work at your place of employment. An optional 3 week study at an International 
Business School is also available at an additional cost. 










December 1, 2008 
: January 24, 2009 
Interviews and admission test* at IMI Campus : February 1, 2009 


April 2, 2009 
*Those with valid GMAT scores will be exempt from written test 


Application form available from 











Deadline for receiving applications 


Classes Start from 
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For further details please visit our website : www.imi.edu 


IMI 
INTERNATIONAL MANAGEMENT INSTITUTE 


B-10. Qutab Institutional Area, Tara Crescent, New Delhi-110 016 
Ph.: 26529237/38/39, 46012730/31. Fax : 26867539, Website : http://www.imi.edu 


THE BEST ADVICE | EVER GOT 


Vinita Bali, 


"The best advice | ever got was from an aunt who said: ‘Don’t 
give unsolicited advice to anyone, because they will ignore it 
anyway.’ | have learnt over the years that advice has selective 
traction—works best for those who are ready to receive and 
also do something with it.” 

AS TOLD TO RAHUL SACHITANAND 


Ashish Dhawan, 39 
Senior MD, ChrysCapital Investment Advisors 


The psychology of investing is 
often more important than the 
fundamentals of investing 


“If there is one advice that I have imbibed over the years, then it is 
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that it is important to have an independent mind when investing. The 


psychology of investing is often more important 
than the fundamentals of investing. It is impor- 
tant to be focussed on the basics and to be det- 
ached from what Warren Buffett calls Mr 
Market and not be affected by what the market 
rumours and speculation are. The investment in 
Shriram Transport is one where the advice was 
followed well. This was at a time when non- 
banking finance companies were hardly in favour 
with either the banks or the regulator. 
Investment in publicly listed companies, 
too, was not popular. The investment 
had great value proposition, which 
others, too, saw at a later stage.” / 
AS TOLD TO SHALINI S. DAGAR | / 
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Chetan Maini, 38 
Deputy Chairman & Chief Technical 
Officer, Reva Electric Car Company 


Do what you really 
love doing, and 
nothing less than 
200 per cent 


"As a child, | always tinkered 
around with remote-controlled 
cars. It is this irresistible love for 
cars that led me to car-centric uni- 
versities in the US (Michigan/ 
Stanford), where | spent more 
time making solar and hybrid 
electric cars than studying. After 
completing college, | could have 
either joined our profitable family 
business of making automotive 
components, or taken up private 
job offers with huge salaries. But 
that was not where my heart lay. 
My father, Dr Sudarshan Maini, 
nurtured my ambitions when he 
said very clearly: 'Do what you re- 
ally love doing and nothing less 
than 200 per cent.' | have always 
gone by this advice. My entire life 
work has never been work for me; 
instead, it has been a passion. This 
has led to starting Reva Electric 
Car Company." 


AS TOLD TO K.R. BALASUBRAMANYAM 


© 2008 KPMG. an Indian partnership and a member firm of the KPMG network of independent member firms affiliated with KPMG International, à Swiss cooperat 


; Are you facing a cash crisis or need to quickly 
reduce your costs? 





If so, we can help you today. 


Our wide range of services pertaining to Restructuring Advisory include: 


° Operational Restructuring 

° Strategic Cash Generation 

° Turnaround Planning 8 Implementation 

° Financial Restructuring 8 Lender Advisory 
° Crisis Management 

* Exit planning & Implementation. 


Strategic Cost Optimisation encompasses: 
° Supply Chain 

° Procurement 

° Working Capital 

e Finance Function 

e |T 

* Lean/Six Sigma 

° Outsourcing Shared Services 

* Tax Optimisation 

° Overhead Value Analysis 


For further information, contact: 


Ramesh Srinivas Girish Vanvari Bhavesh Parekh 

Tel: +91 (80) 3065 4300 Tel: +91 (22) 3983 5704 Tel: +91 (22) 3983 5139 
e-Mail: rameshs@kpmg.com e-Mail: gvanvari@kpmg.com e-Mail: bparekh(okpmg.con 
Mob: +91 98450 21939 Mob: +91 98202 12746 Mob: +91 98676 76677 


or visit us at in.kpmg.com 





AUDIT = TAX = ADVISORY 


THE BEST ADVICE | EVER GOT 
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Gautam Adani, 46 


Executive Chairman, Adani Group 


Harsh Goenka, 51, Chairman, RPG Group 


You have no right to the 
fruit of your actions 


"|" 


Trust your 
intuition 


“The corporate credo of Adani 
Group Is based on a piece of ad- 
vice that even I do not know 
where it came from. “When every- 
thing gets really complicated and 
you feel overwhelmed, trust your 
intuition.’ There are times when 
we find that we are caught in a 
maze.... Our strategy is three- 
pronged. First is survival, for 
which I often trust my intuition.... 
After getting out of this, we study 
why it happened and how we can 
avoid such a contingency or adver- 
sity when it does occur again. 
Third, we think out of the box for 
ideas that take us forward." 

AS TOLD TO ANAND ADHIKARI 


“If I could single out one outstand- 
ing piece of advice, it would be one 
from the Gita: *... You have a right 
to your actions, but never to the 
fruits of your actions... Self- 
possessed, resolute, act without any 
thought of results, of success or 
failure.” When I first read it, | was a 
young executive and was in the 
midst of a fairly delicate business 
negotiation. | was determined to 
wrest control of the direction it was 
taking... Any other outcome was 
just not acceptable to me. This 
phrase struck a deep chord, and... | 
decided to use it for my current 
dilemma. Amazingly, the result 
exceeded my earlier expectations." 
AS TOLD TO SUMAN LAYAK 
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“THE BEST ADVICE I EVER GOT 


B. Ramalinga Raju, 53 
Chairman, Satyam Computer Services 


If something takes three months 
to complete, ask yourself if it can 
be done in a week 
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“I was just back from the us in the late 
1970s after completing my business 
administration and was in two minds on 
the way forward. I had all the enthusiasm 
and passion to do something... of being an 
entrepreneur. À friend told me about part- 
time teaching opportunity at the 
Administrative Staff College of India (ASCI). 
This really appealed to me. But, in late 
1977, over dinner one night, my father 
(Byrraju Satyanarayana Raju) told me: “It is 
always important to stay focussed and to 
avoid distractions.' I followed his advice 
and decided to stay focussed, giving up the 
option of part-time teaching. He also 
talked of an approach towards doing 
something. 'If something takes three 
months to complete, ask yourself if it can 
be done in a week without compromising 
on the outcome or quality.” 

AS TOLD TO E. KUMAR SHARMA 


M. Rammohan Rao, 67 


Dean, Indian School of Business 


Be confident but not arrogant 


"Late in 1969, as I was completing my thesis, I was 
talking to my teacher, W.W. Cooper, Professor of 
Accounting & Operations at Carnegie-Mellon then, 
about career options and why despite competence many 
people do not seem to make it. He told me: 


"Competence alone is not enough... one 
needs an ability to convince others and 
be confident without being arrogant.' 
This advice helped me broaden my 
interests. My pet line to my students is 
that the dividing line between 
confidence and arrogance is very thin. 
You should appear to be confident, 
but not arrogant." 

AS TOLD TO E. KUMAR SHARMA 
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Dr Devi Shetty, 54 
Chairman, Narayana Health City, 
Bangalore 


Hands that help 
are holier than 
lips that pray 


"It was sometime in 1990 
when I was working at BM 
Birla Heart Research Centre 
in Calcutta. Mother Teresa 
had had a heart attack, and 
I was the doctor attending to 
her. That was truly an inter- 
action with the divine. With 
her, ! could experience the 
feeling of seeing God in flesh 
and blood. The best advice 
that | ever got was from her. 
She said: Hands that help are 
holier than lips that pray. 
That left a great impact on 
me. Today, everything that 
we do at Narayana 
Hrudayalaya revolves around 
what she had said—helping 
the people. All our business 
models centre on just that. In 
India, there is this vast 
majority that either can't pay 
or can pay only partially to 
access health care. That's 
why we have packages that 
suit every pocket. Those who 
can't pay get it free." 
AS TOLD TO 
K.R. BALASUBRAMANYAM 
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ANNOUNCING 


: : The Merger of 

Controls & Switchgear Company Ltd. 
, Controls & Switchgear Contactors Ltd. 
i : C&S Protection & Control Ltd. 


into a single entity 


AAAAAAAAAA AG8S ELECTRIC ETD)", 


CBE 


electric 





We touch your electricity everyday! 


C&S Electric is amongst India’s leading power equipment manufacturers. 
Its products are used in systems for power generation, transmission, 
distribution, and final consumption — across India and in over 73 countries 
around the world. The merger will bring in further scale, 
strength and synergy, for the benefit of all stake holders. 


www.cselectric.co.in 








222. Okhla Industrial Estate, Phase III, New Delhi -20 India Tel: (--91-11) 3088 7520 - 29, Fax: (+91-11) 2684 7154, 2682 9063 
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Chairman, GVK Group 


Cash in on 
opportunities at home 


“I prefer working in an economy where there is a free 
environment. This led me to set up a facility in the Us to 
manufacture laminated particle boards with operations 
in India in the mid '80s. In 1990, M. Channa Reddy, 
the then Chief Minister of Andhra Pradesh, happened 
to visit the Us for a kidney transplant operation. He inv- 
ited NRIs to consider investing in his state and India, 
which was beginning to liberalise. He took a liking to 
me and told me to leverage the opportunities that India 
offered, particularly in the power sector. I studied the 
developments in India and after talking to some of my 
friends finally decided to come back and enter the 
power sector. We set up the first independent power 
plant (IPP) in the country, which became operational in 
1997. Around that time, K.V. Kamath, Managing 
Director and CEO, ICICI Bank, who has been my friend 
for 35 years, advised me that this was the time to get 
into other areas of the infrastructure sector in India. | 
took his advice and have acted accordingly!" 

AS TOLD TO E. KUMAR SHARMA 
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S. Sivakumar, 48 
Chief Executive (Agri Businesses 
Division), ITC 


Reinvent the 
wheel 


"In 1998, the topline of ITC's 
decade-old agri-commodity 
export business was smaller 
than the bottom line of the 
company, and its risk-return 
profile did not fit ITC's port- 
folio. My recommendation as 
the head of that business was 
either to invest large sums 
into processing and logistics 
infrastructure to take it to a 
different plane, or to sell the 
business to a global agri 
major. In a day-long conversa- 
tion with Y.C. Deveshwar, 
Chairman, ITC, | was pushing 
my view when he advised rein- 
vention. He said commodity 
trading may not fit into ITC's 
portfolio, but a reinvented 
agri-business could. He chal- 
lenged me to change the rules 
of the game. He inv- 
oked my personal 
aspiration to 
make a differ- 
ence to rural 
India—and 
eChoupal 
was born. 
The advice 
helped me 
and my team 
to rework the 
agricultural sup- 
ply chain by inte- 
grating digital tech- 
nologies and co-opting social 
capital.... Today, eChoupals 
cover 40,000 villages and 
benefit four million farmers 
across 10 states." 

AS TOLD TO E. KUMAR SHARMA 
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nlt BEST ADVICE | EVER GOT 


Shantanu Prakash, 43, 


Executive Chairman & Managing Director, Educomp Solutions 


Remain focussed in times 
of crisis and use that as an 
opportunity to become stronger 


“The best advice | ever got was to remain focussed in times of 
crisis and use that as an opportunity to become stronger. The 
person who gave advice does not want to be named. In times 
of crisis, first and foremost create a distraction—the focus 
shifts from looking at the secular, long-term organisational 
goals to immediate fire fighting. Plus, the top management 
has to deal with uncertainty—"what if the situation becomes 
much worse, what if we do not get the loans we need, what if 
our biggest customer (who is the cash cow of the business) 
stops paying us, what if the supplier doesn't deliver on time" 
and so on—this dissonance is tough to manage. The best Ramchandra Aaarwal 44 
advice | got was to use challenging times as opportunity—to Founder, Vishal Mega Mart ! 
jettison all frills. Times of prosperity induce a sense of compla- 


cency and can dull the sharpest of minds, so going back to the Save more 
, 


'core' always brings clarity and focus. Second, increase 
investment in sales and marketing and build market share, as spend less 
competitors are probably fighting their own battles and new 


competitors are unlikely to enter." ^T imb; he * | less’ 
Ke ti TO ANM ADEA | imbibed the ‘save more, spend less 


ethos from my family. It taught me 
that every single rupee matters. That 
focus on cost made sure that in the ini- 
tial years, when there was just a small 
shop and then when Vishal Mega 
Mart was starting out, we paid in cash 
tor all goods purchased. Since we took 
no credit and bought in bulk and 
fewer varieties, we got lower prices. It 
Is a practice that we had continued till 
recently. That put us on to our growth 
path. Without this focus on the value 
of every single rupee, there would 
have been no business.” 

AS TOLD TO SHALINI S. DAGAR 
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grabbit Š PEPSICO 


/ENDIN! 









Grabbit presents 
your favourite 
PepsiCo beverage... 
24 x T! 


PepsiCo and Grabbit bring you refreshment 
and health...24x7! Perfect for canteens, mails 
and call centres, these vending machines are 
cool and convenient. 





To install a vending machine in your premise, 
contact: Marketing Manager, Cell No 09920113939, e-mail: mdn@grabbitvending.com 
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Founder & CEO, Consim Info (Bharatmatrimony group of companies) 


Manage finances 
effectively 


"In 1998, when | founded my company, | just went ahead 
with the confidence of a budding entrepreneur. 
Bharatmatrimony became a pioneer site... survived the 
dotcom bust by virtue of some offline models that took care 
of operating expenses—and | even met my wife through the 
site! But | had my share of problems.... George Zacharias (a 
former COO of Sify and CEO of Yahoo! India and also on the 
board of Consim) taught me how to manage finances 
effectively and how to make the first round of funding last 
long enough for a better balance sheet and better 
valuations for the second round of funding. | worked on 
that advice...focussing on core product technology and 
innovation and spending less on brand building. We re- 
ceived $8.67 million from Yahoo! and Canaan in 2006. The 
second round—$11.75 million—came in January 2008, and 
should see the company through tough times ahead with 
some profits to boot." 

AS TOLD TO NITYA VARADARAJAN 
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Raghav Bahl, 48 
Founder & Editor, 
Network18 Group 


Surround 
yourself with 
the best people 
and set them 
free 


"| don't remember who 
gave it or where | got it, 
but the best advice I ever 
got was: 'Surround your- 
self with the best people, 
and set them free. Trust 
them, empower them— 
and lead by example. 
People are suckers for 


respect. t" 


AS TOLD TO SHAMNI PANDE 


www.airindia.in | 1800 180 1407 


Take four return trips and your wife to Goa for free! 
Have you tried the new Air India? 


This winter, just take four return flights or fly eight sectors on select metro routes between 5th Dec '08 and 
5th Feb '09, and you could earn a free ticket to Goa or any other domestic sector* of your choice. Air India 
brings you Winter Warmth, an amazing offer that allows you to take your spouse or companion free for a 
vacation to any domestic destination across our vast network. Come, try the new Air India. | 
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Costs 


Photo shoots cost a fortune. At a price that’s just a fraction of that, you can 
pick ready-to-use images that fit your brand and communications strategy... 
from Imagesbazaar.com 





£s 


“e 


he choice is pretty simple. It is between the Indian subcontinent. This is the offer made by ImagesBazaar 


colossal sums of money, effort and time spent on which is the world's #1 collection of Indian images. The 


the design, photography, models, location, props, temptation of minimizing expenditure and effort with better 
styling, make-up of a photo shoot versus clean and and more beautiful results is irresistible. 
crisp images specially designed for the target audience of the Whether it's à print advertisement, brochur 
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catalogues, packaging, POP material, hoardings, website or 
any other form of marketing communication, an effective 
marketing strategy demands an appropriate Indian visual to 
create a powerful impact. What's more, anyone can easily 
select an image from the site. A designer can find images for 
his ads, a CEO can find pictures for his presentation, and 
a marketing professional can find photos just right for his 
direct mailers. 

ImagesBazaar seeks to offer simple solutions by offering 
brands and advertising agencies the option of selecting 
and buying images exclusively for the campaign without 
paying for the cost of entire shoot. This provides the user 


is a tough task. Added to this is the fact that a photo shoot 
is a painfully prolonged task. It requires assembling every 
minute detail from scratch which includes looking for the 
right location, searching for a photographer, and getting 
the right faces. 

Expenses tend to escalate with the employment of 
costumes and make-up artists. An art director is essential. 


Finally, there is the lodging/boarding for outdoor shoots, 


travel expenses, props and lighting. This can stretch into 
weeks. With maddening deadlines and the pressure of 
managing one’s time well, photo shoots are irksome. If any 
sort of malfunctioning happens or for an outdoor shoot the 


an exclusive image within no time. weather conditions are adverse, 
weis resis x p dine : IMAGESBAZAAR.COM REDUCES “i ag shoot leads to financial 
range of images h ses. 
be the most appropriate for the ONE'S EXPENSES FROM Yet, visuals can be horribly 
brand image. The images offered LAKHS TO THOUSANDS, AND expensive. The budget can go on 
M nit edens EXECUTION TIME FROM WEEKS — "Ps lakhs of rupees. With 
ning in s of rupees. 
TO JUST A FEW MINUTES ix ; 


or non-exclusive usage. 

The company offers a history 
of the image at an all-India toll free number (1800-11-6869). 
Thousands of leading brands have made this choice already 
and are utilizing these images for their advertising and 
marketing campaigns. " 

ImagesBazaar offers a unique image per client with ex- 
clusive rights. The exclusivity of the image is well protected 
as similar images of the same shot are suspended from the 
website. The option of browsing through thousands of ex- 
clusive images is available at the home page of the site. On 
the completion of an exclusive rights agreement, the images 
can be used lifeloñg without spending a penny under Non- 
exclusive rights. 


Goodbye to Expensive Shoots 

David Ogilvy once stated that every advertisement should 
be thought of as a contribution to the complex symbol 
which is the brand image. Much more than mere words, it 
is the images of an advertising campaign that stay and influ- 
ence a consumer's mind and choice eventually. An image is 
priceless and hits the nail on its head. They are talking pic- 
tures which connect with the user effectively and efficiently 
communicate the message to the consumer. To get an idea 
translated into canvas, images need to be well connected 
to the thought. An image enhances, adds and complements 
the content. 

The world of advertising has for a long time, taken 
the tried and tested route to acquire images. This usually 
means à customized photo shoot. A photo shoot from any 
aspect is not an easy task. Firstly, a photo shoot requires 
a dedicated team of professionals to look into every 
aspect and detail, from its conceptualization till the final 
photo shoot. With budget constraints, and the target of 
effectively expressing the image of the product or service 


a collection of over 6,00,000 im- 
ages with Indian faces specifically 
for the Indian advertising and marketing industry, Images- 
Bazaar makes it possible to slash that cost by 9096. In this 
way, ImagesBazaar.com reduces one's expenses from lakhs 
to thousands, and execution time from weeks to just a few 
minutes. 


Minimize Costs, Maximize Benefits 

If the end product does not turn out to be according to the 
concept, or does not relate to what one has in mind or the 
outcome gets rejected by the client, the entire photo shoot 
exercise goes in vain, not to mention the financial loss. With 


. ImagesBazaar, effective and productive advertising has 


taken a new turn in India. 

Advertising and marketing campaigns rely greatly 
on images. The manipulation and the choice on deciding 
what 'image' a campaign would opt for goes a long way in 
determining the success of the product or service. Ogilvy 
pointed out that 'Image means personality. Products, like 
people, have personalities, and they can make or break them 
in the market place’. It is, thus, of prime importance to select 
the right image that represents the product and the brand 
perfectly. 

ImagesBazaar provides an access to the users tó buy 
images exclusively for one's campaign and concentrate on 
the job at hand without fearing or worrying about the action 
behind the camera. And the spending is just a fraction of 
the total cost. 

All this simplifies matters and translates to greater 
freedom to usage with reduced cost. Working on the simple 
proposition that what you see is what you actually get, also 
helps in formulating an effective campaign. 

When the need of the hour is to cut costs, look no 
further than ImagesBazaar.com. Q 
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Resolutions 9 


India Inc. s 


New. Year 
esolutien 


There's no quick-fix turnaround to be expected in 
the year ahead. How should Indian promoters deal 
with the rough times? BT presents 10 resolutions 
for 2009 to help India Inc. stay in shape. suman LAYAK 


ECEMBER EVOKES MEMORIES OF OUR 
teenage years, when we busily 
scribbled down resolutions for 
the New Year, in a newly ac- 
quired diary. Though many of 
these resolutions were already broken in the 
year gone by, they were renewed with hope 
once again. Others were fresh, as life posed 
new questions to us. As we at Business Today en- 
tered December, some of us grabbed one of 
the many new diaries tossed our way and started 
jotting down resolutions that we thought cor- 
porate India should adopt in the New 
Year. We asked around—we spoke to 
consultants and corporate honchos—we 
applied our thoughts and worked out a list 
of 10 resolutions. There were some that 
met with unanimous appróval—especially the 
ones on company finances and on managing the 
downturn. Naturally, the recession in the Us 
and Europe and its impact on India have been 
weighing heavily on India Inc. Everyone wants 
to survive the tough times ahead and prescrip- 
tions aren't easy to come by. Therefore, re- 
evaluating processes and tightening the belts 
are the new mantras. 
Resolutions have a bit of a fairy tale quality 


about them. There is always something ideal- 
istic about drawing up a list of things one 
wants to do in the New Year, and we decided 
to introduce those elements into our list. The 
response from the corporate big guns was a 
unanimous “yes”. “Yes, these idealistic reso- 
lutions must be on the agenda and, yes, pro- 
moting inclusive growth should be the first 
resolution for corporate India," said Sunil 
Chandiramani, National Director for Advisory 
Services at Ernst & Young. “It is in the interest 
of Indian businesses to promote inclusive 
growth in India. It will mean a larger de- 
mand base as a result of widely distrib- 
uted expendable incomes and will help 
businesses in the long run," he adds. 
Our list also has a unique resolution— 
fighting terror. While no one is sure what 
businesses can do about this, there are plenty of 
suggestions floating around, and companies are 
reluctant to drop this item from the agenda. We 
at BT feel that India Inc. should remain com- 
mitted to finding an answer to this question. 
[s this an exhaustive list? By no means. New 
Year resolutions are never supposed to be. 
However, we just hope some of these will prove 
to be more than just pious intentions. 





We will work with 
the other India 


Inclusive growth needs to become much, ` 
more than just a seminar-friendly buzzword. 





NDIA'S FAVOURITE MANAGEMENT GURU 


today, C.K. Prahalad rarely minces his 
words when espousing his theory of for- 
tune at the bottom of the pyramid. At a 
conclave organised by Confederation of 
Indian Industry in May '08 (where Prahalad re- 
iterated his vision for India at 75), he repeatedly 
pointed out that a red corridor is developing in 
India, starting at the Nepal borders and extending 
through Chhattisgarh and Andhra Pradesh. He 
said that this is an area where the rule of law 
doesn't exist. When someone in the audience 
asked what businessmen could possibly do in 
such a situation, Prahalad challenged the repre- 
sentatives of companies participating in the sem- 
inar to start one enterprise each in these areas, that 
would buy from, and sell to, the local people. 


That was six months ago. A lot of water . 


has flown down the river of economics, since 
Prahalad spoke about the problem of the two 
Indias. In fact; Prahalad had even warned that 
the wonderful vision of India as an economic su- 
perpower will remain a mirage unless the two 
Indias can unite. Sunil Chandiramani, National 
Director for Advisory Services at Ernst & Young 
adds: “Even now, when the economic situa- 
tion is bad, Indian companies should think how 
we can make this growth more inclusive.” 

The terror attack on Mumbai has 
brought the existence of the two Indias 
into focus. The attack on the two top 
hotels of the country resulted in politi- 
cians’ heads rolling and the country’s laws 
being strengthened—previous blasts in 
Mumbai and at other places like Jaipur, 
Ahmedabad and Hyderabad could not 
bring this about. Was it because India’s elite 
was targeted this time that the political 
class paid up? ` 

The world is looking at new demand 
requirements coming from India and 
China to keep the global economy ticking. 
However, Chandiramani points out that this 








i 


can be achieved by spreading the growth to 
the other India, creating income across the 
country, providing people with an expendable 
surplus, and generating demand as AR sult. If 
that bond can be forged, then, there will be a 
rush of investors trying to cater to this new 
[India again, he says. Hindustan Unilever has 
been doing»it for ages—selling to the other 
India and rTC (Prahalad's favourite 
example) has done it with 
its e-choupal in villages. 
Wasbington Post 
did a story on the 
two Indias after the 
terror attacks and 
noted that the ma- 
jority in India live 
on 50 cents a day, 
while at the same 
time, the number 
+ of dollar million- 
aires has increased to 
100,000, according to 
government data. Surely, +» 
we can change that data a bit. * 


IT'S A HUGE MARKET TOO . 


In India, the bottom of the pyramid accounts for: 


Of the total national household 
expenditure on food 












HUL'S Project 
Shakti 





bd 


i Energy expenditure 
Health spend . 
Household goods expenditure 





The country’s spending on infor- 
mation and communication technology 


Source: World Bank report of 2007, which also says that the P 
total BOP market in India stood at $1.2 trillion and accounted 
for 84 per cent of the total household market in that year 
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Resolutions 7 


We will grease less 


palms, especia. 


Corruption is the biggest hurdle to the country’s 





abroad 


progress. Can we begin to mend our ways in 2009? 


Disagree 


3%. 1170 % 








HIS IS ONE PLACE WE WOULD RATHER 
not be. The Transparency 
International's Bribe Payers Index 
ranked India at #19 out of 22 coun- 
tries. The lower you are ranked, the 
more likely are your companies to pay bribes 
when working abroad. We might take some 
pride in the fact that India debuted on the index 
this year. However, by getting ranked at #19, we 
surely did not do ourselves any favours, and it 
was very bad advertising for Indian businesses. 
Now, pardon us for overdoing the C.K. Prahalad 
bit. but his lament must be quoted here. 
“Corruption has become systemic in India and is 
not limited to individual corruption, like in 
China,” he said, adding: “Corrupt societies do 
not develop their human resources and the hu- 
man development index is related closely to 
the development index of all economies." 
If one believes him, then surely there is a lot 
at stake here. Bribing abroad is a 
bad crime and, in some coun- 
tries, you will be put 
straightway behind bars. 
What's more, when 
times are tough—as 
they are now—it is 
7 easy to fall back on 
31% bribes. When orders 


C, " | AMEN 
somewnal are difficult to come 


MES 


Somewhat N, 
disagree 


Pha Source: KPMG Fraud Survey 2008 in India 
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HALL OF INFAMY 


@ India debuted in Transparency International's 
Bribery Index at #19 out of 22 
countries 


@ While the first-time inclusion recognises 
India's global clout, the ranking helps 
nobody's cause 


@ Businessmen from the lower-ranked 
countries are more likely to pay 
bribes when operating abroad 


@ India is followed by Mexico, China and Russia 


by, greasing a few palms could become a com- 


. pelling option. However, it will send all the 


wrong messages to the business communities 
globally. On the other hand, if we can show that 
corruption levels in India are decreasing, it 
would mean that the hidden costs of operating 
in India are going down. That will be good for 
the country as well as for business. 

In 2008, PricewaterhouseCoopers, Ernst & 
Young and KPMG have strengthened their services 
on covering fraud. Corporate India is now facing 
a battle on two fronts against corrupt practices. 
The problem is not just that of not bribing gov- 
ernment officers, but an equally bigger battle is be- 
ing waged to prevent employees stealing from the 
company. Surely, the internal battle can be won 
only when there is more than lip service paid to 
the external war on corruption. 


FRAUD IS A MAJOR PROBLEM IN INDIA 


We will 
fight ag 


Corporate India suddenly finds itself confronted with 
a new challenge—of protecting its establishments. 


The ink of the scholar is more holy than the 
blood of tbe martyr — tbe Koran on Jibad 


OINING THE FIGHT AGAINST TERROR IS 
on everyone's agenda now. And 
there is no better way to join the 
fight than to use the pen, as the 
quote above from the Koran, on the 
subject of Jihad, suggests. While corporate India 
cannot fight using guns, surely, it can use its 
knowledge in the battle. There was a lot of anger 
directed at the government in the wake of the 
Mumbai terror attacks, but now realisation has 
sunk in that the politicians are here to stay, though 
their faces may change. However, there is a lot that 
Indian companies can do to engage with the gov- 
ernment and the politicians to keep the battle go- 
ing. Remember what Us Secretary of State 
Condoleeza Rice said when she was in India? She 
had pointed out that it is as important to choke the 
routes of funds for terror as it is to buy new guns 
and bullet-proof vests for the security men. 
Corporate India now also has another duty— 
to protect its own establishments. Ratan Tata has 
already suggested that. However, the bigger 
task will be to work with the political 
establishment. That would help in demonstrat- 
ing to the world that India is a safe place to do 
business, thereby encouraging investment 
inflow into the country. 
Early December, the cement industry de- 
manded a ban on imports of cement from 
Pakistan, raising the fear that explosives may 





At terrorism's receiving end: 


ioin th 
terror 





be smuggled in cement bags. It is another issue 
that the Pakistani cement industry has been un- 
dercutting Indian prices for a while. However, it 
is important to look at the extensive business int- 
erests of the Pakistani army, the terror network 
in Pakistan, the head honchos of Pakistan’s 
Inter-Services Intelligence (Is!) and take a 
re-look at imports and whether the cash may 
benefit these networks. 

In fact, there is a huge balance of trade im- 
balance between India and Pakistan, and yet, 
India imports around $400 million (Rs 2,000 
crore) worth of good from Pakistan ever year (and 
exports goods worth $1.95 billion). There is a lot 
that India can do if it decides to use all the in- 
formation that it can gather and engage with 
the politicians at the forefront of this battle. 


TRADE OR TERROR? 


@ A day after the Mumbai terror attacks, Tanvir Ahmed 
Sheikh, President of the Federation of Pakistan 
Chambers of Commerce and Industry, said India 
should open up more for imports from Pakistan 


OG While India exports goods worth $1.95 billion (Rs 
9,750 crore), its imports are worth only $400 million 


@ Only $2-4 million of goods are traded over land with 
the remaining coming over sea and Sheikh wants 
permission to send in containers to increase trade 


@ The National Bank of Pakistan has applied for setting 
up of a branch in India and is waiting for six months 
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Resolutions | 


We will worship cash 


Despite the apex bank's efforts, liquidity 
remains a concern. Cash 





will be king for some time to come. 


OCUS ON CASH FLOWS AND NOT JUST 
on profits. This is a liquidity crisis 
and cash is king," says Sudip 
Bandyopadhyay, Chief Executive 
Officer, Reliance Money. 
Bandyopadhyay has led a rapid rollout of serv- 
ices at Reliance Money, and surely, understands 
the importance of cash flows. He feels that a ro- 
bust cash flow is more important than net prof- 
its in this period. Supporting him on this issue is 
Richard Rekhy, Chief Operating Officer, KPMG 
in India. Rekhy says that companies should en- 
sure that cash comes back soon through a robust 
collection and billing process. *Draw down 
credit lines and finance capitial expenditure if 
possible. Save money where possible. Ensure that 
risk is commensurate with tangible reward. 
Increase supplier's credit," adds Rekhy. 

Cash flows are likely to keep corporate 
India on its toes, even as the Reserve Bank of 
India (RBI) takes cautious steps to ease liquidity. 
Inflation had fallen below 7 per cent for the 
week that ended on December 6. The rupee is 
also not expected to fluctuate much now. In fact, 

according to Subhada Rao, Chief 
Economist, YES Bank, the 
rupee-dollar rate is likely to 
hover in the Rs 48-52 range. 
In this scenario, a healthy 
cash position will make it 
that much easier for a com- 
pany to seek financing. 
Companies that have 
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DASH FOR CASH 


© Since October the cash reserve ratio has 
been cut by 350 basis points, releasing 
$29 billion (Rs 1,45,000 crore) into the 
banking system 


© |n the same period, banks have added 
$24 billion (Rs 1,20,000 crore) to their 
investments in government securities imply 
ing that lending to the corporate sector has 
not seen big increases 


© Forex reserves have fallen by $7 billion 
(Rs 35,000 crore) since November, of which 
we estimate $4.6 billion (Rs 23, 000 crore) 
is due to valuation changes. This marks a 
slowdown in the pace of forex reserve losses 
Source: Goldman Sachs research report 


large capital expenditure planned but do not 
have a sizeable cash bag on the assets side of 
their balance sheet will be in trouble. On the 
other hand, companies that can place their own 
money on the table upfront for a project, espe- 
cially in the infrastructure and real estate sectors, 
can have banks eating out of their hands. A 
recent report put out by Goldman Sachs said: 
“We believe the RBI will continue to cut rates till 
mid-2009, we expect the effective borrowing 
rates to start moving down.” But the overall liq- 
uidity will remain tight—and, therefore, lenders 
will remain tight-fisted, as globally, the crisis is 
far from over. 


“Focus on cash flows and not just on profits. 
This is a liquidity crisis and cash is king” 
Sudip Bandyopadhyay/ Chief Executive Officer/ Reliance Money 









, Do-It-yourself Know How ! 


Order Now 

Send a DD of Rs. 255/- today & 

get your book FREE door delivered. 

Call: 0265-2652037, 0-9825084612, RIM.3253466, 0-9824179954 
Send DD of Rs. 255/- to or write for FREE leaflet detail to: 


Personal Care Systems, 336/43, GIDC - Makarpura, Baroda 390010. 


CALL TOLL FREE: 1800-233-2658 


Order Online: www.pyramidvastu.com 





on 
giro more we 
0 


a OE os). quj dete itho! 
ye 100 


ond 
due 


«re VO and Fen 


or shitting 





Book size: 240 x 155 mm 
Pages: 224 in 2 color on High quality imported papers. 





Resolutions | 7 


We will hire top talent 
and avoid mass firings 


Layoffs are inevitable in 2009, but the 
slowdown may be a great opportunity to hire 
quality talent at reasonable terms. 





HE SECOND PART—THE HIRING—WAS 
easy. Mass firings are bad for public 
relations and who wants bad PR in 
India anyway. However, the bitter 
truth is that a lot of firings are hap- 
pening now. According to Anoop Narayanan, 
Partner at legal firm Majmudar & Company 
(the firm deals with legal aspects of layoffs), 
the number of cases has grown manifold in the 
last three months. *The legal process for layoffs 
is complicated in India. A service industry is 


NOT UNWASHED, BUT UNTRAINED 


Percentage of Indian youth employable for following industries. 


FART 20-25 
WOW = 20 

BOT 10-15 

Anikin ABB 
W — SBD 
CO 0 0 88 


40-45 


Source: Boston Consulting Group report on India s Demographic Dilemma 





not clearly defined in the laws either," Narayanan 
says. And, as Jet Airways learnt, layoffs can 
boomerang, too. 

However, the good part is that this might just 
be the best time to hire critical talent. Says 
Richard Rekhy, Chief Operating Officer, KPMG: 
“Hire the best talent available. A lot of good tal- 
ent is now available at reasonable terms.” 


Sunil Chandiramani, National Director for 
Advisory Services, Ernst & Young, adds: *Work 
harder to retain the star assets." He explains that 
many companies may need to go for a pay cut 
this year, and if they do not engage with their 
critical talent now, they will simply lose them to 
competition. "The good performers must be 
identified along with the bad performers. Many 
companies try to lose the bad ones during these 
times. At the same time, they must try hard to 
keep the better ones." 

While there is so much talk about layoffs, 
there is quite a bit of hiring happening, too. 
Companies like Tcs and Infosys have promised to 
hire in thousands—so have public sector banks like 
State Bank of India and Punjab National Bank and 
even Life Insurance Corporation. However, hir- 
ing in India is likely to see a three-and-a-half year 
low for the forthcoming quarter, according to a 
study by Manpower Inc. 

We can end this resolution with a point to pon- 
der over. Boston Consulting Group came out 
with a report on December 18, which stated that 
India is facing a staffing paradox. “On the one 
hand, the economy is likely to struggle to find the 
adequate numbers of skilled and qualified talent to 
fuel growth; on the other, we have a million plus 
people ill-equipped to enter the 21st century 
workforce,” said the report titled India’s 
Demographic Dilemma. It adds: “Clearly, more 
than a million people without the ability to par- 
ticipate in the workforce has the makings of a 
potential demographic disaster.” 


“The good part is that this might just be 
the best time to hire critical talent.” 


Richard Rekhy/ Chief Operating Officer/ KPMG 
SE Ea AR NESE i  coNSSENIENES 
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Elecon - Gearing the change 


Change is the only thing that's constant. And it takes consistent efforts to keep the phenomena 
of change constant. Elecon's cutting edge technology and the attitude of keeping itself ahead of time has 
empowered them to uphold the major industrial revolutions. 


Elecon, Asia's largest gear manufacturing company has been driving Indian Industry since 1951 with 
cutting edge technology and innovation, continuously challenging itself by uporading its products to 
mee! the diverse needs of customers both national and international. Today, Elecon is the supplier of choice to 
core sectors like Steel, Cement, Sugar, Chemical, Fertilizer, Plastic and Rubber. 


Worm Gear Box Fluid, Geared & Flexible Couplings EP Series - Bevel Helical Gear Box 


Gear Division: Tel.; *91(2692) 236469. 2° 
MHE Division: Tel.: +91 (2692) 237018 
QA, EMTIC! ENGINEERING LTD 
Marketing & Servicing Company Regd. Off: Vallabh Vidy: 
Branches: Ahmedabad, Asansol, Bangalore, Bilaspur ata, Chennai, Dhanbad. Jamshedpur 


Mumbai, New Delhi, Nagpur, Secunderabad, Pune & Vadodara. www.emtici.co.in 


E-mail: response@elecon.com 
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Resolutions |) 


We will acquire to STOW 
our business, but only 
with our own cash 


Acquisitions will continue in 2009, but don't be | 
surprised if bankers aren't pushing leveraged buyouts any more. 





DEEPAK G. PAWAR 


UR HUNCH WAS 
that business- 
men in India 
would stay 
away from 2 190 
acquisitions now. With 
finances drying up and eq- 
uity valuations dropping, itis — 
tough for companies to raise 





WHERE ANGELS FEAR TO TREAD 
Outbound M&A activity from India has slowed. 


250 243997 - 35 


nual report on deals related 
to India on December 18. 
C.G. Srividya, Grant Thorn- 
ton’s Partner and Specialist 
Advisory Services, says: 
“Corporate India has done a 
-2 significant number of M&A 
-15 transactions in 2008 with a 
yo value of over $30 billion. It 


193 3) 





money for acquisitions. 50 ~- İş creditable to note that this 
However, low valuations cut i E has been achieved irrespec- 
both ways and for people 5 2006 2007 tive of the global economic 
° 339 s Noof Deals — mm Value ($ bition) 31: 
with ready cash this is a Source: Grant Thornton Deal Tracker, Annual issue 208 Slowdown and dwindling 


good opportunity. Today, 

acquisition opportunities do 
exist, both in India and the world, across sec- 
tors and product and service lines, and at 
more reasonable prices. Says Sudip 
Bandyopadhyay, Chief Executive Officer, 
Reliance Money: “This is a great time for ac- 
quisitions. If you have the money you can 

acquire assets now at great valuations." 

There has been a significant drop in merg- 
ers and acquisition (M&A) activity in India in 
2008 compared to a year ago. Yet, it is still 
higher than the total volume of 2006. 
However, one must remem- 
ber that the acquisition of 
Jaguar-Land Rover by Tata 
Motors accounted for a lot 
of the value. Grant 
Thornton released its an- 
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stock prices. It is also note- 

worthy that the deal trac- 
tion on M&A has been good and stable in all 
quarters, irrespective of the volatility in econ- 
omy and markets." 

However, as we saw with Satyam's at- 
tempted acquisition of the two real estate and 
construction companies owned by the same 
promoter family, there is little tolerance for 
acquisitions backed by frivolous logic. In this 
case the company had its own cash and did not 
need to borrow either. At the same time, there 
was an almost coordinated backlash from ana- 
lysts and market players to punish the stock. 
Leveraged buyouts are also out, surely. Neither 
companies nor banks have any appetite for 
these any more and the ones that have been 
done earlier are having a tough time grappling 
with high debt rates. 


"Corporate India has done a significant 
number of M&A transactions in 2008 with 
a value of over $30 billion" 


C.G. Srividya/ Partner and Specialist Advisory Services/ Grant Thornton 


We will turn a little 


more green (not with 
envy though) 


Will India still be the world's fourth-largest 
emitter of carbon dioxide in the New Year? 


HIS IS ONE MORE FROM OUR OWN 

wish-list that found echoes from 

corporate India when we asked 

around. À greener, cleaner India 

Inc. that actively seeks alternative 
fuel, invests in rainwater harvesting, works 
out of green buildings and adds up carbon 
credits is something we can dream of. There 
are many who are already in the business of 
greening themselves. 

Says Ambrish Bakaya, Director, Corporate 
Affairs, Nokia India: “In the year 2009, we will 
continue efforts to minimise the environmental 
impact of our products beginning with the ex- 
traction of raw materials and ending with recy- 
cling, treatment of waste, and recovery of used 
materials. We are also working on Remade, a con- 
cept phone made entirely of recycled material." 

Sunil Chandiramani, National Director for 
Advisory Services at Ernst & Young, says sus- 
tainability should always be part of the agenda. 
"There is a lot that companies can do, starting 
from video-conferencing to cut travel, to 
reducing electricity usage as well as paper usage. 
Companies can also do a lot by just making 
their employees aware about these issues." 

Carbon credits or CERs are also a major at- 
traction. CERS are credits (carbon credits) issued 
by United Nations Framework Convention on 
Climate Change to developing countries under 
the clean development mechanism scheme of 
Kyoto Protocol. These credits can be bought 
by the developed nations to meet their own 


^There is a lot that companies can do, starting 
from video-conferencing to cut travel, as well as 
reducing electricity usage and paper usage" 


Sunil Chandiramani/ National Director for Advisory Services/ Ernst & Young 


IFC CLEARS THE AIR 


@ The World Bank arm is working to facilitate 
sale of carbon credits across the globe 


® It helps companies from the developing 
world find a market and guarantees delivery 
to the buyer from the developed world 


® In India, IFC signed a deal for 850,000 
carbon credits from Rain Cll Carbon (India), 
a leading producer of calcined petroleum coke 


®© IFC had earlier financed Rain Cll to install a 
heat recovery mechanism that eliminated the 
company's dependence on fossil fuel 


emission reduction targets. One CER is equivalent 
to a one tonne reduction of carbon dioxide or 
corresponding greenhouse gas. 

The Indian market for carbon credits was 
estimated at $5 billion in September this year by 
environment consultancy Mitcon. However, 
since then the carbon credits market has crashed 
in the wake of the sharp fall in prices of crude. 
Global trade of carbon credits is likely to touch 
$500 billion by 2012 and then go up by $200 
billion annually as the Kyoto Protocol norms 
will become stronger after 2012. India 
is the world's fourth largest emit- 
ter of carbon dioxide and we can 
possibly look forward to some 
change in that ranking—although - 
not in a hurry. 
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Resolutions | 


We will listen to our 
customer as we fight for 


market share 





As supply exceeds demand in most sectors, companies 
have to get closer to the consumer than ever before. 


HIS IS ONE TIME WHEN THE 

customer can have his say, seeing 

how car prices have fallen—and the 

rates at which these prices have 

dropped are even greater than the 
excise duty cut announced by the government. 
This is called a buyer's market where there is 
more supply than demand. For Indian compa- 
nies, the choice is clear—get close to the customer 
and compete for market share. If the total mar- 
ket did not grow, much the only way to grow is 
to grab someone else's share 
of the market. 

Experts point out that a 
slowdown in demand could 
prove the perfect time to grab 
market share, revenues and cus- 
tomers. And the focus clearlv 
should be beyond the immediate 
slowdown. As Sudip Bandyo- 
padhyay, Chief Executive 
Officer, Reliance Money says: 
“It is now crucial to grow the 
business and think about long- 
term growth. We must think 
about business building for the 
long term and not worry so much about the 
quarterly growth figures. Investments must be 
made now that target long-term growth." 

One advantage for consumer-focussed firms 
is the decline in commodity prices, which should 
allow for cost reductions. Yet, the larger picture 
is grim, what with growth likely to be under 
pressure. The October production numbers have 
already indicated that quite a few sectors are 
feeling the heat. Rohini Malkani, Chief Economist 
at Citibank, adds a strong word of caution in her 
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report dated December 12, 
2008. "Our GDP 
estimates for 2008-09 
and 2009-10 at 6.8 
per cent and 5.5 per 
cent, respectively, 
factor in investment 
growth at roughly 
4.4 per cent and con- 
sumption sustaining at 
6 per cent levels despite a 


Year-on-year sectoral trends reveal a slowdown (95). 


Two-Wheelers sales Car Sales 
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contraction in export growth. While the gov- 
ernment fiscal stimulus package and monetary 
measures are positive, they are unlikely to reverse 
the slowdown in growth, and downside risk to 
these numbers appears to be increasing." Amidst 
this scenario, there will be little else that com- 
panies can do other than hold on to their own 
customers; it will take some courage and some 
strategy to be able to succeed at grabbing share 
from rivals. But that may just be what differen- 
tiates the men from the boys. 


MONEY IS MORE THAN JUST MONEY. 
IT IS SOMEONE'S BLESSING. 


Money has many meanings in India. At ING, we first understand what money means to you. 
And then we help you manage it for the things that matter in your life. 





5 MILLION CUSTOMERS 
CROSS 50 COUNTRIES N 
VER 265 YEARS OF UNDERSTANDING MONEY 


ones mae athantlietmanan To RANWING «INVECTMENTC^SIIEE INCIIDANCE 


Resolutions JC) 





We will start jogging: 
trim flab, focus on 
efficiencies 


Cutting costs—the right ones—and getting back 


to the core will be a mantra for many in 2009. 
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OW DOESN'T 
that reallv 
sound like a 
New Year 
resolution? 
Haven't we made this resolu- 
tion so many times in the past 
—and well past our teenage 
years? Now, it seems this can 
become a do-or-die resolution 
for corporate India. 

Sunil Chandiramani of E&Y 
says this is a clear and classic 
resolution and it is a must for 
survival. *Lose weight, be fit. 
We have been living and work- 
ing in prosperous times with 
rapid growth. We have col- 
lected flab and this is the time 
to shed all that, be it processes 
or be it people." 

So the new focus on costs 
will keep companies running 
this year—or else they will not 
survive. The first step in that 
endeavor is to cut costs—the 
right ones. Richard Rekhy, 
COO, KPMG India says: *Saving 
costs is a pertinent issue, but the 
mistake many organisations 
make is to cut indiscriminately. 
For instance, they might put 
training programmes and 
branding initiatives on hold. 





Be cost-conscious but do not cut back on 
vital processes that can hinder the growth of 
the organisation in the long run." 


JANUARY 1) 2009 


BANDEEP SINGH 





PRESCRIPTION 
FOR EFFICIENCY 


® Revaluate all contracts 


® Relook at cost structures 
and models 


© Bring in efficiencies in 
processes 


© Get rid of excess and over 
engineered systems 


® Improve productivity of people 





Rekhy further adds that 
companies can do well by 
focussing on their core busi- 
ness. *Get back to the core 
functions in the business. Get 
rid of non-core businesses 
and concentrate on areas 
where a company's skill lie," 
he says. These comments 
again bring Satyam's aborted 
twin acquisitions to mind, 
which were in a totally unre- 
lated area (not counting, of 
course, the blood relations 
between the promoters). 

Better working capital man- 
agement is another way to 
manage costs as is managing 
one's interest burdens. The en- 
tire loan portfolio can be 
looked into for opportunities to 
reduce the burden. 

In December, two senior 
McKinsey partners Alexander 
Niemeyer and Bruce Simpson 
wrote in an article: *Many 
companies can drastically cut 
capital spending. The best way 
to do this is not to impose ar- 
tificial cut-offs but to assem- 
ble the relevant, knowledge- 
able parties to look for ways of 
postponing or reducing capital 
project spending and to ex- 


ploit the current willingness of major project 
suppliers to renegotiate prices." To put it simply, 
keep a check on your costs. 
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YOUR AMBITION IS OUR MOTIVATION 


AIMS established in the year 1994, is one of the ELIGIBILITY 

most sought after institutes for Bachelor and 

Master degree programs in India. Candidates with MAT score of 500 and above or 
MAT score of 475 with two years of work experience 


AIMS has been awarded / ranked: ey 
SELECTION PROCESS 


| Shortlisted candidates based on MAT will have to 
appear in the AIMS selection round at various 
centers in India or at the institutes. Candidates with 
a ee 


* Best B-School Jury Award 
(Deccan Herald B-School Awards, 2008) 
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Resolutions | / 


We will take a pem vo — 
everything we are doing, 
especially our processes 


The New Year may prove to be a game changer, 
with many companies opting for radical measures. 





HIS WAS A UNANIMOUS RESOLUTION establishments. Footfalls at retail malls dropped 
again but is placed at the end by dramatically in Mumbai immediately after the 
design. Whatever Indian business terror attacks. 
houses may do or not do, they The sudden change in the way the rupee 
need to take another at their entire moved against the dollar was another shock 
business models. There are doom predictors this year. Companies that had invested in forex 
around who say this downturn may last 10 derivatives as a hedge against an appreciating 
years. It is too bad a scenario rupee suddenly found a de- 
to imagine right now—but this preciating rupee adding to 
year can be a game changer their balance sheet woes with 
for business models all around the financial reporting norms 
and across all sectors. insisting on mark-to-market 
Constant innovation and losses being recorded in the 
change, as well as the ability books of accounts. Sudip 
to adapt to evolving market Bandyopadhyay, Chief 
conditions, are more crucial Executive Officer, Reliance 
than ever during these difficult Money says: "The lesson im- 
times. Investments in new portant here it is that one must 
technologies will ensure com- never speculate on forex or 
petitiveness in the downturn other derivatives but use them 
and also help companies be only to hedge." 





ahead of the curve at the start. = Concludes Richard Rekhy, 
of the upturn, whenever that x COO, KPMG India: “This is an 
happens. Organisations should 7 opportunity where employees 
also look at existing controls 2 and stakeholders are already 
and risk management meas- * sensitised to the need for 
ures—whether they are well TAKING STOCK, change and the criticality of 


aligned with their future as- TAKING AIM the situation. Do not attempt to 
pirations and whether they d l mask the issues, but show the 
provide the impetus that the ° thet ge | roadmap to overcome chal- 
company needs to accomplish = lenges. Take proactive steps in 


its goals. © Good time to take drastic this direction" Now do we feel 

The year 2008 has offered measures like a worried teenager taking a 
its own posers and shocks. The bad report card to a parent? 
downturn in the us and pp in — The difference here is the parent 
Europe itself is a game can change for a already knows that the bar has 


changer. So were the terror been raised at school and is 
attacks on India's top hotels— © Time to invest in innovations, ready to discuss new books or a 
which are essentially business R&D and new plans change of tutors. 
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Anupam Kher Actor 


Business | Communication | Entertainment | Sports | Lifetime A Recipient of the Teacher's Achievement Award 2008 for Lifetime Achievement 





bt corporate 


Why You Need À wo 


severe slowdown, 


Indian companies 
need rapid cash 
generation. Here's 
how. RAJIV RAO 


OR THE PAST FOUR YEARS, A 
whole range of Indian 
companies—from auto- 
makers to aluminium 
miners—embarked on a 
feeding frenzy at the trough of global 
debt so they could rapidly expand 
their businesses. Acquisitions of for- 
eign companies were trumpeted 
by the country's newspapers as a 
sign of a tectonic shift in the 
global business order. 

All of that seems a cruel 
joke for many of the same com- 
panies, now gasping to survive in 
the current frigid air of the global 
credit squeeze. “The ‘India Story’ 
was followed by a false sense of 
immunity from a western reces- 
sion,” says Vivek Pandit, partner 
at consulting firm McKinsey & Co. 
Still, this means lots more business 
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Develop cash 
Set up the Cash monitoring and 
Lab to forecasting system 


» 1 fundamentally Ë e Track daily, weekly, and 









improve the monthly cash position to 
company's ensure stabilisation 


eg. € Forecast cash flow, 
cash position based on external and 
internal drivers to confirm 


funding need 





for Pandit and McKinsey, whose 
global corporate finance practice— 
of which *Cash Lab' is an important 
component—tries to help compa- 
nies focus on doing the one thing 
that just might save them from 
sinking: generating cash. 

Industry observers say that India 
[nc. is in much worse shape than it 
currently appears. Lax risk man- 
agement policies by banks whose 
reluctance to recognise bad loans 
means that the domestic business 
landscape—comprising firms un- 
able to meet their debt obligations— 
is going to witness an avalanche of 
bankruptcies in the next few years. 
How did things get so bad, so 
quickly? 

For the past three years, Indian 
companies took on a mountain of 
debt—a staggering $450 billion 
worth—in order to fund acquisi- 
tions and other growth plans. 
Moreover, while the liquidity crisis 
and an impending economic slow- 
down was a much debated affair 
in countries like the us for the past 
three years, in India, a host of busi- 
ness fundamentals went awry—all at 
roughly the same time—and with 
astonishing speed. Upwards of 60 
per cent of the Sensex vaporised 
in just nine months. Around $14 
billion of foreign capital was sucked 


CAPITAL TURNOVER LEVERS 
e Cash manageme 

e Working capital 
. e Capex optimisatic 

e Non-core disposals 
e Financial structuring 
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out. Cost of debt increased by as 
much as 700 basis points. The 
global credit crisis began to starve 
businesses and stall growth. ^Even 
retail loans have seen increasing 
delinquencies across asset classes," 
says Raman Uberoi, senior direc- 
tor of Crisil Ratings. Naturally, all 
of this has had its impact on cor- 
porate India. 

Today, in the absence of eq- 
uity or new loans for survival or 
expansion, cash has become the 
new lifeblood of Indian firms— 
indeed, the only way in which 
many Indian companies can stave 
off going out of business. Cash 
doesn't quite equate to profits on a 
company's financial statement— 
as a company, you can experience 
the ignominy of being profitable 
and insolvent at the same time. 
How so? Cash from operations 
might be nonexistent, but recent 
debt financing may have padded 
profit figures to reflect an inaccu- 
rate state of the company's health. 

Monitoring a company's cash 
position entails deftly managing liq- 
uidity while ensuring that the com- 
pany's liabilities are fully met— 
something that many Indian cor- 
porates are struggling with. Working 
capital becomes a crucial compo- 
nent: Bills need to be sent out on 


‘ermal and exte a 
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time and collected speedily, early 
payments for goods—if you can 
imagine such a thing—need to stop, 
and inventory build-up has to be 
reduced. Basically, the ultimate goal 
of managing working capital is to 
make sure that the company is able 
to perform its operations and that it 
has enough cash flow to satisfy both 
maturing short-term debt and op- 
erational expenses in the future. 
Many companies that McKinsey 
has dealt with have been simply 
unaware that they were running 
out of cash. Others have found out 
a little too late in the game. 
Therefore, the consulting firm's 
Cash Lab initiative focusses on rig- 
orous cash monitoring and fore- 
casting capabilities which can then 
target specific initiatives to generate 
cash. This entails the daily and 
weekly monitoring of a company's 
cash positions led by a competent 
CFO who operates in a crisis man- 
agement mode (See Companies 
should manage casb, not EBITDA) 
Managing working capital is key 
to the Cash Labs process, as is the 
constant reviewing of capital ex- 
penditures—often linked to a com- 
pany's expansion plans. Generating 
cash could also entail flogging a 
non-core asset of a company, and re- 
jiggering hiring or compensation 
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ASH GENERATION HAS BECOME 

vital for many Indian com- 
panies hit by bigb debt costs as 
well as the economic slowdown. In 
an interview with Br, McKinsey 
partners Vivek Pandit, Fredrik Lind 
and Kuldeep Jain explain bow tbeir 
'Casb Labs' initiative could belp 
alleviate many of India Inc's re- 
cent troubles. 


What is so different about troubled 
Indian companies today that doesn't 
exist in most other parts of the world? 
In the last two-three years, we've 
seen greater than 50 per cent in- 
crease in Indian corporate debt 
—from around $260 billion to 
$400 billion. This does not in- 
clude external commer- 
cial borrowings. During 
the first two years of this 
period, as equity values 
rose over 100 per cent, 
fuelled by Fils and hedge 
funds, many firms saw 
debt as a cheaper alter- 
native. Most felt they 
could retire their loans 
within 3-4 years and bor- 
rowed with equity-linked 
covenants. However, over the past 
year equity values fell by 70 per 
cent, internal accruals dropped, 
and borrowing costs increased, 
resulting in a relatively rapid 
weakening of cash flows and bal- 
ance sheets. We're coming off a 
period where rewarding optimism 
was considered less costly than 
questioning it. 


Can the McKinsey Cash Lab approach 
help Indian companies that are 
getting snowed under because of 

large debt obligations? 

Most companies, but not all. Cash 
Lab can materially boost cash po- 
sition over a 2-3 month period. 


JANUARY 11 2009 





Fredrik Lind 


restructure operations, and rene- 
gotiate obligations. But, if you are 
a company in severe financial dis- 
tress, especially if you have al- 
ready broken covenants or have a 
spiralling debt problem, it is an 
insufficient intervention. 


What are the different kinds of 
companies that McKinsey encoun- 
ters in the current business climate? 
We see three categories of 
companies: 

a) The first category has strong 
business models but are over lever- 
aged vis a vis the current economic 
outlook. This is because the growth 


and pricing environment for their 





Vivek Pandit 


products or services has changed 
rapidly. They have significant near- 
term challenges in their ability to 
service current medium to long- 
term debt or pay down short-term 
working capital revolvers that are 
not being renewed. 

b) The second category knows 
they have six to nine months of 
cash on hand. They are looking at 
aggressive measures to reduce 
working capital needs, asset dis- 
posals and eliminating or delay- 
ing capital expenditures. 

c) The last category does not have 
a handle on their cash situation 
and several have not made the 
transition from managing for earn- 
ing to managing for cash. They 





Kuldeep Jain 


nario or the true impact of their 
operating initiatives, or both. Few 
of these are funded by deep pocket 
‘parents’. Some of these compa- 
nies will realise their predicament 
late, leaving little time for material 
restructuring. 


Companies should manage cash, 
not EBITDA. Our process requires 
companies to focus on how much 
cash they generated last month, 
last week, and yesterday. Cash 
Lab focusses on three major 
levers—(i) capital 
turnover and productivity 
that looks at cash, work- 
ing capital, capex man- 
agement, non-core dis- 
posals, and financial 
structuring; (ii) opex 
management that looks 
at expense management, 
procurement, personnel 
costs and right sizing; and 
(iii) company’s capital structure 
which focusses on finding near- 
term credit facilities, debt-equity 
optimisation and revisiting divi- 
dend and share buy-back policies. 





Who, in your opinion, becomes 


The cro’s role is heightened in 
this environment. He or she is 
the person with the ability to mon- 
itor and project cash and should 
drive cash generation initiatives. As 
risk managers, CFOs play a critical 
role in assessing the impact of 
new shocks and changes in the 
external environment. 
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plans. The capital structure of the 
company should also be placed 
under close scrutiny. All this might 
sound like common sense to most 
business owners. Fact is, “when busi- 
ness is profitable, other issues take 
priority, leaving cash and inventory 
management to become less disci- 
plined over time," says Interchange, 
Ernst & Young's newsletter pub- 
lished by its Transaction Advisory 
Services practice. 

Does Cash Lab work? McKinsey 
states that if properly applied, this 
kind of solution can "free up cash of 
10-20 per cent of sales from 
reductions in working capital, 10-15 
per cent savings of addressable 
spending from procurement, and 
15-25 per cent reduction or up to 
50 per cent deferred in Capex — 
potentially enough to save many 
Indian businesses a trip to the cor- 
porate graveyard. 

Using some of these strategies, 


Wow! 
cheaper than petrol? 


INDUSTRIES THAT COULD 
USE A ‘CASH LAB FIX 


OVERSUPPLIED: Chemicals, Iron & 
Steel, Metals and Mining, Auto 


CAPITAL-STARVED: Petroleum, 


Power, Infrastructure, Fertilizers 


MANPOWER-HEAVY: Health Services, 
Pharma, FMCG, Telecom 





BT decided to independently eval- 
uate the health of a few Indian 
firms that are suffocating from a 
variety of financial ailments—from 
severe debt obligations (a recur- 
rent theme) to other global slow- 
down-related economic shocks— 
and offer some solutions. 
Hindalco, India's largest pro- 
ducer of aluminium and copper, is in 
trouble. The company took on à 
mountain of debt—its debt ratio 


went from .7 per cent in 2007 to 111 
per cent in 2008—dargely because of 
its acquisition of Novelis. Then spot 
prices for copper and aluminium 
went into a free fall this year—drop- 
ping as much as 21 per cent in last 
month alone, according to Merrill 
Lynch. Morgan Stanley thinks that 
these “prices are unlikely to rebound 
meaningfully in the next six months.” 
Plus, its considerable interest debt 
has begun to pile up. 

Hindalco is in a tough spot. On 
one hand, it needs to continue to 
run at full capacity in order to £ 
erate revenue. On the other, it needs 
to cut back production in order to 
decrease its post-production inv« 1 
tory build-up. Industry observers 
feel that the company needs to strike 
deals with customers and dispose oti 
inventory at distressed levels if ne 
essary. They say that it also must lay 
off a certain amount of 
and produce just enough to meet 
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ndianOil Autogas is about 40%” 

:heaper than regular petrol. It has 

idded benefits like economy 
iciency and is also eco-friendly. 
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generate ‘cash, and then leasing 
them back, is also an option the 
company must consider. Finally— 
and this involves pain—selling off 
Novelis at half its acquisition price, 
Or selling i its Australian mines might 
enable it to service its debt and 
keep it afloat. Approaching Alcan— 
which withdrew from a JV agree- 
ment last year—or another deep- 
pocketed investor for a possible Jv 
deal is also something worth con- 
sidering, provided the terms are 
not too unfavourable. 

Tata Motors is in even more 
of a tight spot. Its chief nightmare— 
no fault of its own—is the sharply 
slowing auto industry, both 
domestically and abroad. The com- 
pany has sold 30 per cent fewer 
vehicles in November compared 
to the previous month and Enam 
Securities says that the firm’s 
inventory is building up rapidly. 
In other areas, it has no one else to 
blame. Its purchase of Jaguar-Land 
Rover (JLR) is bleeding it badly: 
Out of the $3 billion loan it took 
out for the purchase, it has paid 
off $1 billion, but is struggling to 
clear the rest, including related 
interest payments. Meanwhile, JLR 
has lost $500 million in the first 
half of this year. And we haven't 
even begun to talk about the Nano. 
s&P downgraded its rating to BB-. 
That's not even considering the 
bad retail loans it probably has on 
its books due to defaulting cus- 
tomers, say industry analysts. 

Ratan Tata's vow to not fire his 
employees is a magnanimous ges- 
ture, but might cost the company in 
the long run. The firm simply has to 
swallow the bitter pill of retrench- 
ment and lay off a chunk of its 
workers in order to avoid bank- 
ruptcy, say restructuring experts. 
This will ease some of the pressures 
on operating expenses for the com- 
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am September 2006 


am September 2008 
Source:McKinsey & Co. 


WHY SO MUCH DEBT ? 


m Investment Boom 
$100 bn in FY '07 vs $35 bn in FY 04 


m M&A Frenzy 
$39 bn in 2008 vs $14 bn in 2005. 
Top 20 deals were 80 per cent it leveraged 


m Easy Availability of Credit 














pany. It also has to go into significant 
re-negotiations with suppliers, both 
within Tata Motors and also with 
Corus, Tata’s other pricy buy. Enam 
Securities reports that banks remain 
reluctant to lend to Tata Motors, 
so its only chance of decreasing its 
debt loads are to investigate the pos- 
sible sale of chronically underper- 
forming JLR at a distressed price. 
Other options: hiving off other assets 
such as spare part units and other 
ancillary businesses in order to 
generate much-needed cash. 

On the surface of it, retail giant 
Pantaloons seems to be doing much 
better than the previous two com- 
panies, considering that it too, is 
highly leveraged. The company 
registered a 78 per cent sales growth 
in the month of October (over the 
same period last year), plans to 
unveil distribution of products in 
the rural arena and telecom and is 
all set to add 4 million square feet 
by June 2009. Here’s the problem: 






cerned about losses in several 
subsidiaries—comprising a huge 83 
per cent of the '08 profits of the 
stand-alone business—and is also 
worried about its focus on growth 
rather than quarterly performance. 
If that's not bad enough, analysts say 
that its home retail division, already 
loosing money, will be hit badly by 
a drop in home sales and rentals. 
Where can Pantaloons go to 
fund its growth—which it needs to 
pay down its debt? Not from sales 
since consumer spending has slowed. 
Nor from debt—it has a debt to eq- 
uity ratio of over 100 per cent. Its 
warrants worth Rs 600 crore may 
not be converted as its current stock 
price is now half of the conversion 
price, says HSBC. Restructuring ex- 
perts say that Pantaloons needs to 
sell stakes in its various companies 
for a much needed cash injection. It 
also needs to pay careful attention to 
its working capital—ensuring that its 
retail inventory is managed to min- 
imise costs. Finally, the firm needs to 
put the brakes on all its expansion 
plans so that it can focus on gener- 
ating much-needed cash to keep 
profitable business lines going. 
When will this apparent blood- 
bath affecting many Indian com- 
panies end? “We are in an era 
where cyclical upturns and down- 
turns are compressed. Next year, 
we just might be on our way back 
once there's liquidity in the sys- 
tem," says Darius Pandole, Partner 
at private equity outfit New Silk 
Route Advisors. Till that point— 
and hopefully well after—compa- 
nies would do themselves a favour 
by developing the habit of keeping 
a steady eye on cash generation and 
management instead of being swept 
up by the stratified worlds of high 
finance. So they can be better posi- 
tioned to weather rough economic 
seas in the next few decades. 8 
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bt money 


The Year That 
Changed Investin 





2008's extreme wealth destruction put wealth managers in a 


spot of bother. BT surveys their mood, their market strategies, 
and what they learned from the crisis. MANU KAUSHIK 


EW DELHI-BASED TAX 
Consultant, Deepak 
Jain, was among the 
few investors who 
manged to pull 
through a difficult 2008. The 31- 
year-old started investing in equities 
in mid-2006 when the Sensex 





crossed the 10,000 mark. Jain ac- 
cumulated stocks of blue-chip com- 
panies and built his corpus brick by 
brick. His investment grew from Rs 
5 lakh to Rs 8 lakh by July 2007. 
When the Sensex surged past 
16,000 levels in September 2007, 
Deepak concluded that markets 


were overheated. He decided to 
sell. *As I feared a crash, I sold 
over 75 per cent (Rs 6 lakh) of 
my equity portfolio and switched 
to savings accounts and fixed de- 
posits," he says. Although the bal- 
ance portfolio of about 25 per cent 


(Rs 2 lakh) has dipped to Rs 1 


WHAT HAPPENED? 


From mid-2007, the early signs of a deteriorating US 
housing market indicated difficult times ahead for equi- 
ties, hence we advised our clients to reduce their expo- 
sure to the equity markets. In January 2008, when the 
markets crossed 20,000, the markets were overheated 
and the combined market cap of all listed companies 
stood at 120 per cent of India's GDP ($1 trillion), a 
clearly ominous sign. Besides, the bull market created 
an imbalance in investors' original asset allocation as 
equities shot far ahead. Hence, to restore their original 
allocation, investors had to reduce equity and re-invest 
in either fixed income or gold funds. 


WHAT NOW 


Today, the scenario is entirely different from a year ago. 
Although, | can't say whether we have seen the bottom, 
but equity at current levels looks quite attractive. 
Individuals with slightly higher risk appetite can buy 
selectively in large-cap blue-chips with an investment 
horizon of three years. Debt markets are expected to do 
well as interest rates dip. An investment in debt instru- 
ments for about one year should provide decent returns. 
It's also time for investors to look beyond domestic 
equity markets. 


IINVAASOD LIHOVM 





Partha lyengar 
Vice President (Wealth Management), Sharekhan 








| can't say whether we have seen the 
bottom, but equity at current levels 
looks quite attractive. 
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RELIGARE 
MACQUARIE 


PRIVATE WEALTH 





The Decline of Equities 


The corpus of equity funds nearly halved in 
the year 2008. 





Figures in Rs crore 


lakh, his overall investments are 
in a profit. 

Not many investors were lucky 
enough to sell early in the bull 
market. Some, like Gurgaon-based 
Prateek Patodia managed to pull 
out just before things got worse. 
The 28-year-old entrepreneur had 
95 per cent of his assets invested 
in mutual funds (MFs), which he 
began accumulating from March 
2007. His initial investment of 
Rs 3 lakh turned to Rs 4.5 lakh at 
the peak of the bull market in 
January 2008. The crash took his 
corpus to Rs 4 lakh in a matter of 
weeks. “The crash saw my funds’ 
NAVs dip by over 20 per cent. | 
was waiting for a short bull run to 
sell. In March 2008, I got the op- 
portunity and took a profit of Rs 
1 lakh,” he says. He also invested 
Rs 10 lakh in a gold fund in 
September last year. In August 
2008, after the fund was up 50 
per cent, nearly three-fouths of 
his gold portfolio earned him a 
tidy profit of Rs 3.5 lakh. Even 
today, the balance is up nearly 
35 per cent. 

But for a handful of fortunate 
investors, there are thousands oth- 
ers who see 2008 as a forgetful 
year. Although the year began on a 
promising note—the Sensex hit a 
record high of 21206.77 on 
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For the short-term investor, | iy 2: believe 


liquid plus and short-term income p 


do well in future. 


WHAT HAPPENED? 


ans Can 


Last year, investors’ portfolios were heavily skewed towards equities 
as an asset class either through mutual funds, PMS or direct equi- 
ties exposure. We recommended to our clients to diversify to other 
asset classes such as structured products, debt and gold, to reduce 


volatility. 


WHAT NOW 


In equities, my preference is towards large-cap diversified equity 
funds and away from thematic, mid- and small-cap funds. | will 
maintain this large-cap bias as mid- and small-cap companies are 
finding it difficult to raise funds for expansion and working capital. 
The difficult liquidity situation will impact the earnings of mid- and 
small-cap companies more than their larger counterparts. 

On the other hand, debt investing depends on the horizon and 
risk appetite of the investor. For the short-term investor, | strongly 
believe liquid plus and short-term income plans can do well in 
future. For investors with no immediate liquidity requirements, FMPs 
are a good alternative. Since gold returns are uncorrelated to the 
equity markets, it also provides a good hedge against high inflation. 


January 10, 2008—the reversal in 
the stock market has been equally 
dramatic. Asset prices—including 
commodities, with the exception of 
gold—have crashed by more than 
50 per cent. Debt markets strug- 
gled to find momentum until the 
last few months, largely because 
of softening of the high interest 
rate regime. Says Akhilesh Singh, 


Head (Wealth Management), 
Emkay Global Financial Services: 
“Despite the surge in volatility to- 
wards the end of 2007, everyone 
was expecting Sensex to touch a 
minimum of 25,000 points by early 
2008, but that didn't happen. Since 
January 21, 2008, the market has 
been trending downwards." 

To many panicky investors, it 
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might seem like salvage time. But 
that's precisely what investors 
shouldn't do now. Even those who 
were bargain hunting in the middle 
of 2008 saw their networths dip as 
the Sensex crashed to nearly 8,000 
levels in November 2008. Says 
D.K. Aggarwal, MD, SMC Wealth 
Management Services: “Many re- 
tail investors have burnt their fin- 
gers badly. Investors, who were 
bottom fishing after the January 
2008 crash, have seen the value of 
their shares drop." But smart 
money knows that the markets 
will recover and savvy investors 
are still clinging on to their in- 
vestments. It’s surely not the time 
to sell now as stock prices are not 
attractive at the moment. Says 
Aggarwal: “If you do not need 
the money, wait for the markets to 
recover.” 


Load Up on Debt 

Analysts suggest that investors 
should rebalance their portfolios to 
include more debt paper. Debt 





Akhilesh Singh 


Head (Wealth Management), Emkay Global Financial Services 








Bond funds can be a good option for 
the next year and could generate post- 
tax returns of over 14 per cent annually. 
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Tax Consultant 


UPSIDE OF 
THE DOWNTURN 
e Started nibbling blue-chips 


at. 10,000 Sensex levels in 
mid-2006 


e Sold partly and booked 75 per 
cent profits when Sensex was at 
16,000 in September 2007 


e Kept proceeds in safe avenues 


such as savings account and 
fixed deposits 


e Increased investments in debt 
by 20 per cent in July '08 


instruments, which were out of 
favour till the latter half of 2008, 
have turned attractive as interest 


to our advice. 


WHAT NOW 


rates have started to dip. Bond 
prices surge while interest rates 
fall. Funds that have a larger chunk 
of debt instruments that will 
mature over a longer period will 
benefit the most. Hence, it's im- 
portant for investors to look at 
the average maturity of a fund's 
debt holdings. Says Singh: “The 
interest rate is looking benign and 
this directly benefits gilt funds and 
debt instruments." Inflation, too, is 
trending down, which signals fur- 
ther rate cuts. “Over the next two 
months, investors should build a 
portfolio with 80 per cent debt 
and 20 per cent equity. In the next 
bull market, the equity portion 
will increase to 40-50 per cent of 
the entire portfolio," says Singh. 
Build a corpus of solid blue 
chip companies, but your holding 
period should increase to at least 
three years to minimise the risk in 
your portfolio. As of now, the 
global economy is in a recession 
and the global liquidity crunch is 
expected to last for a year or two. 


WHAT HAPPENED? 

After the rapid rise in the markets in the latter half of 
2007, the portfolios of all our clients became dispropor- 
tionate to the original asset allocation plan. Besides, 
there was greed in the air and no fear. Wealth man- 
agers were criticised for advising their clients to min- 
imise their equity exposures at a time when the clients 
were making 20-25 per cent net gains in a single day. 
Now, the same investors have burnt their fingers. 
Unfortunately, only 25 per cent of the investors listened 


Not only the investors lost their money, they have also 
lost their courage in the market meltdown. | think peo- 


ple who have lost their money shouldn't get out of mar- 


kets now. But investors must be prepared for the long 
term. It will take two more years for the liquidity situa- 
tion to improve. Investors can invest in select debt 
funds and structured products. Bond funds can be a 
good option for the next year and could generate post- 
tax returns of over 14 per cent annually. 
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HOW MFs CHURNED 
THEIR PORTFOLIOS 


Favourite and not-so-favourite stocks in 2008. 


What Funds Bought 

Current Value* — Shares Bought Value of Shares 

4 ! ARSC) (Lakhs) Bought (Rs Cr) 
State Bank of India 2,800.73 92.20 1,463.96 
ICICI Bank . 2,063.84. 186.09 1,415.64 
HDFC Bank 1,198.48 93.88 1,211.85 
Infosys Technologies 2,232.23 65.73 1,043.27 
Bharti Airtel 2,751.36 |. 128.26 1,042.03 
Housing Devp.Fin. Corpn. 1,288.73 39.44 927.75 
Oil & Natural Gas Corpn. 2,240.57 |. 95.96 907.74 
Tata Consultancy Services — 1,171.34 106.79 876.99 
Hindustan Unilever 1,077.01 363.92 838.23 
Reliance Industries 3,560.84 29.14 631.10 

What Funds Sold 

Company Current Value* Shares Bought Value of Shares 
(Rs Cr) (Lakhs) Bought (Rs Cr) 

Sesa Goa 57.96 486.93 757.57 
Siemens |. 23977. 128.17 717.20 
Grasim Industries .. 430.33 27.32 58899 
National Thermal Power Corp. 473.45 261.94 476.92 
Aditya Birla Nuvo | 16625 31.99 420.73 
Suzlon Energy 91.64 a 161.49 © 363.22 
Steel Authority of India Ltd. — 140.16 213.04 355.00 
Maruti Suzuki India 60031 . 48.99 354.02 
Mahindra & Mahindra 196.01 60.75 350.76 
Tata Motors .. 8624 67.47 333.59 


Between December '07 and November '08 


Position your equity portfolio in 
such a way that it does not contain 
stocks that are too dependent on 
the global economy for growth. 
Hence, export-driven companies 
don't make the cut. Diversify, for 
it not only reduces risk, but also 
increases the chances of a better 
return. [Investors can accumulate 
select infrastructure, pharma and 
FMCG stocks. Investors can also 
look for opportunities in the 
global markets. “Investors can try 
their hand at international equi- 
ties, real estate and art with at 
least a 3-year investment hori- 


Source: Value Research 


zon,” says lyengar. 

The role of wealth managers 
has now become all the more im- 
portant than before. Says 
Aggarwal: “Professional wealth 
managers go a long way in un- 
derstanding your goals, your risk 
profile, your needs and other 
nitty-gritty of your financial 
decisions. Based on their dynamic 
investment strategies, they have 
several plans to enable you to 
grow your wealth over time. It is 
better to involve professionals to 
help you tide through these 
turbulent times.” 


MONEY SHARMA 
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D.K. Aggarwal 


MD, SMC Wealth Management Services 


We advised our Clients to 
use every upside to pull 
out of the market. 


WHAT HAPPENED? 

In late 2007, the Sensex's rapid 
rise to 18,000 levels had the 
Street on caution and we warned 
our clients not to over-leverage 
themselves. At the same time, 
the world markets were in a 
downturn. Besides, the Sensex 
rose over 21,000 with seemingly 
little effort, pushing price-earning 
ratio to 21, which was an un- 
comfortable level for us. We 
advised our clients to use every 
upside to pull out of the market 
and move towards risk-free in- 
vestments such as fixed income 
investments and arbitrage funds. 


WHAT NOW 


At current levels, the market 
looks undervalued, making quite 
compelling case for investors to 
re-enter. | see 9,000 for Sensex 
as strong support level. Under 
the current scenario, an investor 
can invest 60 per cent into equi- 
ties (MFs and direct exposure), 
20 per cent in debt market 
(FMPs, gilt funds), 10 per cent 
in commodities and the rest 

10 per cent can be 

kept as cash. 
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Destor DI Anniversary issues 


Globalisation (1993). . . 


Quality (1995). . . 
HR (999... 


Customer 4997... 
Cost 999... 

Ideas (2004)... 

BT’s Anniversary Specials... 


...have not just been chronicling the 
travails and triumphs of India Inc. but 
also been guiding and setting the 
agenda for it. Here’s the proof: 


HOW BUSINESS 
CAN COMPETE 
GLOBALLY 





93 


There was a lot that happened in 
1992 that could have become the 
focus of Business Today's first 
anniversary issue. There were 
momentous policy changes taking 
place as part of the economic 
reforms promised to the 
International Monetary Fund. 
Then, there was the dramatic rise 
and crash of the stock market 
thanks to the Harshad Mehta 
scam. But Br had its sights fixed on 
the future when the government 
and business would be tested for 
their seriousness in making the 
economy and companies globally 
competitive, 

In the wake of the balance of 
payments crisis in 1991, it had be- 
come imperative for India to grow 
its exports to fund its imports. For 
this to happen, Indian business had 
to compete globally. But how? B1 
made this key question the theme 
for its first anniversary issue. It 
found out that a growing number 
of businessmen had already begun 
to believe they could compete glob- 
ally. rrc Chairman Krishan Chugh, 
for one, believed Indian business- 
men could be world beaters. 


Postscript 

Today, going global is considered a 
natural, even necessary, way to 
grow for Indian companies. This 
wasn't the case in 1993 when most 
companies were still fearful of 
foreign competition. BT attempted 
to change the mindset. 





Business 


Challenges 


of Change 


Business 





Nineteen ninety-three was truly the year of 


reckoning for India Inc. The groundwork for 


profound changes in India's economic 
landscape had begun. Industry was getting 


deregulated, reforms were moving apace and 


the influx of multinationals with powerful 
brands was forcing Indian companies to 
streamline their operations and to look at 
alliances. Many of those early churnings 
were expected to take concrete shape in 
1994. In fact, many companies had begun 
recasting their managements, focussing on 
quality, identifying areas of core competen- 
cies, merging, buying and selling units and 
seeking to improve bottomlines. 

Business Today sought to capture the 
dynamics of corporate restructuring in its 
second anniversary issue through articles on 
theories and trends, case studies of the major 
corporate houses of India to bring out the 
essence of restructuring. A panel discussion 
with CEOs of top companies and an opinion 
poll were also part of the offering. 


Postscript 

Many of the businesses that were featured 
in this issue of BT have not only overhauled 
their businesses making themselves more 
efficient with rising bottomlines but have 
also successfully stepped outside Indian 
shores. Today, hardly any quater goes by 
without some Indian company or the other 
making some high-profile acquisition 





India's Best Managed 


O 
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BT's third anniversary issue (The Quality 
Revolution) was published at a time when the 
impact of the reforms process, initiated by the 
Narasimha Rao administration, was becoming 
visible. While the tide seemed to be turning for 
the economy, for India Inc. a new challenge had 
begun to loom—¢globalisation had meant that 
customers were demanding quality in products 
and services. Clearly, the survival of companies 
depended on matching up to global standards. 

The anniversary issue noted how only a few 
companies had started focussing on quality back 
then. On the brighter side, many had begun to 
realise the need to zero in on quality strategies. 
[n its endeavour to help companies make the 
transition, BT presented a manual for change 
through articles on quality philosophies, 
methodologies and strategies. 


Postscript 

Once again, Business Today was ahead of its time. 
There has been a quality revolution over the 
subsequent years. Several Indian companies have 
won global quality awards. Besides, the success of 
Indian software services and pharma companies 
globally are well-documented. There is still some 
way to go on quality commitment though. 


Companies (March 23, 2008): Consultancy firm 
Ernst & Young helped us to identify what it is that makes one company better managed 
than another and what are the leading practices that India's best companies adopt to 
outperform competitors. The study revealed some common threads (70 Mantras) 
which, if woven together, produce a "best managed" company. Larsen & Toubro, 
sharply focussed on its skills as an engineering company, with overflowing order books 
and a buoyant balance sheet, emerged as the overall Best Managed Company. 
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In business, getting the best results is very 
often about finding horses for courses— 
placing the right people in the right jobs. With 
economic activity picking up following liberal- 
isation, the challenge before companies at the 
time was clearly that of managing people, 
which went on to become the theme of BT's 
fourth anniversary issue. 

The Br edition was an attempt to become 
the first experiential guide to people manage- 
ment in the evolving knowledge economy. 
The problem for India Inc. at the time was 
finding enough trained workers, despite a 
burgeoning population. The anniversary issue 
highlighted how organisations could fully 
leverage their people by integrating human 
resource management into the business 
strategy; and how it was important for 
organisations to invest in people, as they 
were the only source of knowledge, which is 
the biggest competitive advantage in a 
globalised economy. 


Postscript 

Today, the economic slowdown may be 
forcing India Inc. to lay off people in order to 
remain competitive. But that does not diminish 
the importance of sound HR management for 
companies. Finding the right talent and 
retaining them remains one of the critical 
challenges for Indian businesses today and will 
be so in the future as well. 








The fifth anniversary issue of Br was compiled at 
a time when most companies were struggling for 
survival with increased competition in the mar- 
ketplace. A whole host of multinational compa- 
nies had entered the Indian market and the cus- 
tomer was truly spoilt for choice with more 
brands at his disposal than ever before. As com- 
panies jostled with each other to woo customers 
and build enduring relationships with them, BT 
decided to make that the focus of its anniversary 
edition (Managing Customer Value). 

Team Br discovered companies were willing 
to walk the extra mile to please customers. As BT 
pointed out then, this would require most 
companies to make customers their raison d'etre. 
This would require companies to build organisa- 
tions whose strategies, structure, processes and 
people were focussed exclusively on the cus- 
tomer. Then, companies would also have to be 
fully geared towards serving the customer. 


Postscript 

With competition in the market- 
place intensifying over the years, 
companies have increased their 
focus on the customer—some- 
thing that BT had documented 
and debated in its 1997 
anniversary issue. Companies are 
now not only trying to reach out 
to customers through superior 
product and service quality, but 
are also trying to nurture strong 
relationships with them. 
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S P Jain's Global MBA gets even more global 
Now study in Singapore, Dubai plus Toronto 


Whether globalization is good or bad it is here to stoy. 
Today's managers need to be trained on how to manage 
in this new world economy. 


As the only way to learn global management is to 
experience it, S P Jain's Global MBA program provides 
students on exclusive opportunity to study in 3 world 
capitals Singapore, Dubai and now Toronto. In each city 
the participants understand how business is done, 
familiarize themselves with regional regulations, cultural 
nuances and other vital aspects. An industry project adds 
an interesting and practical dimension to this learning. 


The courses follow a global curriculum and are taught by 
the finest team of professors from around the globe. The 
peer group consists of students from across the world, All 
these culminote in creating a truly global experience. 


S. P. JAIN 

CENTER OF 
MANAGEMENT 
DUBAI * SINGAPORE 


Mumbai:--91 22 32906596/97 





w, 


Duboi:+9714 4291234 


S P Jain enjoys very high rankings in India and was 
recently ranked #1 by A C Nielsen** among all 
institutions of higher learning operating in the UAE. The 
Toronto component will be done by York University's 
Schulich School of Business, Canada's #1 ranked B. 
School by The Economist, Wall Street Journal and Forbes. 
The Economist ranks it # 15 in the world 


The program is designed os a rigorous one year format 
which enables one to take just one year off work and 
rejoin the corporate world equipped with the enhanced 


- knowledge, skills and personality required to be a global 


manager. 


S P Jain is renowned for placing all its students every year 
with the best companies in Singapore, Malaysia, China, 
India, U A E, Bahrain, Oman and Qatar. Given our new 
initiatives this list is fast expanding. 


Excited? For details visit www.spjain.org 


| Last date for application - January 31, 2009 | 


gmba@spjain.org 
www.spjain.org 


Singapore: +65 62704748 


**$ P Jain claim besed on research conducted by Nielsen UAE, field work dates: 12th May - 15th June 2008, somple size: 100, population detoils: HR Managers/Recruitment in-charge 
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Indian business had a terrible time in 1997. 
Rapid government changes had made things 
worse for the Indian economy that had already 
been reeling under an industrial recession. That 
coupled with competition from multinationals 
had Indian business, and more so the family- 
managed businesses, gasping for breath. 

Expecting such a fallout of globalisation, 
Business Today had launched a research project 
early in 1997 to examine whether India's 50 
biggest businesses would be able to survive the 
onslaught of multinationals. It published the 
findings in its sixth anniversary issue, a mam- 
moth tome running into 500-odd pages. While 
many business groups like Reliance, Ranbaxy 
and Arvind had already become quite competi- 
tive, many others lacked the focus, integration 
and professionalism needed to make them 
strong. But gT then believed that as long as busi- 
ness groups made efforts to overcome their 
shortcomings, and as long the family remained 
the bedrock of Indian society, Indian entrepre- 
neurship would continue to thrive. 


Postscript 

Today, the business empires of Dhoots, the 
Jindals, the Munjals, the Birlas, the Bajajs and 
the Thapars, among others, have not only 
grown in size, but there is also greater syn- 
ergy among their diverse businesses and they 
are better managed than ever in the past. 
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Will Cricket's New Czars Make Money (June 1, 2008): The inaugural 
Indian Premier League (IPL) was a huge hit but would it also make money for the 
eight franchise owners? BT provided the answer for the first time in its June 1 cover 
story that put together indicative loss.& profit accounts for the franchisees, showing 
most of them would begin making profits from 2009. BT's verdict was that IPL had, 
indeed, become big business with little downside risk. A confirmation of that is on the 
cards when the player auctions for the second season takes place in February 2009. 
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If 1997 had been bad for the Indian economy, 
then 1998 was worse. Sector after sector and 
company after company had continued to report 
lower sales growth, net profit growth and net 
profit margins. The piecemeal reforms doled out 
by the Atal Bihari Vajpayee government failed to 
rev up the economy that had slipped into a re- 
cession-like state—there was no negative growth 
though, only a deep and abiding downturn. 

The managements of companies were left 
with no recourse except cutting costs. But were 
companies doing this prudently and intelligently? 
If not, then it could have seriously hampered 
their future competitiveness and success. With 
those key concerns in mind, Business Today 
decided to devote its Seventh Anniversary issue 
to Total Cost Management, the mantra for 
survival. The exercise took the form of a national 
survey, whose findings Br used to build a 
prescription for effective cost management. 


Postscript 

The current downturn mirrors the situation in 
1997-98. And once again, effective cost 
management has become critical for the survival 
of companies. Issues like cash management 
versus earnings management and finding new 
ways of cutting cost without impacting 
competitiveness or future growth have again 
become relevant. These were all discussed 
threadbare in the 1999 issue. 


(business]today; 
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Secure Meters is India's leading energy metering company, it 
serves customers in more than 50 countries, with 11 overseas 
offices and the largest R&D team in the industry, worldwide 


SECURE 


SECURE METERS | More Energy For You 


Tel: +91-294-2492300-04 | energyGsecuremeters.com | www.securemeters.com 





Best OF B Annivérsary issues 


BEST 





158 


jy jag u tQ 
eS - 


THIRD MT. EE NUT 


Ora Hundred ide as For Tha 2st — Ff: S daa Guatest OE Acadar 


TL ns MANE TY | 





yee BUStHESS TdOAY GPERTAGC. MP6 ew) TGK 2-2 "c." 





As India entered the new millennium, its economy had 
been transformed. It was not only a more open 
economy, but also a more competitive domestic 
market. This posed new challenges for India Inc.— 
what it will be like to manage in the millennium. This 
became the theme of BT's anniversary issue (Managing 
in the Trimillennium). 

BT got select academics, businessmen and consultants 
in the country to write about the management 
challenges in the emerging Knowledge Economy. Most 
responses that BT got underlined how it was going to be 
imperative for managers to think out of the box in 
taking decisions that will impact the organisation's 
structure and systems. Also, there seemed to be near 
unanimity that good corporate governance and 
orientation towards shareholder value would have to be 
the new mantras in a globalised economy. 


Postscript 

The issues raised in this edition are more relevant 
today than ever before. Indian companies are now 
acutely aware of the need to focus on issues like 
corporate governance and shareholder value. The 
incidents, like Satyam's (see page 46), highlight the 
importance of corporate conduct and importance of 
shareholder activism. 


the Slowdown (October 5, 2008): The slowdown is real. Our 
pragmatic cover did not hide under euphemisms but examined concretely what this 
meant for business. Reaching out to key industry leaders, we sought to learn how they 
were managing the slowdown. The testing of ground reality was not just from companies 
like Maruti Suzuki and ICICI Bank that had borne the brunt of a full-fledged demand 
recession, but also from those where the going was still steady, like L&T and Samsung. 
We found that downturn strategies go much beyond conventional cost-cutting measures. 
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The ninth anniversary issue 
(India's Best Employers) was dedi- 
cated to the changing face of India 
Inc. In the new millennium, the 
workplace, work processes, styles 
of management and leadership 
were all changing, as the domestic 
economy aligned with the global 
economy. The first-ever Business 
Today-Hewitt Associates study on 
the *Best Employers in India" 
tried to see how companies were 
responding to the changing times. 

The study, among other things, 
showed that it was possible for 
most companies to follow the 
same kind of people policies that 
the leaders did, that all the best 
performers had adopted the 
global best practices driven by the 
realisation that the employee is 
their most valuable asset. 


Postscript 


The leaders in the 2001 survey, 


including Infosys, Procter & 
Gamble and icici, all have have 
set new benchmarks over the last 
few years for nurturing and 
rewarding talent. BT was the 

first off the block to capture the 
incipient trend. 








As a business leader in a multifaceted 
world, you recognize shifting business 
paradigms. 


You seek a global perspective and new 
strategies for success. 


You attend a Harvard Business School 
Executive Education program. 


You collaborate. You learn. You bring It 
backto your business. 


Engage 
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The Executive Education programs at Harvard Business School, offered jointly 
with the HBS India Research Center, exist for one reason. The impact you make on 


your business. Take your organization to the next level with new perspectives from 
renowned thought leaders. 


< 


Building a Global Enterprise in India 
January 25-30, 2009 


Changing the Game — Negotiation & Competitive Decision Making 
March 22-27, 2009 


South Asia Real Estate Seminar 
May 13-16, 2009 


HARVARD 
BUS I NESS 
For more details, i SCHOOL 

visit www.exed.hbs.edu/pgm/engage/ EXECUTIVE EDUCATION 





Best Or BI. Anniversary Issues 


Where we've been: 
what lies 
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The 2002 anniversary issue was published in the 
backdrop of turbulence in the global economy. The 
American economy was picking up the pieces after 
the devastating 9/11 attacks on the World Trade 
Center. The Indian economy, too, had slowed down 
expanding at just about 5 per cent—down from the 
robust 7-8 per cent growth achieved towards the end 
of the 1990s. 

BT then decided to devote its entire anniversary 
issue to tracing India’s economic evolution post- 
Independence and the lessons learnt. The focus was 
on analysing where the economy was headed and 
what was required to propel it into a sustainable high 
growth trajectory. 

The issue, in particular, highlighted what lay in 
store for India in the future in terms of the next level 
of reforms in governance, stock markets, banking & 
finance, and the changing face of Indian Inc. 


Postscript 

India is trying to zero in on the right mix of policy 
to sustain a high growth story. As Montek Singh 
Ahluwalia (then Director, IMF) noted in his guest 
column: “If the political will to push forward can be 
mobilised, few doubt that the economy will 
deliver.” Now, as part of the UPA administration, 
Ahluwalia would probably still feel the same way. 





Postscript 
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The 2003 anniversary issue (Can India Win?) 
was put together at a time when the econ- 
omy was showing signs of emerging as a 
force to reckon with. However, there were 
enough doubting Thomases who wondered 
whether India could, indeed, deliver on 

its potential. 

BT in its special edition pointed out how 
India appeared set to become the next 
economic powerhouse due to its inherent 
strengths: high-quality, low-cost human 
capital, abundant natural resources, 
democracy and a thriving diaspora. It also 
showcased the significant strides India had 
already made in the post-reforms period to 
emerge as among the fastest growing 
economies in the world. 


Postscript 

All the factors that BT listed in this issue 
helped India record its highest growth ever 
during 2003-07. The global meltdown will 
take its toll on the Indian economy, but it’s 
still among the fastest-growing economies. 


CE 


business today) 


india 


As the Indian economy continued its march in the post-liberalisation era, 
something that went unnoticed was India’s steady evolution as a knowledge 
economy. BT made it the theme of its 12" anniversary issue (IDEAS). The edition 
showed how increasingly ideas were driving India’s economic march forward: 
4,000 patents in five years, over 100 top MNC and Indian research labs and 

the second most vibrant entrepreneurial culture, among other things. 


BT assessed a resurgent India’s potential to suceed in the global knowledge 
economy. The trend has only become more visible now. 


tdiindia.com 
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Best or bI Anniversary issues 





Cheery optimism—those two words aptly summed up 
the mood at the end of 2004. The preceding twelve 
months had been a great one for Indian business, with 


almost all sectors of the industry growing impressively. 


The stock market echoed the overall sentiment, 
closing out 2004 on a big high. 

With the rapidly unfolding India story firmly in 
place and showing ever exciting potential for the 
future, Business Today thought it apt to devote its 
{3th anniversary edition to a projection of India (a 
2020. For this, it roped in top CEOs and thought 
leaders, people most likely to influence the country's 
destiny, to write exclusive columns outlining the key 
trends that they foresee in their respective spheres of 
activity in 2020. The perspective ranged from en- 
gagement of rural communities and growing power 
of women in the workplace, to India's future place in 
the global economy. What was heartening was the 
positive frame of mind of all the columnists, who 
believed that India was on a winning course. 


Postscript 

The positive note struck by the CEOs and thought 
leaders finds resonance today. It is generally believed 
the global economic crisis would not be able to derail 
India's growth story; it will just temporarily slow 
down its progress. As for challenges, we addressed 
them in the next anniversary issue. 


India's Best Marketers (November 16, 2008): Expanding the scope of an 
exercise undertaken since 2004, BT homed in on India's Best Marketers. Our 
fascinating list of 11 case studies included the story of a company taking on video 
piracy, an iconic soft drink brand's strategy to capture market share, an individual 


brilliantly to counterbalance his discomforting political legacy. The relevance of maven 





For a country as diverse as India and one 
that is trying to evolve and develop, there 
are bound to be challenges at every step 
of the way. The year 2005 presented its 
own set of challenges. Many of those 
were a result of 15 years of economic 
liberalisation that had unleashed new 
forces, which challenged the position and 
privileges of the entrenched order. All 
those created uncertainties, stress points 
and at times even led to conflicts. 

As a result, Business Today chose to 
highlight in its 14: anniversary issue chal- 
lenges that, it believed, needed to be ad- 
dressed if India were to reach its goa! of 
becoming a developed nation in the fore- 
seeable future. It listed 25 challenges and 
got a stellar line-up of contributors to offer 
their unique insights into how to tackle 
them. 


Postscript 

Most of those challenges persist four years 
after and are likely to remain so for years. 
It’s clearly difficult to set a time-frame for 
overcoming challenges like eradicating 
poverty, rooting out corruption, or 
providing universal education and housing 


tackling some of the bigger economic and 
development challenges first. The successes 
in the fight against the AIDS epidemic is an 
encouraging example. 





P redefining how cricket is marketed and played and a politician hard-selling his state 
marketing is only enhanced in the tough times we face today. 


India’s 
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YEARS AFTER 


Things couldn’t have been any better than they were in 
2006 for the Indian economy. A whopping 9.1 per cent 
GDP growth in the first half of 2006-07; India becoming 

the world's back office; the Sensex within kissing distance 
of 14,000, and more than two dozen Indians on the world's 
richest list. But there was also plenty of sobering reality to 
go with it. India had 380 million people who earned less 
than $1; only 61 per cent of the country was literate; there 
was no availability of drinking water for millions. The list 
was long. 

In view of those two very different outcomes since 
liberalisation, Business Today decided to devote its 15" 
anniversary issue to India’s journey over the past 15 years 
since liberalisation and where it will get over the next 
15 years. It looked at how India's economy, business, its 
poor and its famed middle class had fared since liberalisa- 
tion and how they are expected to fare 15 years hence 
through articles, columns by industry leaders and an 
opinion poll on reforms. 


Postscript 

The victory of “Inclusive Growth" over “India Shining" 
proved that the agenda of reforms—government and 
private—is still heavy. It is important to examine whether 
there has been a fundamental flaw in the 

direction of the reforms and, if not, then what are the 
ways in which development can be made inclusive. 





If seen purely through the prism 
of Indian business and economy, 
then 2007 was a belter of a year. 
But even as India rung in 2008 
with a sense of celebration and 
undiminished optimism, it contin- 
ued to be one of the world's 
poorest nations; its infrastructure, 
healthcare and education systems 
continued to be in a pathetic state. 
These glaring anomalies pointed 
to an acute crisis of leadership. 
This led Br to identify and fete 
people who it thought would 
shape India's destiny in the 21st 
century. And what better way to 
do it than feature those 21 young 
but extraordinary men and 
women drawn from business, arts, 
entertainment and the social sec- 
tor in its 16" anniversary issue! 
Those leaders, all aged 45 or be- 
low, were from diverse fields and 
pioneers in their own right. 


Postscript 

The days of monolithic leader- 
ship seem to be over. Given its 
vast diversity, India needs vision- 
ary leaders at all levels: in vil- 
lages, towns and districts; in busi- 
ness, sports, education, health- 
care and science. 





Cost of Terror (December 28, 2008): For the first tíme, Business Today | PM 


attempted to explain terror from a new perspective—that of the cost it exacts. Our 
cover package went beyond just cost assessment and evaluated our responses and 
remedies, It also looked at what the Indian government needs to do to minimise the 
impact on the economy, how economies like the US and UK were impacted by terror 
pin sage alg deo icy aec tue arsa It gave first 
professionals trapped at The Taj. 


person accounts of three prominent businessmen and 
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A small selection of images and statements from our 
e n? pasti issues to reflect on the journey since liberalisation. 


BT, January 9, 2008 
“The celebration 
wlll really come 
when we have... 
revolutionised the 
manner in which 


— d people can travel" 
BI, January 7-21, 1992 
"Apart from one or two exceptions, there was 
no real intent—even at JRD Tata's level—to see 
the Tata Plan through or give it any attention" 


[ | sale made Diesmenos 
Azim Hasham Premji, 


BT, November 1992 
, BT, April, 1993 


“Yes, eere is a liquidity problem. “Wipro s strategic vision 
But this does not mean that the is to focus on being 
UB Group is going sick” among the top 10 firms 

in India in terms of 
respectability ranking” 


BT, December 28, 2008 

“Who does not have debt? The 
banks would not have sanctioned 
debt if they had felt uncomfortable” 


BT, November 30, 2008 BT, Sept. 9, 2007 


BT, April 7, 7 1993 “A (international liquidi . 
| p al liquidity) — « 
“Pm not saying the M ^ ^w( Ni crisis of this magnitude is We would like to 
government of India ia y ^ | bound to affect our be In the top 10 In 


economy and it has” 


subscribes to laissez , xL VEES lobally | 
faire. Any government ue AMD d- in the IT business" 
will have to pay WW LP À 
attention to the 
development needs" 
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...and now moves to its dream campus 
on December 19, 2008. 


T. A. Pai Management Institute (TAPMI) Manipal, starts a new era, after 25 golden years in 
management education. The new campus stands on a 42 acre sprawling panoramic hill top in 
Manipal and is a high-tech, Wi-Fi, state-of-the-art and fully residential facility. TAPMI takes 
this opportunity to thank its alumni, recruiters, parents of alumni and students, sister 


institutions of Manipal University and all its well wishers for making it what it is today. 


TAPMI - known for its academic rigor, innovations in pedagogy and quality of faculty, pledges 


to renew its commitment to excellence in management education and research. 


^ 











Chairman, Trustees, Members of Governing Council, Director, Faculty, Staff and Students 


T. A. Pai Management Institute 


Manipal - 576 104, Karnataka 


ILLUSTRATIONS RAMEN SARKAR 
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The slowdown has turned the rules 
of keeping the job on their head. 
Here's what will ensure you won't 
lose yours. SAUMYA BHATTACHARYA 
& TEJASWI SHEKHAWAT 


HE SUDDENNESS OF THE SLOWDOWN HAS HANDED 
out a reality check to the job-hopping generation 
of young executives. Says an HR head at an rt 


ee 


services Company: 


Call it the good fallout of bad 


times. The negative sentiment has been a wake-up call 


for our employees; we suddenly find the levels of 


commitment go up.” HR heads say that while the 
broader reason for this reality check and even lay-offs 
could be the economic crisis, the basis of the pink slip 


is still poor performance. While the good old rules of 


work, such as high aptitude for learning, 
innovative mindset and sound functional knowledge 
never went out of fashion, this is the time to go the 
extra mile to stick to them. 


HELP YOUR 


ORGANISATION MAKE 





MORE MONEY 


At a time when organisa- 
tions are looking to cut 
costs, take an active role 
in helping your employer 
make more money. 
Business development 
isn’t just the responsibility 
of the sales people. 
Everyone has contacts who 
could be potential new 
buyers. “Tap into your net- 
work. Create a referral 


programme. Become an evangelist for your brand. 
Some of our most profitable ideas have come from our 
own people,” says Binoo Wadhwa, Director—People 
Success, Sapient India. The company is launching a 
client referral programme that will reward employees 
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GOOD EMPLOYEE 


who bring in new business. This idea came from an 
employee in its London office. 


BE A STAKEHOLDER IN 
YOUR ORGANISATION AND 
OWN YOUR GROWTH 


At a time when chips are 
down for the business, 
employees need to sup- 
port the organisation and 
“manage their aspirations 
better,” says Sanjay Jog, 
Chief People Officer, 
Future Group. People 
who act less like em- 
ployees and more like 
leaders stand out from 
the pack. Says S. Naga- 
rajan, Co-founder and Chief People Officer, 24/7 
Customer: “This is a great time to show that you care 
for the company as your own. Place the company's 
goals before your personal goals. Be gracious about 
losing benefits." 





BE PROACTIVE IN 
COST-SAVING INITIATIVES, 
LIKE CHEAPER TRAVEL 


"Ask for a pay cut if you 
are part of top manage- 
ment. It sends out a pow- 
erful and positive mes- 
sage," says E. Balaji, CEO, 
Ma Foi Consultants. Look 
for ways where you can 
make a direct and tangi- 
ble impact on costs. Rishi 
Das, Co-founder & CEO, 
CareerNet Consulting, 





VER. 2009 


says: "Employees should inculcate a cost-consciousness 
around them." Basically, do anything to prove that you 
are a good investment for the organisation. "Businesses 
in the UK lose over £13 billion every year from absent 
and late employees—even if you are hugely talented 
and highly experienced, if your employer is always hav- 
ing to find people to cover for you and work around 
your late arrival, you aren't likely to be a good 
investment for them," says Rajiv Mehrotra, Country 
General Manager, Kelly Services India. 


KNOW THE BUSINESS 
OF YOUR COMPANY AND 
ITS COMPETITION 


It will not suffice to focus 
on your profile; under- 
standing the company 
business will help you put 
employer's decisions in 
perspective. Become a 
resource machine. In the 
coming year, knowing 
your business inside and 
out is not enough. You also 
need to know what the 
competition is doing. CSC 
India's vP and Head-HR Neelam Gill Malhotra has 














seen positive fallout of the slowdown. "Lots of em- 
ployees now want to understand how the business op- 
erates and what is adding to the cost. It has been a re- 
ality orientation for the employees." 


WEAR MULTIPLE HATS. 
ACQUIRE NEW SKILLS, 
IF NEED BE 


Companies are finding it 
necessary to attract niche 
skills. In order to keep your 
skills relevant, research on 
and offline training courses. 
Take advantage of inter- 
nal training programmes 
before your supervisor tells 
you to. "At Sapient, we 
look for people who bring 
a mix of skills. This tells 
us that the person is likely 
to be accountable for his/her growth," says Sapient's 
Wadhwa. Not just that, companies like Wipro 
Technologies are looking at multi-skilling their bench. 
[n the IT sector especially, while hiring of generic 
skills will reduce considerably; super niche skills will 
remain in demand. The more qualified you are, the 
more opportunities you can create yourself. 


Search for a job with a Monster 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


monster.com 


Sharp search. Right jobs. 









Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Zensar, Chief Marketing Officer - 
Global IT Services, Pune, 12 - 18 years, 
Job ID: 6495663 

Applicant should have proven track record 
and experience in global marketing with 
atleast 4-5 yrs in one of the top tier Global IT 
Companies. Must have a strong understanding 
of the Global IT Industry& the experience of 
having led a global Marketing function across 
Industry. 


T John Group of Institutions, 
Professors, Bangalore, 10 - 15 years, Job 
ID: 3019935 

Professors required, Doctorate in 
Management, a must. Must be a Computer 
Savvy. 

Pearson Inc., VP - Media Planning & 
Strategy, Delhi, 10 - 20 years, Job ID: 
6550877 

Responsible for driving the company to 
achieve and surpass sales, profitability, cash 
flow and business goals and objectives. 


Aricent, Sr. Manager- Business 
Development, Gurgaon, 7 - 10 years, 
Job ID: 6548132 

Responsible for Business development for a 
particular region - Managing top and bottom 
line for that region - Customer Interface, 
Account Development, Contract 
Negotiations - Program Mgmt for the 
accounts for a particular region - Interface 
with sales and engincering. 


Coromandel Infotech India Limited, 
Branch Manager, Chnadigarh & 
Jamshedpur, 25 - 30 years, Job ID: 
6543340 

Will be responsible to ensure Branch Target 
Achievement in terms of Business 
Generation, Training Administration and 
Placement of Trainees, HR management, 
Finance management, Branch 
Administration, etc. 


Sagacia Soft Technologies Services 
Pvt Ltd, Zonal Market Manager, 
Bangalore & Delhi, 10 - 19 years, Job 
ID: 6554774 

He should be Science or Pharmacy graduate 
with around 10-20 yrs. of exp. currently 
should be working as 3rd line. 


Punj Lloyd, Quality (QA/QC) 
Manager, Bhopal, Delhi, 10 - 20 years, 
Job ID: 6555091 

Applicant with at least 10 years of experience 
in managing large EPC oil & gas cross-country 
pipeline projects or refinery Construction. 
Should be familiar with world class Quality, 
Health & Safety Standards. Good 
communication and interpersonal skills. 


Panacea Biotec Ltd, GM -Accounts & 
Taxation, Delhi, 12 - 15 years, Job ID: 
5649925 

The position holder will be responsible for 
handling Accounts, Taxation (both Direct and 
Indirect), Monthly MIS Reporting, Quarterly 
Reporting to Stock Exchange, Annual 
Accounts, Audit, Corporate Governance. 


Gujarat Reclaim & Rubber Products 
Ltd, HR Manager, Mumbai, 10 - 20 
years, Job ID: 6556410 

Duties: Co-ordinating manpower planning, 
preparation of annual manpower budget and 
rationalization of manpower. Personnel 
Administration. Recruitment — Monitoring 
the Recruitment on timely basis. 


Saksoft Ltd, Project Manager 
Telecom, Gurgaon, 10 - 15 years, Job 
ID: 6557272 

Role: Development of a clear plan and 
prioritizing well understood project 
deliverables and project budget. 


Information Technology 
Management India Pvt Ltd, VP - 
Finance, Mumbai, 12 - 15 years, Job 
ID: 6557844 

Responsible for leading a team of 
professionals in India and the United States. 
Oversight of all aspects of Financial 
management including: US SEC Reporting 
and compliance with Sarbanes Oxley, US 
GAAP & Indian GAAP Accounting; 
Budgeting; MIS; and morc. 


BSBK Engineering Pvt Ltd, Sr. 
Manager ( Civil & Structural ), Delhi 
& Noida, 16 - 18 years, Job ID: 5998355 
Applicant should be well experienced in 
designing of concrete as well as steel 
structures, c.g, concrete silos, industrial 
buildings with framed structures, steel silos, 
/ pipe racks, foundations and more. 


@ 
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Velox Management Solutions Pvt Ltd, 
General Manager - Finance, Pune, 

10 - 20 years, Job ID: 6545248 

Principal Accountabilities: Actively 
contribute in the development of detailed 
recommendation for F&A process 
development, performance measurements 
and targets, and standard operating 
procedures in the GSCs, in accordance with 


the Global GSC strategy, etc. 


Mila Software, Director- 
TPM(Technical Product Marketing), 
Hyderabad, 8 - 18 years, Job ID: 
6082209 


Aspirant with five to ten years of relevant 

marketing, planning and fulfillment 

experience. Knowledge of business strategies, 

practices and customer buying patterns insi 
retail and in on-line marketplaces such ase 
Amazon. Ability to extend our capabilities tom 
other market areas. 


BCH Electric Limited, Branche 
Manager, Hyderabad, 10 - 15 years, Jobe 
ID: 6547078 

Responsibilities: Must be able to achieve sales 
targets. Dealer's development. Sales 
promotion in the territory. Responsible fosi 
product wise budget for respective producs- 
group. Should have worked with any electrica 
industry in the area of low voltage. 


Akamai Technologies Inc, Senio» 
Engineering Manager, Bangalore, 10 . 
17 years, Job ID: 6560501 

Manager with Master's Degree or higher i= 
Computer Science, Mathematics, Operations 
Research, or related field. Overall experience 
10+ years of combined experience as both # 
developer and manager on mission criticae 
applications. 


Time Technoplast Ltd, Purchases 
Manager, Mumbai, 12 - 17 years, Job; 
ID: 6560838 

Ideal candidate must have experience ime 
procurement of steel in bulk, h.r., c.r. coils: 
dealing with domestic & intl vendors for stee 
and machine components procurement) 
handled 5-8units procurement, procurings: 
directly from comp. like Tata, and more. 


To know how to apply for these jobs, go to finance jobs listing page. 
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pe in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP soft India Pvt. Ltd., IP Telephony 
(IPT) Experts (CCVP/ACS), 
Bangalore, 1 - 11 years, Job ID: 5725450 
IPSoft, the fastest growing MSP in the US is 
looking for experts in IP Telephony (IPT). 
CCVP/ACS is required. Exp in Cisco Call 
Manager, UCM, Unity, IPCC. Avaya Media 
Servers, Media Gateway. 
Integriti HRes Solutions Pvt Ltd, 
SS7/SIGTRAN Developer, Bangalore, 2 
-4 years, Job ID: 6461778 
Looking purcly for a developer/programmer 
only Expertise in Sigtran/SS7 family of 
protocols (Mandatory). Good in OS concepts, 
IPC mechanism fair knowledge in TCP/UDP. 
A person currently working in 
"Testing/Support level will not be considered. 
Inmage Systems Private Limited, UNIX 
Kernel Programmers, Hyderabad, 4 - 10 
“years, Job ID: 6499439 
An ideal candidate should have prior 
rience in designing and implementing 
cl modules/Drivers in either one of the 
perating systems Solaris, AIX, HP-UX, 
UX. Good C programming skill. Prior 
opment (no maintenance) experience on 
$ Kernels on Linux or UNIX. 


2 Xento Systems Private Limited, Web 











signer, Pune, 4 years, Job ID: 6563777 
cal candiate: Must have proven design skills 
land should be able to portray design work 
mhrough previous work/work samples. 
Delivering Creative Visualisations, designs and 
»f Websites based on client requisition. 
K 5. Flash based 
esigns/banners /templates. 


IT Cummins Infosystems Ltd., Sr 
etwork Engineér, Pune, 6 - 14 years, 
b ID: 6563881 

erson should have expertise in CCNA, 
ENP, CCIE, CVOICE, CCSP certification 
Bwould be added advantage. Hands on 
experience with CISCO and Checkpoint 
roducts. 


- 
















gedim Software India Pvt Ltd, 
echnical Support Engineer, 
angalore, 0 - 2 years, Job ID: 6563840 
3ngineer would be responsible providing 
echnical support for US & Canada. Primary 
ift timing would be in EST business hrs 
ould be flexible). 


1o know how to apply for these jobs, go to finance poe listing page. 
: pe RAM: SR 
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Wipro Infotech, Executive - Technical 
Support, Mysore, 0 - 1 year, Job ID: 
6563763 

Applicant with good Communication skills, 
Willing to work on Technical Support (Voice 
Base). Knowledge/Hands-on exposure on 
Hardware & Networking OS - Windows, 
Linux, Novell. 


Paxcel Technologies Pvt Ltd, Team 
Lead Dot Net, Gurgaon, 5 - 10 years, 
Job ID: 5929576 

Person with very good communication skills, 
very good understanding of databases, 
expertise in ASP.Net 2.0, AJAX pro and 
AJAX.Net, SQL Server 2005, Design 
Patterns, Web services, Reporting Services. 
Experience in Market Research / Survey and 
advertising domain. 

Fidelity Information Services India 
Private Limited, Performance Tester, 
Chandigarh, 5 - 8 years, Job ID: 
6563195 

He/She should have 4 years experience with 
automation of client server and web-based 
applications. 

Syntel Inc, Project Manager/ Project 
Lead - SAP BW, Pune, 7 - 17 years, Job 
ID: 6563137 

SAP BW lead with rich experience in BW 
project implementations and support 
activities. Should be able to lead a team and 
interact with the clients to convince them of 
our capabilities and see through the 
completion of work. 


IP soft India Pvt. Ltd., Unix 
Administrator, Bangalore, 2 - 12 years, 
Job ID: 5523568 

An engineering graduate with 2-5 years of 
experience in monitoring and managing 
Linux/Unix servers in web hosting 
environments using open source tools. 
Excellent communication skills. 


Cognizant Technology Solutions Pvt 
Ltd, Oracle DBA, Chennai, 3 - 8 years, 
Job ID: 6503361 

Candidates should have good problem solving 
skills, solid experience of working to Best 
practice like Oracle 10g and Standards and the 
ability to work autonomously. 
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Maples ESM Technologies Pvt Ltd, 
Mainframe Professionals, Chennai, 1 - 
3 year, Job ID: 6562742 

Mainframe Developers with minimum 
experience of 1 years who are willing to 
pursue their Career in Mainframe 
Administration for the requirement of a 
leading CMM Level IT Service provider. 


CMS Computers Limited, QA 
Analyst, Mumbai, 2 - 10 years, Job ID: 
6562142 

Analyst must be Graduate in engincering or 
equivalent. CSQA certification desirable. 
Responsible to facilitate and support Quality 
Assurance activities of the project, to assist 
PM / PL in preparing the project plan, etc. 
Accenture, SAS Programmers, 
Bangalore, 3-5 year, Job ID: 6320871 
Responsible to create SAS datasets of clinical 
data from Biometric databases; create status 
and efficacy datasets, project specific macros 
and formats, create summary tables, listings 
and graphs as per statistical analysis plan. 


Pure Play Media Private Limited, 
Flash Developer, Delhi, 2 - 3 years, Job 
ID: 6561875 

Developer must be fluent in Corel Draw, 
Photoshop and Dreamweaver. Must have 
worked on Flash Media Server or any other 
server and developed a audio/video chat 
application, whiteboard or any streaming 
application. 

Newslink Services (India) Pvt Ltd, Sr. 
Software Developer/Programmer, 
Delhi, 4 - 8 years, Job ID: 6290545 

Role: Design, develop, install, implement, fine 
tune, document and/or maintain database, 
database dictionaries; monitor standards and 
procedures and integrate systems through 
database design and administration. 


Lodha Group, SAP Support Analyst, 
Mumbai, 4 - 8 years, Job ID: 6561702 
Engineering Graduate with PG dip. or 
equivalent in IT or Computer Science. 
Knowledge of SAP business systems 
applications in finance, real estate, materials 
management, and other business applications. 
Ability to understand and coordinate activities 
and operations of acomplex ERP system. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Inforware Private Limited, Sales 
Executive, Bangalore, Noida, 1 - 3 
years, JobID: 6481411 

Candidate should be able to interact with 
clients. Capable of handling direct Sale and 
Corporate Sale. Should have a extensive Field 
Sales experience. 

Educo International India Pvt Ltd, 
National Marketing Director, Delhi, 8 
-10 years, Job ID: 6564013 

Person must have done MBA in marketing 
from a reputed institute, Knowledge and skills 
required: have managed at least one product 
launch, have experience in all depts. of 
Product Management, production 
conceptualization, pricing, launch, 
campaigns, Marketing / Product Managers 
with experience in educational products. 


Inmage Systems Private Limited, 
Channel Sales Manager, Hyderabad, 
7-15 years, Job ID: 6499298 

Graduate plus MBA in Sales and Marketing or 
equivalent experience. 7+ years sales 
experience with in-depth knowledge of 
channel and indirect sale. 


BCH Electric Limited, Branch 
Manager, Hyderabad, 10 - 15 years, Job 
ID: 6547078 

Aspirant should be capable to appoint sub- 
dealers and dealers. Sales promotion in the 
territory. Responsible for product wise budget 
for respective product group. Should have 
worked with any electrical industry in the area 
of low voltage. 


Armaco Consultant Private Limited, 
Technical Sales Manager, Mumbai, 5 - 
15 years, Job ID: 6564487 

Manager with 5+ years Sales / Marketing 
experience in the chemicals industry. 
Experience in the Phosphoric acid, Pharma, 
Specialty Organic, or Oleo-chemicals industry 
is preferred. 


Hyatt Hotels & Resorts, Sales 
Manager, Mumbai, 4 - 6 years, Job ID: 
5462519 

He/She should have knowledge of the Travel 
and Hotel industry. Well developed 
communication and negotiation skills. Strong 
follow-up/project management and 
organizational skills. 


To know how to apply for these jobs, go to finance 


Maytas Infra Limited, Marketing 
Head, Hyderabad, 10 - 18 years, Job 
ID: 6561191 

Responsibilities: Conceptualize all ‘go to 
market’ strategies and objectives and convert 
them into actionable marketing tasks. Manage 
multiple stakeholders. Brand Positioning. 
Project planning and Implementation. 


Shaman Cars India Private Ltd, Sales 
Executive, Mumbai, 1-3 years, Job ID: 
6561862 

Sales Executives shall be responsible for 
achieving sales targets on a monthly basis, 
Develop a broad customer base, Relationship 
Management, Track competition activities. 
Give feedback to management om market 
developments. Be a very good team player, and 
communicator. 


Tata Autocomp Systems Limited, 
Sales Executive, Ahmedabad & 
Chandigarh, 4 - 10 years, Job ID: 
6562616 

Role: Execution of sales operations for 
Battery across the assigned territory. Business 
development through addition of new dealer 
and increasing product penetration. 
Collection and analysis of primary market 
intelligence and business potential 
information. 


Infinity Services, Area Sales Manager, 
Bangalore, 2 - 6 years, Job ID: 6562966 
The candidate must have supervisory 
experience. Should be able to lead & strategies 
business for a team, Duties will be Potential 
Mapping of Motor Dealers, DSAs and 
Financiers; Developing Strategies to increase 
representation and share; Licensing of the 
business partners; and more. 


Digital Nirvana Information System 
(I) Pvt Ltd, Business Development 
Mgr. (International Sales), 
Hyderabad, 1 - 5 years, Job ID: 6441525 
Applicant with a Bachelors or Masters degree 
from a recognized university. Minimum 2 years 
of experience in developing business for 
offshore Mobile Applications service sales. 
Direct experience in selling offshore Mobile 
Application services. 


Submit your resume on monster.com 


and let monster work for you 
Double your chances of getting the right jobs 





@ 


monster.com 


Honeywell Automation, Sr. Sale 
Engineer, Baroda, 3 - 6 years, Job ID 
6563076 

Engineer should have experience of selling 
Marketing of DCS/ PLCSCADA/ Ficl 
instruments Service OR solutions sellin; 
Industry / Clients exposure — Petrochemical 
Refinery, Power plant, Chemical Industries. 


Accel Frontline Ltd, Sales Trainee 
Mumbai, 0 - 1 year, Job ID: 6562295 
Applicants must have done MBA wit! 
specialization of Sales & marketing in 200; 
may apply Engineering background i 
preferred. Should have good communicatio! 
& presentation skills. 

IT Integrated Solutions Ltd, Sale 
Executive -ERP Sales, Mumbai, 0 - 
years, Job ID: 357081 

The ideal candidate should be an MBA from 
premier institute with related experience (P1 
MBA/ Summer Project) in IT / Teleco: 
Solution Industry. The candidate should be 
self-disciplined, result oriented, succe: 
driven professional who intends to excee 
sales objectives consistently. 


Origin Infosys Private Limite 
Marketing Executive, Chennai, 0 - 
years, Job ID: 5733532 

Incumbent should have knowledge about ar 
relevant working experience in marketing at 
sales. Should have very good communicatic 
skill and interpersonal skill. 


Hunstman, Zonal Manager, Delhi, 
7 - 10 years, Job ID: 6559011 

Primary responsible for Sales as per budget 
all Segments. Design & Implement Sa 
Promotion activities to drive and devel 
profitable sales in the region and within agre 
expenses budget / cost control norms. 7- 
years of experience in related retail and pro} 
arcas. 

Ledger solutions Pvt Ltd, Regior 
Sales Manager, Ahmedabad, 3 - 
years, Job ID: 6558310 

This position is to achieve sales revenue witl 
Manufacturing, Retail & Distribution Indus 
for a specified territory. Last three years E. 
sales experience ( SAP, Oracle Apps or 1 
Dynamics). Consistent performer in achiev 
sales revenue. Brief knowledge on Indus 
business process. 


jobs listing page. 
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Finance Jobs 


Jobs 1 oday 
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monster.com 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Chemtrols, Account Assistant, Mumbai, 
1-2year, Job ID: 6363813 

Candidate should have experience in Finance 
and Acccounts. Only Male Candidate 
preferred Well conversed with various 
Accounting Software, Tally latest version, 
Word, Excel. 


WITS Interactive Pvt. Ltd, Accountant, 
Mumbai, 1 - 2 years, Job ID: 4071950 
Applicant should have minimum 1 yr 
experience in a company well aware of all the 
company policies and applicable taxes 
specially service tax should also know bank 
related activities. Experience in handling 
company accounts including Balance sheets, 
Profitand Loss account etc., and more. 


Kelly Services India, Finance Executive, 
Mumbai, 0 - 1 year, Job ID: 6564781 
Executive must be a MBA (Finance) or a 
Qualified Chartered Accountant. Will be 
involved in the financial planning and analysis 
process for our client. Will assist in developing 
financial budgeting, forecasting, and tracking 
system required to manage and control our 
client's expenses and more. 


Cactus Communications Pvt Ltd, 
Manager - Finance & Accounts, 
Mumbai, 4 - 6 years, Job ID: 6300078 
BCA, with minimum 4 years of experience, in 

IT/ITES/Service industry. Should have 
independently managed finance function of a 
small /medium size company. 


BT Infotech Pvt Ltd, Manager - 
inance, Mumbai, 2 - 3 years, Job ID: 
54644 

ob profile: Accounts Compilation & 
inalisation co ordination with all 
takeholders Projects analysis. Monthly 
IS Profitability / Cost Analsis 
gulatory Compliance other than US / 
K Payments, etc. 

















Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 


Tribhovandas Bhimji Zaveri, Accounts 
Assistant, Pune, 1 - 3 years, Job ID: 
6554284 

Responsibilities include Stock tally & label 
transfer, sales & discount reports, handling 
journal vouchers, project account tally, petty 
cash. Cash & Bank reconciliation, preparation 
of audit reports, etc. 


Clever Soft, Accounts Assistant, Pune, 2 - 
4 years, Job ID: 6553278 

Aspirant will be handling the Team of 
Accounts. Responsibility of proper functioning 
of Daily Accounting Process; Daily Banking 
Records; Preparing Updated list of Sundry 
Creditors / Sundry Debtors. Aware of 
Concepts like Profit Center; Cost Center; 
Tracking Payments Payables and Recievables. 


Prodeb Solutions, Finance Manager, 
Kolkata, 5 - 10 years, Job ID: 6551153 

The candidate should be a qualified CA and CS. 
Preference will be given to candidates having 
experience in Manufacturing Sectors and local 
candidates preferred. 


Kassa Finvest Pvt Ltd, Accountant, 
Delhi, 2-4 years, Job ID: 6550076 
Accountant should have knowledge of Shilpi, 
Synergy & commodity. Should be from 
Broking background. Responsibilities: TDS 
Deposits, Issue of TDS Certificate and other 
annual returns. Should be expert in Financial 
accounting. 


Wipro Technologies, Account 
Executive, Chandigarh, 3 - 5 vears, Job 
ID: 6548913 

The candidate would be responsible for 
day to day banking transactions, 
accounting and taxation issues. The 
candidate will be interacting with internal 
customers and vendors. Should have a 
degreein finance and accounting, 


or 


Login & access your Monster account through your GPRS - enabled mobile. 





email us at sales@monsterindia.com 


Iflect Technologies India Pvt Ltd, 
Finanace Manager, Mumbai, 6 - 15 
years, Job ID: 6547701 

Applicant must have 6-10 years of financial 
management experience preferably from 
manufacturing and IT Export industry. Must 
be a qualified Chartered Accountant. CS is 


added advantage. 
Desai Brothers Ltd, Accounts 


Assistant, Bangalore, 2 - 3 years, Job 
ID: 6190486 

A voung, energetic, knowledgeable male 
professional go getter needed in the age group 
around 25 years. Required to carry out account 
related work with verification & perform 
cashier duty of the establishment. Job also 
includes scrutiny of debtors' ledgers, 
preparation of various Sales Tax, etc.. 


Spectral, Sr. Manager — Finance, 
Gurgaon, 7 - 12 years, Job ID: 6488938 

Professionally qualified (CA /CPA) with 7 yrs 
of PQ exp. Candidate must have knowledge 
of US GAAP Accounting, Knowledge of 
following Acts: Companies Act, Haryana 
Shops & Establishment Act, Income Tax Act. 


PC Solutions Pvt Ltd, Sr. Accounts 
Executive, Delhi, 3 - 5 years, Job ID: 
6545497 

Candidates will be responsible for 
Voucher making, voucher entry on 
computer, adjustment entries, Bank 
Reconciliation, Reconciliation of ledger 
with external sources, etc. 


Andrew Tele Communication India 
Pvt Ltd, Assistant Manager - 
Accounting, Goa, 5 - 10 years, Job ID: 
6542925 

Responsible for regular scrutiny of General 
Ledger including Accounts Payable, Inter 
Entity, Fixed Assets and various Clearing 
accounts. 










Employers - To buy Monster products and services 





Call us at 1800-419-6666 


Log on to www.monsterindia.con 


For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or visit 

www.monster.com. We'll get you 
the right candidate, 
no matter what. 


@ monster.com 


No matter what 
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The Tee Off and After: (Left to right) Manish Goenka, Director, Emami Group; Vicky Kapoor, 
whose team later won the runners-up prize; Aditya Khaitan, whose team won the first prize 


BT-HONDA PRO-AM CHAMPIONS 2009 


Pining for That Hole in One 


So what if it was a working day? Nothing like a round of competitive golf at Tolly 
to sharpen your focus for the next week! SOMNATH DASGUPTA reports. 


HE COOL WINTER MORNING 

did not give any hint of the 

slightly muggy day that 
would follow as the participants at 
the Business Today-Honda Pro-Am 
Golf 2009 teed off by turns at 
Kolkata’s Tolly Club on Friday, 
December §. Although it was a 
working day, the city's elite 
golfers—from scions of true-blue 
business dynasties to corporate head 
honchos, from sprightly veterans 
to young turks—had turned up in 
full strength. 

Without a shotgun start, the last 
team to tee off could do so only at 
11 a.m. (This gave some of the early 
birds time to go home after their 
game for a shower and a change 
and drop in for lunch and the 
prizes, something only possible in 
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Kolkata!) Among the first teams to 
tee off were those of Darjeeling tea 
planter G.P. Goenka of Duncans, 
whereas Aditya Khaitan, the scion of 
Assam tea baron B.M. Khaitan, 
whose flagship McLeod Russel is 
India’s largest tea producer, was 
part of the last team. 

The course was in good shape 
compared with the other greens in 
Kolkata. A member of rival Royal 
Calcutta Golf Club, which had 
hosted the Br-Honda Pro-Am in 
2007, said rather snootily that the 
Tolly fairways are “catching up” 
but admitted that the course has its 
own challenges. 

There was one problem: it was 
the first tournament this year for 
which the preferred lie rule was 
lifted. This rule is put into place 


during the wet season and enables a 
player to pick up the ball, clean it 
and put it back, to prevent dam- 
age to the fairway. As a result of the 
lifting of the preferred lie rule, 
scores were higher. 

The winning team with a total of 
103 points consisted of Aditya 
Khaitan, Yash Poddar, Ashish 
Jhunjhunwala and Vikram Jaiswal. 
The runners-up team with 99 points 
consisted of Amit Daga, Vivek 
Bhartia, Deepak Tandon and Vicky 
Kapoor. The prizes were given by 
Aseem Kapoor, Publishing Director 
of Business Today. 

The runners-up got a trophy, a 
Greg Norman overnight bag and a 
bottle each of Pinky vodka. The 
winning team members got a tro- 
phy, a Greg Norman duffle bag 


ENS 
wes 


~~ 


Ranvir Bhandari, Area Manager, East, and GM, ITC Sonar; Vivek Bhartia; and G.P. Goenka of Duncans Industries 


and a bottle each of Whyte & 
Mackay whisky. 

In the handicapped categories, 
Pawan Ghei was the winner in the 
0-8 category with 39 points, Deepak 
Tandon the winner in the 9-16 cat- 
egory with 36 points and Asish 
Jhunjhunwala in the 17-24 cate- 
gory with a total of 35 points. The 








winners in the individual categories 
get an entry in the BT-Honda Pro- 
Am Golf early next year in Delhi, 
during which they will also get a 
free stay at the ITC hotel there. 
The co-title sponsors were 
Business Today and Honda with 
Irc Welcomgroup as the associate 
sponsors. The prize sponsors were 


nonpa (S 


Sun International and South African 
Airways, the official liquor spon- 
sor was Whyte & Mackay and the 
official magazine was Golf Digest 
India. Cleveland was the equipment 
partner. The top prize—a Honda 
CRV —stood parked forlornly as 
nobody managed the hole-in-one 
required to bag it. 8 
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Not all corporate battles 
are fought In the boardroom. 
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INDIA 


TODAY 


GROUP 


PRO-AM OF CHAMPIONS 2009 


[n association with 


P4 


ITC-WELCOMGROUP 


Hotels, palaces and resorts 


India’s most awaited and standalone golfing Pro-Am championship for 
top CEOs and professional golfers is back for the 14th consecutive year. With three regional 
rounds in Kolkata, Bangalore and Mumbai, this coveted event will culminate with a grand finale in Delhi. 


Get ready to claim your place under the sun. 


Win a Honda CR-V for a Hole-in-One 


Tee Off At: 


ousiness today 


FOR MANAGING TOMORROW 





Bookend 


2008's Most Sold 


BT culled India's top-selling business books of 2008 from the country's leading 
publishers. The result was an eclectic mix that ranged from management 
tips dispensed by global gurus to studies on consumer behaviour. 





PRICE: Rs 304 
PAGES: 490 





PRICE: Rs 589 
PAGES: 368 


What the 
CUSTOMER 


ints vou to 


KNOW 


PRICE: Rs 290 
PAGES: 192 





We Are Like That Only 


Rama Bijapurkar 

Why has Coke or Pepsi not yet made a 
profit in India after 15 or so years? Why is 
Kellogg’s cereal still not popular? The aut- 
hor shows that most MNCs think that what 
works in Europe and the us will also work 
here. But it doesn't. Taking cues from eco- 
nomics, demography, history, culture, phi- 
losophy and just plain common sense, 
Rama Bijapurkar deciphers the complex 
animal that is the Indian consumer market. 


Billions of Entrepreneurs 


Tarun Khanna 

The author compares and contrasts both 
China's and India's entrepreneurial eco- 
systems and shows how both countries 
have contradictory policies, which lead to 
paradoxical results. Through detailed profiles 
of companies and individuals, Khanna exp- 
lains that while their social and economic 
systems are vastly different, these countries 
have complementary strengths. Global 
companies need to start thinking of the 
two nations as one, rather than separately. 


What the Customer Wants You to Know 


Ram Charan 

Anyone interested in moving beyond 
traditional ways of handling sales will find 
this book invaluable. Charan 

suggests evolving sales people from mere 
order takers to knowledge gatherers who 
have the skills and mindsets of general 
managers. His method involves Value 
Creation Selling, where a salesforce 
focusses on a customer's profitability 
before its own success. 
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MACMILLAN 


Insurance for Everyone 


Kshitij Patukale 


This book is a comprehensive 
guide on the various kinds of 
insurance, from non-life to 
health, that the common man is 
able to easily digest. Patukale 
also unveils small but important 
tricks in how to buy maximum 
insurance protection that has a 
minimum premium as well as 
how to successfully file and 
receive insurance claims. 





PRICE: Rs 160 
PAGES: 328 
The Manager As Change Leader 
Ann Gilley 
lus MANAGER A Gilley 
hange Leader focusses on 
the obstacles 
2. that man- 
agers face 
4 ! when others 
resist change 
| before, 
4 during and 
| even after 
PRICE: Rs 225 the process 
PAGES: 144 has been im- 
plemented. 
From wholesale reengineering to 
installation of new software, she 
explains that resistance to these 
kinds of change is natural, and 


offers practical aproaches to 
overcome organisational inertia. 


RANDOM HOUSE 


Buyology 
Martin Lindstrom 


A groundbreaking study of 
what makes consumers tick, 
the author employed brain- 
scanning technology to reveal 
what goes on inside our heads 
when we see an advertisement, 
or taste two rival brands 

of drink. We learn, for example, 
that anti-smoking campaigns 
actually make people smoke 
PRICE: Rs 539 and that product placement 
PAGES: 256 in films rarely works. 





y Richard. 


"c Creating Magic 
Sedi Lee Cockerell | 
Cockerell shares the ten practical, 
common sense strategies that 
guided his own journey from a 
poor farm boy in Oklahoma to 
the head of operations for Walt 
Disney World Resort Operations. 
Cockerell packs in business 
wisdom along with insightful 


Business Stripped Bare 





PRICE: Rs 535, PAGES: 352 


Business Stripped Bare 

Richard Branson 

Swashbuckling business mogul and ace 
adventurer Branson shares riveting 
details about his most risky, brilliant and 
audacious deals. Branson explains how he and entertaining stories that show 
tried to take on one of the world’s biggest us how we can all become 
superbrands, how he plans to change the PRICE: Rs 306 better leaders. 

course of the world’s rivers to cut carbon PAGES: 288 

emissions and which businessmen around 

the globe he is truly in awe of. 





HARPER COLLINS 
Winning 


Jack Welch 

Winning is chockfull of man- 
agement wisdom that super- 
CEO Jack Welch built up 
through four-and-a-half 
decades of work at GE. His 
advice focusses on cultural 
values such as candor, differ- 
entiation among employees, 
and inclusion of all voices in will boost productivity 
decision-making, to issues of through increased em- 
PRICE: Rs 295 hiring and firing as well as PRICE: Rs 195 ployee morale, 

PAGES: 372 crisis management. PAGES: 111 say the authors. 


The One Minute Manager 
Kenneth Blanchard 


and Spencer Johnson 
Wildly popular since 1992, 
the authors exhort man- 
agers to set one-minute 
goals, dispense one-minute 
praises and levy one- 
minute reprimands, The 
implementation of all three 
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SUBPRIME 


ALPHABET SOUP B 


A BT primer on words that entered 
and exited the business lexicon. 


A is for adjustable rate mortgages or 
ARMs: A favourite with subprime borrowers, 

as they can avail of lower initial interest rates. But 
naturally, these loans get more expensive with every 
year, unless, of course, interest rates go down. 


B is for bailout plans: When arms backfire, 

and financial institutions stare at a full-blown sub- 
prime crisis, what do they clamour for? Bailouts, of 
course, which are infusions of capital from govern- 
ment to prevent a firm going under. AIG got it, 
Lehman didn't. Citigroup got it, the troika at Detroit 
(GM, Ford and Chrysler) had just got it, at the time 
of writing. 


Cis for CDOs: The alphabet soup is now just begin- 
ning to get noxious. CDOs, or collaterised debt obliga- 
tions (phew!), are highly-risky loans (also see MBs) 
that were repackaged and sold by lenders to other 
banks, to keep their own balance sheets clean. The 
CDOs were overrated by rating agencies. Investment 
banks would in turn rake in fees and bonuses by 
making CDOs of CDOs, and some poor sucker (Bear 
Stearns or Lehman perhaps) was on hand to buy 
them. Then housing prices crashed. 
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D is for deleveraging: A very ungainly 
word made to look even more clumsy 
by short-sighted bankers (see also un- 
dercapitalised), overambitious busi- 
nesses (which expanded relying 
largely on debt) and greedy investors 
(who bought shares with borrowed 
money). Reducing debt, i.e., lever- 
age (or, grrr, deleveraging) is the 
only way out. And it comes at a 
price—of reduced economic growth 
and corporate profits. 


E is for Equity: Individuals and 
institutions lost more equity in 2008 
than they did in any year—what with 
BSE market cap down by Rs 42,85,569 
crore since January 9, when the BsE 
Sensex touched its all-time high. 


F is for flipping a loan: A sharp practice 
of tricking homeowners into refinancing their 
loans several times over, in a short period. 
Also known as predatory lending—typically 
to semi-literate, poor, elderly and minority 
borrowers—this is at the heart of the 
subprime mess. 


G is for GSEs: Think Fannie Mae and Freddie 
Mac, the two government-sponsored enterprises are 
amongst the group of financial services corpora- 
tions created by the Us Congress to ensure flow of 
credit into various economic sectors. Fannie and 
Freddie had run up losses of close to $15 billion in 
the wake of the subprime crisis. 


H is for Henry Paulson: H could also be for the 
hot seat in which Henry Merrit *Hank" Paulson 
Junior finds himself in. The us Treasury Secretary is 
spearheading the Bush administration's efforts to re- 
solve the subprime crisis by pumping hundreds of 
billions to purchase bad debt from institutions that 
are on the verge of going under. 


lis for I-banks: Actually, this word shouldn't be 

on this list simply because the investment banks no 
longer exist. It was in 2008 that the aura of I-banks 
and I-bankers faded, and their fat compensation 


packages became the object of loathing, disgust 
and ridicule. 


Jis for Japan: The world's second-largest econ- 
omy which, along with the European Union, was 
the first to feel the global recession after the us 
economy went down on its knees. Some of Japan's 
biggest companies have announced job layoffs and 
production cuts. The stock market had dropped to 
near 26-year lows. 


Kis for Keynesians: British economist John 
Maynard Keynes is suddenly being remembered— 
and revered—by companies and countries. He 
proposed what every company is yearning for 
today—a large-scale government spending to create 
income and demand. 


Lis for liquidity: The most tangible effect of the 
US subprime crisis is the credit and liquidity crunch 
that's being felt globally. In India, the situation is a bit 
different (banks here have a minimal subprime 
exposure). But with foreign investors in sell mode, 
the Reserve Bank has been forced to sell dollars to 
reduce the pressure on the rupee thereby reducing 
rupee availability in the financial sector. 


Mis for mortgage-backed 

securities (MBS): It all began with these asset- 
backed securities, whose cash flows are backed by 
the principal and interest payments of a set of mort- 
gage loans. When house prices began to fall two 
years ago in the Us, mortgage delinquencies began 
to soar; as a result, securities backed by subprime 
mortgages, which were held by most banks, lost 
most of their value. 


N is for NINJA loans: No income, 

no job, no asset—that's NINJA for you—and 
you can still get a loan! Sounds straight from 
Ripley's Believe it or Not, but it's true. 


Ois for originate-to-distribute: Another 
mouthful of big words, OTD (as opposed to 
originate-to-hold) allows banks to ‘originate’ more 
loans without expanding their capital. Banks can 
issue new loans to customers by selling them to 
investors (like pension funds and hedge funds). Once 
these loans are passed on, banks have room to ‘origi- 
nate' some more loans, and pocket some more fees. 


P is for Ponzi Nation: Named after the original 


swindler (Charles Ponzi) who devised it, a Ponzi 


scheme involves paying huge returns to investors 
out of money brought in by subsequent investors. 
The party obviously ends later than sooner. The lat- 
est Ponzi disciple is Bernard Madoff who pulled off 
an alleged $50-billion hedge fund fraud. 


R for recession: It’s all over, right from the us to 
Japan to Europe. Back home, however, the R-word 
is much abused. Even if economic growth moder- 
ates, it's still the kind of growth most developed 
economies would give an arm and a leg to have. 


S is for stimulus packages: Every economy 
needs one, even India. But the sheer scale of such 
packages in the developed economies will take your 
breath away. In the us, for instance, President-elect 
Barack Obama has pledged new spending of $400- 
500 billion; European nations have announced 
stimulus measures worth $260 billion. 


Tis for toxic assets: mes, ABs, CDS, CDOs... 
all that was considered exotic a year ago has 
turned lethally toxic. These troubled assets 
are still sitting on banks' balance sheets. Citi, 
for instance, is reported to be sitting on risky 
assets worth $306 billion. 


U is for undercapitalised: Expanding the capi- 
tal base is expensive, but expanding one's lending 
business without adequate capital can be disastrous 
(see originate-to-distribute). 


V is for vicious cycle: ox, nothing new about 
this word, but then as far as cycles go nothing could 
be as vicious as this one. Consider: As more and 
more borrowers default on mortgage payments and 
foreclosures increase, so does the supply of homes. 
This brings down housing prices, which lowers the 
equity of homeowners. The defaults also reduce the 
value of mortgage-backed securities (see MBS), 
which in turn wrecks the financial system. 


W is for Wachovia: Last fortnight, Wachovia 
Bank reportedly offered a $25,000 reward for a 
three-man gang that had robbed three metro 
Atlanta banks at gunpoint. Pity nobody offered a 
reward to find out what led Wachovia to almost 
go under and eventually merge into Wells Fargo 
to ensure survival. 


XYZ is for the next flameout: With the wash- 
out on Wall Street virtually complete, the action now 
shifts to Main Street. Expect more carcasses in 2009. 
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WHEN YOU ARE HEADING THE 
world’s largest bank’s India 
operation, and that too in an 
unprecedented year for the 
financial markets, the job is 
not just about securing 
deposits, giving loans or doing 
mergers and acquisitions. 
Sanjay Nayar, the outgoing 
CEO of Citi India, the largest 
foreign bank in India, reveals 
how he led from the front in 
2008 even as bad news 
poured in from the West right 
from the beginning of the 
year. For Nayar, the task was 
clear-cut: Keep communicat- 
ing with employees, deposi- 
tors and corporate clients, 


HE YEAR 2008 

started with Citi 

leading the way 
in raising capital globally 
(as much as $30 billion) 
following the write-downs 
in 2007. We continued to 
emphasise to our stake- 
holders that India has 
always enjoyed strategic 
importance in Citi’s inter- 
national plans and the busi- 
ness here has consistently 
delivered and hence there 
would be no major reper- 
cussions of the global events 
notwithstanding stray media 


“We saw-the 
signals ow 


Sanjay Nayar/ Outgoing CEO/ Citi India 


reports regarding lay-offs. 

After years of sustained 
growth in India, we saw 
the first ominous signals 
on the horizon. We have 
been quite vocal that 
India’s financial sector is 
not capacitised to support 
high single/double-digit GDP 
growth. Banks lack struc- 
tural long-term liquidity to 
be able to meet the 
massive infrastructure 
financing needs, on top of 
corporate India’s growth 
ambitions. 

Consequently, one of 
the supply-side bottlenecks, 
i.e., finance coupled with 
interest rate increase in 
response to inflationary 
trends led to significant 
margin compression across 
the SME and corporate 
sectors forcing us to take 
a harder look at the credit 
risk in our SME and corpo- 
rate portfolio. 

Around the same time, 
delinquencies in unsecured 
retail lending—credit cards 


SEO 
= wade 


WUULOUE 


and consumer finance— 
also started rising and there 
were signals that demand 
would also fall as con- 
sumers would shy away 
from spending. We set out 
on a comprehensive repo- 
sitioning exercise of our 
unsecured consumer 
finance business which was 
plagued by overleveraging 
and lack of support infra- 
structure. We did not exit 
any businesses. Rather, we 
rebuilt them on the funda- 
mental principles of pru- 
dent underwriting, low ex- 
pense base and nurturing 
long-term customer rela- 
tionships. We received 
strong support from the 
global team also, given the 
encouraging initial reads 
from the remodelling, 
which involved consolida- 
tion, relocation or closure 
of some branches. 

In the third quarter of 
the year, the financial and 
currency markets experi- 
enced unprecedented 


"In hindsight, this was one of the ve 


challengiig years for us. Our big 


mo 
est focus was on 


constant communication to our É 
clients and all other stakeholders” 





and currency markets 


experienced 


ich crochet bare” 7 


volatility—the likes of which 
I had not witnessed before. 
The global financial industry 
was undergoing fundamental 
changes. The credit markets 
virtually shut and the Indian 
corporate sector, too, got 
impacted due to a combina- 
tion of forex derivatives 
losses and foreign loans; and 
the financing options con- 
tinued to be limited. Citi's 
unique advantage is and will 
continue to be the univer- 
sal banking model. We con- 
tinued to be extremely sup- 
portive of our clients in these 
trying times, continuously 
innovating to meet their 
requirements and asked our 
wealth managers to stress 
the importance of our 
business model to allay fears 
of clients. 

The most challenging for 
us were the few days in 
November when our stock 
price came off significantly. 
While globally Citi raised 
$40 billion of capital benefit 
through an agreement with 
US Treasury, Federal Reserve, 
and FDIC, the leadership team 
in India, developed and exe- 
cuted a comprehensive com- 
munication plan to mitigate 
any unintended impact that 
the global events could have 


on local clients’ confidence 
and to sustain the revenue 
momentum. This also 
boosted the confidence of 
our junior employees who 
represent us in the market. 
As a result of our commu- 
nication efforts, we have also 
received positive responses 
from business school students 
which demonstrates the 
strength of our Indian fran- 
chise and our long-term 
commitment to India. 

In hindsight, this was 
one of the more challeng- 
ing years for us as we 
worked towards retaining 
market leadership in certain 
products and segments and 
repositioning and managing 
credit and market risk in 
others so that we could con- 
tinue to be a bank of rele- 
vance to our entire customer 
base. Our biggest focus this 
year was on constant com- 
munication to our employ- 
ees, clients and all other 
stakeholders. As we enter 
2009, I firmly believe that 
we at Citi are extremely 
well-positioned given our 
universal banking model to 
continue to capitalise on the 
great India opportunity. 

AS TOLD TO 
RACHNA MONGA 

















November: our stock 

price comes off (to its lowest in 

I5 years). We step up 
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In the Hot Seat 


ICICI Bank's new MD & CEO has her task cut out in these volatile times, but 
she might just be the right person to take on this challenge. ANAND ADHIKARI 


DON'T REGRET THE TIMING 
at all," says 47-year-old 
Chanda Deepak Kochhar in 
her first media interaction, 
hours after the 16-member board 
of ICICI Bank put their seal on her 
appointment as the new Managing 
Director & CEO of the country's 
second-largest bank. Come May 
1, 2009, Kochhar will succeed 
Kundapur Vaman Kamath. After 
this, Kamath, the 61-year-old vi- 
sionary banker, will don the man- 
tle of Non-executive Chairman. 
The succession plan at ICICI 
Bank wasn’t unpredictable. It be- 
came fairly clear that Kochhar 
was the frontrunner for the corner 
room when she was elevated to 
Joint Managing Director & cro— 
the second most powerful posi- 
tion in the bank—early last year. 
Kochhar admits 
that the banking 
environment 
has turned 
volatile and 
banks have 
to adjust 
them- 










The Agenda for 
CHANDA KOCHHAR 


To find the right balan 





CURRENT STATUS: The bank's balance sheet 
Is highly skewed towards retail, with 
almost 60 per cent of advances parked in 
retail assets; the rural and international 
portfolios have yet to be scaled up. 





CURRENT STATUS: The share price has lost 
60 per cent since last December; the 
banking index has lost 45 per cent. 
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CURRENT STATUS: Outgoing CEO K.V. Kamath | 
had raised a billion dollars in capital when 
the equity market was buoyant; follow-on 
offerings, too, were successful. 





CURRENT STATUS: There have been 

reports of ICICI Bank laying-off 
employees as it goes about trimming the 
retail growth engine. 










CURRENT STATUS: Kamath introduced 
many new businesses like life and non- ! 
life insurance and also scaled up the 
asset management and private 

equity businesses. 


INVASOD HSIWNAN 


selves to the new ground realities. 
Draped in her trademark sari, 
Kochhar remarked: “You have to 
watch the business environment 
all the time and continue to dev- 
elop strategy accordingly.” 
Kochhar joined ICICI (then a 
development financial institu- 
tion, or DFI) 24 years ago. In 
1993, she was part of the core 
team that worked on the blue- 
print for the commercial banking 
foray; and in 1996, she was 
hand-picked to head the infra- 
structure group in the areas of 
power, telecom and transporta- 
tion. Kamath himself points out 
that what worked in her favour 
was her sheer experience at the 
bank. This would have helped 
her gain an edge over the other 
contenders in the fray for the 
top job. These include Shikha 
Sharma, head of icici Prudential 
Life Insurance, and two younger 
Executive Directors—V. Vaidya- 
nathan, who heads retail, sME 
and rural banking, and Sonjoy 
Chatterjee, who looks after the 
international business. 
Kochhar's contribution to 
the bank's growth has also aided 
her rise to the top. After taking 
charge of the bank's top 200 
corporate clients in 1998, her 
biggest contribution came in 
2000, when she was chosen to 
head the retail business. 
Kochhar's biggest challenge now 
would be to scale up the bank's 
low-cost deposits. Is she the right 
person to take on such challenges? 
Vaidyanathan feels so. *She is 
level-headed and has a balanced 
approach." And is in the right 
place at a challenging time. 
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. Before DHI | After DHI 


Vladirnir Svetkovic 
Top Model and DHI customer 


For details, call 46103000 or email: enquiries@myasianroots.com | www.myasianroots.com 
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THE ALMOST SYNCHRONISED 
changeovers that will soon. 


happen at the Tatas are eerie 
First Among Equals in their timings. Four compa- 





SWATI PIRAMAL, 52, DIRECTOR, nies are likely to see a change - 
Piramal Healthcare, will be at the top—Tata Steel, Tata 
the first woman at the helm Motors, Tata Consultancy 

of any apex chamber in India Services and Tata Chemicals. 


when she takes over as BU translates into a long list 
President, Assocham, in of Tata executives who will 


2009. “I think it is a great hand over the baton. 
achievement and a big B. MUTHURAMAN al 





responsibility," she says. Tata Steel has 
“W been with the 
So, what is it that she wants 
pn pem h company. since 
Z to do x ays ing - er the sixties and 
= om — d "— < a " is likely to re- 
° about industries other than maingpart of the 
* my own (pharma) and be a group. in other 
* voice of the industry,” she capacities. H.M. 
says. Piramal also wants to NERURKAR, who has been 
chalk out a new mission and promoted as coo, is the clear 
Slippery Turf? vision for the chamber that choice to succeed him—the 
THE SHARP CRUDE PRICE DROP will include a closer look at only other option being Corus 
along with a dip in interna- women’s issues. CEO. PHILIPPE VARIN. In TCS 
tional refining margins has too, there is a clear succession 
come as a double whammy for plan emerging, with N. 


CHANDRASEKHARAN the 
favourite to take 
\ over from S. — 
Ramadorai— 
especially af- 
ter ‘Paddy’ 


Padmanabhan 
y moved to Tata 
Power. It is not so ` 
clear in Tata Motors, where 
RAVI KANT had pipped 
V. Sumantran to the post of 
Managing Director in 2005. 
Sumantran later left to join 
the Hindujas. Tata Chemicals, 
however, has announced 
a change of guard with 
R. MUKUNDAN set to succeed 
Homi jyaw an: as 
Managing Director. | 


Reliance Industries Chairman 
MUKESH AMBANI, 51. The pro- 
lific D6 block of Krishna- 
Godavari Basin started pro- 
ducing oil in August 2008. It 
seems that a worried Ambani 
has deferred the commission- 
ing of the Reliance Petroleum 
refinery at Jamnagar to March 
2009. It was originally slated 
to start on December 15, 
2008. Ambani, one of the 
world's richest men, seems to 
have a new focus at present— 
better economics. 
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The World Is Her Oyster 
AT 59, THIS EX-ICICI BANKER HAS DONNED THE MANTLE OF INDIA CEO OF THE NEW YORK-HEADQUAR- 
tered JPMorgan Chase & Company. Clearly, KALPANA MORPARIA's mandate is to expand 
the firm's footprint in existing businesses of I-banking, transaction banking and asset man- 
agement. Says Morparia: “It’s a great platform to lead in India.” Her role, however, is not 
restricted to Indian territory alone as she has a seat in the global decision-making body of the 
firm. It's a tough challenge for Morparia. The deal flow has also dried up big time and the val- 
uations in the bourses are touching rock-bottom. Can she manage the risk at a time when all 
others are using a cautious approach to lending or investing in the market? Watch this space. 


CONTRIBUTED BY ANAND ADHIKARI, ANUSHA SUBRAMANIAN, SHALINI S. DAGAR, 
SHAMNI PANDE, SUMAN LAYAK AND TEJEESH N.S. BEHL 


King with Cash 

IF 2008 WAS ANNUS HORRIBILIS FOR 
much of corporate India, then 
MALVINDER MOHAN SINGH—the 
scion of the Singh family, which 
owned Ranbaxy Laboratories— 
clearly bucked the trend. Singh, 
36, sold his family's nearly 35 per 
cent stake in what was arguably 
India's first transnational pharma 
company, at pretty much peak 
valuations not just for the vear, but 
quite possibly for a few years to 
come. Of course, there were some 
serious scraps with the us drug 
agency, FDA, but by the end of the 
year, it has turned out to be quite 
rosy for Singh. 
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Battling On 


RATAN TATA | 


ind Rovet 


After DPI 


A Milla aff. cce 
A Whole New Ballc ame 
IHE TWENTY-20 FORMAT 


means his discovery, but its execution ani 


FOR CRICKET IS | 


internalisation for India certainlv is, thanks 
to LALIT KUMAR MODI, 45, Chairman & 
Commissioner, Indian Premier League 
(IPL) X VP, Board of Control for Cricket in 
India (BCCD. He's the change agent that 
" ! Indian cricket needed, and thanks to the 

Z. estimated revenue of $2.5 billion (Rs 12,50! 

crore) that DI F-IPI has beet 

unquestionably established in the International Cricket 


raked In. BCI I's position | 


Council. The reason we need to keep track of this man is 
simple: Just watch the way foreign cricketing boards are 
looking tO replicate the success of the Indian tormat. 


All Fire, No Smoke 
ONE THING'S FOR SURE—THE MARLBORO MAN IS CERTAINLY 
not on Union Minister for Health and Family 
Welfare ANBUMANI RAMADOSS' New Year mailing 
list. Ramadoss, 40, has done enough in his stint as 
Health Minister to make headlines—his spat with 
the Director of AIIMS and his diktat on smoking on 











celluloid, to name a few. But the ban on smok- 
ing in public places that he enforced— 
as controversial, as it was with the 
cigarette lobby —is one welcome 
step that should earn him plaudits 
from all passive smokers. Sure, 
nicotine inhalers ascribe motives 
to Ramadoss’ actions—but even 
if there were motives, they've 
certainly helped clear up the air. 


7 Vol. 18, No.1, for the fortnight Dec. 29-Jan. 11, 2009. 
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Silly season is upon us, and the awards are being 
handed out left and right—to entrepreneurs, enterprises, 
politicians, just about anybody in the public eye. So, we 
thought we'd join in with a few nominations of our own. 
Now only if we could find a host for the ceremony... 


Most Delusionary ‘De-merger’ Idea: Captain Gopinath. 
For insisting that he is willing to ‘buy back’ Deccan Aviation 
from Vijay Mallya—never mind that the low-cost airline 
had already merged into Mallya’s Kingfisher. 


Petroleum Chic: Mukesh & Nita Ambani. For giving humble ^ — Zm 


but precious crude oil the champagne-like status it deserves. T 


Filmy Performance of the Year: Jet Airways’ Naresh Goyal. 

For announcing, tears in his eyes, that the spirit of his mother 
persuaded him to take back the 1,900 Jet employees, whom 
he—sorry, his management—had fired two days earlier. 

The Award for Taking Others Down with You: Telecom Minister 
A. Raja. For dragging the Prime Minister into a Rs 5,000-crore scam by 


A 
announcing on television that he was in the loop when telecom | 
licences and spectrum were being doled out for a song. ` 4 
Most Dedicated Follower of Fashion: Former Home Minister 
AWARDS Shivraj Patil. For changing his outfit three times in a day, while Delhi was 


TH AT WILL exploding. Now that's dedication. 


NEVER BE Most Successful Bailout: P. Chidambaram. For making the home 
ministry more productive and attractive, especially for his critics who 
GIVEN think he'd long lost the plot in the finance ministry. 





Most Bashful Maiden: MTN of South Africa. For being wooed by 
Sunil Mittal, and then Anil Ambani, but still not walking to the altar. 









Making Hay: First Global's Shankar Sharma. For being one of the 
first to predict a bear market, when punters were still raving about 
the long-term India story, and emerging as an anti-hero of sorts in 
the process. 


Resilience: The Great Indian Middle Class. For coping with 
the slowdown after five years of conspicuous consumption, malls, 
multiplexes and weekend luxury resorts. 





Showing How Seriously Awards Should Be Taken: The 
management of Satyam Computer. For winning a series of 
excellence in corporate governance awards in the recent past, 
and then proposing two outrageous acquisitions of two real 
estate and construction companies owned by the promoters. 


A é. n s 
š p^ "e. tom. 

(The shareholders protested, and the deal was called off). V < E: 
Do you bave a nomination to make? E-mail it to letters.bt(a mA KU 
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Have you tried the new Air India? 


Introducing the Spouse Plus Offer on Executive Class. Fly select domestic sectors in Executive Class 
between 7" January 2009 and 28" February 2009 and your spouse can fly free! Come, try the new Air India. 
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From The Editor 


COMPANY IS ONLY AS GOOD AS ITS PEOPLE. THIS MAY 

be a self-evident truth, but who exactly are the 

"good people" and how should companies go 
about hiring and retaining them? Finding answers to these 
questions is the biggest corporate challenge of all times. 
Business Today's best employer survey attempts to address 
these questions once every year. In an economy where the 
scope and lure of private jobs is increasing faster than 
ever, finding the best fit between an employee and an 
employer becomes even more critical. A large chunk of 
managers today comes from families where a government 
job was the norm, and family elders didn't face the 
choices and challenges that the young executives face 
today. Though salary and designation still remain the big 
draws for most job-seekers, the 8th BT Best Companies 
to Work For study (pages 46 to 89) shows that there’s a 
lot more to a good workplace than best-in-class pay 
and ego-boosting titles. 

An open and transparent work environment, freedom 

to work across functions, opportunities for learning and 
a senior management that encourages independent think- 
ing are attributes as enriching 
and attractive as salary and 
designations. Most good em- 
ployers are not only em- 
phatic in stating this, but are di 
also confident that these 
attributes are rated higher 
than top-dollar salary. This is 
a significant lesson in these 
times of financial hardship 
when employers are look- 
ing for reasons beyond 
money to retain people. The IW 
CEO of Shree Cement, H.M. 
Bangur, considers it his job to “see that failures don't stick 
to the managers". He encourages his managers to 
experiment without fear of failure. Companies like Max 
New York Life are realising that their work culture is their 
biggest competitive advantage. Quite refreshingly, we 
also found that managements of most top-ranking 
companies were open and honest about the areas of HR 
that they weren't as good as they would like to be. 

How one wishes such openness and honesty were 
pervasive across companies and beyond HR functions. If 
it were so, then we wouldn't have one of India's top five 
software companies in the kind of mess it finds itself in. 
Satyam Computer Services has suddenly become the 
poster child of corporate misgovernance. We sum up all 
of Satyam's apparent sins (page 38) and provide an 
insider look at the role of independent directors on 
company boards (page 42). Hopefully, 2008 marked the 
nadir for economic and corporate affairs and things 
can only look up in 2009. 
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(business|today; 60 Best Advices | 
mis E -— Business Today asked the who's who of India's 
Ar | corporate world to jog their memory and recall 


the best advice they ever got. The result: words 
of wisdom that most influenced 60 successful 
businessmen and professionals... what the advice 
was, who gave it to them and when, and how it 
helped them. There is no rocket science, no the- 
F ory of derivatives—from the sublime to the practi- 
AF] cal and the selfish, the advice is laid bare for you. 














BLOGS 
Drive UTILITY TOOLS 
The best rides in town. > Risk Calculator 
Mind Over Marketing > Future Needs Calculator 
Tracking advertising and marketing. > Tax Calculator 
Policy Watch > Education Plan 
What policy planners think. > Retirement Plan 
Treadmill » EMI Calculator 
For the fitness seeker. > SIP Calculator 
The Menace of Terror: Impact of > Business Tips 

x terror on the economy. 
BT MORE TO SUBSCRIBE 








To subscribe to Business Today's 
e-newsletter, log on to 

www. businesstoday.in 

and register for free. 


| BT More comes in a stylish 
new package... with all the 
regular fare and more. Read on... 


Now, get a hot new management tip for the day every day, and participate in opinion polls 
through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF TO ANSWER THE BT-ON-THE-MOVE 
THE DAY QUESTION 





Will interest rate cuts spur real estate, 


1. Go to "Write messages" on 
: as auto markets? 


mobile phone. 


2. Type “BTTIP” on the message 
screen. 


3. Send the message to the number 
"52424". 


4. You will receive the hot 
tip for the day in a return message. 


1. Go to "Write messages" on your mobile phone.2. 


Type "BTPOLL Y" for Yes. 





Type "BTPOLL N" for No. 


3. Send the message to the number “52424”. 

Readers can also participate in the poll at www.businesstoday in 
NOTE: Available with all cellular operators 
Regular SMS charges apply 





Powered by ActiveMedia Technology www.activemediatech. com 


MONEY IS MORE THAN JUST MONEY. 
IT IS SOMEONE'S CELEBRATION. 


Money has many meanings in India. At ING, we first understand what money means to you. 
And then we help you manage it for the things that matter in your life. 


"€ ES 
VIV 


P ; s k: 
s LE 
2' d 
# 4 


i 


P- 





5 MILLION CUSTOMERS 
CROSS 50 COUNTRIES 
*VER 265 YEARS OF UNDERSTANDING MONEY 








BANKING * INVESTMENTS * LIFE INSURANCI 


www.morethanjustmoney.in 





Vol. 18, No. 2, January 25, 2009 


10 


Company Index 


TRENDS 


11 


14 


16 
18 


22 
24 


More Shareholder Activism Please 

[Investor activism could be more effective than 
counting on external directors to keep 
management in check. 

The Cost of Safety Goes Up 

Get set to cough up a lot more in premium if you 


want to insure yourself against terror attacks as 
insurance companies revise their terms. 


Top of Mind 


Boom Time for Indian MFIs 

Massive client outreach in 2008 has made Indian 
MFIs global contenders. That's not necessarily a 
good thing, say critics. 
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Deal Watch 
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26 
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Potion or Poison? 

A controversial new report suggests ways to fix the 
'flaws' of Indian Institutes of Management, but the 
cure might be worse than the symptoms. 


Guest Column by Rama Bijapurkar 
What IIM Review Panel Should Have Said. 


December Blockbuster 

The Ambanis love to make announcements around 
Dhirubhai Ambani's birth anniversary on 
December 28. This year, while Mukesh started off 
the Reliance Petroleum refinery on December 25, 
Anil announced the GSM launch on December 30. 


India Inc. on the Prowl 
Healthy cash reserves and compelling valuations 
encourage India Inc. to scout for acquisitions abroad. 


The Web Goes Local 


Small start-ups in India are eyeing ‘local’ search as the 


next big business opportunity on the Internet. 


Are Good Times Here Again? 

Low ATF prices and a possible shift in FDI policy 
for aviation hold out prospects of a speedier 
turnaround for Kingfisher Airlines. 
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SPECIAL 


THE BEST COMPANIES 
TO WORK FOR IN INDIA 


48 Staying on Top 
An open and invigorating work environment keeps 
Microsoft India at the top. 


52 The Rise of the Underdog 


iGate Global Solutions has jumped four places in 
this survey, to emerge as the second-best employer. 


54 Idea Factory 


An intense work culture that breeds entrepreneur- 
ship and innovation has techies flocking to HCL. 


56 Nursery for Talent 
HSBC is encouraging its people to take long 
vacations, helping them learn the salsa after office. 


FEATURES 


Satyam's 
B. Ramalinga Raju 





38 Satyam’s Six Deadly Sins 


The promoters of Satyam Computer goofed up 
big time. Here’s how. 


42 The Myth of Corporate IES: 


Satyam’s boardroom 
high- jinks are unparalleled. 
But that doesn’t mean 
the rest of India Inc. is 
an epitome of virtuous 
governance. 





to keep your business connected. 





Marriott Hotels: 





60 Caring Family sales force and on diversity, but is yet to find a 
Empowerment at all levels and open promotions cure for attrition. 
make Marriott Hotels India's associates one big 
76 Aim, Focus, Shoot 


happy family. : ' 
The team that clicks together stays together— 


66 Loving the Learning that's the mantra at Canon India as it takes baby 
Combining a hoary lineage with modern steps to dominate the Indian market. 
practices is helping Godrej Cosumer Products 
attract the best talent who stay back to learn. 78 The Other Good Employers 
; Though not among the top 10, employee: 
68 Nurturing Talent ° Py s; dh ios: 


like employers who let them grow and build 


Grooming talent systematically is one of the a fulfilling career. 


critical factors that has helped Max New York 


Life emerge a leader in HR practices. 86 Good Employers in Bad Times 

72 No to Generation Gap The common thread that runs across all our 
Ashok Leyland is betting big on youth winners is the solid foundation that they have 
power but not at the cost of experience. built to manage their human capital. 

74 Fighting Fit 88 How We Did It 
Eli Lilly scores high on driving its very precious Fine-tuning our survey to better capture nuances. 
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90 Defying the Downturn 





As India and the world India’s Costliest Road 

go through economic 

gloom, some firms are Bookend 

going ahead with much-hyped launches. 116 Printed Circuit | 
96 60 Minutes 117 Treadmill 


Interview with United Technologies President | 
& CEO Louis Chénevert. | 
120 Of Downturn, 





VINE | Freakonomics... 
100 The Charge Machine The BT-Aditya Birla Group 
Banks have raised transaction fees on many Acumen 2008 finals saw 
services thereby increasing your banking cost. managers of tomorrow engage 
Here’s what you should know. in a doughty battle of wit, 
intellect and knowledge. 
UD. 126 People Shah Rukh Khan 
105 Send Workers Home ' mañasa 
Corporates are increasingly putting in place -AVENOMIF or UILIUHI 
telecommuting policies to cut costs and 128 Graeme Smith, Captain, South African 
increase productivity. cricket team. 


gh our extensive data network spanning India and the globe, we offer a suite 
a services including Internet access, data solutions, access services, managed 
prk solutions and infrastructure support that keeps your business connected. 


pw more, visit us at www.airtel.in/business or mail us at business@airtel.in 





bt letters 


BEST LETTER 


The Best Advice 
CONGRATULATIONS ON BRINGING OUT A 
great idea to fruition (The Best Advice | 


(business today; 








Ei I Ever Got, January 11). The advice that 





helped the top honchos of India Inc. 
become so successful has universal 
appeal and validity. That's because it is 
usually life advice that applies to all. It 
would have been interesting if the 
Ambanis and Narayana Murthy, too, 
had been featured in your cover story. 
But never mind that. The important 
point is that general themes like these 
make BT much more livelier. 


RAJAT TEWARI, through e-mail 





Collector's Issue 
THE ADVICE THAT WORKED FOR 
Jamshed J. Irani—“Out of every 
10 men born in this world, nine 
work for the tenth. Prepare to be 
the tenth"—seems valid for Business 
Today as well that had emerged as 
the leader in generating ideas that 
work. Your cover story (January 
11) was timely—the nation is going 
through troubled times, what with 
terrorism and the global meltdown 
hitting us where it hurts. In this 
context, L.N. Mittal's words are 
quite apt: “We should reach for 
the stars with foot on the ground." 
All in all, this is a collector's issue. 
SHASHANK GUPTE, through e-mail 


On Top 

BANK OF INDIA (BOI) HAS CLEARLY 
been a leader as far as innovative 
services are concerned (India’s Best 
Banks, December 28). That cou- 
pled with a right mix of strong and 
judicious policies has helped Boi to 
emerge as the country's best bank in 
your survey. Its emphasis on con- 
stant technological improvement 
has helped it to effectively meet 
new challenges. It is said that 
“change” is the only constant. Bors 
endeavour has always been to adapt 
to “change” in the operative envi- 
ronment by converting it into an 
opportunity for growth. The bank 
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has a bright future. Given the spirit 
of its people, the strength of its fin- 
ancial capability and its willingness 
to adapt to the changing times, the 
bank can only grow from strength 
to strength. 

VINOD C. DIXIT, through e-mail 


Empower the Army 

THE COST OF TERROR (COVER STORY, 
December 28) has exposed the 
hydra-headed face of terrorism. The 
business community is frightened 
after the Mumbai terror attack. It 
has led to instability in the stock 
markets, doubts over foreign in- 
vestments, and an increase in in- 
surance business. What India needs 
now is a strong and effective security 
apparatus, a sound intelligence gath- 
ering mechanism, modern weapons 
and gadgets at the disposal of the 
Army, and well paid armed forces. 
This needs to be backed up with 
stronger diplomatic measures. There 
should also be a massive campaign 
to spread awareness among 
the public. 


B. RAJASEKARAN, through e-mail 


Trends of 2009 

IT WAS FASCINATING TO READ THE 
Trends pages (January 11). The sec- 
toral outlook was rather innova- 
tive—both for its design and stories. 
What really caught my eye was the 


story on the jobs scenario. Your 
forecast sounded very gloomy! But 
the situation has still not gone out of 
hand: companies are largely cut- 
ting down on flab. So, instead of 
worring, people should be work- 
ing harder and this should help 
them sail through these difficult 
times. It was also interesting to read 
about hybrid cars coming in 2009. 
That should cheer up the green en- 
thusiasts. These cars are a bit too ex- 
pensive to begin with, but they will 
eventually prove to be economical. 

MADAN SURI, through e-mail 


Bonjour Wine! 
YOUR STORY, WINE COUNTRY, IN THE 
Back of the Book (December 28) 
section made an interesting reading. 
Most of us had no idea that wine is 
so popular in India and that a large 
number of Indians have developed a 
liking for wines! Given the health 
benefits usually associated with wine 
drinking, this trend will only grow. I 
can already see broad grins on the 
faces of all those in the wine business, 
including the importers and local 
producers, who have the least to 
worry about recession. 

DEEP RAI CHOWDHURY, through e-mail 
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ICRA (Moody's YES BANK'S YES BANK's Upper 
affiliate in India) has subordinated Tier !! bonds 
reaffirmed the Tier Il debt has programme has 
Bank's A1 + rating been assigned a been assigned 
for its INR 50 billion long-term credit LA + rating by 
Certificate of rating of LAA- by ICRA. indicating 
Deposit programme ICRA and AA- by adequate credit 
A1 + rating indicates CARE quality 
the highest level of 
safety in the short- 
term 


EXCELLENCE IN HUMAN CAPITAL 





Received the Global HR 
Award for Innovative HR 
Practices at the Asia 
Pacific HRM Congress, in 
2007 & 2008 


HR Excellence Awards 


bo tm B mem 


YES BANK Founder 
Managing Director & CEO 
Rana Kapoor received the CEO 
with HR Orientation Award at 
the Times Ascent HR 
Excellence Awards, 2007 


aa 
Recerved the Most Innovative 
Recruiting & Staffing 
Programme at the Recruiting 
And Staffing Best In Class 
(RASBIC) Awards, 2006 
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Organisations in this issue are indexed to the first page of each section/article in which they are mentioned. 
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Cry Freedom! 


Investor activism more than independent directors 
can keep managements in check. viRENDRA VERMA 
& RACHNA MONGA 





Invisible hand: Shareholder 
ctivism | Il! Keel boards alert 


investors made a bid to acquire Korean tobacco company KT&G. Icahn 

saw an opportunity, as the core tobacco business was trading at a sig- 
nificant discount to its peers. The acquirers were of the view that the 
value in KT&G could be realised if the company’s non-core holdings in- 
cluding the ginseng business and its real estate holdings were stripped, 
and the proceeds returned to shareholders in the form of an 
ongoing stock dividend and repurchase. 

In August 2006, the KT&G management bowed to activist 
investor pressure. The company announced a buyback of 12 million 
shares (or 7.5 per cent of its outstanding stock) and a dividend increase 
of 40 per cent. Stock price subsequently shot up 31 per cent over eight 
months in 2006. 


|: FEBRUARY 2006, US BILLIONAIRE CARL ICAHN ALONG WITH OTHER 


- EIE a3 Fa - " m s s 








INSTAN LIP 


The fortnight's burning question. 








Director, CRISIL Ratings - 
Incidents like the one at Satyam 
don't really establish the fact that 
corporate governance standards in 
India are weak. Of late we have 
seen Indian family-controlled busi- 
nesses giving priority to profession- 
alism and transparency. However, 
the fiasco will put the role of inde- 
pendent directors under question. 


Yes. Deepak Joyce, 

Partner, Luthra & Luthra 

The corporate structure in India is 
largely characterised by lack of 
transparency, unfair treatment of 
shareholders and weak boards. 
We are still not mature in our cor- 
porate governance practices. 
Although Clause 49 of the listing 
agreements clearly defines inde- 
pendent directors as the corner- 
stones of good corporate gover- 
nance, we don't have well-defined 
guidelines to define who qualifies 
as an independent director. 


No. Chandrajit Banerjee, 
Director General, Cll 
The corporate governance norms 
in the country are of the highest 
order. Promoters are becoming 
more answerable to shareholders. 
Family-managed companies seem 
to display greater professionalism 
with a higher emphasis to protect 
and enhance shareholder value. 
COMPILED BY MANU KAUSHIK 
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NOt full-time 

Clearly, active shareholders can M of them have e on named said: “Shareholder 
be more effective in goading man- " responsibilities t difficult to activism can be more ef- 
agements to create value rather than boards. That mak fective than appointing 
passive shareholders. In fact, such do justice to the independent directors in 
activism is seen as a good counter to little at stake at the preventing mismanage- 
boards that aren’t truly independent, e hey nave whose ment from eroding in- 
and where ownership and man- mpany on vestor wealth." 
agement aren't In the past, domes- 
distinct. 


tic financial institutions 
like Life Insurance 
Corp. of India (LIC), 
IDBI and IFCI would 
have their nominees 
on boards of compa- 
nies. However, they 
weren't effective in keeping man- 
agement on their toes. Much has 
been expected from independent 
directors, but they've rarely risen 
to the occasion. “An independent 
director is a myth in India," says 
Prithvi Haldea, Managing Director, 
Prime Database. Haldea himself is 
an independent director on the 
boards of several companies, so 
he knows what he is talking about. 


Perhaps it makes more sense 


Separating the $0 MUCH TALK, 
two in India SQ LITTLE ACTION 
becomes diffi- rt on 
cult especially 1999: First ever oo by 
when you con- Corporat vern Birla 
sider that most Kumar Mangalam 
promoters by Committee 

virtue of their QNS: — 
chunky stakes are wes material and price- 
both owners and . w Discios lar interva :en of 
managers of their information ven and interpretation 
businesses. z ‘rectors | t 
Appointing inde- “independent i should be independen 
pendent directors a Audit Comm ittee Report on 
on the board is of n Chandra mmittee 
good cosmetic value — 2002: -— it an 

but, as the Satyam rate | aes of annua 
episode reveals (see RECOMMENDATIONS: "T tity e fairness 
Satyam's Six Deadly — g CEO/CFO eet ion of ^ 


to encourage shareholder ac- 
Sins, page 38), such œ :evit on the sitting fees of directors tivists and hostile takeovers back 
directors are rarely po- g Statutory limit 0 tae REDO home. That’s hardly the case, 
tent enough to chal- y mmittee with banks reluctant to finance 


lenge inappropriate de- 2003: Narayana Mu 

cision-making (also see RECOMMENDATIONS: 

The Myth of Corporate more 

Governance, page 42). SP iisation of proceeds 
Shareholder activism Whistleblower policy 

is still a nascent concept Fama code of condu 

in India. The good news, 

however, is that the 

Satyam episode has suc- 2004: Cau ndatory 

ceeded in putting such in- becomes with the clause 

stitutional investors back in ^ — aecoMwENOWT" anies have to compl directors, and 

the spotlight. Institutional œ All listed comp ition of independent i 

investors own 61.5 per cent which laid the v-- e 

in Satyam and were largely their constitutio 

responsible in persuading the 

management to reverse two 


such raiders and policy-makers 
frowning on them. Perhaps 
this has to do with the danger 
of short-term traders posing 
as activists in the quest for a 
quick buck. Whatever the 
reasons, few investors are 
willing to go out on a limb 
and take on managements. 
The last time something 
like this happened suc- 
cessfully was in 2000, 
when Delhi-based investor 
Abhishek Dalmia made a 
hostile bid for Mahindra 


companies in Lifespaces (earlier Gesco 
visibly wealth-destroying ac- India. Shareholder activism may Corporation). This prompted the 


quisitions. By mercilessly hammer- not be easy in a situation where the promoters Mahindra & Mahindra 
ing the stock, these investors suc- promoters (owners) are also the to make a counter offer at a higher 
ceeded in doing something the in- managers of companies,” says price. Dalmia didn’t succeed in the 
dependent directors couldn’t. Devesh Kumar, Managing Director, acquisition but he succeeded at 
“There is a thin line between the Centrum Broking. However, a fund something else—in creating value 
management and ownership of manager who didn’t want to be for shareholders. 
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“bir ee basic air fares on 
the domestic sector. 

The maximum 
reduction in fares is on 
the Chennai-Bangalore route 
at 82 per cent. 


£16.7 billion (Rs 
1,16,900 crore): The loss 
suffered by ArcelorMittal's 
L.N. Mittal during the credit 
crunch. 


10,037: The number 
of branches of life 
irfsurance companies 
across India. 


rs 45,000 crore: 


Shortfall in the funds 
raised by India Inc. through 
debt and equity in 2008 

+ when compared to 
last year. It could mobilise 
only Rs 3,05,377 crore as 

of December 23, 2008 
compared to Rs 3,51,316 

crore last year. 
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The Cost of Safety Goes Up 


Get set to cough up a lot more as premium if you want to insure your- 
self against terror attacks as insurance companies revise their terms. 


HE SCALE OF THE DAMAGE DUE 
Te the terror attacks in 
Mumbai has prompted general in- 
surance companies to revise the 
terms of providing such insurance 
cover. The General Insurance 
Corporation, the rein- 
surer (GIC Re), has pro- 2 
posed to increase the 
terror pool from Rs 
750 crore to Rs 2,000 
crore by increasing 








At a Premium | 
Proposed new slabs for insurance Baira terror 


Total Sum Insured Risk Category Existing Rate * Revised 
per Location (Rs) WATTAM. Rate** % 


1. Upto 750 crs Eus. 


Industrial Risk 0.22 0. 30 36 
Non-Industrial Risk 0.13 0.20 54 
Residential Risk 008 010 25 


2.Over 750 crs & up ein st7 er (1 lo 
Industria Risk 0.17 0.25 4] 
Non-Industrial Risk 0.10 0.15 50 
3. Ont TOR a Fie SOM o SBS s 
balance Sum Insured as under : 95 
Industrial Risk 0.13 020 94 
Non-Industrial Risk 0.08 — 0.12 50 


*(per mille) **(per mille) Proposed. Rates to be applicable as and when 
approved by the IRDA. Source: General Insurance Corporation (GIC) Re 


the term rates for providing such 
cover. If Insurance Regulatory 
Development Authority (IRDA) ap- 
proves the proposal, the term rates 
could be brought under the slab 
structure. For a terror cover of 
Rs 750 crore, the industrial risk 
coverage could go up from 22 
paisa to 30 paisa for every Rs 
1,000 of sum insured, a 36 per 
cent increase. For the residential 
risk in the same slab, the cover 
will go up by 25 per cent. 

In India, general insurers do 


hotels," 


restaurant. 


not provide a direct cover against 
terrorism. It's an add-on feature in 
the fire policy and the additional, 
premium is transferred by the gen- 
eral insurer to a common terror 

pool account managed by the 

GIC Re. This pool, which 
mb. had Rs 700 crore accu- 
| mulated in the account, 

was created after the 
M September 11 attacks in 
America in 2001. The re- 


cent terror attacks 
may have wiped out 
a significant amount 
from this pool, and 
hence the need to in- 
crease the term rates. 

"Suddenly the 
demand for terror 
coverage is coming 
not only from met- 
ros but also from the 
tier-1 and tier-2 
towns. Since there is 
a limitation to pro- 
viding risk cover in a 
particular location, 
there is a need to 
increase the term 
rates," says R. Krish- 
namurthy, MD, 
Watson Wyatt, 
an insurance con- 
sulting firm. 


While the proposed slab struc- 
ture differentiates on the basis of 
amount of cover, 
differentiate on the basis of the 
quantum of the risk or extent of 
damage to the insured entity. As a 
senior member of the GIC points 
out, the magnitude of risk is more 
in a five-star hotel than a small 
"Therefore, terror 
insurance rates should be higher 
for crowded places like malls and 
he says. 


it doesn't 


RACHNA MONGA 


The Money Makers 


A five-year survey of the nation's top wealth creating companies 
and their track records throws up some surprises. 


OW THAT THE ANNUS HORRI- 
bilis for the Indian bourses 
has ended, bringing an end to the 
five-year bull run—finding out the 
biggest wealth creators in the past 
five years could give a sense of 
where your money should flow. 
A report released by Motilal Oswal 
Securities throws up some useful 
pointers—the great companies to 
invest in, the good ones and the 
"gruesome ones", which one 
should avoid. 
Of course, identifying the great 
from the good and the good from 


highly laid-back who are content 
with low-profit operations or 
aggressive management that goes 
on an external fund-raising binge 
leading to value destruction. 

As the report points out, great 
companies have significantly lower 
growth rates than good and "grue- 
some companies". This is typically 
achieved by infusion of very little 
additional capital to give a steadily 
rising RoE (Return on Equity) and 
high dividends. Good companies 
grow at healthy rates but typically 
require large doses of protein in- 


MICHAEL 
CLAYTON 





LOO OQ. (@@) 
SOA THEGREAT — NY THE Goon d THE GRUESOME as 

Hero Honda Motors Siemens Hind, Copper | 

Hindustan Unilever Bharat Electronics | HMT A 
GlaxoSmith Pharma Sesa Goa Essar Oil 

NDMC Financial Tech Aditya Birla Nuvo ‘gpg, = 


Zee Entertainment 


Nestle India Hindustan Zinc 


All figures for 10-year average adjusted ROE % 








the gruesome is what’s pertinent, as 
an investor. The great brigade usu- 
ally has a long-term competitive 
advantage achieved through a 
lower cost of production and brand 
power. Additionally, all great busi- 
nesses depend very little on mana- 
gerial prima donnas to run them. 
Good companies, on the other 
hand, while enjoying a competi- 
tive cost advantage, are largely de- 
pendent on management expertise 
tO execute processes for success. 
The gruesome platoon could be 
led by two kinds of leadership— 


m. cnm 






take—read capital—to sustain their 
growth. The black sheep, so to 
speak, are the gruesome firms, 
which demonstrate a very high 
growth rate—a sort of honey trap 
for investors. It requires pumping in 
a lot of capital with little or no 
returns. That, however, does not 
mean that all great companies make 
for great investments, if they are 
bought at gruesome price. If there's 
very little margin of safety, it could 
turn out to be a gruesome, or an 
ugly investment, says the study. 
TEJEESH N.S. BEHI 





IHIS YEAR 

COME HOME 

WITH THE 
STARS 


e. A 


NATIONAL 
TREASURE 


DOOK OF SECRETS 
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TOP OF MIND 


Recycle Your Mobile 





What is it all about? You will be able to drop 
off your old mobile phone and accessories at a 
recycling bin set up by Nokia. 


So they can resell it? Not quite. The company is 
saying that it will accept any device from any brand and it 
does not have to be in working condition. 


Why? Basically, electronic goods need to be recycled carefully. In 
many parts of the country, old electronic products are recycled in a 
manner hazardous to health and environment. 


What does one get in return? The satisfaction of doing something 
environmentally responsible. Nokia is also promising everyone who 
deposits a phone, a small "gift", most likely a T-shirt. 





KUSHAN MITRA 








Not Game Yet 


A Nielsen study shows that India is fast bridging the digital divide with the western 
world, but they would still rather watch movies than get into gaming. 


surveyed claimed to have bought a 
DVD in the past six months and 59 
per cent bought new music CDs, 
compared to 37 per cent who 
bought computer games. “Riding 
on the back of Bollywood, movies 
and music are an integral part of 
an Indian’s media consumption,” 
says Vatsala Pant, Associate 
Director, Client Solutions, 
Nielsen Company. 
Playing video games on a 
computer or portable phone 
device is preferred to playing 
on a gaming console. It is in- 
teresting to note that in an age 
of Internet access through mo- 
bile phones, the number of 
Indian respondents, who had a 
non-video or web-enabled 
mobile (67 per cent) in their 
house, was greater compared to 
respondents who had a video- 








LEARLY, INDIANS PREFER 
C their movies over video 
games. This is so, despite the 
fact that the digital divide be- 
tween emerging markets and de- 
veloped economies is blurring, 
making the former more hungry 
for games. In a survey spanning 52 
markets involving 26,202 people 
across Europe, Asia Pacific, North 
America and West Asia, the Nielsen 
Company reveals that while people 
in western countries tend to be 
heavy users of media hardware 
like DVD players and gaming con- 
soles, next-generation devices like 
video-enabled handsets are more 
popular in the up-and-coming 
markets, particularly in Asia. 
However, in India, television 
sets rule. Fancy video-handsets, 
and, therefore, gamers are far 
fewer in number. 


Movies and music—not com- enabled or web-enabled mobile 
puter games—sell like hot cakes in Cinema rules: Movies and music—not (36 per cent). 
India. Around 63 per cent of people — games—are popular with Indians SHAMNI PANDE 
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At Hamdard we feel that the more we give, the more we gain 
That's the way it has been for a hundred years. From watering 
the plant of Unani wisdom to spreading education, it all comes 
from the heart. Even the profit we earn from ou! brands that 
enrich your life, does not line our pockets but goes to uplift 
society. Every year, over 60,000 students aspire to new heights 
through subsidised education at institutions Suppi yted by us. 
Institutions of repute that include schools, colleges and 


a university. 


Our only reward is the minds we ignite and the warm glow 
within that inspires us to live for India. As we grow, we find 
more room in our heart to fill more lives with health, hope and 


happiness for yet another century. 
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Building ambition with b. 
a feeling that lives for India 3999 


Celebrating 100 years of service to life 
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Boomtime for Indian MFIs 


Massive client outreach in 2008 has made Indian MFIs global 
contenders. That's not necessarily a good thing, say critics. 


E ul 


ICRO FINANCE INSTITUTIONS IN 

India are welcoming 2009 
with a smile as they look back on a 
productive year. As many as seven 
Indian Mris have been ranked 
among the world's top 50 in an 
annual Microfinance Information 
Exchange (MIX) ranking of MFIs 
across the world in 2008. 

“We are delighted to see 

that Indian Mris have 
done well in the past 
year. This is a testa- 
ment to the rigour of 
the MFI sector and the 


THE TOP MFIs 
Global 


Rank — MFls 





No. of Borrowers Growth (%) 


Vijayalakshmi Das, Chief Executive, 
Friends of the Women’s World 
Banking, India. The added focus on 
efficiency, she says, has altered the 
rankings significantly, making it pos- 
sible for non-profit MFIs like Cashpor 
to be ranked #4 in the world. But 
then, the rankings have raised some 
serious concerns as well. 
“Growth rates in borrowers 
have changed. About one- 
third are growing at over 
50 per cent a year. While 
this is reasonable for small 
institutions, it could indi- 
cate overheating of the in- 
dustry with a focus on 
growth in microborrowers, 
paying little attention to 


Es MBK Ventura, Indonesia — 64548 4958 product diversification,” says 
2 SKS, India 162947 217.6 — a wri - indus- 
3 SDBL SriLanka 9379 29.3 ee ee ees ENIM 
4 Cashpor MC, India 303.245 504 ago, founded the Enterprise 


5 BRAC, Bangladesh — — 6397635 408 





Solutions to Poverty that 
engages industry leaders 


19.439 131.0 š 
^ and entrepreneurs in build- 
101394 938. ing inclusive growth strate- 
31,407 712 gies in India and other 
COST EMEN 33 emerging markets. 
10 Al Amana, Morocco 481303 — 18 She also feels the MIX 
THE OTHER FIVE INDIAN MFIs AMONG TOP 50 measures do not give 


12 Sarvodaya Nano Finance, India 1,74,911 


14 ESAF India 1,445,712 
22 Spandana, India 1188861 
46 AWS, India 33,196 

48 CReSA, India 24,120 


Source: 2008 MIX Global 100 Composite Ranking based on data from 


MIX Market available on Dec 1, 2008 
Growth over previous year 


strides we have made in terms of 
outreach, efficiency, and trans- 
parency," says Vikram Akula, 
Founder and Chairman, SKS 
Microfinance. SKS is ranked #2. 
"The focus this time has been 
more on efficiency rather than on 
just outreach and profitability," says 
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50.0 enough weight to institu- 
323 tions offering products that 
298 build income and assets. 
236 She observes that almost 

all the top 100 are NGOs 
103 or NGOs that have 
converted to regulated 
financial institutions and 
says: “It would appear that 
mainstream banks active in micro- 
finance have not opted to report 
to MIX." 

Finally, to give a sense of how 
small most of the top 100 MFIs are, 
she observes that only 16 have over 
200,000 clients. 

E. KUMAR SHARMA 





HSBC Global Asset Management 


A Tax Saver 
that's a Life Saver 





Presenting an Equity Linked Savings Scheme (ELSS) that offers the benefit of tax savings along with a FREE Critical 
lliness Cover. This means, you can save tax of up to Rs 33,990 under sec 80C* and be covered against 6 critica 
illnesses absolutely FREE. What's more, it also gives you the benefit of equity market-linked returns. For further 
details, call us or your investment advisor. 


Save tax of up to Rs 33,990 under sec 80C* 


sms INVEST to 56767 


HSBC Mutual Fund 


Issued by HSBC Asset Management (India) Private Limited WWW.assetmanagement.hsbc.comv/in 























*Under Income Tax Act 1961, for an investment of Rs 1 lakh assuming that the investor falls under the maximum tax slab of 30: plus education cess & surcharge; applicablt 
for Finance Act, 2008 











Minimum lump sum investment of Rs 10,000 or HSBC SIP Plus investment of Rs. 2,000 (for a minimum of 36 months) is required to avail of the free Critical Illness et 
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Figures are in % of total sales 


“Data by SIAM (Society of Indian Automobile Manufacturers), text and interpretations by BT. 





Vrooming Ahead 


The Indian Automobile industry might 
have suffered a few bad months, but 
the opportunities are still huge, as a 
recent SIAM^ study proves. 


SCOPE FOR GROWTH 
While record setting sales were 


achieved last year, India is still an 
de GR et according 


to per capita numbers. 
Passenger Vehicles 
Germany 565 
France 480 
US 453 
Japan 451 
Malaysia 271 
ndia} Vehicles per 1,000 people 
Commercial Vehicles 





Two-wheelers 
Thailand 286 
Malaysia 258 
Italy. 166 

Japan 100 

Spain 90 

India Vehicles per 1,000 people 
Vehicles per mile 





SALES 


Though vehicle sales have 
grown by an average of 1075 
CAGR over the last 5 years... 


21 
17 
9 
8 
Passenger Three- 
Vehicles wheelers 
Commercial Two 
Vehicles wheelers 


... but a sudden & sharp fall has 
taken place since Sept. ‘08... 


Wve over over 
Sept. 07 Oct. 07 Nov. '07 


Passenger 531 -9.05 -23.71 


Vehicles 


Commercial 9.9) .3595 -49.52 


Vehicles 


Three- 7111 -6.66 -23.12 


wheelers 


Iwo- 14.51 -14.52 -14.68 


wheelers 


.. Which has clouded short- 
term forecast 


Concerns 
High interest rates 
Slow growth in the services sector 


Figures are in % 


THE MARKET SHARE 
While Maruti rules the passenger 
cars L Tata Motors, Hero 
Honda & Bajaj Auto dominate 










0.22 Mercedes-Benz India 
1.18 Skoda Auto India 
13.88 Tata Motors 

0.60 Toyota Kirloskar Motor 
0.17 BMW India 


I 28 Fiat India Automobiles 
2.57 Ford India 


0.91 Hindustan Motors 
£— 4.93 Honda Siel Cars India 
3.76 General Motors India 
17.97 Hyundai Motor India 
2.15 Mahindra Renault 





COMMERCIAL VEHICLES TWO-WHEELERS THREE-WHEELERS 
Tata Motors with 4 9G Hero Honda sold 54% Bajaj Auto with a 54% 
shares dominates the ofthe motorcycles, but — share dominates the 


the competition is getting segment, but growth has 
tougher & Indians are been weak as people shift 
buying Scooters again. to four-wheelers. 


market, but competition 
from global majors 
should spice things up. 
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“(Indian IT compa- 
mes need to move 
ahead and think of 
innovation. The need 
to draw better 
returns is s built on cost 
efficiencies in the short-term, 
but primarily obtained through 


d 
innovation 
Viswanathan Anand, World's #1 ranked chess player, 


in The Economic Times 


“We virtually handed Mumbai on a 
platter to the terrorists” 


Rahul Mehta, MD, Creative Group, a Mumbai-based 
textile exporter, in BusinessWeek online 


“The Indian economy will 
bounce back much faster and 
more vigorously than most 
people anticipate” 

Rakesh Jhunjhunwala, 


Equity and Investment Guru, in Business Line 


“G-20 was an important step 
forward. But it is still not the 
G-172. We now need to 
recognise, that you have to 


bring everybody to the table” 
Joseph E. Stiglitz, 


Nobel Prize winner and Professor at 
Columbia University, in Mint 







“We would like to create a buzz, 
which is akin to advertising on the 
moon. That is, the work is 
visible to everyone who 
looks up at the moon” 
Prasoon Joshi, 


Executive Chairman, McCann Worldgroup 
India, in Business Standard 
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Stimulus Package Il 


Another stimulus from the government, which doesn't seem enough. 


HE INDIAN ECONOMY IS 
p pee to grow at 5-6 per 
cent, even as most of its global 
counterparts are in a gloom and 
doom situation. However, this es- 
timate may be in 
danger if one sees 
the intensity of de- 
celeration in the do- 
mestic economy. In 
an attempt to speed 
up the revival, 
Reserve Bank of 
India (RBI) and the 
government has in- 
tervened yet again. 
Will this be ade- 
quate? Ravi Kant, 
Managing Director, 
Tata Motors, says 
the government 
needs to ensure that 
liquidity ultimately 
reaches customers 
at reasonable costs. 
"Although the steps would help 
commercial vehicles, the govern- 
ment needs to do more to sub- 
stantially stoke demand," says 
Kant. Chanda Kochhar, Joint MD, 





9 — owe k. 


phe ecm a 
point to 





ICICI Bank, says: “These measures 
would accelerate the move to a 
lower interest rate regime." 

Yet, a section of bankers ar- 
gue that lower interest rates alone 
are not enough to 
revive demand. 
"Despite the us 
Federal Rate being 
reduced to a low of 
0.25 per cent, there 
are few signs of re- 
vival there," points 
out a banker. 
“Commodity and 
food prices have 
been falling and it's 
a good enough rea- 
son for another 
round of rate cuts 
in the next 3-6 
months," says 
Rajesh Mokashi, 
Executive Director 
at rating agency 
CARE. The government maintains it 
does not envisage any further 
measures in the current fiscal. Will 
events force it to change its mind? 

ANAND ADHIKARI 





RECOGNISED: 
Infosys, as one among 
the top 20 global com- 
panies in the prestigious 
"Most Admired Know- 
4 ledge Enterprises” 
(MAKE) study, 2008. 





ACQUIRED: By consulting major 
PricewaterhouseCoopers, all shares of 
ECS Ltd., providers of HR consulting 
services, from the erstwhile owners 
Eicher Goodearth. 


INTRODUCED: The Insurance Laws 


(Amendment) Bill that seeks to hike the 
Foreign Direct Investment limit in the 
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sector to 49 per cent from the existing 
26 per cent. The bill was finally intro- 
duced in the Rajya Sabha. 


SLOWDOWN: In India's fuel con- 
sumption, an indicator 
of economic activity. It 
grew by just 2 per cent 
in November, with 
diesel sales dropping 
for the second month 
in a row. Oil product 
consumption in Nov- 
ember was 10.99 million tonnes, a 
bit higher than 10.77 million tonnes in 
the same month last year, according to 
the Petroleum Ministry. 















GADGETS, 
GIZMOS & GIRLS 
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dx tawa NU. be ira sam 
wm Dell thinks Pink: Dell XPSTM 


M1530 and M1330 laptops. are 
now available in pink after their in- 
ternal research showed that 
women like to carry colourful lap- 
tops and technology products as 
way of expressing themselves. 

m Samsung "Le Fleur": Samsung 
has come up with 

—E500 and the Samsung 
E570 phones—both “Le Fleur” 
of which are clam- 
shells (flip 
phones). 


m VistaQuest: 
VistaQuest has a 
new keychain 
camera for women. 
It is predictably pink. 


TEJASWI SHEKHAWAT 














Let us surprise you, 
come experience France. 
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BUSINESS TODAY-E&Y Deal of the Month 


DEAL WATCH India's leading technology company, Wipro Ltd., through its IT 
The biggest deals in December —_cervices business, Wipro Technologies, has agreed to acquire Citi 
Technology Services Ltd. (CTSL), in an all-cash deal, for $127 
million (Rs 635 crore). Under the Master Services Agreement, the 
deal guarantees revenues of at least $500 million to Wipro over six 
years. The deal is expected to close by March 2009. 








Impact Analysis 

In times where ITES companies are scouting for sources of steady revenue streams, the deal 
comes as a welcome step for Wipro. The deal helps Wipro beef-up its presence in banking and 
financial services, specifically in risk and compliance related services. As far as Citigroup is 
concerned, this transaction is in continuation to its strategy of exiting non-core businesses. 


TARGET | | ACQUIRER INDUSTRY TYPE DEAL VALUE STAKE 





















v (Rs crore) (%) 
eon Tec nolo: gy Me LM, Wipro Technology Acquisition 618.6 100 
Hir ny nanda ini Gr Grol Group Con panies “its Wachovia and Marathon Views Real Estate, Hospitality Private Equity 500.0 NA 
(Lakepoint Bui Ww A & Construction 
A Hiranandani eater mund | rid r 

Viu ys Infrastructure India Plc Infrastructure Private Equity 450.0 49.0 
| Hirco Plc Real Estate, Hospitality Acquisition 436.3 100 
AG alae : | 

M ee = MESH & Construction 

Balaji siis | ue United Spirits Consumer Products Acquisition 302.7 1000 
e vw & Retail 
pecore, Man AG Automotive & Industrial — Investment 301.2 142 
Se CIC ote pees Products 
Deepak Cables India IDFC PE and UTI Ventures Manufacturing Private Equity 285.0 26 
Ctris Datacenters Undisclosed Investors Technology Private Equity 250.0 NA 
Minrad International Inc. Piramal Healthcare Pharma.& Chemicals Acquisition 218.2 100 
Lifetree Convergence Tecnomen Oyj Telecommunications Acquisition - 217.9 X 966 
Biotor Industries Morgan Stanley PE Manufacturing Private Equity 182.0 NA 
Engineering Plastic Business and SRF Manufacturing Acquisition 151.7 100 
Industrial Yarn Business 

Kumar Builders IL&FS Milestone Group Real Estate, Hospitality — Private Equity 139.0 NA 

& Construction 
Infovision Group Serco Group Plc Technology Acquisition 134.8 60 
IL&FS Transportation Networks Standard Chartered IL&FS Asia — Infrastructure Private Equity 130.0 5 

Infrastructure Growth Fund 

Jaypee Hotels — Jaiprakash Associates Real Estate, Hospitality — Investment 106.4 279 

& Construction 





Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. Includes only M&A, private equity and brand sale transactions Not a complete list 
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The safety of a Fixed Deposit and 
the growth potential of a Mutual Fund 
in one unbelievable investment. 





Presenting Citibank Protect & Grow Deposit - It's not just a new investment option, it's 
a whole new way of investing. 


With Citibank Protect & Grow Deposit, you can be assured about the safety of your 
principal, while giving you the opportunity to earn potentially higher returns on the 
interest earned. Enjoy an attractive interest rate on your deposit and enjoy the benefits 
of investing the interest earned in Mutual Funds of your choice. 


* Book a deposit of minimum Rs. 15 lakhs for at least 1 year 

* Enjoy attractive interest returns on your deposit 

* Choose the percentage of interest to be invested in any Mutual Fund scheme, 
with a minimum of Rs. 5000 in any one scheme 

* Auto-renewal facility is also available with your choice of funds 

* Invest the quarterly interest you earn from your Fixed Deposit in 
up to 4 open ended Mutual Funds” distributed by the Bank 


For further details, SMS 'GROWTH' to 52484 or contact your Citibank Relationship Manager 
or visit www.citibank.com/india 


,)"- 


Safety of Safety and potential for 
a Fixed Deposit. higher returns on your investment. 


Citi never sleeps 


cítibank 





D8 Citigroup Inc. Citi and Arc Design is a registered service mark of Citigroup Inc. Citi and Citi never sleeps are service marks of Citigroup Inc. Terms and Condition 
- Please refer to application form or visit www.citibank.co.in for complete set of terms and conditions.investment products are not bank deposits or obligations of c 
nteed by Citibank, N.A., Citigroup, Inc or any of its affiliates or subsidiaries, are not insured by any governmental agency and are subject to investment risks, includin 
5ssible loss of the principal amount invested. Past performance is not indicative of future results; prices can go up or down. Investers investing in funds denominated | 
»cal currency should be aware of the risk of exchange rate fluctuations that may cause a loss of principal. This document does not constitute the distribution of an 
ination or the making of any offer or solicitation by anyone in any jurisdiction in which such distribution or offer is not authorized or to any person to whom it is uniawfi 
Rribute such a document or make such an offer or solicitation. Investment products are not available to US persons and may not be available in all jurisdictions. Mutui 
; are subject to market risk. Please read the offer document carefully before investing. *Interest earned quarterly on the Fixed Deposit can be invested in up to 4 ope 
4 Mutual Funds distributed by the Bank. Account opening and Loan Facility are subject to Citibank Account terms and conditions & applicable RBI guidelines. Please refe 
w.citibank.com/india for detailed terms and conditions. Publicis Ambience/Banking/08-12-0209 





Poison? 


A new report suggests 
ways to fix the 'flaws' in 
the functioning of the IIMs, 
but the prescription has 
created controversy and 
resentment among top 
IIMs. KUSHAN MITRA 


“The responsibility for the gover- 
nance of IIMs is divided between the 
Government, the Boards of the IIMs 
and tbe Directors. None of them 
have been able to play an effective 
role in developing strategies and 
goals for meeting new challenges, 
and making IIMs into institutions 
which could rank with the best busi- 

ness schools in the world” 
—Report of the IIM Review 
Committee, 2008 


HAT IS WRONG WITH 

the Indian Institutes 

of Management 

(IMs)? Plenty, if a new 

report prepared by a committee 

headed by R.C. Bhargava, 

Chairman, Maruti Suzuki India 

Limited, is to be believed. The re- 

port titled “Ms: From Great 

Teaching Institutions to Thought 

Leadership Centres" says that the 

IIMs’ current system of function- 

ing is flawed and that has kept 

these business schools from being 
ranked with the world's best. 

With one new IIM that has just 

opened in Shillong and six more 
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SHAILESH RAVA 





BHARGAVA PANEL'S KEY RECOMMENDATIONS 


PROPOSED 


Creation of a 15-member pan-IIM 
Board with five government nominees to 
monitor and supervise the functioning of 
IIMs on behalf of the government 


IIMs to recommend person to be 
appointed as Chairman of Boards 


Ihe Board of each IIM to select and 
appoint Directors 


Initial Governors of IIM Boards to be 
appointed by a panel consisting of 
secretary MHRD and three independent 
professionals 


Full powers to IIM Boards for creation of 


teaching and administrative posts 


Full budgetary powers to each IIM 
Board. Government funding likely to be 
required tor capital expenditure 


CURRENT 


No such body 
exists 


Government 
selects the 
Chairman 


[he Cahinet 
Committee does 
ths 


V Ver two thirds 


of Governors are 


appointed by the 


government 


Its done with 
government 


ipprova! 


Budget ; reguire 
Poyernmeni 


iPproval 


AUTONOMY METER 








on the way, including one in 
Jammu and Kashmir, the need for a 
report seemed rather obvious. 
However, given the scrap that the 
Ministry of Human Resource 
Development (MHRD) has been 
having with the IIMs over the past 
few years, some IIM alumni and 
members of existing IIM Boards feel 
that the Bhargava Committee's re- 
port is just a back-door way for the 
government to increase its control of 
the fairly autonomous IIMs. 

The sore factor is the Bhargava 
Committee's most controversial 
suggestion—creation of a 15-mem- 
ber pan-iIM Board to act as a go- 
between the government and the 
soon-to-be 13 Ms. This board will 
not have any role to play in the 
day-to-day functioning of the IIMs, 
but it will approve vision and mis- 
sion statements, analyse the per- 
formance of each IIM every two 
years, as well as advise the govern- 
ment about the IMs. Of the 15 
Board members, five will be gov- 
ernment nominees. 

The boards of tIM Ahmedabad 
and IIM Bangalore have slammed 
the report. Ironically, the two lead 
members on the panel, Bhargava 
and Rediff Chairman Ajit 
Balakrishnan, sit on uM Calcutta's 
board. 11M Bangalore has formally 
stated that the report will stand 
in the way of creating strong 
institutions. 

Essentially, the Bangalore and 
Ahmedabad IIMs are opposed to 
the idea of a pan-IIM board. A mem- 
ber of the IIM Ahmedabad Board 
claims that while the report sug- 
gests that the older IIMs 
(Ahmedabad, Bangalore and 
Calcutta) have been successful in 
creating independent and discern- 
able images, the creation of a pan- 
IIM board will eventually create a 
standardised product, which will 
destroy the ethos of the system. 
“Would a pan-tIM board really have 
the best interests of a particular IIM 
in mind?" the member asks. 


THE RISE AND RISE OF MBAs 


The demand for management education in India has gone through the roof. 


NUMBER 199. 25,000 


APPLICANTS 2008: 2,50,000 


The report has 
found gaps between 
the role and function- 
ing of the boards of 
the iIMs and that of 
the Director. It blames 
the Director for the 
lack of faculty 
appointments as well 
as the failure to 
recruit suitable candi- 
dates for the Fellow 
Programme in 
Management (FPM), 
the doctoral course in 
management from 
which most IIMs re- 
cruit faculty. The report highlights 
the fact that most directors have 
been *weak" because of their am- 
biguous relationship with the board 
and the government. Currently, IM 
directors are appointed by the MHRD 
but report to the board. 

The report says that with rest- 
ricted powers, the boards and dir- 
ectors are often helpless and as such 
the creation of a pan-IIM board will 
help in the decision-making process 
by speeding it up. Bhargava con- 
tends that the IIMs will have a say in 
the appointment of members to the 
pan-IIM board. 

But the report is timely for an- 
other reason. Since 1990 the de- 
mand for management education 
has shot through the roof in India. 
The number of examinees sitting 
for the Common Admission Test 
(CAT) entrance has risen from 25,000 
in 1990 to 2,50,000 in 2008 while 
the number of seats has just about 
risen from 500 to 1,800 through 
the addition of new capacity and 
two new IIMs—at Indore and 
Kozhikode. However, the number of 


independent B-schools has shot up 


à 4 


Protestin 
have nol 
impor OF {i 





NUMBER 1990: Under 100 


| B-SCHOOLS 2008: Over 1,000 


from around 100 in 
1990 to over a thou- 
sand today, with sev- 
eral of them not be- 
ing under the aegis of 
the All India Council 
on Technical 
Education (AICTE). It 
was to counter the in- 
crease in back-alley 


TOS UU GS unrecognised MBA in- 


stitutes that the gov- 
ernment decided to 
establish the new IIMs. 
The report suggests 
that the new pan-IIM 
board will help in the 
establishment of the six new IIMs. 
Some feel that the existing IIMs 
are being "jealous" and do not want 
to help the new schools, but board 
members deny the charge. “We are 
all for mentoring, and if you look at 
the Directors of other tIMs, they are 
fellows from IIM-A,” says an IIM 
Ahmedabad board member, adding: 
“What we are against is the concept 
of standardisation and the resultant 
bad governance practices that the 
creation of a super-board will have." 
But, as Bhargava notes, the IIMs 
are government institutions and 
cannot demand "independence" 
from the government. "I do not 
believe that the institutes that are 
protesting have truly understood 
the import of the report," he says. 
Whether the Committee's findings 
are taken seriously by the govern- 
ment is yet to be seen. Not all the 
recommendations of the six previ- 
ous IIM Committees, including the 
three review committees, were 
adopted. But given the noise the 
latest report has generated already, 
the furore does not look like ending 


anytime soon. 
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Opportunities & 
Challenges ahead: 


THE IIMS ARE ON THE CUSP OF SOME 
amazing opportunities, but are 
facing some serious threats that 
can marginalise them forever. They 
can collectively provide a bouquet 
of offerings that can make India a 
world-class management education 
hub and knowledge capital for the 
world. This is because, firstly, the 
rest of the world is focussing on 
emerging markets, particularly India 
and China, and now recognises 
that these pose new challenges and 
need new solutions; secondly, there 
is no “from within" knowledge be- 
ing created as yet on emerging mar- 
kets and; thirdly, India, through 
the IIMs, may have a better shot at 
achieving this than China. 

However, competition is about 
to explode. Top management 
schools of the world will soon be 
in India. In fact, many are already 
here in some form or other. 
Singapore, China and Dubai are 
aggressively attracting campuses 
of the world's best management 
schools. The iiMs, with their cur- 
rent level of wide-ranging gov- 
ernment control, interference into 
their operations and very limited 
degrees of strategic freedom, could 
end up being marginalised. Poor 
pay scales and continuous attempts 
to "regulate" faculty activities have 
led to difficulty in attracting high- 
calibre faculty. The poor quality of 
infrastructure relative to the new- 
comers, severe controls and con- 
straints in internationalising their 
footprint of knowledge etc., need 
to be addressed. This Review 
Committee report focusses on each 
of these problems and suggests a 
way forward. 
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On autonomy and 
accountability: 


The best way to enable the IIMs to 
survive and seize the opportuni- 
ties is to empower their boards fur- 
ther, give the individual institu- 
tions freedom from “off-board” 
government control, and put in 
place stringent accountability meas- 
ures. Boards must agree with *man- 
agement" to targets and undertake 
a formal, documented evaluation 
each year, on the following di- 
mensions: (1) Academic excellence, 
knowledge creation, thought lead- 
ership and impact on India and the 
world through teaching, research, 
consulting activity.(2) Institution 
development and growth in scale, 
scope and stature.(3) Social obli- 
gations and social contribution and 
good citizenry.(4) Quality of gov- 
ernance structures and processes 
including at the board level. (5) 
Performance in balancing financial 
health and accessibility 

and encouragement to 
economically weaker 
sections of society. 


On research, 
consulting, 
teaching: 


Research does 
not happen 
out of thin 
air. It re- 
quires active 
intellectual 

networks to be 
nurtured be- 
tween academ- 
ics around the 
world, be- 
tween indus- 




















What IIM Review Panel Should Have Said 


try and academia, flexible admin- 
istrative systems that assign travel 
budgets, infrastructure etc., where 
needed. Consulting is good, not 
bad—there cannot be good man- 
agement school teachers who are 
out of tune with the fast changing 
world outside. Every faculty mem- 
ber must be made to log a mini- 
mum number of teaching, 
research and consulting hours. If 
courses are to be updated every 
year and new ones created, then 
we must be realistic about the 
nature of effort required to offer a 
single credit course. 


On mentoring newer IIMS: 


Mentoring is not a turnkey job 
where one IIM sets up another, 
transplants courses, transfers or 
loans faculty and clones itself! 
Mentoring must result in the 
creation of new, strong, independ- 
ent thinking institutions in a 
market-focussed manner. The di- 
rector and boards of new IIMs must 
be appointed through a search 
process from within the IIM group 
as well as outside. Resources and 
business plans must be identified 
and approved by them. All 
knowledge material, seminars and 
other faculty develop- 
ment activity is made 
available to them free 
of cost for a certain 
number of years from 
all other IIMs in 
the system. 


(Tbe autbor is an 
alumna, visiting 
faculty and a 
board member 


at IIM Abmedabad. 
Views are personal.) 


NISHIKANT GAMRI 
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December 


The Ambani brothers love to make announcements around 
their father's birth anniversary on December 28. This year, 
while Mukesh started off the Reliance Petroleum refinery 
on December 25, Anil announced the GSM launch on 
December 30. SUMAN LAYAK 


changed its outlook on the com- 
pany to negative from stable. s&pP’s 
credit analyst Mehul Sukkawala 
said: “Profitability is expected to be 
adversely affected by lower fuel 
demand, especially in developed 
markets." In a report, S&P has 
pointed out that the company will 
face adverse market conditions im- 
mediately, but its cash flows may 
improve once the new refinery 
starts full-scale operations. 

The other issue that will worry 
Reliance Petroleum is the narrowing 
difference between the prices of 


FTER SOME DITHERING, 

Reliance Industries’ 

subsidiary Reliance 

Petroleum announced the 
commissioning of its new green- 
field refinery at Jamnagar on 
December 25, meeting the year- 
end target it had set for itself in 
2008. The announcement came 
after initial reports that the com- 
missioning might happen only in 
March 2009. 

The move was perfectly timed 
with Dhirubhai Ambani's birth an- 
niversary on December 28. But it 
was tokenism more than anything 
else. For it will take months to get 
the plant fully running. Only the 
crude unit has been activated. The 
Reliance Petroleum press release 
said that the rest of the secondary 
units are being synchronised and 
commissioned. While officials at 
Reliance Industries refused to come 
out with a definite date by which all 
the units will be functioning, sources 


TESTING TIMES 


sweet crude and the high-sulphur 
heavy crude. The company's ability 
to process the cheaper, heavier 
crude allowed it to enjoy a higher 


indicated that it may take a while. In 
fact, sources said “the crude unit 
itself will take sometime to stabilise 
and it will be well into January 
before processing starts ". 

Meanwhile, with two Reliance 
refineries at Jamnagar, this little 
town in Gujarat is already being 
labelled as the refining hub of the 
world. Essar's refinery is also 
located in the same place. The 
capacity of the new Reliance 
Petroleum refinery is 5.8 lakh 
barrels per day and is the sixth- 
largest in the world. It includes a 
0.9 MTPA polypropylene plant and 
has been built at a cost of 
$6 billion. The Reliance group 
now accounts for 2 per cent 
of the world's total refin- 
ing capacity. 

The new refinery, how- 
ever, comes on stream at 
probably the most difficult 
quarter for the group. 
Standard & Poor's (S&P's) 
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Mukesh Ambani: 


( TES not well 


30 BUSINESS TODAY 





refining margin in the past. 
However, with refiners globally 
adopting the technology to process 
heavy crude, the price differential 
between the two has already de- 
creased to $1.20 a barrel, from as 
high as $10 a barrel in 2004. The 
new Jamnagar refinery coming on 
stream has further buoyed the mar- 
ket for heavy sour crude. 

The output from Indian 
refineries fell by 1.1 per cent in 
November 2008—an indicator of 
the adverse market conditions. 
Reliance Industries’ refinery out- 
put, too, has fallen. Clearly, all is 
not well for Reliance and 2009 
could be a challenging year for 
the group. 
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N TUESDAY, DECEMBER 30, 
Anil Ambani announced 
the nationwide roll-out 
of GSM services by 
Reliance Communications (RCom). 
It was yet another important mile- 
stone for the Anil Ambani-promoted 
company. While it offers CDMA serv- 
ices across the country, its subsidiary 
Reliance Telecom currently offers 
GSM telephony services in only three 
circles: West Bengal, Assam and 
Gujarat. Now, the junior Ambani 
intends to use its GSM network to 
catch up with market leader Bharti 
Airtel and keep other rivals like 
Vodafone at bay. GSM services, after 
all, account for about 75 per cent of 
India's 325 million mobile users. 
Initially, Reliance Communica- 
tions will cover 11,000 towns and 
3,40,000 villages with its GSM 
operations. It has completed most of 
the capital spending on the second 
network and has already spent Rs 
10,000 crore ($2.1 billion). At a 
press conference in Reliance Centre 
in Mumbai, Ambani said: *With 
the combined offering of GSM and 
CDMA we will be aiming to become 
India's #1 network and serve one 
billion Indians." Ambani also an- 
nounced that Reliance Communi- 
cations will be bidding for 3G spec- 
trum on both GSM and CDMA plat- 
forms and would want to be a 
nationwide operator for both. 
Angel Broking's analyst Harit 
Shah feels the entry of Reliance in 
GSM services is only good news 
for subscribers. “Competition al- 
ways helps," he says. The broker- 
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age has put a buy on this scrip with a 
target price of Rs 450. 

For Anil Ambani himself, things 
have come full circle. In 1997, 
Reliance Telecom, the initial telecom 
venture by the unified Reliance 
group, began operations on the GSM 
platform under the stewardship of 
Anil Ambani himself. Later, in 2000, 
Mukesh Ambani took over the man- 
tle of Reliance Communications and 
preferred CDMA—it was then known 
as the poor man's mobile service 
with limited mobility. Subsequently, 
Anil took a backseat in the telecom 
business until the Reliance empire 
was carved up between the brothers. 
And today, he has led the business 
back to GSM technology. 

The tariff plans announced on 


January 4 for the GsM foray attempt 


to outdo the popular 501 scheme 
(Monsoon Hungama) that the com- 
pany had offered under his brother 
Mukesh's leadership. The GsM cus 
tomers have been offered SIM card for 
as little as Rs 25. A plan called cus- 
tomer experience programme has 
been launched that allows Rs 900 
worth of talk time to the customer for 
free over 90 days—at Rs 10 per day. 
The plan promises almost 100 per 
cent freebies for any customer willing 
to spend Rs 300 a month. It also 
comes with free unlimited calling at 
night within the Reliance Network 
and free unlimited calls for Mumbai 
customers within their state and 
Goa. Many of these are ‘first of its 
kind in India’ plans. One will just 
need to wait and see how competi- 
tors and consumers respond. 





up to 24 


bt current 


UMESH GOSWAMI 


India Inc. on the Prowl 


Healthy cash reserves and compelling valuations encourage 
India Inc. to scout for acquisitions abroad. SUMAN LAYAK 


Ajay Piramal: Spotting synergies 


FTER A RELATIVE LULL, INDIA 
Inc. is showing renewed in- 
terest in cracking deals. 
December 2008 suddenly saw a 
flurry of outbound M&A activity. 
Piramal Healthcare, Wipro and Rolta 
led the way with acquisitions ranging 
from $10 million (Rs 48.7 crore) to 
$127 million (Rs 618 crore). 
Analysts had been predicting a re- 
vival of interest in dealmaking. After 
all, globally, valuations are down 
and several Indian companies also 
have sizeable cash on their books. C. 
G. Srividya, Partner (Specialist 
Advisory Services) at Grant 
Thornton, a global audit, accounting 
and consultancy firm, says: “This is 
a good time for outbound acquisi- 
tions by Indian companies in view of 
the attractive valuations at which 
global companies are available cur- 
rently.” Adds Hiranya Ashar, 
Director and Chief Financial Officer 
of Rolta India: “Something that used 
to be valued at 1.5 to 2.5 times sales 
revenue can now be negotiated to a 
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value of even less than one time 
sales. When valued on the basis of 
EBITDA, what used to be priced at 
12-15 times EBITDA can now be ac- 
quired at six to eight times.” 
Khozema Anazwalla, Managing 
Director of KNAV Advisory, a firm 
that advises Indian companies on 
overseas accounting and valuation 
regulations, says there is a decline by 
almost a third in valuations, 


THE URGE TO MERGE 
Major outbound acquisitions were 
announced in December. 


m Piramal Healthcare acquired Minrad 
International for $40 million 


m Wipro acquired Citi Tech for $127 milion 
m Rolta India acquired Chicago-based 


Piocon Technologies for around $10 million — 


eaa 


m Financial Technologies acquired a 60 
per cent stake in Bourse Africa (a pan- 
African exchange) 


However, with the economic 
downturn eroding bottomlines, 
Indian corporates are circumspect as 
well. They are trying to ensure that 
there are adequate business synergies 
with the target companies. Piramal 
Healthcare, for instance, did its 
homework properly before acquiring 
Minrad International for $40 million 
(Rs 195 crore). Says Ajay Piramal, 
Chairman of Piramal Healthcare: 
"The company started off in the 
late eighties, spent a lot on research 
and installed manufacturing capac- 
ity and then ran out of money. 
Piramal Healthcare had perfect 
synergies with Minrad and has com- 
mitted another $40 million to ex- 
pand capacities." 

Still, experts say, a growing num- 
ber of Indian companies are on the 
prowl for acquisitions. Says Grant 
Thornton's Srividya: *There could 
be more acquisitions like the Wipro- 
Citigroup or WNS-Aviva deals go- 
ing forward, as these make eminent 
sense for both the buyer and the 
seller in the present situation. Indian 
companies will continue to be 
among key acquirers in the inter- 
national market." Adds Anazwalla: 
“Funds are being cleared with a de- 
lay. What would have been cleared 
by financiers in January will now 
only come through in March as due 
diligence has become stringent." 

Interestingly, apart from the 
outbound deals, December also saw 
the first PE investment by Morgan 
Stanley in an Indian company. The 
firm invested Rs 182 crore ($37.5 
million) in an unlisted Indian castor 
oil maker Biotor Industries. Lower 
valuations of domestic companies 
could spark off a reverse trend and 
more PE investments in Indian 
companies are likely. 
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COMELELEDLNCINGETILUN To 
A host of small start-ups in India 
are eyeing 'local' search as the 
next big business opportunity on 
the Internet. MALLIKA P. RAO 
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changing. Today's users can 

locate anything from a Delhi 
chocolate shop to a Mumbai 
masseuse, complete with direc- 
tions and phone numbers. 

“In the past, if you wanted to 
find a food joint or a plumber, 
you'd ask your friends and rela- 
tives," says Kiran Kondurim, Co- 
Founder of Bangalore-based web 
site AskLaila. That will soon 
change, he adds, with local search 
engines like AskLaila providing 
such information for free, and, in 
the process, empowering net- 
surfers and small businesses alike. 

The engines filter information 
by city, creating cheap ad space 
that could serve local businesses 


[>= INTERNET LANDSCAPE IS 


more directly than would high- 
profile TV spots. lt is a question of 
forced advertising versus unforced, 
Kondurim says, a distinction that 
makes all the difference. 

“If you get someone when 
they're actively seeking out a prod- 
uct and offer them a solution, 
they're more likely to take it,” he 
says, offering the example of a 
Bangalorean searching online for a 
restaurant. "If he sees a link for 
Little Italy, which is right near him, 
and he's hungry at the time, he 
could easily turn into a customer." 

"It's a far more cost-effective 
advertising medium compared to 
print or TV where you need to 
have, if not crores, at least lakhs," 
says Anurag Dod, CEO and 
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Founder of Bangalore-based search 
site Guruji. The site, which bills it- 
self as a one-stop resource for any- 
thing from instant cricket scores to 
plumber listings, uses a popular 
charge-per-click revenue model. 
Advertisers are charged each time 
someone clicks on their link, 
an “objective” system that, Dod 
says, gives businesses more bang 
for their buck. 

Both AskLaila and Guruji 
claim to rank among India’s top 
search engines, an industry that is 
mushrooming quickly and gain- 
ing corporate interest. AskLaila's 
investors poured in $12 million 
(Rs 60 crore) within months of 
its starting up, with $10 million 
(Rs 50 crore) from LightSpeed 
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Ventures alone. But while user 
numbers are steadily increasing 
each month, they are not yet high 
enough for either of these engines 
to get significant returns. 

Out of an estimated one bil- 
lion web searches per month in 
India, only 20-30 per cent are lo- 
cal in nature, as opposed to 60 
per cent in the United States, ac- 
cording to global Internet infor- 
mation provider ComScore. 

Profitability is not yet a reality 
for many of these companies, and 
some—like Mumbai-based 
burrp!—go elsewhere in search of 
revenue. A self-described “niche 
media company," burrp! runs local 
sites for six Indian cities, but it 
makes most of its money from 
other sources, such as publishing 
annual magazine guides to New 
Year's Eve parties by city and part- 
nering with TV stations. 

Burrp! Co-founder Deap Ubhi 
says the company is not aiming 
to be a stand-alone local search 
site. “The more tangible means of 
advertising like print and TV still 
tend to be the medium that most 
advertisers go toward. That's not 
to say it's not growing. But in such 
a tough economic environment, 
where people are starting to lay 
employees off and cut ad budg- 
ets, they won't do much on the 
fringe like Internet advertising." 

Only two per cent of money 
spent on ads in India is online, 
though the market is predicted to 
grow by more than 35 per cent 
by 2012, according to consultancy 
firm PricewaterhouseCoopers. Big 
names in the local search market 
like Google, Yahoo! and Microsoft 
currently make their money else- 
where. But home-grown search 
sites like Guruji believe the 
Internet's growing popularity 
among Indians means their efforts 
will soon pay off. 

From 2006 to 2007, the num- 
ber of web-surfers in India jumped 
nearly 30 per cent to 30.32 million, 
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Started in June 2006. Covers six Indian 
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€ Detailed information about restaurants. 
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Started in August 2007 covering eight cities 
in India. Now serves 34 cities. 

FEATURES 

@ Listings for taxi services, train schedules, 
stock info and currency movement available 
by SMS. 
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according to a study by online re- 
search group JuxtConsult. Mobile 
surfing is even more popular, with 
76 million Indians accessing the 
net by their phones in June 2008, 
according to the Telecom 
Regulatory Authority of India's 
(TRAI) quarterly report. 

This fact hasn't escaped the 
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notice of local search engines, 
many of whom are quickly going 
mobile. AskLaila's alliance this 
November with Airtel places it 
squarely on the computer and mo- 
bile screens of Airtel’s millions of 
customers, where it will power 
their searches. As early as 2006, 
MSN India partnered with 
Vodafone as a local search tool, 
giving subscribers, among other 
perks, the ability to map their des- 
tinations on their phones. 

But the model that has flour- 
ished in the United States—making 
quick successes out of sites like 
Yelp and Citysearch, and beefing 
up the operations of Google— 
cannot be replicated here, say 
many Indian site founders. 

“India keeps changing far more 
dramatically than the Western 
world. Roads open and shut every 
day. The address of a business 
changes constantly. If we are going 
to create a specialised. database, 
we have to keep it live and 
dynamic," says Kondurim of 
AskLaila. 

AskLaila and burrp! pride 
themselves on collecting original 
data, sending scores of workers 
on the streets to ferret out small 
details like which restaurants offer 
valet parking and non-vegetarian 
food and so forth. 

"When we start out in a large 
city, like say Ahmedabad or 
Mumbai, we get as many as 200 
people out there," says Kondurim. 
That number stabilises to around 
25 people who keep the city 
"alive", constantly updating the 
site's new information, he adds. 

The model does seem to hold 
promise, but it's not smooth sailing 
just yet. Working out a viable busi- 
ness model to remain profitable 
is still a challenge for most start- 
ups in the space. For now, local 
search sites must continue to 
innovate, turning to mobile 
platforms and on-the-ground work 
if they want to be relevant. 
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Are Good Times Here Again? 





Low ATF prices and a possible shift in FDI policy for aviation hold out prospects 
of a speedier turnaround for Kingfisher Airlines. K.R. BALASUBRAMANYAM 


OING INTO THE THIRD 
G quarter of 2008-09, Vijay 
Mallya’s Kingfisher was the 


most troubled airline in India (refer 
our cover story Saving Kingfisher, 
BT, December 14, 2008). The car- 
rier had accumulated losses of Rs 
2,500 crore thanks largely to an 
unprecedented surge in Air Turbine 
Fuel (ATF) prices over the previous 
six months. Kingfisher’s projected 
losses for 2008-09 at Rs 1,500 
crore was more than twice the es- 
timated total profits (Rs 600 crore) 
of UB Group companies! But a slew 
of recent pricing developments and 
policy murmurs suggest that the 
worst may be over for the airline 
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and its turnaround may happen 
sooner than expected (see Mallya 
interview "We can wipe out our 
losses in three years”, in the same 
December cover story). 
With crude cooling 
off over the last two 
months, low ATF prices 
have helped bring 
down Kingfisher's fuel 
bill (the exact figure 
will be known when KF 
announces its third 
quarter results). In 
a recent presen- 
tation, Kingfisher 
said it expected think the 
crude to settle 
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at around $70-90 a barrel over the 
next 6-12 months (from $38 a 
barrel currently). In addition, meas- 
ures like route rationalisation—the 
airline cut services to several desti- 
nations over the past two months— 
and putting on hold expansion 
plans, including deferring delivery of 
some 80 aircraft, have helped rein in 
expenditure. Mallya told BT after 
KF's annual general meeting in 
Bangalore on December 26 that he 
expected the airline to break-even 
operationally in December with 
revenues of Rs 500 crore from pas- 
senger, cargo and ancillary services. 

"I think the worst is over and 
there's no reason why private equity 
investors, who had expressed in- 
terest when oil was at $100 a barrel, 
shouldn't be more interested when 
oil is $36 a barrel," said Mallya, 
who has been scouting for $400 
million (Rs 1,950 crore) capital for 
his airline over the past six months. 


BIG RELIEF 


The sharp drop in ATF prices is a boon 
to airlines. 
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ATF prices in Rs per kilo litre Source: Indian Oil 
His talks with PE firms have been 
stuck over issues of valuation. 

But Mallya may now get what 
he has always wanted—an over- 
seas airline as a partner—as there is 
news that the government may al- 
low foreign carriers to pick up eq- 
uity in their Indian counterparts. 
Mallya would prefer a strategic 
partner, for he believes that it will 
not just offer a better valuation, 


but would add value to KF’s own 
operational efficiency. British 
Airways, Singapore Airlines and 
Virgin etc., could be possible 
suitors, but Mallya, in an e-mail 
response to a BT query, offered no 
more than "there is no point in 
discussing something that is 
currently not permitted". 

That Mallya is in high spirits 
again is evident from Kingfisher's 
plans to start services from 
Mumbai to London Heathrow, 
Singapore and Hong Kong as well 
as a flight between Bangalore and 
Colombo over the next 6-8 weeks. 
He has also followed other air- 
lines in cutting fares and offering 
sops to boost sales. Clearly, he is 
feeling buoyed by the expected 
good results for the December 
quarter. But as industry experts 
say, Mallya's challenge lies in ext- 
ending that performance to the 
last quarter of 2008-09. 
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UMESH GOSWAMI] 


Whatever happens to Satyam Computer Services—a buyout or an 
overhaul of board and management—the truth is the promoters of 
the IT services major goofed up big time. Here's how. £. KUMAR SHARMA 


A Fortnight prc 16 
That Undid 


21 Years of 
Endeavour 


Satyam announces major 
diversification strategy; $1.6 
billion acquisition plan 
involves acquiring 100 per cent 
stake in Maytas Properties and 51 per cent in Maytas 
Infra. Both companies are promoted by the Raju family. 
Investors revolt and the stock plunges. The ADR listed 


AS B. RAMALINGA RAJU, 
Chairman, Satyam 
Computer Services, fin- 
ally painted himself into 
a corner? As if being 
sued by a UK mobile payment services com- 
pany for fraud and forgery wasn't enough, 
Raju shot himself in the foot by attempting 
to push through two unrelated acquisitions 
of family-run companies. Then it came to 
light that the promoters' shares had been 
pledged with lenders. In between, Satyam 





DEC. 17 


Proposed acquisitions 
called off after vicious 
investor reaction 
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on the NYSE lost 52 per cent in a day 
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found itself being banned by World Bank 
for eight years for alleged malpractices. 
End result? Satyam at the time of writing 
didn't have enough directors to fill up a 
boardroom, what with four of them res- 
igning. A change in management looks 
inevitable, as reports of investors (strate- 
gic and financial) lining up to buy into 
Satyam were floating around when this 
magazine went to press. BT takes a look at 
how the promoters of Satyam undid 21 
years of endeavour in less than a fortnight. 


DEC. 19 


Satyam UK's Upaid Systems files 
announces à 
board meeting 
Satyam on December 
29 to consider a proposal to 
buy back shares in a bid to 
boost investor sentiment 


motion to request deposi- 
tions of top Satyam execu- 
tives in connection with 
“Maytas transaction asset- 
stripping attempt..." 


World Bank issues a statement 

confirming that it declared 

Satyam ineligible to receive 
(3) direct contracts under its cor- 


U D a Id porate procurement programme 


DEC. 23 


Proposing a selfish, 
Lipa dien 


On December 16, Raju announced the 
board's approval for two proposed acq- 
uisitions: ^To acquire 100 per cent share- 
holding in Maytas Properties and a 51 per 
cent controlling stake in Maytas Infra... 
The two companies being acquired in 
the challenging market offer potential 
for significant upside in the future,” is 
how the board apparently saw it. 
Unfortunately, investors didn't see the 
proposed acquisitions the same way, and 
duly beat the stock to pulp. Foreign insti- 
tutional investors (Fils), mutual funds and 
insurance companies own a little over 
60 per cent of the company. They were 
quick to protest what they interpreted as 
sheer brazenness of the promoters to push 
through non-synergistic acquisitions of 
family-promoted companies, ostensibly 
to transfer money from a cash-rich com- 
pany (Satyam) to the other family-owned 
ones. The Raju family owned (till the 
news came of pledged shares having been 
sold) barely 8.6 per cent of the company 
but over 30 per cent in the two infra- 
structure companies. The $1.6 billion (Rs 
8,000 crore) proposed acquisitions of 
Maytas Properties and 51 per cent in 
Maytas Infra would have used up the 
company's entire cash. Evidently, the 
company's rationale of this being a div- 
ersification and growth opportunity found 
few takers and the stock prices of all three 


companies went into a free fall. 


dd Overvshuing the. 
ro acquisition 


Even if you buy the argument that the 





© Dr (Mrs) Mangalam Srinivasan, who has been on 
the Satyam board since July 1991 as independent 
director, takes a lead and resigns 





Board meeting rescheduled from December 29 to January 10; 

will address issues beyond the buyback and look at additional 

options, including measures to strengthen governance 

structure, increase the size and alter the composition of 

the board, and the company’s strategic options "to enhance 

shareholder value". Also, address issues arising from possible 
e dilution of promoter stake in the company 


acquisitions made strategic sense, what 
analysts consider dishonest is the price 
the cash-rich Satyam was willing to pay for 
the two Maytas firms. Consider Maytas 
Properties, for which Raju was willing to 
pay $1.3 billion (Rs 6,500 crore). Some 
brokerage firms estimate the net worth of 
the company to be $225 million (Rs 1,125 
crore). On what basis was the price tag for 
the buyout reached? The deal translates 
into a valuation of Rs 1 crore per acre. 
This, Satyam cro Srinivas Vadlamani 
thinks, is reasonable. His reasoning: DLF 
has got a land bank of 10,000 acres and 
the valuation of DLF is roughly Rs 60,000 
crore! The mystery shrouding the valua- 
tion only intensified the feeling that Raju 
was trying to suck money out of Satyam 
and bail out firms promoted by his sons. 
Neither Raju nor his family members 
were available for comment. 


Ó Promoters pledging 
etheir entire holdings 

On December 29, after reports surfaced 
that the Satyam promoters had pledged 
their shares, the company issued a press 
release that stated: *The promoters inf- 
ormed Satyam that all their shares in the 
company were pledged with institutional 
lenders, and that some lenders may exe- 
rcise or may have exercised their option to 
liquidate shares at their discretion to 
cover margin calls." Following this belated 
disclosure, three independent directors, 
Vinod Dham, Krishna Palepu and 
M. Rammohan Rao, resigned. This raises 
the question: Were these directors kept in 
the dark about the pledging of these 
shares? Surely, some may want to debate 
whether it is mandatory or not for Indian 





JANUARY 25 


and Independent Director resign. Later that day, 
ISB Dean Prof. Mendu Rammohan Rao, Non- 
executive and Independent Director, resigns. 


LOSING CONTROL 


Pc gaa share has dwindled 





...and these investors were quick to 
hammer the stock. 


226.5 
Dec. 16, '08 





Figures are adjusted closing prices in Rs 
Source: CMIE 





Satyam announces that its promoters' stake in the company 
may have got diluted. Says its promoters had informed 
Satyam that all their shares in the company were pledged 
with institutional lenders and that some lenders may have 

e exercised their option to liquidate shares to cover margin calls 
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promoters to disclose to the board 
whenever they pledge shares. 
However, one of the independent 
directors on the board of another 
leading company says it is impor- 
tant that such matters be disclosed; 
according to him this is a clear breach 
of corporate governance. The other 
question being raised is: For what 
purpose had Raju pledged their 
shares—could it be that he was keen 
to use the proceeds to fund non- 
related businesses? 


4. Refusing to resign 


On December 25, nine days after 
Satyam announced its aborted acq- 
uisition bid, Dr Mangalam 
Srinivasan, 69, took the lead and 
quit the board of the company. 
Srinivasan had been on the board of 
Satyam since July 1991 as an inde- 
pendent director. Later, three more 
independent directors quit, leaving 
Satyam with just five directors. The 
bigger question, however, is should 
the management itself have resigned, 
given the huge breach of corporate 
governance at the company? After 
all, shareholder wealth has been 
depleted, credibility damaged, emp- 
loyee morale punctured and a cloud 
of seemingly enduring disrepute 
hovers over the company. “This will 
continue to hound Satyam for quite 
sometime and put a lot of competi- 
tive pressures and pricing pressures 
from clients," says Sudin Apte, 
Senior Analyst and Country Head, 
Forrester Research. Raju, however, 
is in no mood to resign. In a note to 
employees last fortnight, he pleaded: 
"Please be assured that the board 
and the leadership team are doing 
everything possible to get Satyam 
back on track." Can the employees 
believe him now? 


B. utilise c r effectiv c ely 


The surprising bit about the acquisi- 
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tions announced by Satyam was that 
the promoters were keen to deploy 
money in unrelated businesses at a 
time when liquidity is scarce and 
conserving cash is the mantra globally. 
As of the half year ended September 
2008, Satyam had cash of Rs 5,300 
crore on its balance sheet, which it did 
not seem to be utilising as effectively 
as some of its competitors were do- 
ing. Take the case of HCL. Says Apte: 
“Interestingly, the announcement of 
Satyam's plan happened within 24 
hours of the formal finalisation of 
the largest acquisition so far by any 
Indian IT company—HCL buying 
Axon. The stark contrast between 
the two players’ approaches high- 
lights Satyam's mistake—HCL is rais- 
ing debt to strengthen its IT services 
business through a stronger SAP cap- 
ability, and incumbent SAP services 
leader Satyam wanted to spend its 
mountain of cash to diversify out of 
the IT services business." 


Q Messing up a 
sound company 


Most analysts feel Satyam is still fin- 
ancially sound. For instance, acc- 
ording to Angel Broking: *Satyam's 
business is characterised by strong 
cash flow generation, low capex int- 
ensity, high return ratios and a good 
percentage of repeat business..." But 
there are problems on the horizon. 
Viju George, Senior rr Analyst and vr, 
Edelweiss Research, says: *Satyam is 
still fundamentally sound but its busi- 
ness is getting impacted more by 
weakness in SAP and vendor rational- 
isation in favour of the larger players. 
Fiscal 2010 is going to be a more dif- 
ficult year for Satyam than it will be 
for its larger Indian peers." Yet Satyam 
is India's fourth-largest rr services 
exporter with revenues of $2.14 bil- 
lion (Rs 10,700 crore) and 51,217 
people (for the year ended March 
2008). It has some 690 clients and 28 
development centres around the 
world. That's nothing to be sneezed at. 
It's a pity somebody did. m 


RAJU'S OPTIONS 


There aren't really that many of them 





Reconstitute the 
board and retain 
the management 
POSSIBILITY: Low, as investors will be 
appeased only if the management is ejected. 


A private equity/ financial 
$ investor buys out a 
clutch of major investors 
POSSIBILITY: Unlikely, unless the PE major 
imposes a change in management. Also, 
if an acquirer picks up 15 per cent or over, 
an open offer will be triggered. According to 
SEBI's formula, the open offer price will 
have to be the six-month average price of 
Rs 330 per share, which is almost a 100 
per cent premium to the market price. 


A buyout of a less than 
15 per cent stake 
accompanied by a 
management change 
POSSIBILITY: Likely, as it is the most practical 
and investor-friendly option. 


Or A global MNC comes in 
as a Strategic investor 
POSSIBILITY: Low, as the minimum open offer 
price of Rs 330 comes into play. But it can’t 
be ruled out as MNCs have been known to 
be interested in Satyam. Yet, Upaid's 
demands for about $1 billion (Rs 5,000 
crore) in damages could prove a disincen- 


tive for an incoming investor. 
Source: Based on a report by Viju George, Senior IT 
Analyst and Vice President, Edelweiss Research 


"wo 


Li 


Our sales, marketing and service departments were 
operating separately, resulting in inefficiencies. Data was 
scattered, and often redundant. But after implementing 
Microsoft Dynamics CRM, we have been able to integrate 
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40% as compared to last year. 
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Corporate Govemance 


As far as brazenness goes, Satyam's boardroom high-jinks are unparalleled. But 
that doesn't mean the rest of India Inc. is an epitome of virtuous governance. 
VIRENDRA VERMA & RACHNA MONGA 


R BALA V. BALACHANDRAN, 

J.L. Kellogg Distinguished 

Professor of Accounting, 

Information Management 
and Decision Sciences, and Founder 
and Honorary Dean, Great Lakes 
Institute of Management, Chennai, 
is an independent director on the 
boards of several Indian compa- 
nies. Two years ago, at one of 
India's leading companies (the good 
professor prefers not to name it) on 
which Balachandran is an inde- 
pendent director, an acquisition 
strategy was being discussed. The 
company had begun intense nego- 
tiations and had put in an offer, 
only to be pipped by a competitor 
who came in from the cold with a 
higher price. The discussion at the 
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RITESH SHARMA 


board meeting revolved around 
whether a renewed offer needed 
to be made. The directors were 





veering around to the view that 
yes, they should go for the kill. 
Balachandran thought otherwise. 
“I put my foot down and said no. | 
told them that it was time to back 
off as shareholder wealth would 
suffer if we went ahead," he said. 
The board listened and didn't pur- 
sue the deal. With hindsight, step- 
ping back proved to be the right de- 
cision. For, as the Kellogg professor 
points out: *The company that fi- 
nally did manage to win is today 
stuck with it (the acquisition)." 
Cut to Berjis Desai, Managing 


"Independent directors can't be expected to be the masters 
of business. They are not clued into the business" 


Prithvi Haldea, Chairman & MD, Prime Database 


UMESH GOSWAMI 


Partner at Mumbai-based law firm 
J. Sagar Associates, who is on the 
boards of at least six listed compa- 
nies. Three-to-four years ago, he 
along with other directors shot 
down a diversification plan of a 
capital goods company, even though 
the promoters were keen on going 
ahead. The company, he says, had a 
poor track record of managing a 
diversified business. Desai, how- 
ever, admits that very few ind- 
ependent directors make an attempt 
to short-circuit proposals or deci- 
sions of promoter directors. 
Indeed, independent directors 
who stand up against a board or 
management are as rare as hen's 








are keen on? 

Rubbish, says a section of ind- 
ependent directors. “People don't 
treat independent directors like 
ornamental pieces. For every 
Satyam kind of event, there would 
be 100 other instances where dir- 
ectors asserted themselves and their 
views were well respected by the 
board," says Shailesh Haribhakti, 
Managing Partner, Haribhakti and 
Associates, who is also an inde- 
pendent director on the boards of 
14 companies, including ACC, 
Future Capital Holdings and 
Pantaloon Retail (India). 

To be fair to independent dir- 
ectors, there have been instances 
when they've taken extreme action. 
Recently, a high-profile head of a 
private equity firm resigned from 
the board of a Mumbai-based mid- 
tier e-governance company. Rea- 
son? Commitments made to him 
by the promoters were not fulfilled; 
one of them included the appoint- 
ment of a professional CEO, which 
never took place even after two 
years. Moreover, some aggressive 
plans, which included big contracts 
from the government, were not in 


ignore (your voice), the only 


sation s prr etra ore he reat lo ap eee? 


Pradip Shah, Chairman, IndFund Advisors 


teeth. After Satyam's outrageous 
boardroom antics last fortnight (see 
Satyam's Six Deadly Sins, page 38), 
the B. Ramalinga Raju-promoted 
company has become everybody's 
favourite whipping boy. But fact 
is that the IT services major isn't 
the only Indian company that has 
given corporate governance the 
five-fingered salute. The Satyam 
episode is shocking because of the 
sheer brazenness of the promoters. 
But you have to wonder: Are some 
of the world's most renowned and 
most respected minds, who are in- 
dependent directors mere stooges, 
used to push through proposals 
that promoters and managements 


the interest of the company as they 
involved huge capital expenditure; 
the director was not in favour of 
this due to financial constraints of 
the company. 

Indeed, such active participa- 
tion of independent directors is the 
need of the hour at a time when 
some of the biggest names of India 
Inc. are in a mood to walk the grey 
line. In a recent report, titled Risks 
to Valuation?, foreign brokerage 
house CLSA highlighted some "per- 
mitted but not best practices" of 
Indian companies (see Walking 
the Thin Line). 

But, how much can independent 
director really do? Prithvi Haldea, 


In a recent report, Risks to Valuation?, CLSA 
highlights some 'permitted but not best 
practices' of Indian companies. Excerpts: 


@ Tata Motors has ay 
transferred a 24 per cent 
stake in Tata Automotive 
Components to Tata Capital and 
booked profits of Rs 110 crore 

in Q1 of 2008-09. Management 


has declined to disclose the 
valuation methodology. 


@ Sobha Developers changed its 
accounting norms in Q1 to facilitate 
revenue being recognised earlier in a 
project cycle. If the accounting policy 
had not been changed, the com- 
pany's profit before tax would have 
been lower by 20 per cent. 


@ Jet Airways changed its depreci- 
ation policy from written down value 
to straight line 
method and wrote 
back Rs 920 crore into its profit and 
loss, which helped the company to 
report profit during the April-June 
quarter. 


@ Prajay Engineers, a Hyderabad- 
based developer, reported a loss in 
its fourth quarter results against 
expectations of a profit. Reason? The 
company "lost" records for a project 
worth 40 per cent of its annual 
revenues at the site office. 


@ Anant Raj Industries, a north 
Indian commercial developer, trans- 
ferred part of one of its projects to 

a wholly-owned subsidiary and 
consequently showed equivalent 
revenues in its stand-alone results. 





JANUARY 25 2009 BUSINESS TODAY 43 


bt corporate 


UMESH GOSWAMI 


Chairman & MD, Prime Database, 
says: "Independent directors can't 
be expected to be the masters of 
business. They are not clued into 
the business." Haldea sits on the 
board of Nucleus Software, a mid- 
tier IT company. "Our role is to 
protect the interest of minority 
shareholders in whatever decisions 
are taken by the management or 
the board," he adds. 

Pradip Shah, Chairman, IndFund 
Advisors, who sits on the boards of 
12 companies, feels there are few 
options for independent directors 
if managements don't take them 
seriously. “If management continues 





stake, defeated the proposal. 
However, another state-owned firm, 
Gujarat Mineral Development 
Corp., could do little as the gov- 
ernment held 74 per cent in it. But 
that didn't prevent shareholders at 
the company's annual general meet- 
ing (AGM) from raising Cain, which 
resulted in the AGM being post- 
poned. Several fund managers and 
institutional investors have made 
informal requests to the govern- 
ment and the management of these 
companies to drop the proposal. 
As the Satyam case has revealed, 
active investors can often be more 
effective than independent direc- 
tors in persuading managements to 
change their minds (see Cry 
Freedom!, page 11). Yet, that's 
hardly a case for independent dir- 
ectors to abdicate their roles. *They 
(independent directors) should con- 
stantly monitor their ability to dev- 
ote essential time so as to be able to 
discharge their onerous responsi- 
bilities. If they can't, then they 
should not be on the board," says 
V.V. Ranganathan, a former sen- 
ior partner of Ernst & Young. 


"For every Satyam kind of event, there would be 100 other 
instances where directors asserted themselves" 
Shailesh Haribhakti, Managing Partner, Haribhakti and Associates 


to ignore (your voice), the only opt- 
ion for an independent director is to 
step down. You can't expect them to 
be panacea for all ills," says Shah, a 
market veteran. In the past, he along 
with other directors defeated the 
attempt of an MNC to transfer assets 
to an unlisted company. 

There have been boards that 
have rejected potentially value- 
destroying moves. Recently, for ins- 
tance, the Gujarat government sug- 
gested that all Psus in the state 
should donate 30 per cent of their 
profits before tax as charity! The 
shareholders of at least one com- 
pany, Gujarat Alkalies & Chemicals, 
where the government has a 36.7 
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Recently, he resigned from the 
board of Zee News as independ- 
ent director as he didn't think he 
would be able to devote enough 
time to this role in 2009. 

P.K. Vijay, MD, Corporate 
Professionals, an advisory firm rel- 
ating to corporate governance, sug- 
gests regulators (like Department 
of Company Affairs and SEBI) form 
a pool of directors; and it's from this 
pool that companies should choose 
directors rather than selecting on 
their own. Now, that's some food 
for thought at the next seminar on 
corporate governance! 

ADDITIONAL REPORTING BY 
E. KUMAR SHARMA 





UK LISTING RULES 


e The Chairman must not deal in 
any securities of the company with- 
out notifying the CEO and receiving 
a clearance from him. If the CEO is 
not present, then a senior inde- 
pendent director has to be notified. 
STATUS IN INDIA: Indian rules do not 
prescribe for any such permission 
to be taken from the independent 
director. Chairman/ CEO need to 
inform the stock exchanges if they 
acquire more than 5 per cent stake 
in the company s shares. 


@ Directors have to make 
disclosures about pledge of securi- 
ties/ shares of the company. 

STATUS IN INDIA: No such requirement. 


NASDAQ LISTING RULES 


e Majority of independent directors 
is required on the board. 

STATUS IN INDIA: Independent directors 
should constitute one-third of the 
board if Chairman is non-executive. 
In a board where the Chairman 
holds an executive position, half of 
the directors should be independent. 


@ A director is not considered 
independent if during the last three 
years he received any payment in 
excess of $60,000 other than for 
board service. 

STATUS IN INDIA: Clause 49 doesn't 
prescribe any upper limit for 
remuneration. Shareholder 
approval is a must. 


e Independent directors must 
approve director nominations. 
STATUS IN INDIA: No such requirement. 


€ CEO compensation requires 
independent directors’ approval. 
STATUS IN INDIA: No such requirement. 
Shareholder approval is a must. 
Source: FSA, NASDAQ, SEBI 
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ITH COMPANIES IN DEVELOPED COUNTRIES SLASHING JOBS, 

and many in India following suit, was this the right 

time to publish a survey on “The Best Companies to 

Work For in India"? After all, managing human resources 
comes after the basic business goal of making money and if there is 
no money to be made now or tomorrow from a business, then how 
does the business pay the people it retains? 

So, should Br have done the study of *Best Companies" six 
months ago, when the world was yet to be gripped by the current 
financial crisis and recession? Perhaps no. Quite a few of the com- 
panies, and in fact the whole class of investment banks, which 
were prized employers on B-school campuses, have disappeared from 
the corporate landscape. 

This, then, could be the best time to alert readers about the Best 

THE Companies to Work For—together with each company's responses 
to these questions: does it plan any pay cuts? Does it plan to increase 


headcount by March 2009? Did its headcount in December 2008 
increase over the figure for 2007? 

The economic outlook for the next year is uncertain on the up- 
side, with almost all pundits convinced that things will tend to get 
worse. And what are our winners saying? By and large, every company 

COM P ANI FE S Is focussing even more on its flock, going out of its way to retain per- 
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formers. At the same time, the wise ones are also disclosing the 
harsh reality to their workforce. The reality that the days of 
huge pay hikes and lavish perks are over for now. The reality 
that jobs are no longer there for the taking in the market. All 
this has given the corporate sector some relief on at least 
one front: their attrition rates. 

The latest study confirms that the best employers are not nec- 
essarily the best paymasters, and don't aim to be so either. The 
best are quite content to attract and retain talent with abstract 
things like decentralised responsibility, the space to do your 
own thing, quick promotions and a learning environment. 

Nor do the best companies belong exclusively to any 
one breed—like multinationals, banks, rr firms, family- 
owned companies or manufacturing. Working in the pristine 
environment of an rr major is quite different from the heat and 
dust of a cement manufacturing plant in Rajasthan. But the list 
has representatives from both segments. 

Ideally, £r would love to do the same study after the fore- 
cast year of financial and economic hardship has gone by, by 
talking to the survivors. Of course, the title would then be: *The 
Best Companies to Have Worked For". Any takers from the 
corporate world for this challenge? 
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STAYING 
ON TOP 


Its open and invigorating work environment 
keeps Microsoft India at the top. But the 





company has some HR challenges to meet. 


RAHUL SACHITANAND 
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N THE LAST DECADE THAT 
Nagendar Vendula has been 
with Microsoft, the 41-year- 
old Master's in Computer 
Engineering has transitioned 
through a variety of roles, ranging 
from product engineering and 
management, to managing the 
software giant's 300-person in- 
house rr team. Vendula has moved 
from Microsoft's headquarters in 
Richmond, Virginia, to the 
Microsoft India Development 
Centre in Hyderabad, and gone 
from core engineering of the 
BizTalk products to managing the 
disparate rr needs of Microsoft's 
partners and customers. 
"Microsoft helped me make the 
move from the us to India," says 
Vendula. “They not only shipped 
my personal effects, but also gave 





"Young talent brings with 

it high energy and they do 
not know what can't be 
done. We're taking a bet on 
young people and hiring for 
the absence of bad habits" 


Ravi Venkatesan (seated third from the left), 
Chairman, Microsoft India 


me a car and found a premium 
school for my kids." 

In the race to keep the best tal- 
ent in the industry, Microsoft India 
has decided to focus on providing its 
5,464 employees across sales and 
marketing, BPO, software develop- 
ment and research, the opportu- 
nity to work across a variety of 
roles. The company is also keen to 
break the mould and appoint young 
managers to positions of responsi- 
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9,249 





Number of employees 2622 9 ————ÉU 


10.09 


Rate of attrition (%) EDS ENCORE 
Average career tenure (yrs) M i 
Male:female ratio ee 


29 


Promotion rate (%)** 1.12 


1.53 


Avg, time for promotion (yrs) 0 ma @ -———— nta 
NA 

HR cost* "0076. .———Ó oou 
NA 

HR budget" we  —— ———— ——3"u 


91.9 






Average training hours” B DE 


16.7 
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@ Number of people laid off in 2008-09 (as on Dec. 31, '08) 0 
e Number of people hired in 2008-09 (as on Dec. 31, '08) 550 
e Head count in Dec. 2008 vis-à-vis Dec. 2007 5,464-4,737 
@ Head count post-March 2009 Higher than current 
e Pay-cuts resorted to/planned None 
e Innovative HR practice Employee Volunteering & Giving Campaign 


Source: Mercer, Company 


bility. “We hire people for their 
passion, not for a specific role," 
says Ravi Venkatesan, Chairman, 
Microsoft India. Around 41 per 
cent of Microsoft India's managers 
are below the age of 35 years and 
Venkatesan is confident of his young 
charges delivering the goods. 
“Young talent brings with it high 
energy and they do not know what 
can't be done. We're taking a bet on 
young people and hiring for the 
absence of bad habits," says 
Venkatesan. He should know, hav- 
ing been at the other end of the 
spectrum. As one of the youngest 
Managing Directors at the Tata 
Group, Venkatesan also had to 
manage an experienced team in his 
previous roles. *A company with 
a median age of 50 is not agile... 
they are all experts in their own 


fields, but can't react to changes in 
the environment," he adds. 
*Making mistakes is part of the 
process, but we also stress mentor- 
ing and leadership development." 
Part of the challenge for 
Microsoft India's senior manage- 
ment is to squeeze time from busi- 
ness commitments for their em- 
ployees. Says Venkatesan: “From 
July last year to December this 
year, I spent 50 per cent of my 
time on people, talent and leader- 
ship initiatives.” In the last couple of 
weeks, he has visited practically all 
of his employees across Bangalore, 
Delhi, Hyderabad and the NCR re- 
gion to try and keep them abreast 
of the latest developments within 
and outside the company. 
“Mentoring is a key part of all 
senior managers’ responsibilities... 
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we added 3,000 people in the last 
couple of years and most of these 
young executives have never expe- 
rienced and worked in a down- 
turn," he adds. 

The downturn brings its own 
unique set of challenges for 
Microsoft India. From keeping pace 
with hectic hiring schedules and 
keeping the lid on attrition, it now 
finds itself looking at a completely 
different set of challenges. 

*When you've heard a friend 
has been fired or a company is clos- 
ing down, you're bound to be anx- 
ious,” says Venkatesan. “A year ago 
our biggest concern was hiring and 
keeping talent. Today, the issues 
are continuing to keep people 
stretched and challenged." 

Microsoft India has six business 
units in India, covering everything 
from core research in Bangalore 
(which involves hiring and keep- 
ing computer science PhDs) to cus- 
tomer service from Bangalore, 
manned by graduates. 

Microsoft has been rated the 
best employer because it has been 
able to provide its employees a clear 
career path, often cutting across 
business units and countries. 

As Joji Sekhon Gill, Microsoft 
India’s Director for Human 
Resources, puts it: “Microsoft India 
is the second-largest population in 
one country outside the Us... we 
need to build our (people) inven- 
tory for future growth." This means 






Hiring young: 41 per cent of Microsoft 
India's managers are below 35 years 
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"We have made some 
significant improvements in 
gender diversity but we 
have a long way to go" 


Joji Gill 
Director, Human Resources, 
Microsoft India 


Microsoft India makes the work en- 
vironment more open and invigor- 
ating for its employees, with some 
employees such as Vendula given the 
opportunity to work across business 
units and geographies. “We have a 
formalised mentoring programme in 
place to help each employee mould 
his/her career,” says Gill. 
According to Microsoft India 
executives, the challenge for the 
company is to make it an interesting 
place to work in, beyond their spec- 
ified job routine. Venkatesan points 
to a technology database the com- 
pany built during the Mumbai ter- 
ror attacks and the initiative in con- 
junction with TeamLease, a tem- 
porary staffing firm, to create a 
larger pool of employable talent 
for India Inc. “We pay our people 
pretty well and in return we ex- 
pect a lot from them,” he contends. 
“People are allowed and encour- 
aged to speak their mind and most 
people believe they will be heard.” 
This open communication extends 
all the way across the food chain, 
with Microsoft recently running a 
poll to think of measures to cut 
costs in a downturn and boost its 
customers’ and partners’ produc- 
tivity. “We got ideas ranging from 
new solutions to the most basic 
initiatives of opting for cheaper 


taxis for all levels of management,” 
says Venkatesan. 

Curiously, despite topping the 
survey, there are some fundamental 
issues that Microsoft India needs to 
address. According to the study, the 
company has overshot its manpower 
targets, indicating scope for more 
robust manpower planning systems. 
Its percentage of offers on campus is 
relatively low, remuneration is not 
the best in the industry and the com- 
pany has made little progress on 
the gender diversity front. Despite 
Gill's claims that Microsoft has made 
a four percentage point gain on this 
front, its ratio continues to be at 
8:1, the same as last year. 

Current and former Microsoft 
employees also criticise the firm for 
its poor work-life balance. "We've 
made some significant improve- 
ments in gender diversity, but we 
have a long way to go," admits Gill. 
*We conducted an all-women 
engineering test this year that at- 
tracted over 4,000 candidates." 

However, Microsoft India is 
also trying to improve its position in 
areas where it is well placed. “We 
want to customise our benefits for 
each employee rather than have a 
plain vanilla approach to the 
issue," says Gill. “We want to pro- 
vide health care, tuition reimburse- 
ments and childcare facilities on in- 
dividual needs." At the same time, 
she says Microsoft India is looking 
to increase the pool of talent in- 
house and reduce the number of 
external hires, especially at the man- 
agement level. “We want to de- 
crease the number of leaders we 
hire from outside and build leader- 
ship internally," says Gill. 

The company is also tweaking 
some more problematic areas: 
installing control switches that turn 
off lights at 6 p.m. to ensure people 
don't stay late at work and provid- 
ing broadband and other connec- 
tivity at home to select employees to 
address the nagging concerns 
around work-life balance. 8i 


iot-undo the past. 
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some Memories intact. 
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Srinivas Kandula (centre. 
in black blazer) Global HR Head with iGators at 


the company's Bangalore campus 


THE RISE OF 
THE UNDERDOG 








In a market where big companies and brands are seen as the best 
employers, iGate Global Solutions has flown below the radar, jumped four 
places in this survey, to emerge as the second-best employer. 


RAHUL SACHITANAND 


OU CAN'T BE SERIOUS," THE TECHNOLOGY 
practice head of a prominent headhunting 
firm told this writer, when he was in- 
formed that iGate Global Solutions was 
among the 20 best employers in the country. In a 
cut-throat employment market, iGate is seen as the 
flyweight, competing with super-heavyweights 
such as Microsoft and Infosvs. 





In engineering colleges, the company is given 


scant attention, with placement officers preferring 
to focus on big brands and better paymasters— 
Tier I Indian firms and global technology and 
consulting powerhouses. What's worse, iGate is 
often perceived to be the front for what is (or, 
until recently, was) an onsite staffing company, 
with ‘body-shopping’ and not IT services at the 
heart of its business. 

If Srinivas Kandula, Global Head, HR, is wor- 




















ried by these perceptions, he doesn't 
show it. It is 9 a.m. on a December 
Wednesday, and he's been at work 
for a couple of hours but shows 
few signs of fatigue. Attendance at 
iGate's HQ in Whitefield, Bangalore, 
is sparse. “Around 40-50 per cent 
of our staff is on holiday and even 
senior management, including 
Phaneesh (Murthy, iGate's CEO) 
are taking a break," says Kandula, 
who has elected to stay back with 
CFO Sujit Sircar. "We're happy 
with our understated image," 
claims Kandula. *It allows us to 
under-promise and overdeliver." 

Across several parameters, iGate 
actually outdoes the top-ranked 
Microsoft. Its career tenure is 
longer, its diversity ratio stronger 
and its hikes are heftier. “We have 
a strong integrated approach to 
our HR processes and our people," 
says Kandula. While some com- 
panies may pay more and some 
offer better benefits, iGate, he 
claims, is the perfect blend of all 
these factors. Kandula's thesis is 
based on a survey he commissioned 
when he came aboard two-and- 
half years ago. “We realised that 
people want a compensation with 
which they can focus on comfort- 
able quality of living, not cost of 
living," he contends. iGate is 
among a handful of firms to con- 
tinue to offer stock options to its 
employees. “These are long-term 
investment measures for weddings, 
families, even retirement," he adds. 

iGate's HR model is based on 
the 5C concept—compensation, 
camaraderie, career growth, 
culture, competency. For example, 
iGate's competency module revolves 
around realising the potential of an 
employee and involves 19 
engineering capabilities and 13 
behavioural and leadership skills. 
*Each employee is expected to go 
through a competency assessment 
once in six months and this involves 
at least nine of these competen- 
cies," says Kandula. 


Siebel) and even interests such as 
music (with iGate's in-house band 
Rubber Band) and social welfare. 
— Career planning takes place over 

a 10-12-year horizon and em- 
ployees can map out their future on 
the company intranet. 

Murthy continues to be closely 
connected with mentoring pro- 
grammes. This, he explains, helps 
share the iGate vision across all em- 
ployees and “once you make them 
believe in the vision and let them 
loose, they will fly". 

Part of the process, says 
Murthy, is to treat employees like 
responsible adults. *While most 
managers feel that they know what 
is good for their employees, we 
believe that employees should have 
an equal hand in making that 


iGator zone: Staff jive with the 
in-house band and play a spot of TT 


Elsewhere, for iGate employees 
(or iGators), camaraderie happens at 
different levels ranging from re- 
gional and linguistic, skills (.net, SAP, 
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e Number of people laid off in 2008-09 (as on Dec. 31, '08) ( 
@ Number of people hired in 2008 1,600 
@ Head count in Dec. 2008 vis-à-vis Dec 2007 5.925 (6,500) 
@ Head count post-March 2009 Likely to go up 


@ Pay-cuts resorted to/planned None 
@ Innovative HR practice Thank God it's Monday— a one-hour cultural fiesta every Monday 


Source: Mercer, Company 
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choice," he says. So, employees can 
choose whether to get their bonus 
in cash, restricted stock or stock 
options, depending on their cash 
flow needs in the next few years. 
IGate wants to break several HR 
rules along the way and sugar-coat 
some of the tough times ahead. It 
has devised its own HR systems, 
rather than buy products from ex- 
ternal vendors. “Large companies 
buy these expensive solutions off- 
the-shelf and try to force fit them 
for their existing HR systems," says 
Kandula. Instead, iGate's model, 
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HAT ON EARTH IS 
happening at HCL 
Infosystems? The com- 
pany doesn’t have the 


slick marketing savvy of a Microsoft 
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“We realised that people 
want a compensation with 
which they can focus on 
comfortable quality of living, 
not cost of living” 


Srinivas Kandula Global Head, HR. 
iGate Global Solutions 


called iroPs, hopes to de-link rev- 
enues and headcount growth. *We 
want to focus on enhancing the in- 
tellectual capabilities of our em- 
ployees, nor demeaning measures 
such as making them work an hour 


IDEA FACTORY 


An intense work culture that breeds entrepreneurship and innovation has 
techies flocking to low-key, and unpretentious HCL. RAJIV RAO 


y 


COO JVR 


"aisi ry E 
) Wally 


or the impressive campus of an 
Infosys or a suave helmsman like an 
Azim Premji. It doesn’t even have 
enough girls: The female to male 
ratio is an abysmal 1:14. Yet, HCI 


more, or on Saturdays,” says 
Kandula. Murthy is looking to boost 
iGate’s image by honouring all hir- 
ing Commitments and moving to a 
just-in-time hiring model. 

Like most companies, iGate has 
its hands full dealing with the down- 
turn. While people may stay with 
the jobs they have (and help reduce 
attrition), iGate continues to strug- 
gle to find the specialised talent re- 
quired to properly run its new busi- 
ness model. Murthy, Kandula and 
his team will have to work doubly 
hard to keep iGate’s flag flying high. 





Infosys—which makes laptops, dev- 
ises networking solutions for a var- 
iety of industries such as telecom 
and power and distributes iPods 
and cameras—has leap-frogged a 
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staggering 10 places from last year's 
Best Companies list, from 13 to 3. 

What HCL does have—which 
explains the jump—that most other 
companies would die for is an in- 
tensely entrepreneurial work cul- 
ture, along with robust training and 
development that attracts high-qual- 
ity talent who end up staying with 
the company for decades. HCL’s 
statistics are astounding: The 
company has the highest average 
career tenure in the industry. A 
hundred and three senior managers 
have been with the firm for an av- 
erage of 18 years. Two hundred 
and seventy-eight of its middle man- 
agers have spent almost 13 years 
with it. HCL has a moderate 
attrition rate of 15.43 per cent—but 
it is a tiny 2 per cent for people 
who have been with the firm for at 
least five years. 

The principal magnet that at- 
tracts new talent to HCL is the com- 
pany’s ability to continually stoke a 
culture of innovation and entre- 
preneurship. “We allow people to 
take risk. We don’t crucify them if 
they fail,” says Chief Operating 
Officer J.V. Ramamurthy, a for- 
mer aeronautical engineer, who has 
been piloting the company for the 
past five years, but has been with the 
company for 30 years now. The 
company devises “Innoquiz” ses- 
sions that generate new ideas. It 
has regular business plan contests. It 
even has an annual HCL “Innovation 
Day”, where groups huddle together 
and try and come up with new tech- 
nology solutions for businesses. An 
idea involving iris and fingerprint 
recognition at the last such event 
gave birth to a whole new security 
solutions division. Rajender Kumar, 
employee number one, and logging 
year number 33 at the company, 
says that he stuck around for so 
long because “I couldn’t see 
myself getting bored at HCL for even 
a single day.” 

The other big carrot for potential 


HCL employees is the constant 
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e Number of people laid off in 2008-09 (as on Dec. 31, '08) 0 
e Number of hired in 2008 1,227 
@ Head count in Dec 2008 vis-a-vis Dec 2007 6,165 (5,756) 
@ Head count post-March 2009 Higher than current 
e Pay-cuts resorted to/ None 


@ Innovative HR practice HR CRM, where HR treats employees as internal customers and 


Source: Mercer, Company 


opportunity to evolve from a techie 
to assuming other functional and 
general management roles. Sharad 
Yadav, 30, for instance, has han- 
dled six different kinds of positions 
and responsibilities—from techni- 
cal to sales—in just under a decade. 
“My bosses showed faith in me,” 
he says. “I could have gone some- 
where else for a lot more money. 
But HCL gives me job satisfaction, 
and that is most important," he 
adds. V. Sathiya, an engineer by 
training, a 22-year HCL veteran and 
currently Deputy Head of HR, says 
with a laugh, that 20 years ago, “I 
would not have even understood 
the meaning of HR." 

HCL isn't necessarily impressed 
by the irrs and the Brrs of the world 
when it comes to recruiting. 
Hotshots from India's top institutes 


manages their career needs 


*may be here in the morning, but 
not in the afternoon,” observes JVR 
wryly. HCL tends to roam all over 
the country looking for talent, in- 
cluding the Andaman & Nicobar 
Islands and the Northeast. “The 
emphasis at HCL is talent creation 
and not talent acquisition," says HR 
Head and 30-year HCL hand Vivek 
Punekar. JVR has a very clear 
methodology for picking out who 
he thinks is HCL material, after the 
person has passed all the basic com- 
pany tests: “I look for people with 
EQ (emotional quotient), not IQ. A 
very intelligent person with no sta- 
bility is no use." Eighty per cent of 
the company's recruits come from a 
variety of places: engineering col- 
leges, diploma programmes and 
technical institutes. 

The ability to learn at HCL is also 
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Family atmosphere: HCL 
employees are a close-knit bunch 


a big attraction for recruits. The 
firm's HR department has launched 
a dizzying array of initiatives that 
help employees to constantly re- 
invent themselves and strive for 
higher ground. For example, 
"i-learn" is a popular distance learn- 
ing program at the company and 
*e-kaksh" provides fortnightly class- 
room webcasts to company em- 
ployees. "Mindia TecXpert” is a 
high-pressure, fast-track programme 
that grooms young engineers for 
leadership positions in just 18 
months. HCL has also built a gleam- 
ing, new training facility on a 16- 
acre campus in Hyderabad with 
residential facilities that can ac- 
commodate 165 people. This cam- 
pus holds regular induction pro- 
grammes for sales and network- 
ing newbies as well as other mid- 
career developmental initiatives. 

Clearly, compensation isn't the 
main driver for those who come to 
HCL and stay put for years—its 
work environment is. Still, HCI 
does a decent job in spreading the 
wealth amongst those who deserve 
it. The country, after all, was one of 
the pioneers of ESOPS in the eighties. 
It has a “booster” programme that 
awards cash and airline tickets for 
performance. It has built 132 flats 
in a building called HCL Towers 
in Noida and sells them to top 
performers at rates that are far 
below market value, and is cur- 
rently doing the same in Chennai. 

Low-key, devoid of preten- 
tion, anti-elite, highly diversified 
and habitually innovative, HCI 
may well represent the emerging 
face of the Indian technology firm 
of the future. 


VINHVH*S HS341IIM 








RACHIT GOSWAMI 





NURSERY 
FOR TALENT 


Encouraging its people to take long leave 
to do their own thing, helping them learn 
the salsa after office... What is the bank 
doing? Well, everything it should to 
retain top talent. 





ANAND ADHIKARI 


>` 





ORTY-FIVE KILOMETRES AWAY 
from Udaipur in Rajasthan, 
the villagers of Kemri and 
Bahuri have a new visitor. 
He is a 44-year-old HSBC banker 
Mayur Singh, on a six-month stay 
to give shape to his dream project 
of freshwater conservation and re- 
forestation. 

This Senior Vice President is 
developing plantations and trying 
to hasten the acquisition of land 





that he needs for his purely private 
effort. “A lot of effort is required to 
convince the villagers on land acqu- 
isition,” says Singh. 

Singh has been pursuing the 
project for the past 10 years, but 
this is the first time he has been 
able to take a long break from of- 
fice, courtesy the bank’s FWA or 
Flexible Working Arrangement, 
launched two years ago, based on 
feedback from employees. 


ITIZEN 


JNSTOPPABLE 


x JUST LIKE YOUR ATTITUDE. 





CITIZEN ECO-DRIVE, 
THE WORLD'S IST LIGHT POWERED WATCH 
POWERED BY ANY LIGHT, DRIVEN BY YOU 





A. PROMASTER 
SPORTISSIMO 


Eco-Drive — 


Connaught Circus - 41517771. 3. FF - 116, Shop - N - Park, Shalimar Bag! 47555614. Mumbai 


*Yrs^ € CITIZEN(CITIZEN'S EXCLUSIVE STORE) - Delhi: 1. Greater Kailash-| Market - 41631241. 2. M-54 
Flora Fountain (Opp. Thomas Cook) - 66331494. 2. Borivali (W) - 28333077. 3. Santa Cruz (W) - 32648008. Chennai: Spencer Plaza - 28492760. Kolkata: 1. City Center - 23584305. 2. Park Mansion, Park Street 
40017534. Bangalore: 1. Safina Plaza - 25325757. 2. Sri Raghavendra Complex, Jayanagar - 41211511. Agra: TDI Mall, Fathehbad Road - 4014620. Ahmedabad: C.G. Road 26460700. Baroda: Alkapuri 
arcade, - 3052165. Calicut: Focus Mall - 3017700. Chandigarh: Sector 17E - 2703251. Coimbatore: Thiruvenkataswamy Road (West) - 2551349. Ghaziabad: Shipra Mall - 2689614. Goa: Communidade 

Building, Panjim - 2238882. Guntur: Arundalpet Main Road - 2262966 Gurgaon: Gold Souk - 6522556. Hyderabad: Methodist Complex - 23324686. Indore: Treasure Island - 4215265. Jaipur: 1. Crystal Mall 

111057. 2. GF - 8. MGF Mall - 5118844. Kochi: 1. M. G. Road - 2383525. 2. Bay Pride Mall - 4025351. Lucknow: 1. Fun Republic Mall - 3915984. 2. Universal Times Store, Rani Sultanat Plaza. Hazratgan| 
047861. Ludhiana: Westend Mall - 4656055. Mangalore: Bharath Mall - 4253253. Mysore: D. Devaraj Urs Road - 4246370 Patna: Bibha Complex - 2238808. Pune: Sahajanand Complex - 26348165. Ranchi 
apitol Hill Shopping Complex - 2330323. Secunderabad: Hardy Complex - 66339331 Surat: Anjan Shalaka. Athwa Lines - 2258209. Varanasi: Indraprasth Multiplex - 3294397. Eco-Drive Boutique - Delhi 
ahnson Eco-Drive Corner, Connaught Place - 41517519 Bangalore: Zimson Swiss Watch Boutique, Garuda Mall - 66141020 Also available at leading watch outlets across the country 


or Institutional Sales enauiries. e-mail to institutional@citizenwatches.co.in Shop online at www firstcitizen.in www Citizenwatches.co in 





The FWA has proved an innova- 
tive platform to help the bank retain 
top talent. Today, almost 30 per 
cent of the bank's workforce in India 
has some kind of arrangement for 
flexible working hours. 

And the innovation has not come 
from the top or HSBC's global head- 
quarters. “Decision-making is very 
inclusive at HSBC,” says 51-year-old 
Naina Lal Kidwai, Country Head 
at HSBC India. 

Take, for instance, the 26/11 
Mumbai terror attacks: the bank 
was quick to offer its employees the 
services of a team of psychologists. 

“There were some apprehen- 
sions initially as these programmes 
have traditionally worked more in 
the West, but the initial response 
has been positive, with many staff 
signing up for assistance,” says Tanuj 
Kapilashrami, Head of Human 
Resources at HSBC India. 

Such proactive measures are a 
big relief for employees in a high- 
tension banking job. There are also 
other stress-busters like Salsa classes. 
“There are 16 sessions of Salsa (Latin 
Cha and Waltz) for employees and 
two batches of 22 employees have 
been completed so far,” says 
Kapilashrami. 

HSBC’s gains from its engage- 
ment with the employees even bey- 
ond office hours have helped it 
score high in parameters like inter- 
nal employees perception and HR 
process & policies. Its ranking has 
improved substantially from past 
BT-Mercer surveys—from 6th in 
2005, to 10% in 2006 and to 4% in 
2008. The bank is also the only fin- 
ancial services firm in the top 10. 

"HR is not just a stand-alone 
function in the bank. It is an in- 
tegral part of each business and 
becomes the disseminator of best 
practices across the organisa- 
tion," explains Kidwai. The na- 
ture of the person put in HR is 
also very important. So, for example, 
HSBC's HR relationship manager for 
retail has come from the retail 
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Banker's trust: HR Head Kapilashrami 
(centre) with the office decked up for 
Christmas; and staffers at the cafeteria 
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e Number of people laid off in 2008-09 (as on Dec. 31, '08) 0 
e Number of hired in 2008 2,796 
e Head count in Dec 2008 vis-à-vis Dec 2007 7,989 (7,243 ) 
@ Head count post-March 2009 Likely to go up 
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€ Innovative HR practice The bank launched the Employee Assistance Program (EAP) to 
help them cope with trauma and stress post 26/11. 


Source: Mercer, Company 


banking segment. 


to tread carefully. 


nomic environments," 


HSBC also ensures that the 
lines of communication between 
the top management and em- 
> ployees are kept open all the 
z = time. Kidwai communicates with 
° employees through blogs and 
: town hall meetings and talks 
z about business performance 

face-to-face with employees. 

Nowadays, her message to 
employees is that the days of high 
growth are over and the bank has 


“The big challenge would be 
learning and development because of 
the upskilling and mindset shift re- 
quired to do business in boom times 
as opposed to more volatile eco- 


Kapilashrami. The bank is training 
and retraining people with multi- 
ple skills, so that they can handle 
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various jobs in the group. “Today, 
even in these difficult times, we will 
end the year as a net employer,” 
says Kidwai. 

What's special about HSBC is the 
diversity of its workforce. Deputy 
CEO Heredia has had 16 years of 
global experience before coming to 
India. The Head of Credit Risk, 
Ranjit Gokarn, has come from the 
UK. CFO Raj Tandon worked in 
Indonesia before coming to India. 

"Very often people associate 


diversity with gender. Diversity goes 
beyond gender. It is also about em- 
ploying people across different age 
groups and those who are differ- 
ently abled,” says Heredia. The bank 
recently sponsored an IIM study on 
gender research to help it map the 
agenda. “HSBC aspires to be ahead of 
the curve. It's an extremely central 
theme for us." 

There is also no dearth of leaders 
at HSBC. There is a clear career path 
for employees. *HsBC looks upon 


India as a nursery for developing 
future leaders," says Heredia. 
Kidwai herself was deputy to 
Niall Booker before becoming the 
CEO in April 2006. The second line 
or the succession is clearly defined; 
Heredia is probably being groomed 
for the top job. HSBC India also 
strives for higher benchmarks, and 
the high points it scores in many 
HR surveys does not stop it from its 
task of improving further on 
performance management. 


31 CARING FAMILY 


No black marks for taking off days, empowerment at all levels and open 


Marriott Hotels Indial 


promotions make this hotel's management and employees—oops, 
associates—one big happy family. SUMAN LAYAK 


With such 


happy people, guests 


rm ive ate Worries 





HEN BUSINESS TODAY GOT IN TOUCH 
with Marriott Hotels for this story, 
Rajiv Menon, Head of the group in 
this region, was in Pakistan. 
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Remember the JW Marriott in Islamabad that 
was bombed by terrorists in September 2008? 
Menon was there for a soft re-launch and to 
hand over the $3,00,000 collected by employ- 
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Attn: Financial Institutions, Hotels, Commercial Buildings, Malls, Schools 


UNITY AUTOMATION with nearly a decades experience, is a trusted security advisor, & Turnkey Security & Building 
Automation solution delivery Company to leading companies Pan India. With experience in physical risk assessments, 
vulnerability analysis, and loss prevention, our core competence is Designing & Delivering Customized solutions to 
address your Security.concerns. Our Risk Assessment and Treatment Methodology (ADDS), ensures that we Assess 
your Health & Safety Risks, Design & Deploy appropriate Controls to mitigate those Risks. 


Our team of professionals is aware of the needs to operate confidently in a world of ever increasing security threats and 

provide customized security solutions tailored to your unique requirements, ensuring their relevance to your employees 

and your business. We understand the need for technology to meet the operational requirements of a system over time and 
also the need to pro-actively manage this process. 


With nationwide presence and large resource deployment across all regions ensure Timely and effective Support & 
Service. We deliver excellence. Our expressed credo is "Only Consistent Service Sustains" and we live by it. 


To find out how we can assist your business call us on +(91)-9310886403 
or visit www.uniteegroup.com 


UNITY AUTOMATION 


SOLUTIONS LIMITED 


52. 2nd floor, Jacaranda Marg, DLF City, Phase- II Gurgaon, Haryana - 122002, India 
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ees—associates in Marriott parl- 
ance—from across the world for 
the families of the 30 associates 
who died in the blast. He told BT 
later: *The money was collected 
from all over the world. Our peo- 
ple in Australia shaved their heads 
to attract attention and collected 
money on the streets. In the 
Caribbean, they washed cars. All 
employees were kept on the rolls 
while the hotel remained closed. 
This incident shows how we feel 
about each other in Marriott—it's 
just like a family." 

Menon, who is Area Vice 
President for India, Pakistan, the 
Maldives and Malaysia, spoke to 
BT from Sydney, Australia, where he 
spent Christmas (his wife is an 
Aussie). Marriott associates told us 
how the management insists on 
everybody having a good work-life 
balance and Menon seemed to be 
setting the example. 

Six off-days every month is 
something rare for the hotels in- 
dustry and Marriott was the first 
one to do it in India. Marriott asso- 
ciates told us how the company has 
software that alerts seniors if some- 
one has not taken all his off-days. 

But let's listen to what the em- 
ployees themselves had to say: in 
their own words. 

For Abhimanyu Singh, Senior 
Front Desk Manager at JW Marriott 
in Juhu, Mumbai, it was his first 
job. At 26, he is senior front desk 
manager at the hotel. It was almost 
love at first sight for him. “When 
Bart Dowring from Marriott made 
a presentation at the Welcomgroup 
Graduate School of Hotel 
Administration in Manipal in my 
final year, he mostly spoke about 
what a great place to work Marriott 
is and how the company helps as- 
sociates grow in their job and as 
professionals. Other big hotel 
groups just spoke about how great a 
company they were. At that point I 
decided to work for Marriott." 

Singh says the best thing about 
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e Number of people laid off in 2008-09 (as on Dec. 31, '08) 0 








e Number of people hired in 2008 189 
e Head count in Dec 2008 vis-à-vis Dec 2007 2,618 (2,502) 
e Head count post-March 2009 Likely to go up 
e Pay-cuts resorted to/planned None 





e Innovative HR practice Marriott employees usually join the hotel in batches. They check in 
at the hotel reception and from that point, through the induction programme, the hotel treats 
them as guests— giving them the taste of the hospitality that they are expected to offer. 


Source: Mercer, Company 


Marriott are the transparent 
processes. “If I want to change a 
process at work, I am allowed to do 
it and be responsible for the 
change," he says. He often com- 
pares notes with his friends from 
college, who went to other hotels. 
"People talk about 12-14 hour 
shifts; two weeks without an off 
day. Here, I did not miss my six 
offs even in a single month. There is 
a good system of compensatory off, 
too," he says. 

Now consider 28-year-old 


Dhiraj Naik, who works in the 


Japanese kitchen of Jw Marriott. 
He is, in fact, happy to spend 12-13 
hours at the hotel. *I come in at 
1:30 p.m. and leave when the 
kitchen closes. Time flies when I 
am at the hotel. I learn so much, I 


hardly notice the time I spend here." 
Naik is happy to be a cbela of chef 
Bambang in the Japanese kitchen 
and also sometimes comes in early 
to learn some tricks at the other 
kitchens of the hotel. What about a 
social life? Naik says with an impish 
smile that he has dated colleagues at 
the jw Marriott. 

We will talk about romance at 
work a little later. But first let's 
listen to Manish Konar. Thirty-year- 
old Konar has been with the 
Marriott at the Renaissance in Powai 
for nine years. He had joined as a 
help in the kitchen and now has 
been promoted to an executive. He 
didn't know Hindi when he came to 
find work in Mumbai from Tamil 
Nadu, but now speaks Hindi as well 
as English. What does he like about 
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working here—the promotions, 
the training, the spoken English 
classes? "Last year, three mem- 
bers of my family fell ill and had to 
be hospitalised. My three-year-old 
daughter caught pneumonia, my 
son hurt himself while playing 
cricket and I went down with ap- 
pendicitis. All we had to do was 
seek admission in the local hospital 
in Dombivli and inform my hotel. 
We have a good medical insurance 
policy but the management even 
took care of all the formalities," 
Konar says. He had started off 
washing dishes. Now he checks 
food for taste and temperature in 
the staff canteen. 

Mahima Sharma (29) loves 
the work-life balance at 
Marriott. She is in charge of 
the spa, salon and health club at 
the Renaissance in Powai. *The 
company ensures work-life bal- 
ance. Right from the seniors, they 
keep an eye on what time you fin- 
ish work and whether you are tak- 
ing all your leave. If an associate is 


unwell, they come forward and ask 255 


how the company can help. Also, 
when one asks for leave there is no 
negative reaction. If there is heavy 
business the bosses ask if I can 
adjust," she says. 

Sharma has been married for a 
year now and says that since getting 
married, she has never had to work 
an extra hour. "Even before I got 
married, I would stay back some- 
times on my own and the other 
great thing is whenever it is time to 
complete our shift there is someone 
to take over, so there is no real 
need to stay on." 

Gurmeet Singh, Head of 
Human Resources at Marriott for 
India, the Maldives and Pakistan, 
says: "The real trick lies in the 
scheduling. Also, we have empow- 
ered the supervisors to grant a two- 
hour off tomorrow to compensate 
an extra couple of hours put in by 
the employee today." 

Sharma has worked with 
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Who's happier? Associates relax at the 
staff canteen (top), smiling service at 
the coffee shop and a happy check in 


Marriott in two stints and has also 
worked with Le Meridien and 
Hyatt. And it's Sharma who has 
the love story. She met her hus- 
band for the first time at the Jw 
Marriott in Juhu. Although she was 
posted at the Renaissance Powai, 
she was sent to Juhu for orientation. 
Her husband has since moved to 
the Oberoi Group, but Sharma says 
she is not going anywhere. 
“There is a friendly and caring 
atmosphere here. There is a lot of 
flexibility, too. In companies like 
these, you feel attached and it be- 
comes very difficult to leave," she 


adds. “Who knows if I have to 


move, I may get to move within 
the group and with my hus- 
band, too," Sharma adds. 
Broach that to Singh, and 
he is enthusiastic. “We have 
often moved couples together. 
A guy working with us was 
being transferred to Phuket. 
His wife, an ex-employee 
who had quit when she had 
become a mother, was 
offered a job too and we 
took both of them to 
Phuket. Another husband-wife 
team from Mumbai has just 
been transferred to Pune, both 
of them are in sales." 
Singh says that the Marriott 
group does an annual survey of 
their associates, seeking their 
opinion. One of the key findings 
this year was that many associ- 
ates felt that salary levels could 
improve. As the Mercer sur- 
vey showed, the company 
scored high on work satisfac- 
tion as well as work life bal- 
ance, but comparatively lower 
in salaries. 

He adds that the group 
does not plan to fire or lay 
off anyone and with six 

new hotels opening next year, it 
would need to hire. Promotion 
and attrition rates both had drop- 
ped in the last year and Singh says 
that it can be attributed to the 
slowing down of the economy and 
promises that as new hotels open 
the promotion rate will go up. 
The two hotels of Marriott in 
Mumbai have trade unions con- 
trolled by the Bharatiya Kamgar 
Sena. Rajiv Yadav, Vice President of 
the union in JW Marriott, says: 
"We have very cordial relations 
with the management here. We 
have a three-year contract running 
with the management which will 
end in 2010. We had negotiated a 
calibrated approach to increments 
linked clearly with the appraisal 
grades and the management ac- 
cepted our proposal." 
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Godrej Consumer Products 
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LOVING THE LEARNING 
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Combining a hoary lineage with modern practices is helping the company 
attract the best talent who stay back to learn. ANUSHA SUBRAMANIAN 


k REETI VANGANI, 22, DID 
not think twice about 
accepting the offer from 
Godrej Consumer 

Products after she completed 
her MBA from MICA Ahmedabad: 
having tasted life at the com- 
pany as a summer intern, she 
spurned offers from media and 
market research companies to 
opt for Godrej. 

“I had always wanted to be 
in an FMCG company... I took 
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up GCPL because I liked the 
working atmosphere here... ext- 
remely cordial and friendly and 
not overtly aggressive," she says. 

Vangani also figured she 
would get brand exposure, 
media experience and exposure 
to rural markets and may be 
even an international stint. 
Currently with the brand team, 
in six months, Vangani has alr- 
eady gone through her rural 
and international stints and 


looks forward to a new learning 
experience each day. 

The 79-year-old soap maker 
has taken rapid strides in the 
eight years since it went public; 
one of India's best employers 
for the second consecutive year, 
it has moved up eight notches to 
#6 from #14 last year. 

As Adi Godrej, Chairman, 
Godrej Group, says: "Consumer 
and people orientation are key at 
Godrej... we are able to attract 
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good talent who are keen to work 
for an Indian company that is con- 
temporary and globalising.” 
Godrej points out that GCPL is an 
old business but a new company. 
"This growth is an indicator to both 
current employees and potential 
employees that we are a successful 
company of which we would like 
them to be a part," he says. 
Hoshedar K. Press, Executive 
Director and President, who joined 
way back in 1972 as a trainee right 
out of the 1M Ahmedabad, swears 
by the firm's cocoon of continu- 
ous learning and improvement. 
*We have always maintained 
high levels of intellectual style 
whether in learning new techniques, 
or new management tools," he says. 
Adi Godrej has succeeded in 
bringing about a significant trans- 
formation in the company, part of a 
110-year-old group, including a re- 
branding and a focus on being a 
performance-driven company. 
Within the company, the re- 
branding on the employee sphere, as 
Visty Banaji, Executive Director & 
President (Group Corporate Affairs), 
explains, goes under the aegis of 
“Brighter Working". Every emp- 
loyee is connected to a PC, offices 
and factories are being brightened 
up, exchange of ideas encouraged 
and the company is also helping to 
make office breaks more relaxing. 
Brighter Working re-engineers 
jobs so that people are empowered 
to deal with customers and con- 
vert them into “delighted” cus- 
tomers, says Banaji. 
Godrej also aims to become the 
employer of choice for women. 
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€ Number of people laid off in 2008-09 (Till Dec. 31, '08): 9 
e Number of hired in 2008-09 (Till Dec. 31, '08): 176 
€ Headcount in Dec. 2008 vis-à-vis Dec. 2007: 1,500 & 1,382 
€ Headcount post-March 2009: Same 
e Pay-euts resorted to/ planned: Not planned 
@ Innovative HR practice : VOTE or Voice of the Employee 


Source: Mercer, Company 


Following a study done by the 
Young Executive Board that the 
group has formed, Godrej has 
started a daycare centre for women 
employees who generally have 
to leave their jobs when they bec- 
ome mothers. 

Despite all this, the managerial 
attrition rate is near 14 per cent. 
“Attrition levels have been changing 
rapidly in the world... it's more 
important to see it relevant to your 


"At Godrej, we swear by the cocoon of 
continuous learning and improvement. 
We have always maintained high 
levels of intellectual style whether 

in learning new techniques, or new 
management tools" 

Hoshedar K. Press, Executive Director & President 


industry. We are better than indus- 
try levels,” explains Banaji. 

*This attrition is still below 
the industry norm," says Sumit 
Mitra, Executive Vice President 
(Human Resources), GCPL, adding: 
*... we have a 30 per cent vari- 
able component as a part of the 
compensation packet. This may 
be the highest in the industry, but 
makes the job more challenging." 

The tough times have not 
forced Godrej to retrench. “In- 
stead, we will continue to recruit,” 
says Mitra. 

GCPL clearly believes that 
employee growth and company 
growth go hand-in-hand. Managers 
are encouraged to come up with 
longer term strategic game plans 
that can propel the company to 
the next level. 8 
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Max New York Life 
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NURTURING TALENT 


Grooming talent systematically is one of the critical factors that has 
helped the company emerge a leader in HR practices. RISHI JOSHI 





My strike: MNYL employees bonding at the company’s Gurgaon office 


NALJIT SINGH, CHAIRMAN, 
Max New York Life 
Insurance, reckons he 
has the best insurance 
cover for these troubled times: 
a significant investment in its 
people since the day it was set 
up eight years ago. Ergo, he 
expects Max New York Life 
to sustain its high growth rates 
as others could find themselves 
floundering. 

“Our vision is to be among 
the most admired companies 
in life insurance... we have cre- 
ated a differentiated work en- 
vironment for employees to 
excel. Talent management has 
been a big focus area for us," 





says Singh. 

Concurs Rajesh Sud, CEO 
& Managing Director, as well 
as a Founder Member of Max 
New York Life: “We do two 
things well. We are good in 
building a strong talent pool. 
Our strength is also in creating 
processes to achieve the 
desired results." 

It has been an eventful jour- 
ney for the team at Max New 
York Life. Starting of with just 
65 employees in eight offices 
in the country, today it has a 
network of over 500 offices 
across 300 cities all over India 
with almost 16,000 employees 
and 66,000 direct sales agents. 


Overall, it has become India's 
fourth-largest insurer with over 
30 lakh policyholders. 

But the rapid expansion has 
meant that the company has 
had to pay special attention to 
building a skilled and moti- 
vated workforce. In-house 
training has become a thrust 
area. Às company executives 
emphasise, the goal has been 
to emerge as a "University of 
Life Insurance". It is already 
an IRDA-certified training insti- 
tute and has evolved a rigorous 
training regimen for both its 
employees and agents in an 
attempt to nurture talent. 

The company has over 900 
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dedicated trainers on its rolls. Every 
office has two training rooms which 
can accommodate 60 staffers. 
Employees are periodically sent 
back to the classroom to further 
build on their skill sets. Agents, too, 
are constantly put through the grind 
—with over 400 hours of class- 
room curriculum during their first 
two years with the company. 

Rajit Mehta, another Founder 
Member, who is also Executive 
Director & coo, adds: “Talent is a 
competitive edge. Classroom exer- 
cises give the employees a clear in- 
dication of what is expected from 
them and how they will be rewarded 
and compensated." 

Indeed, on the *Employee 
Satisfaction levels" parameter of 
BT-Mercer survey, Max New York 
Life has done exceptionally well. In 
part, the company says that this is 
also due to the top-of-the-line per- 
formance management process that 
it has evolved. 

Employees are graded on two 
broad parameters: Goal Review (tar- 
gets laid down for employees at the 
beginning of the year) and 
Managerial Competency Review 
(this involves assessment of individ- 
uals on the competencies specified for 
a particular position). The review 
leads to firming up of development 
plans for the concerned employee. 

Most employees agree that it's 
a transparent process and the best 
get their due. Says Prashant Sharma, 
VP, Investments: “It’s a fair process of 
appraising. The best performers are 
given compensations keeping the 
industry benchmarks in mind." 

However, there are areas of 
concern. Despite the employee- 
centric policies, the company is still 
grappling with a high turnover rate 


which is endemic to the life insur- | 


ance business. It has an attrition 
rate of over 60 per cent. The top 
management, though, feels that 
these figures are misleading as the 
attrition levels at the top three 
grades is as low as 13 per cent. 
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€ Number of people laid off in 2008-09 (as on Dec. 31, '08) NA 


€ Pay-cuts resorted to/planned 


NA 


e Innovative HR practice: Long-term Incentive Plan(LTIP) which ensures retention 


of high performers through a long-term cash benefit 


Source: Mercer, Company 


Says Singh: “We would like to 
bring down the attrition rate, but 
importantly we don't lose leaders. 
Most people who leave us are 
typically junior employees." 

Adds Mehta: *With the indus- 
try growing at 60-65 per cent 
annually there's bound to be a 
churn at the lower levels. We are 





“Our outstanding work culture 
should help us beat the in- 
dustry average growth rates" 
Analjit Singh, Chairman, MNYL 


known to be an inclusive meritoc- 
racy and our staff is much in 
demand in the industry." 

Max New York Life has drawn 
up an aggressive growth plan for 
the next three years called 
"Everest". It plans to hire 14,000 
on its rolls and take 30,000 agents 
this fiscal alone. It will also spend 
Rs 1,800 crore on *Everest", dur- 
ing which it plans to increase its 
branches from 500 to 1,600 by 
March 2012 with over 10 million 
policyholders in its kitty. 

Says Singh: "With goals and 
vision of the company clearly ar- 
ticulated to the employees, we are 
confident of meeting our target. 
Our outstanding work culture 
should help us beat the industry 
average growth rates." Singh's 
prediction may or may not 
come true, the company's impres- 
sive record suggests that it means 
business. M 
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Ashok Leyland] 
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Work and play: ALL's ED-HR, Shekar Arora, WE 
(in the middle) with colleagues at @¢ompany Wg 
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NO TO GENERATION GAP 


Ashok Leyland is betting big on youth power but not at the cost of 
experience as seniors play a leading role in taking the company forward. 


N. MADHAVAN 


OVEMBER 11, 2006: FOR FOUR 

hours, 26 young executives 

present their corporate 

|business plan for 2007-08 
to Ashok Leyland’s Management 
Committee. The plan, more ag- 
gressive than originally laid out by 
the top management, proposes in- 
creasing capacity by 10,000 units 
without any investment or addi- 
tional manpower by de-bottle- 
necking production capacity, supply 
chain and marketing. It 
Was accepted. 

January 9, 2008: A spanking 
new, low-floor, hi-tech bus is the 
cynosure of all eyes at Ashok 
Leyland's (ALL) stall in the 2008 


Auto Expo. The ‘iBus’, with anti- 
lock braking system, electronic en- 
gine management, anti-collision 
device and other rich features was 
conceptualised, designed and de- 
veloped by a cross-functional team 
of 25 young executives—all less 
than 30 years of age—in 11 
months flat. 

A similar cross-functional group 
on best practices is in the final 
stages of drafting the 21st century 
factory credo that ALL. would like to 
implement across all its facilities. It 
is looking into an integrated work- 
force that seeks to reduce the sta- 
tus/opportunity gap among work- 
men and executives in the com- 


pany. Under this plan, even a 
shopfloor worker will have the op- 
portunity to grow and become the 
MD of ALL. The company, to start 
with, hopes to implement this credo 
at its new facility coming up at 
Uttarakhand. 

ALL—it appears—has perfected 
the art of leveraging its youngsters. 
But three years ago, all was not 
well with these young executives, as 
indicated by a climate survey done 
by the HR department in 2005 to 
evaluate the level of satisfaction 
among employees on key manage- 
ment issues and themes. “We re- 
alised that the seniors and the 
young executives were not getting 


along well. The youngsters said 
‘we can do it, have faith in us’. 
They sought respect and an adult- 
to-adult treatment. But the seniors 
were in a nurturing mode," ex- 
plains ALL's Executive Director for 
Human Resources, Shekhar Arora. 

The survey's findings were both 
worrying and revealing for the 
company. ALL had recognised the 
competitive abilities of the young- 
sters and was betting big on them— 
40 per cent of ALL’s executives were 
below the age of 35 years. It could 
not afford to keep them dissatisfied. 
The survey also revealed the cause 
for high level of attrition (35 per 
cent) among graduate engineers, 
MBAs and diploma engineers. 

*We followed up the survey 
with an open house and a 360 
degree appraisal for senior man- 
agement staff. One thing that 
emerged was that youngsters 
wanted a greater say," says Arora. 

Operating in an industry where 
the domain knowledge rests with a 
handful of companies, and with 
multinational commercial vehicle 
companies announcing plans to set 
up shop in India, it was impera- 
tive for ALL—India's second-largest 
commercial vehicle manufacturer— 
to position itself as a preferred 
employer. 

In January 2006, it launched 
“Mission Young Executives'—or 
‘Mission YEs'—to enable, engage 
and empower its young execu- 
tives, "We formed many cross- 
functional teams of youngsters 
who are willing to stretch them- 
selves by spending three or four 
extra days a month for six months 
and work on specific projects," 
explains Arora. Funds were allo- 
cated and top management of- 
fered their inputs. When the 
management committee analysed 
their plan and accepted it, they 
felt empowered. 

Three years later, the results 
are encouraging. "The attrition 
level among the graduate engineers, 
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e Number of laid off in 2008-09 (as on Dec. 31, 08) Nil, but working days have been reduced. 
e Number of people hired in 2008-09 (as on Dec. 31, '08) Executives 
€ Head count in Dec. 2008 11,822 (including factory workmen) in Dec. 2008 
@ Head count post-March 2009 Plans on to induct 300 new executives 
e Pay-cuts resorted to/planned Only management staff have taken voluntary pay-cuts 


@ One innovative HR practice YMMD (You Made My Day) initiative promotes a culture of collabo- 
ration and internal customer perspective “Source Mercer, Company 


MBAs and diploma engineers has 
declined to 18 per cent (from ear- 
lier 30 per cent). Also, when we 
offered a development-linked 
career plan to the young execu- 
tives as a part of our internal lead- 
ership pipeline, most of them re- 
sponded enthusiastically and have 
committed a good share of their 
career with ALL," says Arora. 
With this sort of focus on 
youngsters, have the seniors felt 
alienated? “They did initially," re- 
veals the HR head. *But we tackled 
the problem by putting in a fairly 
strong mentoring process," he says. 
Today, says a relieved Arora: 
“The respect they have come to 
have for each other has contributed 
in a big way in bridging the gen- 
eration gap that threatened to di- 
vide the employees." 8 


Cheery camaraderie: Employees 

at a company do (top) 

Fun (& work: Employees attending an 
event organised by the company 
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FIGHTING FIT 


Eli Lilly is alive and kicking when it comes to driving its very 
precious sales force. The company scores high on diversity, 
Dut is yet to find a cure for attrition. SAUMYA BHATTACHARYA 
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: Gupta (extreme left) and his team is bang-on when it comes to initiatives 


N NOVEMBER 27, 2008, A DAY 

after terrorists struck 

Mumbai, Eli Lilly’s 40-odd 

field workforce in Mumbai 
received simultaneous alerts on their 
phones. These were safety alerts 
from their Delhi office, instructing 
them to stay away from the field. 
"Safety overrides business and that's 
the standing instruction to our field 
staff," says Sandeep Gupta, CMD of 
Eli Lilly & Company India. 

For a company that has 80 per 
cent of its workforce (almost 400 
employees) in the field, the human 
resource challenge is in one word— 
assiduous. And when your sales are 
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completely steered by the drive of 
your field force, you ignore these di- 
verse and distinct challenges at your 
own peril. 

Eli Lilly became conscious of 
this fact very early in its journey in 
India. Little surprise then, the com- 
pany has human resource practices 
intrinsic to the country, designed 
and customised for the centre of 
Its universe—its sales force. 

One of Eli Lilly's field staff 
Tarun Sharma, 22, is an MBA in 
pharma marketing from Jiwaji 
University, Gwalior. A few days 
into his job, Sharma—who is a 
trainee territory manager for East 


Delhi—got a call from his parents in 
Himachal Pradesh. He was told that 
the family had received a letter from 
Eli Lilly's Senior Vice President of 
HR, listing out their son's achieve- 
ment, his sales territory and re- 
porting structure. Six months later, 
Sharma talks animatedly about the 
letter that became the talk of the 
town. "It is a dose of motivation 
at the entry level," says Gupta. 

Motivation is one of the four 
threads that form the HR varn at 
Eli Lilly—along with communica- 
tion, safety and training. 

Eli Lilly, which posted sales of 
about Rs 200 crore for financial year 








ended March 2008 (a compounded 
annual growth rate—CAGR—of 16 
per cent over last three years), is a 
subsidiary of the us pharmaceutical 
major, Eli Lilly & Company. The 
company was set up in 1993 as a 
joint venture between Eli Lilly of 
the us and Ranbaxy of India. In 
August 2001, a 100 per cent Lilly 
subsidiary was created. 

How is the workforce managed 
at Eli Lilly? Through an assortment 
of initiatives, and one such initiative, 
Health of the Organisation (HOO), 
made Gupta and his leadership team 
realise that their biggest challenge in 
managing human capital was a 
work-life balance. Their field staff 
works odd hours and is forced to 
rely on cyber cafes to file their daily 
reports. The remedy? "In a time 
which is not looking very optimistic, 
we are giving all our sales reps a 
laptop. The objective is to increase 
productivity and make sales 
reporting easier," says Gupta. 

But that's only one small bit 
taken care of. Something niggling is 
giving Gupta and his HR Senior Vice 
President Suresh Tiwari many a 
sleepless night. It's a pest called 
attrition that's at a whopping 46 
per cent for Eli Lilly. 

Tiwari gives the bigger picture. 
According to him, the industry 
attrition at 26 per cent includes dif- 
ferent segments like generic divi- 
sions, different experience levels 
ranging from legacy teams to new 
generation teams. "The attrition in 
pharmaceutical industry in the 
experience segment of 1-3 years is 
47 per cent; most of the Territory 
Managers at Lilly are in this seg- 
ment," he says. 

That said, Eli Lilly sees its high 
diversity as one of the reasons for 
attrition. “Women make up for 18 
per cent of our employees. It also 
adds to our attrition because a travel- 
intensive job can hamper their work- 
life balance. But that has not deterred 
us from hiring women," says Gupta. 

Talk to Eli Lilly employees and 
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e Number of people laid off in 2008-09 (Till Dec. 31, '08): None 
@ Number of people hired in 2008 (Till Dec. 31, '08): 226 
€ Headcount in Dec. 2008 vis-à-vis Dec. 2007 487 & 49] 
€ Headcount post-March 2009 (Higher than current, Not Disclosed. 
same as current, lower than current): No lay offs planned. 
€ Pay-cuts resorted to/ planned None 


Source: Mercer, Company 


you find diversity and clear-cut 
career path getting the organisa- 
tion a big thumbs-up from its work- 
force. Charu Mehta Nasa, 28, is a 
Sales Manager who works in the 
field. Her six-year career trajec- 
tory has seen three promotions, 
despite a year-long maternity leave 
(three months is paid) when her 





Career growth: Nasa has seen three 
promotions in a six-year career span 


MIHSAVA HSILVS 


daughter Prisha was born in 2005. 
“I had an anxiety free transition 
from my leave." And what made 
her stay at Eli Lilly for such a long 
time? Intensive, step-by-step train- 
ing and research back-up provided 
by the medical information de- 
partment of the company. “That 
ensures doctors are most receptive 
to us because we keep them 
updated on research," she says. 

At Eli Lilly, the tenure of the 
employees is peppered with inten- 
sive online and offline training mod- 
ules. *Training and development is 
not a flavour of the month at Lilly. 
Once you come on board, it is part 
of life," says Gupta. 

Eli Lilly seems to have cracked 
the formula for keeping employ- 
ees happy. Finding "Answers 
that Matter" is Eli Lilly's mission 
statement. It would do well to 
find answers to its chronic ail- 
ment—attrition. 
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The team that clicks together stays together—that's the mantra at Canon India 
as it takes baby steps to dominate the Indian market. TEJEESH N.S. BEHL 


' ENSAKU KONISHI, THE 55-YEAR- 
old President & CEO of 
Canon India, tries to sound 
as diplomatic as possible as 
he reminisces about his experiences 
as head of an almost 700-strong 
Indian workforce for the last two 
years. "Well, they are a young lot— 
mostly in their 30s—and a bit on 
the boisterous side, prone to getting 
excited. So, you need to tell them to 
speak calmly and not shout—and 
it’s getting better," he says, tongue 
firmly in cheek. Konishi, one of the 
four Japanese employees, observes 
that Indians, while being good 
speakers, tend to be poor listeners, 
which at times does become a hin- 
drance in smooth operations. 
Typifying the youthful profile 
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of the company, Ritu Malhotra, 
Senior Manager (People Excellence, 
Human Resource Division), smiles 
sheepishly at Konishi's allegation 
and discloses that they have started 
a Crucial Conversations programme 
to develop the listening skills of the 
company's workforce. However, 
the 34-vear-old, who has been with 
Canon for almost four years, dis- 
misses any suggestions of a mis- 
match between the work culture 
of a majority Indian workforce and 
what is essentially a Japanese com- 
pany with its own work ethos. "At 
a very basic level, there is a high 
degree of similarity between the 
Japanese and the Indian cultures— 
both laying emphasis on discipline 
and respect," she argues. 


That does not mean that Canon 
India muzzles its employees. 
*Compared with a European or an 
American company, Japanese lay 
more emphasis on due diligence 
and detailed deliberation before 
taking a decision—all this takes 
some time and can be frustrating. 
Additionally, with the company 
paying a premium for collective 
responsibility, the efforts of an out 
performer could get shadowed," 
observes Alok Bhardwaj, Senior vr, 
Canon India, who’s been with the 
company for eight years. In fact, it is 
this freedom of expression— 
allowing employees to debate, dis- 
cuss and experiment—that has been 
Canon’s biggest draw in India. 

Being a sales-driven organisation 


in India (Canon does not have a 
manufacturing unit here as yet), 
Bhardwaj's observations do have 
merit, especially if one considers 
the relatively high attrition rate of 
22.27 per cent, though Malhotra 
contests the figure. “If we take the 
trends in attrition over the past five 
years, it has actually shown a decline 
from 2003 onwards, when it used 
to be 30 per cent and above, to 
21 per cent in 2007, and 17 per 
cent in 2008," she points out. “In 
our software division, for instance, 
we have managed to whittle down 
the attrition levels from 30 per cent 
two years ago to just 8 per cent 
this year," adds Malhotra. 

She attributes the decline in att- 
rition in part to a realignment of the 
salary structure of the engineers in 
the software division. But there still 
is a pay disparity between what 
Canon employees earn and what 
their counterparts at rivals earn—the 
firm's salaries are benchmarked at 
60th percentile of the market. This, 
admittedly, does leave a huge chasm 
for Canon India's competition to 
step in and bridge the compensation 
divide by poaching its talent. 

This year, the average pay inc- 
rease is down by over five percent- 
age points over last year's pay 
hikes—and the company admits 
that salaries are the single biggest 
reason for its attrition. "Sometimes, 
we can't pay the market prices. 
However, we are here in India for 
the long term and prefer to grow 
step-by-step," says Konishi. With 
revenues this year expected to grow 
35 per cent on last year's figure to 
touch Rs 700 crore, Canon's plans 


"What we look for in an 
individual are not just core 
competencies—which are 
essential—but also the 
flexibility to think on their feet 
and communication abilities” 
Kensaku Konishi, President and CEO 


JITENDRA SHARMA 
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e Number of people laid off in 2008: None 
e Number of people hired in 2008: 285 
@ Headcount in Dec. 2008 vis-a-vis Dec. 2007: 693 & 520 


€ Headcount post-March 2009: Higher than current 
e Pay-cuts resorted to/ planned: No pay-cuts. Pay hikes being planned 


e One innovative HR practice: Virtual working, where the entire field sales as well as service staff 
are ‘virtual’ employees, i.e., they do not have to go to the office every day. They go to the customer's 
place directly from their respective homes. They have a home office set up for which they also get a 
maintenance allowance 


Source: Mercer, Company 


do appear on track. 

Konishi points to the growth 
opportunities within the organisa- 
tion and the company's strong 
brand equity as Canon India's USP in 
attracting and retaining talent. Of 
course, the attrition, in addition to 
the company's growth, is creating 
enough opportunities for Canon 
India to up its headcount—from 380 
employees in 2006, to 520 in 2007, 
693 this year and to 825 next year. 
*What we look for in an individual 
are not just core competencies— 
which are essential—but also the 
flexibility to think on their feet and 
communication abilities," he says. 

Hopefully, all 693 of them are 
listening. m 
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THE OTHER 
GOOD EMPLOYERS 


Though not among the top 10, employees like the following 
employers for letting them build a fulfilling career. The order 
of appearance doesn't indicate ranking. 


WHIRLPOOL OF INDIA 
"I" 
| 





Singh (L) and Uppal (R): Helping plan career trajectories 


'HIRLPOOL DOES NOT CARE FOR THE BUZZ OF RANKINGS, BUT HERE IT 
is! “I am not sure if having a ‘buzz’ is such a good thing... I would 
rather have people discover the reality for themselves, than have their 
perception dashed to the ground,” says Arvind Uppal, Region Head 
for Asia Pacific (except Greater China), Whirlpool of India. So what 
if it lacks buzz? *We are a great place to work as we offer people a 
good environment for develop- 


j ° 5 E E nne ua i 

Promotion rate 17) 18 — ment," says Sanjay Singh, Vice 
oy i , 

HR cost as a % of total revenues 4M President (HR), Asia. 

Avg, training hours per employee 14.33 


Salaries are another grouse. 

“I agree, we do not offer the best- 

Source: Mercer, Company in-class pay. But we do not want 
people whose only motivation is 

money... many of our ex-employees want to come back to our open 

and learning environment," says Singh. Whirlpool says it has no prob- 

lem finding the right talent—and will soon have a system to monitor 

performance online and help plan career trajectories. 


Avg, increments for the last 3 years (76) 13.01 


SHAMNI PANDE 
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CE It's all about 
higher growth opportunities 


JINDAL STEEL 
& POWER 


ACK IN 1988, WHEN JINDAL 

Steel & Power (then Jindal 
Strips) launched its Raigarh 
steel plant, it hired the best 
talent available with a prom- 
ise to provide them best- 
in-class facilities. Twenty 
years later, 49-year-old D.K. 
Saraogi, who joined as the 
first engineer at the unit, is 
still working with it. 

“Whether it was O.P. 
Jindal or Naveen Jindal today, 
leadership has always treated 
employees as family," he says. 
“I am not the only one to have 
rejected dozens of job offers." 

Quick promotions, big 
increments and training initia- 
tives have also helped keep 
attrition low. 

Vikrant Gujral, Vice 
Chairman & CEO, cites JSPL's 
growth and diversification. 
*Growth opportunities here 
are higher than anywhere 
else," says Gujral. 

MANU KAUSHIK 


Promotion rate (76) 30 
HR cost as a % of total revenues 1.36 
Avg, training hours per employee 40 
Avg, increments for the last 3 years (%) 21 


Source: Mercer, Company 


SHREE CEMENT 


.M. BANGUR I$ AN UNUSUAL MANAGING DIRECTOR: 

not for him any pontification about his com- 
pany's social responsibility et al in bulging annual 
reports and supplements. He begins his pitch in the 
annual report by admitting candidly that he enjoys 
many perks not reported in the balance sheet. 

Ah, ha, you say, another CEO giving himself a 
cushy deal! Then, Bangur lists the perks: hyperten- 
sion and ulcers from high-stakes decision taking. 
Decisions to encourage managers to experiment 
without fear of failure—Bangur says a CEO's job is 

to *see that fail- 


e Promotion m ^) NA  ures do not stick 
HR cost as a % of total revenues 0.02 to the managers". 
è Avg training hours per employee 6.38 


Bangur, a chemi- 
cal engineer from 
IIT Mumbai, says: 
*We have multiple 
aborted attempts before success is achieved..." 
Executive Director M.K. Singhi is even more 
alarming: *Our people are authorised to waste 
resources." He says Shree Cement once invested 
Rs 3 crore in a new process to generate power but 
it failed. *No one was blamed, but we... worked out 
a better solution," says Singhi. *Failures are stepping 
stones... we demand failures also." 
Concurs P.K. Tripathy, Senior Vice President 
(Works): “We encourage people to experiment and 
try out things..." 


Avg, increments for the last 3 years (%) 25 


Source: Mercer, Company 


SOMNATH DASGUPTA 


MD Bangur: Go forth and fail—thus shall we succeed! 
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INFOSYS BPO 


MPLOYEES AT THE BANGALORE HEADQUARTERS Of 
Infosys BPO are a serious-looking bunch these 
days: gone are the job offers from rivals as the BPO 
industry struggles to survive the meltdown. Gone 
are the parties as well. In their place: extra efforts 

to learn and execute. 


Two things have Promotion rate (95) 
caused the change. HR cost as a % of total revenues at 
One, the manage- Avg. training hours per employee | 


ment is talking more 
with the employees. 
Two, clients—most 
of them global big- 
gies not isolated from the slowdown—have raised 
the bar of expectation. Today, whenever CEO & 
Managing Director, Amitabh Chaudhry, orders a 
cost cut, he ensures that the background is 
explained to employees. 

K. Raghavendra, Vice President & Head (HR), 
says that attrition has ceased to be a challenge, but 
meeting client expectations is. So, the company is 
focussed on aligning the employees' mindset with 
that of its global clients, helping them rediscover 
their own self-worth and value, and telling them 
that it “continues to care for them". 

K.R. BALASUBRAMANYAM 


Avg, increments for the last 3 years (%) 14-15 


Source: Mercer. L Impany 


79 





APOLLO TYRES 





Sarkar (L) and Mitra (2nd from L): Sky-high ambitions 


T APOLLO TYRES’ OFFICE IN GURGAON, THERE IS A 
palpable sense of its ambition to be among the 
top tyre-makers in the world. “We hired nearly 100 
young engineers as part of our Graduate Engineer 
Trainee programme (GET), and almost all have cho- 
sen to stay with us. We were expecting a very high 
attrition among these young people... we continue 

to be amazed at our success in retaining most of 
them," says Tapan Mitra, Chief (HR). 

There is a buzz around its ability to offer growth 
opportunities, following its acquisition of Dunlop in 
South Africa, offices in Europe and plans for a plant 

in Europe. 


© Promotion rate(%) | 0 135 Sunam Sarkar, 
e HR cost as a % of total revenues 081 Chief (Corporate 
e Avg training hours per employee 7.56 Strategy and 

e Avg, increments for the last 3 years (%) 18.95 Marketing), says 
Source: Mercer, Company the management 


is open to ideas. 
The open culture has its attractions. Take Devesh 
Dabas, who has moved around a lot, joining Apollo 
in 2004, then going to MRF to specialise in off-the- 
road tyres, which Apollo was yet to launch. At MRF, 
he missed the Apollo work culture. *When I heard 
that they were starting work on OTRs... | came 
back," says Dabas, now a Manager at Apollo. 

“We now involve our managers in our different 
plants with management responsibilities relating to 
HR as well," says Mitra. 

SHAMNI PANDE 
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COROMANDEL FERTILISERS 


ULKI VIKRAM ALWA WAS JUST 20 YEARS OLD AND 
fresh out of college when he joined Coromandel 
Fertilisers as a Management Trainee. In the 30 years 
since then, he has had enough reasons to stick to his 
first job. *At a personal level, one is treated with 
respect and at a professional level, there is a lot of 
exposure that one can get here," he says. 

Alwa has not stayed in one function for more 
than three years. “I have worked across six func- 
tions and while... I could have grown faster in any 
other organisation, I would not have got this cross- 
functional exposure anywhere else," says Alwa. 








MD V. Ravichandran (L) and HR Head Arun Leslie 
George (R): Offering ‘cross-functional’ exposure 


| ' ! 
Ax latest count.39 Seno —— — — I 
per cent of the man- e HR cost as a % of total revenues* — 125 


agement staff has been @ Avg training hour = hours per employee 5 
with the company for * Avg, increments for the last 3 years (76) 14.5 


more than 15 years. *Since this is a low margin business, the 
Managing company feels it may be better to look at HR 
i pcm cost as a per cent of profit before tax, which 
Director, V. is around 12.5 per cent 
Ravichandran, who Source: Mercer, Company 


has been with the par- 
ent Murugappa Group for 23 years, says: "We tell 
people to see Coromandel as the Infosys of the fer- 
tiliser industry." Arun Leslie George, Senior Vice 
President & HR Head, says: *Gallup India's ratio of 
engaged to disengaged employees for us is 7.83:1 
compared with the national average of 3.38:1 and 
Gallup Global average of 3.46:1." 

E. KUMAR SHARMA 
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CUSHMAN & WAKEFIELD 
INDIA 
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NISHIKANT GAMRI 


A trusted name: And what's more, good people 
lead the way on the top 


GODREJ INDUSTRIES 


AMESH GAWDE, 46, A BLUE COLLAR WORKER AT 

the Rs 800-crore Godrej Industries, the 
Godrej Group flagship, has spent 21 years in the 
company. He started as a worker in the Vikhroli 
soap plant and moved across functions. 

What is it that he likes about this place? 
*Godrej is a trusted name with good people lead- 
ing the way on the top," he says. “I have got lots 
of encouragement from my seniors to move for- 
ward in my job here." Gawde has learnt computer 


LYNOW 





VAWHVHS 














Executive MD Verma (C) with his team: imbibing the culture operations on the job and is now posted at the 
time office handling administrative operations. 
T’S A MINOR IRRITANT FOR RITESH SACHDEV, ASSOCIATE “I have developed my skills and learnt a lot 
Director in charge of Transaction Services, Tenant like the production cycle of a plant, basic comput- 
Strategies & Solutions at Cushman & Wakefield. ers,” says Gawde proudly, and you understand 
“There’s a rule that entitles only senior managers and why Godrej Industries is here. Mathew Eipe, 
above to laptops, while managers who work on deals Executive Director 
worth Rs 4-5 crore are not entitled to a company lap- & President e Promotion rate (%) 8 - 
top—the concern being that critical client data can be (Chemicals), says: e HR cost as a % of total revenues 0.08 
taken out,” says Sachdev. The senior management is “We have very good e Avg training hours per employee — 4357 
considering his argument for a change. Sanjay Verma, HR practices, both e Avg increments for the last 3 years (%) 13 
Executive MD (South Asia, Australia & New Zealand), for blue-collar as Source: Mercer, Company 
is even more candid. well as white-collar 
e Promotion rate (76) 451 “We have shortcom- employees, and we manage our people well.” 
e HR costas a % of total revenues — 119 ings, For instance, we The average number of working years of 
e Avg training hours per employee — 1134 will never pay top an employee is 15 years. Eipe himself joined 
e Avg. increments for the last 3 years (%) 38 dollar to our emp- the company as a Management Trainee in 
Source: Mercer, Company loyees,” he asserts. 1977. The company now also has a programme 
He says retaining em- called AcE (Accelerated Career Education) 
ployees just with high salaries is a short-lived advantage. programme wherein it recruits graduates and 
“Most people who leave are those who have spent then trains them. 
anywhere between zero and three years with us—and According to Praful Bhat, Head (HR), the 
possibly are not assimilated into the company’s culture,” open and fair culture rests on four pillars. 
observes Divyajit Singh Snehi, National Head (HR). “We listen to each one of them, we provide 
That then, will prove to be Cushman and Wake- everyone the training they need to move forward, 
field’s biggest challenge—to ensure the new hires there is a reward and recognition programme,” 
imbibe the company’s culture even as it climbs the he says. 
steep cliff of high growth. ANUSHA SUBRAMANIAN 


TEJEESH N.S. BEHL 
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Brig. (retd) Ghogale (L): Happy employees mean happy guests 


HYATT REGENCY DELHI 


HEN WE VISITED THE HYATT REGENCY DELHI FOR THIS WRITE-UP, 
Wi hotel appeared to be humming along at its efficient best. 
Little did we know that its GM, Timothy Bruce, was enjoying his 
Christmas vacation, far away from the property giving instant cre- 
dence to the adage “the best manager is the one who is redundant”. 

The ability of the Hyatt to operate like clockwork without Bruce 
is testimony to both the employees it hires, and to its efficient HR 
practice. “People are our principal asset and key to our success. One 
is on show all the time and cannot afford to be caught off-guard,” 
observes Brig. (retd) Prakash T. Ghogale, Director (HR), Hyatt Reg- 
ency Delhi. But, while the average career tenure here is over eight 
years, the attrition rate, at 34 per 
cent, is quite high. Ghogale says 
this is because new hotels have 
come up in the NCR. The flip side: 
faster promotions with 111 last 
year and 96 already this year. 
Take Puneet Baijal, Director 
(Food & Beverage), who has stuck on for five years. “Each time | 
thought of leaving—thinking that I had reached a saturation point— 
| was given an additional responsibility and moved up,” he says. 

Ghogale admits that tackling employee burnout is the primary 
challenge. “As employers, we recognise the need for a work-life bal- 
ance. Each employee gets six off-days in a month, as opposed to the 
regular four,” he says. And we all know that happy employees 
make for happy guests. Not to mention ringing cash registers. 

IEJEESH N.S. BEHI 


@ Promotion rate (%) 29.49 
e HR cost as a % of total revenues 044 
e Avg. training hours per employee 16.95 
e Avg. increments for the last 3 years (%) 12 33 


source: Mercer, Company 
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BAJAJ CAPITAL 


e Promotion rate (%) NA 
e HR cost as a % of total revenues 30 
e Avg. training hours per employee 40 


e Avg. increments for the last 3 years (%) N.A 


Source: Mercer, Company 


HAT MAKES AMBITIOUS, YOUNG 
Wis give up global banks 
for low-profile home-grown emp- 
loyers? *A meatier role," says 
Vinesh Menon, Deputy CEO, Bajaj 
Capital. Menon himself hopped 
across from ABN AMRO a little over 





him, many have come from multi- 
national banks. Why? “When the 
family hired me, they said: We set 


up the company; now you run it 


for us," Menon recalls. 

Running the distribution busi- 
ness isn't easy, says Anil Chopra, 
CEO. Adds HR Head Sunaina 
Mattoo: "Other than attracting 
and retaining, my biggest HR chal- 
lenge is to make new hires produc- 
tive in no time." Employees say 
the culture is entrepreneurial and 
encourages employees to innovate. 
Seems it is breaking the mould of 
family-owned businesses. @ 

PUJA MEHRA 


CEO Chopra (L), HR Head Mattoo 
(2nd from L) and Rajiv Bajaj (2nd 
from R): Entrepreneurial culture 
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MANAGING HUMAN CAPITAL EZ 
THROUGH TOUGH TIMES 
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The common thread that links all our winners is the solid foundation 
that they have built to manage their human capital. 


PADMAJA ALAGANANDAN, GYAN ANJAN KAUR, PRAKRITE AGARWAL CHATURVEDI 


& MADHUMITHA VENKATARAMAN 


“It was the best of times, it was the worst of times, it 
was the age of wisdom, it was the age of foolishness...” 
— Charles Dickens, A Tale of Two Cities 


HEN TWO YEARS AGO, INDIA INC. WAS 
witnessing an economic boom and a re- 
sulting overheated talent market, we had 
noted in this column that far-sighted 
business leaders need to make management of talent 
their highest corporate priority. Today, with several 
large economies “declaring” a recession, the Us shed- 
ding over 500,000 jobs in November alone (more than 
the number of job cuts in any month in the past 34 
years) and India's GDP growth showing signs of slow- 
ing down, the advice seems just as relevant. Managing 
human capital would be the true differentiator in 
these unprecedented times. 

What human capital strategies and practices would 
stand an organisation in good stead? The Best 
Companies to Work For in India Study 2008 takes a 
closer look at the winners this year in an attempt to seek 
answers to some of these questions. 

The common thread that runs across all our winners 
is the solid foundation they have built to manage their 
human capital. In managing their people, organisations 
that feature in the top 10 this year have consistently 
focussed on values, invested in people, gone by meri- 
tocracy and finally, developed excellence in HR process. 
While these aspects will not address all challenges 
faced by organisations in today’s downturn, companies 
that have invested considerable time and resources in 
building a solid human capital management foundation 
will be better-placed to weather the storm. 
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Values and Processes 

Underlying organisational values of excellence, in- 
tegrity, fairness and growth are reflected in the people 
processes and policies of companies which have 
emerged at the top. These companies ensure fair and 
unbiased employee treatment—be it for pay, bene- 
fits, increments or promotions—and have woven 
transparency into their HR processes. These steps include 
mandatory employee sign-offs on individual per- 
formance ratings, self-nominations for training pro- 
grammes, formal employee suggestion programmes, for- 
mal policies on equal opportunity & diversity, and 
dedicated resources for employee grievance resolu- 
tion in order to build employee ownership and faith. 


Investing in People 
rave, d Our x companies are making sig- 
nificant financial and non-financial investments in 
their people, spending approximately 3.72 per cent of 
their revenue in HR-related activities (excluding wages 
and salaries), which is close to twice the budget allocated 
by the rest in the top quartile. And they are not just 
splurging on salary increments—the annual incre- 
ments given by these companies are 4.31 per cent 
lower than the rest in the top quartile. These companies 
have found that paying top dollar is not the only answer 
to engaging employees; investing in them in the form 
of learning and development is. 

Striving to provide long-term careers, the “Best” take 
a far-sighted view of engaging and developing talent be- 
yond the scope of their immediate job requirements. 
They invest consistently in employee development, 
so the "training expense per employee" incurred by the 


top 10 in our study is seven times the 
average expense incurred by the top 
quartile. Employee satisfaction results 
have shown year after year that an 


HR VALUE INDICATOR 


The leadership teams of the participating 
companies have indicated HR processes 
they value the most for their organisation 
and by how much. 


innovation to meet business and em- 
ployee requirements across countries 
and businesses. They are constantly 
looking for the maximum returns on 
each dollar spent by focusing on cost- 


employee's perception of a long-term 
career and the company's investment 
in employees' career development has 
a significant impact on their perception 
of the company as an employer and its 
engagement levels. 








200g — HR strategy/ 


HR policies — effective means of developing and em- 


"E. powering their workforce. The "Best" 
cmm. are all ears for their employees using 
real-time online employee issue reso- 


. . Phleophy — Jution mechanisms such as employees 


Apart from just large spends, all HR metrics raising tickets, laid-down timelines and 
these companies have the process Process automation Escalation matrices for resolving issues, 
and infrastructure to support these Figures in % dedicated online helpdesks and friendly 
investments in terms of clear career 9 ——————___ — mascots to give a face to the online 
paths with defined mobility criteria HR OPERATIONS BREAK-UP — support backbone. 


and assessment mechanisms and clar- 
ity in employee communication. The 
best are seeking to provide more than 
just a 9 to 6 job. 


Merit Rules 


What sets the “Best” apart from 
the rest is their performance man- 
agement process that links 
employee performance goals with 
those of the organisation. These 
companies did not dilute the process 
and its key output of identifying and appropriately 
rewarding the top performers even during the 
upswing when companies resorted to short-term 
appeasement and skewed the performance curves 
to accommodate larger proportions of their 
employee strength. 

The *Best" are able to match pay with individ- 
ual performance and devise performance-centric 
incentives and bonuses. Employees at the “Best” 
perceive the incentive compensation plans to be bet- 
ter than the employees at the rest, with a 12 per 
cent differential in the positive responses on this 
dimension. With the help of well designed pro- 
grammes aimed at identifying their star players 
and retaining them, they are able to keep their 
focus on the critical resources needed for the future. 
These companies are selective and invest generously 
to build and develop a pipeline of their high- 
potential candidates through succession planning. 


Making Technology Work for You 

Many of the “Best” are global companies facing the 
challenge of a distributed and diverse workforce, and they 
have put in place processes that cater to the global em- 
ployee but also suit local employee needs. They have 
gained process maturity and cost effectiveness through 
standardisation, economies of scale and continuous 


Planni 






Career Pathing and Succession 


Compensation & Benefits 
Industrial Relations 


While there are the lessons to 
be learnt from some of the best-in- 
class organisations and how they 
are managing their workforce and 
talent, one must watch out for some 
of the biggest human capital mis- 
takes that an organisation could eas- 
ily commit. Negative growth 
prospects and falling bottom lines 
are tempting organisations to rush 
into quick fix solutions like drastic 

headcount reductions and sweeping 
salary cuts. These steps could ease immediate 
financial pressures but will leave the organisation ill- 
prepared when business does recover tomorrow. 

So, what should be a business's response to today's 
human capital challenges? Wise business leaders will 
take the opportunity to temper unreasonable 
employee expectations, check unsustainable dou- 
ble-digit salary hikes, outsource non-core activities and 
prune frivolous benefit programmes. This period 
gives the HR manager a reprieve from fighting the 
constant attrition brought on by an overheated talent 
market, giving them the opportunity to build, review, 
repair and streamline sustainable processes in or- 
der to align them with corporate strategy and real 
value creation over the long run. This also presents 
India Inc. with an opportunity to mould its leadership 
and talent to learn resilience and manage through 
adversity and tough times. Finally, it is also about 
making employees a partner and making the com- 
panies the best to work with rather than work for. 
The need for the right talent remains, and will always 
continue to remain recession-proof, and under- 
standing this is at the heart of making the most of the 
worst of times. 








Padmaja is India Business Leader and Gyan, Prakrite and 
Madhumitha are Consultants at Human Capital Business, Mercer 
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HOW WE FOUND 
THE BEST EMPLOYERS 





This year, we fine-tuned the Survey to better capture nuances. 


The Approach... 

THIS IS THE FIFTH YEAR THAT THE 
BT-Mercer-TNS team has conducted 
the survey to identify the Best 
Companies to Work For in India. 
The response was overwhelming 
with strong participation from a 
cross-section of industries (see Best 
Companies: A Breakdown). The core 
of how the study was done remains 
the same: we invited companies to 
participate, gathered data, contacted 
various stakeholders for feedback, 
and finally, analysed and ranked the 
Top 10 companies to work for in the 
country. The unique tripartite ap- 
proach to the survey continues to 
work successfully. Mercer defines 
the selection criteria, provides knowl- 
edge management support and result 
analysis, and proposes the ranking 
order. TNS coordinates all front-end 
interfaces with the participants 
through the study web site as well as 
through regular interaction. All the 


BEST COMPANIES: A BREAKDOWN 





— 
»" 


wm | & IT Services wa Miscellaneous == BPO 
Banking & Fin. Services = Hotels & Hospitality 

we Manufacturing Food m Chemicals 

» Drugs & Pharma Real Estate 

mm Auto & Auto parts wm FMCG 


Figures in % 
company-specific information is com- 
municated to Mercer in coded for- 
mats. This arrangement ensures that 
Mercer, at no point and time, gets to 
know the company names till the fi- 
nal rankings are proposed, thereby 
avoiding any possibility of conflict of 


QUADRANT SCORES OF THE TOP 10 





RANK 

1 Microsoftindia — 96 80 60 81.5 
2 . iGATE Global Solutions 98 15 65 70.9 
3 HCLInfosystems E g 65 65 713 
4 Bape ee te il 91.6 75 90 76.3 
3 Marriott Hotels India — $952 70 60 66.1 
6 Godrej Consumer Products — 932 60 60 68.8 
7] s Max New York Life Insurance 924 65 55 64.7 
8 AshokLeyland jg 6916 50 60 75.1 
9 Eli Lilly And Company India — 912 — 55 50 10.8 
10 Canon India 90.4 55 50 713 
* IEPS — Internal Employee Perception Score 
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interest and bias. 
There are four stages to the study: 


Study Launch and Registration: 
Business Today announced the 
study for 2008 through an article 
in its May 2008 issue. Interested 
companies were asked to register 
through the survey site, keeping 
in mind the eligibility criteria of 
four years of operations in the 
country and 200 white-collar 
employees. The eligibility criteria 
ensured a threshold level of com- 
plexity in people management 
based on headcount, as well as a 
degree of stabilisation of the 
processes based on the age of 
the organisation. 


Data Collection: The methodology 
was the same as the previous year. 
The initial contact with registered 
companies was established 
through a 





company overview questionnaire, 
through which the participants 
provided financial information, 
manpower statistics, demographic 
data, and the contact details for its 
employees, alumni, campuses etc. In 
the next step, the HR representa- 
tive of the company was contacted 
and a comprehensive HR process 
and policy review questionnaire 
was handed to them so as to gain an 
insight into their human resource 
management policies and practices. 
Additionally, this year, senior man- 
agement views were incorporated in 
terms of the relative value placed by 
them on various HR policies and 
processes. This informed the com- 
pany's business strategy and objec- 
tives through the HR value indicator. 
An employee diagnostic tool—in- 
ternal employee perception ques- 
tionnaire—was sent simultaneously 
to a random sample of employees 
based on the contact details 
provided by the company. The 
performance on this tool was also 
used as a filter to determine the 
shortlisted companies. The last 
phase of the data collection in- 
volved seeking feedback from the 
external stakeholders of the com- 
pany through three dip-stick stake- 
holder perception questionnaires, 
which were sent to alumni, cam- 
puses and search firms. 


Data Analysis: The company 
information on each of the above 
was collected by TNS in predefined 
formats and given unique com- 
pany codes. This coded informa- 
tion was then given to Mercer for 
analysis. The Mercer team carried 
out the analysis of the responses 
across the four quadrants based 
on the company data. This analysis 
was conducted only for the top 
quartile of companies which 
received the highest scores on the 
internal employee perception ques- 
tionnaire. This was based on the 
belief that the voice of the em- 
ployee is the strongest ratification 





The Mercer team: Prakrite Agarwal 
Chaturvedi (L), Gyan Anjan Kaur and 
Madhumitha Venkataraman 


m ~ 
The TNS Team: Koshy (L), Neha 
Ahluwalia and Sanish 





of a good workplace. 

The numeric information ob- 
tained through the company 
overview was analysed to evaluate 
companies on their performance 
against pre-defined HR metrics. As 
in the previous years, the HR metrics 
was primarily defined around train- 
ing, HR investments, career velocity 
and attrition, gender diversity and 
dilution, especially factoring in pro- 
motions and increments given to 
employees. This year, certain new 
measures were added such as offers 
accepted from the total offers made 
and the HR strength as compared to 
the overall employee strength. 

The response to the HR 
processes and policies review ques- 
tionnaire was used to assess the 
robustness and state of maturity 
of the HR processes of the short- 
listed participants. 

The internal employee percep- 
tion survey quadrant, like last year, 
was designed on Mercer's global 


engagement model, which is based 
on several years of worldwide re- 
search on employee perceptions and 
the drivers of employee engage- 
ment. Responses were analysed on 
dimensions such as people, rewards, 
work processes, information flows, 
decision-making and management 
structure, which were broken down 
further into sub-categories as well as 
an engagement index. 
Stakeholder perception ques- 
tionnaires were analysed to deter- 
mine the external labour market's 
views on the image of the com- 
pany as a good place to work in. 


Scores and Proposed Rankings: 
The analysis of the company infor- 
mation resulted in scores on a 100- 
point rating scale for the four quad- 
rants of the study (see Quadrant 
Scores of tbe Top 10). HR metrics 
were evaluated based on the com- 
plexity of the people management 
agenda, nature of industry, invest- 
ments in people processes, including 
training and development, attri- 
tion, robustness of the budgeting 
processes and career velocity. The 
HR processes of the company were 
assessed in terms of robustness, in- 
tegration, evolution and adminis- 
trative ease, Quantitative scores 
were assigned on the basis of the 
weightages assigned by the senior 
management of the company in the 
HR processes and policies value in- 
dicator. Employee and stakeholder 
perception evaluation was a direct 
output of the employee responses. 

Weights were assigned to each 
quadrant, and as per the methodol- 
ogy, were based on the need for 
companies to demonstrate balanced 
and comprehensive performance 
across dimensions: the performance 
of a company on one quadrant was 
sought to be corroborated by evi- 
dence of performance on the other 
quadrants. The index scores based 
on quadrant performance and 
weights were used to propose the 
ranking order of the companies. 8a 
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Defying | 


the Downtum 


An economic slowdown can actually be a good time 
for launching new products or businesses. Some of the 
world's most successful organisations—Microsoft, 
Hewlett Packard, GE and Hyatt Corp.—were born 
during economic slumps. As India and the world go 
through a period of economic gloom, some firms 

are going ahead with much-hyped launches. 


ANUSHA SUBRAMANIAN 


HE SLOWDOWN, IT SEEMS, IS ALL ENGULFING. 

But some people refuse to look at their 

glasses as half-empty. So, even as the 

Sword of Damocles hangs over the auto, 

real estate, retail, banking and many other 
sectors, a few bravehearts are launching a spirited 
counteroffensive. 

Experts say that recessionary conditions can actually 
be the ideal time for launching a new product or new 
businesses. Sample this: despite the trouble back in 
its home country, UBS is going ahead with its plan to 
launch commercial banking operations in India. While 
it got the branch licence in February 2008, Alex 
Wilmot-Sitwell, Chairman and CEO, EMEA, UBS AG, is ex- 
cited that UBS can expand business in India across all 
market segments. “With hindsight, this is a good time 
as it’s much easier to grow in a market that is not 
overheated. The acquisition of talent is easier and less 
expensive," he says. Even in ostensibly worst-hit sectors 
like tourism and hospitality, companies are going 
ahead with their launch plans. Two Jvs are already in 
motion—between Cox & Kings-IRCTC and Taj-GvK. The 
Indian Railways Catering and Tourism Corporation 
(IRCTC), and Cox and Kings India (CKIL) have formed a 
new joint venture company called the Rovale Indian 
Rail Tours, to manage and operate the first pan-India 
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luxury tourist train. This train is scheduled to start 
operations in the third quarter of 2009. Taj-Gvk, on the 
other hand, has just launched its five-star property in 
Chennai called Taj Mount Road. 

One industry that shows no signs of slowing down 
launches is the automotive industry. While Maruti- 
Suzuki Chief Executive Shinjo Nakanishi did admit at 
the launch of the company's new small car, the A- 
Star, that car companies planned their launches and pro- 
duction schedules years in advance, the fact is that 
along with Maruti, Hyundai Motor, Fiat India and Tata 
Motors have all recently launched products at a time 
when automobile demand is sputtering. *New launches 
are a way to enthuse customers to buy a car even in a 
down market," says Rajiv Dube, Head of Passenger 
Vehicles, Tata Motors. 

But does launching a new business or product 
really work during a slowdown? *New launches will 
happen as companies will look to offset risks in the ex- 
isting business by bringing new offerings at various 
price points," says M. Unni Krishnan, Managing 
Director, Brand Finance India, a global brand 
consultancy firm. 

A few such launches need a closer look to under- 
stand why they are happening now and why market 
watchers expect them to succeed. 





Bharti Airtel launched its DTH service—Airtel Digital 
TV in October. The company is not deterred by the 


current downturn. Atul Bindal, President, Airtel 
Telemedia Services, says: “This is the right time to 
enter the DTH market.” At present, there are five 
DTH players in the Indian market, with the four pri- 
vate operators having a combined sub- 

scriber base of about 7.5 million. 

Bharti has a capex of $2.5 billion 

(Rs 12,500 crore) for 


Companies can look to 
offset risks in the existing 


ings at various price points 


Address new customer 
segments and tap 
new markets 


Innovation during 
downturn helps companies 
to be cost-effective 


benefits of having strong brand equity in the market 
place,” he adds. 


Arval India (AtPL), which does multi-brand operational 
leasing and management of corporate vehicles, has 
recently launched its operations in India. A subsidiary 
of BNP Paribas, the company will invest Rs 400 crore 
over the next three years to grow its corporate vehicle 
management business in India. 

According to Liam Donnelly, Managing 


2008-09, which includes j crore Director, AIPL, the timing has been pertect. “Leasing 
investment for the DTH yest RS ceto vehicles instead of buying becomes a better propo- 
business. The current will Went Ie 

market size of private in Wits COP ement 

DTH players stands at ap- Snide mana 

proximately 9 million pusin | 


subscribers and is ex- 

pected to reach 11 million by the 

end of the financial year. Bindal 

feels there is immense potential in the booming 
Indian DTH market. 

“TV-viewing is the preferred choice of entertain- 
ment for most households in India—and still the 
most affordable. Our pricing strategy is focussed on en- 
hancing the customer experience and deriving the 
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business by bringing new offer- 
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sition during trying times as firms 
would like to increase the pro- 
| portion of cash in hand rather 
- than locking up funds in assets," 
he says. 
M Arval provides vehicles—pre- 
I dominantly cars for senior man- 
» 

agement staff and employees trans- 
port—on operating lease, under which it takes on itself 
the risk on residual value and maintenance costs. “With 
over 350,000 corporate vehicles in the market, we 
expect to see this sector nearly double in the next five 
years and the total managed fleet to be approximately 
9,000 by 2012," explains Donnelly. AIPL currently has 
around 500 vehicles with operations in Mumbai, Delhi, 
Chennai, Bangalore and Pune. By end of 2009, it 
expects to have 1,700 vehicles and will also start op- 
erations in Kolkata and Hyderabad. “Keeping in mind 
business parameters such as costing, the break-even is 
likely to happen only by March 201 1," says Donnelly. 


HUL 


After Knorr's ready-to-cook Chinese meal mixes, HUL 
launched Knorr ready-to-cook mixes for Indian dishes 
in October, thereby expanding its product portfolio and 
entering a new category. The range has been launched 
with eight variants, including Punjabi Chana Masala, 
Paneer Butter Masala, Hyderabadi Biryani and Aloo 
Mutter. For HUL, the economic downturn is obvi- 
ously not a deterrent then. From the company's point 
of view, the idea is to build the category, grow the mar- 
ket and tap the consumer base which the other play- 
ers have not tapped. During the September quarter re- 
sults, Harish Manwani, Chairman, HUL, said that con- 
sumer spending had remained robust in FMCG and that 
the company would continue to improve its turnover 
ahead of aggregated market growth. *With strong 
leadership positions, market development will continue 
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to be a major source of growth. We remain focussed 
on sustaining competitive growth in our core categories 
and selectively building new categories,” he added. 


Future Group 


Kishore Biyani's Future Group has continued with its 
ongoing new launches—be it new consumer products 
or a new store. It rolled out its first store for ethnic 
brands called ‘Ethnicity’ in Ahmedabad in October. The 
group plans to start eight such stores in various cities 
over the next two years. Biyani is likely to pump in 
around Rs 8 crore for each Ethnicity store, which 
will be spread across 25,000 to 30,000 sq. ft. The con- 
cept is aimed at providing a space for smaller Indian 
brands and ethnic products. Future Brands has also 
launched an exclusive John Miller store in Mumbai and 
over the next two years, Biyani plans to make the brand 
available in 20 Exclusive Brand Outlets (EBOs) and 
1,000 Multi-Brand Outlets (MBOs ) outside the Future 
Group network. 

Says Biyani: "Until customers tell us we will not 
change our strategy of growth. We will also launch our 
own brands in beauty and lingerie segments soon. 
Our strategy is to create own brands and be among the 
top three brands within our retail outlets." According 
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to him, private labels will have 28-30 per cent margins 
compared to 14-15 per cent for outside brands. 


BSA Motors 


BSA Motors, a division of Tube Investments of India 
and part of the Rs 9,582-crore Murugappa Group, 
launched five models of eScooters in November. The 
group, known for its cycles, did a market research for 
more than a year to determine the most suitable prod- 
ucts, designs and parts. “We wanted to be sure of 
what we were doing—while others who thought 
about eScooters after us were quicker with their 
launches,” says Arun Alagappan, Senior vP Retail at BSA 
Motors. But Alagappan had his strategy well-thought- 
out. “By segmenting the market for our products, 
we provided the appropriate design to these scooters, 
and have thought out a good marketing strategy,” 
he says. The protective “safety switch”, twin-passenger 
foot rest, extra storage space and side reflectors are 
some of its Usps. Three models have 250 Watts engines, 





AMIT KUMAR 


one has 500 Watts and one has 850 Watts—and the 
prices range from Rs 29,000 to Rs 36,000. 

Despite a slowdown, sales are likely to double in 
this segment this year. In 2007-08, sales jumped from 
1.5 lakh to 3 lakh. The low maintenance costs are ex- 
pected to work in favour of this segment. The scoot- 
ers approximately take one unit of charge (around 
Rs 4 ) to travel 60 km. 


RPG Enterprises 

Kolkata-based RPG Enterprises is expected to invest 
Rs 1,500 crore in its retail business to open 325 
Spencer's stores across the country by end-2009. 
Speaking on the sidelines of India Economic Summit, 
Sanjiv Goenka, Vice Chairman, RPG Enterprises, said 
the company will open 325 stores in the next 15 
months. According to him, the retail sector is cer- 
tainly not as robust as it was predicted six months ear- 
lier. However, there is little impact as compared to the 
rest. The group's retail arm, Spencer's, is currently 
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growing at 60 per cent despite the shutdown of 56 
stores in the last few months. 


Fiat India 

Fiat is launching its much-awaited new ‘Linea’ this 
month. Expected to be priced between Rs 7-9 lakh, the 
Linea will have three trim levels—active, dynamic 
and emotion. The company was to initially launch the 
car on December 16, 2008, but postponed it after the 
terror attacks. 

Rajeev Kapoor, Chief Executive Officer, Fiat 
India Automobiles Limited, explained the launch of 
the Linea was important for Fiat since the com- 
pany was in effect re-launching in India and this was 
its ‘new’ launch in seven years. “Agreed, times are 
bad, but we believe that we are making a product 
that will enthuse the Indian consumer. Consumers 
become even more picky during a downturn and we 
believe that our new product will do well despite pre- 
vailing conditions," Kapoor said during the recent 
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rollout of the Linea at Fiat's new Ranjangaon 
plant near Pune. 


Centrum Group 

Even though the financial services sector is in doldrums, 
some are in the expansion mode. One such example is 
the Mumbai-based Centrum Group. It is setting up 
offices in New York and London. “We are taking 
advantage of the current situation," says Devesh 
Kumar, Managing Director (Equities), Centrum Group. 
Centrum is also on a hiring mode and has already hired 
Arthur Carmel for its Us operations and Dan Harwood 
for UK. For its Indian operations, it recently hired 
heads for real estate/infrastructure business and dis- 
tressed asset businesses. *For every head of a division, 
there will be 5-7 additional openings in each of the 

businesses," says Kumar. li 
WITH INPUTS FROM NITYA VARADARAJAN, 
RACHNA MONGA, KUSHAN MITRA 
AND VIRENDRA VERMA 
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PRESIDENT & CEO | UNITED TECHNOLOGIES 








USA HAVE 







LOWEST 


SINCE WW Il 


NITED TECHNOLOGIES 

(UTC), the $54.8-billion 

(Rs 2,74,000-crore) div- 

ersified industrial con- 
glomerate, and its 51-year-old 
President © CEO Louis 
R. Chénevert, are no strangers to 
India. The company's relationsbip 
with India dates back to 1899, when 
elevator and escalator maker Otis 
made its first installation in Chennai. 
Since then, UTC India bas grown to 
become a $500-million (Rs 2,500- 
crore) entity this year. Chénevert, a 
(former) long-time employee of trou- 
bled carmaker General Motors, first 
came to India in the 1990s and has 
been a frequent visitor to tbe country 
ever since. His latest visit to India, to 
inaugurate a sourcing office in 
Bangalore for UTC's aerospace busi- 
ness, came just as tbe global econ- 
omy headed for a bruising down- 
turn. He took time out of a packed 
schedule to speak to BY’s Rahul 
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“NEW HOUSE “ 
NUMBERS IN 


FALLEN TO 


Sachitanand on a range of issues. 
While urc, which sells everything 
from aircraft engines to air condi- 


tioning equipment, is in tbe midst of 


a restructuring to survive tbe slow- 
down, it is also stepping up its pres- 
ence in bigh-growth emerging 
economies, be says. Excerpts: 


In the last 12 months since you vis- 
ited India, the world seems to have 
turned upside down, rapidly moving 
from booming growth to a looming 
recession. A lot has changed in the 
past year... 

Yes, a lot has changed but at the 
same time there are lots of oppor- 
tunities for a company like UTC in 
energy and environment. We are 
globally diversified, with 60 per 
cent of our business outside the us. 
This is an important visit to India 
for me and Urc. We've opened a 
Bangalore sourcing office for our 
aerospace business. Í see a lot of 


positive developments with local 
suppliers and partners. They bring 
better value to our end-customers 
and create strong job opportuni- 
ties for our suppliers. 


How has the slowdown affected United 
Technologies and has this given you 
an opportunity to cut costs? 

We have seen downturns before, 
but not similar to this one. UTC is 
restructuring its operations to out- 
perform in any market. We have 
a magnificent track record of out- 
performing in any market, so we are 
prepared for any challenges. 


Despite a slowing market, five of six 
businesses have reported margin exp- 
ansions. Some people within UTC must 
be wondering if there is a slowdown at 
all... where do you think the global 
markets are headed and are they even 
predictable anymore? 

There are lots of rapid changes 





globally... if you look at our finan- 
cials carefully, you would have seen 
organic growth decelerate. In 2006, 
our business grew organically at 
9 per cent per annum and main- 
tained this growth rate in 2007 as 
well. However, we have since seen 
growth rates dim to 7 per cent in 
2008 and then to 6 per cent as the 
global economic slowdown worsens. 
On top of the revenue softening, 
we have seen softness in the Us res- 
idential market and the credit crisis 
has also affected the commercial 
market, leading to delayed projects. 
There is no denying there is a slow- 
down. However, we have strong 
order backlogs across our businesses, 
with two years pending at Sirkorsky 
Helicopters, for example. 


Does the slowdown give you an opp- 
ortunity to make cheap acquisitions? 
You recently walked away from a $2- 
billion (Rs 10,000-crore) deal to buy 





ATM-maker Diebold. Do you continue to 
be interested in inorganic growth? 

Always. On the M&A agenda, you 
need a willing buyer, which we are, 
but you also need a willing seller. In 
the case of Diebold, I guess they 
were not a willing seller and the 
circumstances changed. But there 
is no doubt that the current env- 
ironment will create interesting opp- 
ortunities for a company like ours, 
which has a strong balance sheet 
and strong cash flow generation. 
We try to acquire the pieces that 
bring our portfolio closer together. 


Any specific areas? 

Anything that adds to our core com- 
petency; we started our newest busi- 
ness—fire and security—through 
acquisitions of Chubb and Kidde. 
This has grown into a $6-billion 
(Rs 30,000-crore) business with 
double-digit growth. I like $10 bil- 
lion (Rs 50,000 crore) businesses. | 


UTC MEANS... 


e Otis Elevator: First one 
installed in India 
(Chennai) in 1899 


e Carrier Air 
Conditioners: Willis 
Carrier invented the 
mechanical air 
conditioner in 1902: 
Carrier was acquired 
by UTC in 1979 


e Aircraft Engine: Pratt & 
Whitney engines power 
the space shuttle 


e [he Hartford 
(Connecticut, US)- 
headquartered company 
employs 225,600 people 
across 180 countries 


9 MY433G A SHIVUDOIOHd 
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have said that before. Any one of 
our six franchises would be a 
Fortune 500 company. 


How important is it for UTC to get 60 
per cent of its business from its inter- 
national operations? 

Emerging markets have a higher 
rate of growth than traditional mar- 
kets. China, Russia, India and 
Eastern Europe are all very impor- 
tant to us. We are very localised in 
these markets. I take India as a good 
example... we have an Otis (eleva- 
tor manufacturer) factory in 
Bangalore that produces 6,000 elev- 
ators and escalators per year. We 
have a Carrier factory in Gurgaon, 
a sourcing office for aerospace in 
Bangalore and a deep relationship 
with the infotech industry in India, 
with around 1,000 engineers here 
working for us. We believe in est- 
ablishing strong roots in every coun- 
try we do business—we have been 
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do, it is a substantial presence. 


Another area you have been talking 
about a lot is around the environment 
and cleaner and greener products. 
What work has UTC done on this front? 
After oil hit $140 (Rs 7,000) a bar- 
rel, people realised that anything 
they could do to reduce their energy 
consumption is a good thing. I have 
driven some fundamental changes in 
the structure of the company, cre- 
ating a President of Commercial 
Businesses to better integrate these 
solutions under one umbrella. I am 
very encouraged—we have lots of 
good products—the Gen2 elevator 
from Otis is 75 per cent more 
energy-efficient than competition 
and the latest Carrier products are 
30-40 per cent more efficient. If 
you combine all this with UT 
Power—our fuel cell and micro- 
turbine company—you will soon 
see companies that consume 30-40 
per cent less energy. Customers 
have started to respond well to 
these solutions and their appetite 
has increased dramatically in the 
last 12 months. UTC is an aggressive 
investor with over $3 billion 
(Rs 15,000 crore) in R&D. 


Where do you see the US now posi- 
tioned with the flight of manufacturing 
east to China, Taiwan and beyond? 
We've 70,000 employees in the us 
alone and they have created strong 
value for our businesses. I think there 
is yet a happy home for technology 
and manufacturing in America and 
elsewhere. The world is a global 
marketplace; people don't neces- 
sarily look at where their products 
are manufactured; they look at the 
best value for their money. 


How much restructuring do you need to 
undertake in individual businesses? 
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“ INDIA IS ON A 
GROWTH 
TRAJECTORY.. | SEE 
$1 BN IN REVENUES 
IN 2-3 YEARS” 


Otis is a very strong franchise with 
30 per cent share around the world 
and a strong after-market pres- 
ence. We always have some opp- 
ortunities to do some small res- 
tructuring. When it comes to (air 
conditioning equipment maker) 
Carrier, we have restructured into 
four new businesses. 

In the Us, new house numbers 
have gone from two million in 
2006, to 1.3 million in 2007 and 
barely 900,000 this year. This is the 
lowest level of residential construc- 
tion the country has seen since 
World War II. This has some impact 
on the residential business of Carrier 
and we have done some res- 
tructuring there to cope with these 
challenges. The large commercial 
market for Carrier is developing. 
At the same time, we have seen 
slowdown in refrigeration trucks. 


Is the slowdown in financial services 
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will be some fallouts of this credit 
crisis, with customers, perhaps, not 
being able to take delivery or def- 
errals. What we have seen is the 
high price of oil impact on the 
financial performance of airlines. 
Crude prices have, however, come 
down substantially from $140 a bar- 
rel. In 2007-08, we also saw some 
pressure on commodity prices, but 
again, we saw some drop in com- 
modity prices. There are a lot of 
moving parts to this economy. 


Are foreign exchange and commodity 
prices your two biggest challenges? 

Those are big forces that move the 
company around and then you have 
the slowdown to compound prob- 
lems. But let me repeat, we are pos- 
itioned to outperform our peers. 


So, how bad is the slowdown and how 
long will it last? 

It could last 18-24 months before 
we see a recovery. We do know 
from previous experience that the 
markets do come back and they 
come back aggressively. We need to 
be positioned to make the most of 
this rapid recovery. 


Will you continue to expand in emerg- 
ing economies despite the slowdown? 
We will go after all the big projects 
in these emerging economies. In 
India, for example, we are working 
on and bidding for large airport 
projects, the Commonwealth Games 
and many large projects. India has 
nice growth momentum and with a 
7-8 per cent GDP growth forecast we 
are very focussed on this market. 
Despite some challenges, this coun- 
try is on a great growth trajectory. 
I see $1 billion (Rs 5,000) in rev- 
enues in the next 2-3 years and 
then we will be on our way to 


$2 billion. ai 
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The Charge Machine 





Banks have raised transaction fees on many services thereby increasing 
your banking cost. Here's what you should know. NITYA VARADARAJAN 


HE BUSINESS AND 
saving bank accounts 
that Chennai-based V. 


Selvakumar (30), maintains 
with State Bank of India, 
ICICI Bank and IndusInd 
Bank have been giving him 
the blues for the past 24 
months. Many banks have 
hiked various charges and, 
in some cases, introduced 
new ones like counting 
charges on a large cash de- 
posit or withdrawal. As his 
transactions were many, 
Selvakumar was informed 
by one of his banks that it 
will not be able to issue "so 
many cheques" for free and 
that he would have to pay 


RAMEN SARKAR 
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additional charges for them. 
At times, he forked out 
counting charges to with- 
draw his own cash, and 
large transfer charges to re- 
mit money to another city. 
Little wonder, the 
Coimbatore-based fast- 
food joint owner is per- 
turbed. “The banks say we 
are getting personalised 
banking, but it's the banking 
charges that are getting per- 
sonalised," he says. 
Welcome to high-cost 
banking. Banks are increas- 
ingly finding new ways to 
make you pay for their serv- 
ices. Even for a basic service, 
such as requesting an addi- - 





Fees or Fleece? 
How banks charge you more. 


Minimum balance: If you don't maintain a minimum 
stipulated balance in your bank account, banks will 
charge a hefty fee. Lately, many private banks have hiked 
the quarterly average balance (QAB) requirement from 
Rs 5,000 to Rs 10,000 per quarter while some foreign 
banks have a higher QAB requirement. This charge 

is steep and varies from Rs 750 to Rs 1,500. 


Chequebook: Banks usually provide chequebooks free if 


you use less than 10-12 leaves per quarter. If you need 
more cheques or have an urgent requirement for an 
additional chequebook, banks charge Rs 50-300 per 
chequebook. 


Cheque return charges: Among the most expensive fees 


is the bounced cheque charge. A few private banks have 
lately hiked this charge from Rs 250 to Rs 350. 


Account statements. All banks have to provide free 


quarterly statements. If you require more statements 
or a duplicate statement, the charges vary between 
Rs 50-500 per statement. 
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ATM charges: If you use 
the ATM of another 
bank for cash with- 
drawal, you will be 
charged Rs 20 per 
transaction. This 
service, however, 
will turn free from 
April 1, 2009. 


Debit card fees: Banks 


should usually offer ATM cards 






free, but many have stopped issuing 
ATM cards altogether. Instead, they 
issue a combo ATM-cum-debit card, for which they 


charge Rs 100 per annum. 


Other charges: Banks also charge you for outstation 


cheques clearing, demand 


drafts and stop-cheques. 


These charges attract a further service tax of 


12.3 per cent. 


"Customers require need-based services, so 
transaction costs are there to stay" 


K.V.S. Manian, 
Group Head Retail, Liabilities and Branch Banking, Kotak Mahindra Bank 


e — s—  ——— M  ——— — — —— 


tional account statement, banks savings account. Most banks offer 





deposits earning higher interest. 


may charge a fee of Rs 250-500. a “sweep” facility where idle cash Some services are reserved for 
You also have to pay extra as gets transferred to flexi-term high networth individuals, such 


cheque-issue charges when your 
account slips below the stipu- 
lated minimum balance. Then, 
banks have hiked charges for 
bounced cheques, and cheque 
collection in the last year. One 


How to Lower 
the Burden 


rpm Avoid banks that require you 
good news is that cash with- dapi 
drawal from any ATM to maintain a hefty balance n 
will be free of charges from savings account. Sign up for 
April 1, 2009. low balance alerts. 
m Bank online wherever 


The Issue of Fees 
For banks, fee-based income is 
an important source of revenue. 
Besides, transaction costs have 
increased thanks to the costs in- 
curred on deploying core bank- 
ing software, installing ATMs and 
the rising delinquencies or non- 
performing assets. 

Before you open an account, 
look up the charges mentioned 
on the bank’s website. In gen- 
eral, large, new-generation pri- 
vate sector banks charge more 
than smaller private banks and 
public sector banks. Almost all 
offer facilities such as Internet 
banking, demat accounts etc., 
and so a bank that has a re- 
sponsive help desk should be 
considered—you can then com- 
pare the charges of the banks 
in your vicinity. 

On the other hand, 
some services could be 


possible. This feature generally 
has zero or very low fees. 


m Maintain all your bank 
statements, and keep a copy 
to avoid additional charges for 
duplicate statements 


bank accounts as keeping 
track will be difficult. 


or transaction unless you know 
the cost involved. If a service is 
free, check its service tenure. 


m Don't hesitate to 
negotiate your 


crucial for your re- transaction 
quirement. If you pre- fees with the 
fer cheque pick-up, À) bank. Banking 
cash pick-up and is a competi- 
drop facilities, opt for tive business, 
a bank offering home and banks will 
banking facilities. Be be willing to lend 
prepared to have a large a helping hand. 


minimum deposit in your 


m Don t maintain too many 


m Don't sign up for any service 


m Don't sign on a cheque if you 
are unaware of the outstanding 
balance. Bounced cheque 
charges have increased. 













as trust and estate planning, for 
which the charges are quite high, 
but vary between banks. Says 
K.V.S. Manian, Group Head 
Retail, Liabilities, Branch 
Banking, Kotak Mahindra Bank: 
*Customers require need-based 
services, so transaction costs are 
there to stay." 

Online banking, with the RTGS 
(Real Time Gross Settlement) 
and NEFT (National Electronic 
Funds Transfer), which have 
rates stipulated by RBI, are en- 
abling smaller banks to compete 
better with their large counter- 
parts, and fare much better on 
overall charges as well as an array 
of services, such as bill payment 
facilities. Please note, an ECS debit 
with your utility provider could 
be a cheaper option. 

Some banks also provide a 
no-frills or zero-balance account 
with cheque facilities, a great 
idea for people with average 
banking transactions. (You may 
not get a multi-city personalised 
chequebook, though, but then, 
you may not need this). But 
watch out for not-so-openly 
stated caveats. *State Bank of 
India, for instance, demands a 
fixed deposit of Rs 5 lakh in 
Coimbatore to give you a 
locker," says J. Karthikeyan, 
Certified Financial Planner and 
Director, Finerva Financial 
Solutions. 

At the end of the day, decide 
on the services you want and 
match those with the bank's abil- 
ity to fulfil the same efficiently— 
that will ensure you don't cry all 
the way from the bank. m 
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“600 Students. 
300 B-schools. 
150 Alumni. 
Unprecedented 
Euphoria. 
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Presented by Business Today and the Aditya Birla Group. 


With increased participation from students and alumni across the 
country's leading business institutes, no wonder Acumen continues to remain 
India's largest B-school challenge in debate and quiz. 
Business Today and Aditya Birla Group would like to thank all the sponsors, partners, 
B-schools and their students & alumni for making Acumen 2008 a grand success. 


We look forward to meeting you again in an action packed Acumen 2009. 
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Send Workers Home... 


... Without sacking them. Corporates are increasingly putting in place 
telecommuting policies to cut costs and increase productivity. 
TEJASWI SHEKHAWAT AND VIRAT MARKANDEYA 


ORNINGS ARE 
particularly busy 
for Simone Premji, 
34, Manager, HR, 
Tata Consultancy 
Services (TCS), Mumbai. It's a race 
against time to complete household 
chores, but Premji is in no hurry to 
leave for office—simply because she 
works from home. Premji joined 
TCS in 2002 and worked from office 
for three years until she had her 
daughter, Aliya. She initially took a 
year off and then wanted to get 
back to work. As a working mother, 
she was better off with a flexible 
working option. She got more than 
that; TCS gave her the option to 
work fulltime from home. Now her 
daughter goes to school, but she 
continues to work from home. 
"Something that started on a need 
basis has become a policy and way 
of working now,” she says. TCS does 
not have a work-from-home (WFH) 
policy, but extends the same to em- 





^. 
SIMONE PREMIJI 
Manager, HR, TCS 





WHY TELECOMMUTE: 


“Needed to balance out work 
and family” 


CHALLENGES: 


“Sometimes connectivity and 
a sense of dis-engagement" 


ployees who need it. 
Mumbai-based Sameer 
Deshmukh’s daughter Richa thinks 
her father has probably lost his 
job. What else could explain his 
presence at home when he should 
be in the middle of meetings in his 
office? The answer to Richa’s con- 
fusion lies in the ‘Work from 
Home Pilot Programme’ at IT and 
BPO company MphasiS where 
Deshmukh, 42, works as Delivery 
Leader of the banking vertical. 


Deshmukh says he can’t wait for 
this pilot programme to become a 
fulltime policy. “With e-mails and 
phone, there are no issues of con- 
nectivity. We are in a world where 
face-time is not required. Every- 
thing, including appraisals, can be 
done on e-mails,” he says. 

Premji and Deshmukh are part 
of a growing number of employees 
opting for virtual workplaces or 
telecommuting, with organisations 
increasingly putting in place full- 
time work-from-home programmes. 
The objective is two-pronged—to 
retain the talent pool and cut costs. 
But, that’s not all. Says Shanthi 
Naresh, Principal Consultant, 
Human Capital, Mercer Consulting 
(India): “WFH policies have a great 
impact on employee engage- 
ment...while many organisations 
explicitly position WFH practices as 
part of the company’s total reward 
strategy and use it as a great attrac- 
tion and retention tool, the impact 
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of WFH practices on employee en- 
gagement is often underestimated.” 

The trend of telecommuting 
may strengthen with organisations 
looking at reining in costs. *Today, 
when most organisations are try- 
ing to enforce cost-cutting meas- 
ures, telecommuting is one of the 
most effective. From an employee's 
perspective, though, people may 
think twice. They will not want to 
move out of office. The employ- 
ees may worry along the lines of— 
out of sight, out of mind," says 
Elango R., Chief Human Resource 
Officer, MphasiS. 


Lower Cost, 

Higher Productivity 

While the jury is still out on the 
benefits of work-from-home, cost- 
cutting is clearly one of the drivers. 
"This policy seems to be working 
well for both the company and the 
employees. The productivity of our 
employees has gone up by 20 per 
cent," says Elango. 

Elango does some number- 
crunching to drive home the point. 
"On an average, a company spends 
Rs 22,000 per person only on the 
seat cost. When he is working 
from home, all his needs like Ac, 
food, transport etc., are taken care 
of." Elango would know because 
he works from home as well. *We 
as an organisation have to look 
at this as a policy and not a privi- 
lege because it probably benefits us 
more than the employee," he says. 

IT major Cognizant, too, 
is actively adopting WFH. It is 
providing the option of 
telecommuting to people 


MONEY SHARMA 


THUMBS UP FOR 


TELECOMMUTING 


e MphasiS has seen employee 
productivity go up by 20 per cent. 
It has also cut down on per 


employee seat cost 

@ Cognizant believes if a fifth of its 
employees become telecommuters, 
it would effect a 20 per cent 


increase in employee productivity 


@ This apart, the company believes it 
will effect a 20 per cent saving on 
real estate, and even improvement 
in customer satisfaction levels 


@ At Genpact, there is only three per 
cent attrition among employees 
working from home 





engaged in production support ac- 
tivities to avoid commute at odd 
hours. Says T. Sridhar, Chief People 
Officer, Cognizant: *Our belief is 
that if a fifth of our employees be- 
comes part of this new arrangement, 
over a period of time, we would 
have effected a 20 per cent saving in 


v 
VANDANA ARORA 


Assistant Manager, Quality, Genpact 





WHY TELECOMMUTE: 


“I have a small kid so | 
opted to work from home” 


CHALLENGES: 
“No major challenges” 













investments in real estate, a 20 per 
cent increase in productivity of our 
employees and a 20 per cent im- 
provement in customer satisfaction 
levels when these employees remain 
available to them on demand.” 

Genpact sees telecommuting 
benefits in terms of employee satis- 
faction and thus, retention. Says 
Rajeev Sharma, Vice President HR, 
Finance and Accounting, Genpact: 
“We are rapidly moving towards 
the world of virtual organisations. 
The work-from-home policy helps 
us in talent pool retention. Re-train- 
ing cost and loss of knowledge gets 
taken care of.” 

At Genpact, there is only three 
per cent attrition among employees 
working from home. Currently, 
the company has 500 employees 
working from home and it plans to 
increase the number to 5,000 by 
2010. 


No Weak Links 
According to a white paper on 
Changing World of Work by 
Manpower Inc., by 2016, 63 per 
cent workers globally want to work 
flexibly and 84 per cent employ- 
ers recognise this as a significant 
benefit in terms of retention. 
Vandana Arora, 30, Assistant 
Manager, Quality, Genpact, 
Gurgaon, is a recent convert to 
work-from-home. She has been 






working from home (which started 
on a need basis) for the past eight 
months. “It started because of my 
two-and-a-half-year-old son, but 
now I love it," she says. Arora is 
part of a five-member team and 
two more members of the team 
work from home. "It's a perfect 
team at work with deadlines and 
deliverables," she says. 

Are the work-from-home mem- 
bers of the team weak links? “I 
don't think so. I have even got a 
promotion in the past six months," 
she says. 

Companies want results. 
Whether you come to office every 
day or work from home, at the end 
of the day, it's the output that mat- 
ters, say HR heads. "An employee's 
performance should be calculated 
on what he delivers, rather than 
how many hours he spends in 
office," says Elango. 

TCS sets goals for its work- 
from-home employees and tracks 
their performance and achievements 
based on which their performance 
assessment and appraisal takes place 
at the end of the year. “Meeting 
the deliverables of the job assigned 
is the key measure of performance," 
says Ajoy Mukherjee, Vice President 
and Head, Global HR, TCS. 


The Limitations 

Telecommuting is not free from its 
share of challenges. For starters, it 
can only be offered to employee 
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SAMEER DESHMUKH 
Delivery Leader, MphasiS 





WHY TELECOMMUTE: 


"My company wants me to. 
| am liking i" 


CHALLENGES: 


"The family needs to 
cooperate and be serious 
about the whole affair" 


profiles that have no security and 
privacy issues involved. “If you are 
working on a client basis, then it is 
critical that your client is comfort- 
able with your employees working 
form home,” says Elango. 
Work-from-home may not 
work well where working together 
in a team and using a common 
pool of physical resources to deliver 
results is essential. Examples of this 
are in product engineering type 
functions where physical collabo- 
ration is vital for innovation. 
Mercer's Naresh points out: “This 
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is, however, changing with a num- 
ber of collaboration and knowl- 
edge management tools proliferat- 
ing in the market." 

On the flip side, WFH is some- 
times a challenge because of un- 
reliable power supply, lack of pri- 
vate working space at home, and a 
constantly ringing door bell. If 
employees make provision to 
tackle these issues, then WFH is 
very convenient. 

Apart from this, there are exe- 
cution challenges, too. According 
to Subash A.K. Rao, Director, 
Human Resources, Cisco India, 
work evaluation and absence of 
external motivation are two of the 
main challenges. Those working in 
teams might feel isolated and miss 
the interaction with co-workers. 
Many employees find they can get 
more work done without the dis- 
tractions of a corporate environ- 
ment, but some others find them- 
selves unfocussed without other 
people around to motivate them. 
Cisco is implementing a work-from- 
home policy on an ad-hoc basis, 
which is a carry-over of its world- 
wide policies. 

HR heads say that it helps to 
have clear rules of engagement. 
“Telecommuting is a good option 
once certain pre-requisites, like a 
structured performance manage- 
ment approach, are in place and 
the employee's bonus is mapped 
onto productivity," says Rao. 8 
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Jobs I oday 


Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Neuland Laboratories Ltd, General 
Mgr- Quality Control & ^ Quality 
Assurance, Hyderabad, 15 - 20 years, 
Job ID: 6583988 

Candidates should have 15 to 18 yrs hands on 
exp in Quality Control, Quality Assurance & 
Regulatory Affairs, with API Manufacturing 
companies with MSc in Chemistry or PhD in 
Chemistry as the education qualification. 

T John Group of Institutions, 
Doctorate Candidates , Bangalore, 10 - 
15 years, Job ID: 3019935 

Professors required, Doctorate in 
Management, a must. Must be a Computer 
Savvy. Should have worked in a Management 
College. Good at inspiring students & 
placement of all Management Students. 
Infotech Enterprises Limited, Global 
Marketing Manager, Hyderabad, 12 - 
20 years, Job ID: 6440138 

Responsible for Sales and marketing support 
to global Sales org, in terms of bid mgmt, 
collateral development and overall marketing 
strategy development and implementation for 
Government segment. 


WPIL Ltd., General Manager, 
Kolkata, 10 - 20 years, Job ID: 6607704 
General Manager (Business Development) : 
BE. in Mech. / Elect. / Civil with 10-15 years 
exp. in senior Marketing / Execution posts of 
large Engg. Cos. in the field of hydroelectric 
Power Plants / Irrigation / Water supply and 
distribution. 


Angelique International Ltd, Chief 
Manager, Delhi, 10 - 20 years, Job ID: 
6422185 

BE / B. Tech [Electrical] with around 10-20 
years of experience in sourcing equipments 
associated with Tranmission lines and 
Substations upto 220KV, negotiation with 
vendors; and more. 


Consolidated Hoists Pvt Ltd, The 
Chief Design Engineer, Pune, 10 - 20 
years, Job ID: 6603498 

The Chief Design Engineer is essentially a 
leader who needs to be a Mechanical Engineer 
with at least 15 years experience in a senior 
management position in Design of Material 
Handling or EOT Cranes & Electric Hoists; 
and more. 


Magic Software Pvt Ltd, General 
Manager, Noida, 15 - 20 years, Job ID: 
6518458 

Mature and seasoned professional with 
excellent communication and interpersonal 
skills having 15-20 yrs of exp. Preferably from 
Hardware or Telecom Company, should have 
been heading the Operations of the Company 
for at least 5-7 years. 


NetEnrich Technologies Pvt Ltd, 
Manager - Quality, Hyderabad, 5 - 12 
years, Job ID: 6528326 

Role:Analyzes, plans and implements process 
improvement (such as Lean Six Sigma 
initiative) needs. Produces new process 
improvement techniques and services. 
Zensar, ODC Head-Enterprise 
Applications, Pune, 12 - 18 years, Job 
ID: 6580046 

Candidate must be working with top tier 
Indian IT services organizations and managed 
ODC in Enterprise Applications. Ideal 
candidate should have exp in Enterprise 
Applications, BI, CRM with specific 
experience in Oracle Apps(desirable). 


Wings Pharmaceuticals Pvt Ltd, 
Assistant Manager Administration, 
Delhi, 12 - 22 years, Job ID: 6610614 
Incumbent should be graduate with diploma 
in personnel mgmt in the age group of 35 plus 
years. Incumbent should have 12 plus years 
of working exp in Personnel & 
Administration department in a 
manufacturing company; and morc. 


Rolta India Limited, QA - Head, 
Mumbai, 12 - 20 years, Job ID: 6610587 
Person must have M.S. / M. Tech / M.E. / B. 
Tech / B.E. in Computer Science or any 
engineering disciplines or GeoSciences / 
Photogrammetry / Remote Sensing / Image 
Processing from reputed institutions / 
universities. 


Professional Edge, Circle Marketing 
Head, Jammu, 10 - 15 years, Job ID: 
6610606 

Applicant will be heading Marketing Services 
for Jammu. Monitoring competition and 
benchmarking. Product designing, Tariffs and 
pricing strategy. Development & mgmt of 
Value Added Services. 
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Elgiva Business Solutions Pvt Lt 
Manager Procurement, Bangalor 
Mumbai, 7 - 14 years, Job ID: 6610513 
The candidate is responsible for Al 
CAPEX[Capital Expenditure] Procureme 
and Formulation CAPEX Procuremer 
Responsible for Material selection ar 
scheduling and planning procurement as p 
lead time. Responsible for procurement for: 
Capital projects across the organization. 
Mobile Tech Services India, Sr. Mg 
(Telecom) - Compliance | 
Regulatory, Delhi, Mumbai, 10 - 1 
years, Job ID: 6593027 

He/she should have a Degree in Law and 
least 10 years of work experience as in-hou: 
counsel. You should have a good grasp ¢ 
Corporate Laws, procurement law, regulatioi 
and legal concepts, policies and procedures. 


OIS Private Limited, Technic: 
Manager , Hyderabad, 11 - 16 years, Jo 
ID: 6607820 

Responsibilities: Oversight of project scoj 
definition and analysis through delivery « 
multiple projects. 


Ugam Solutions Pvt Ltd, Manager 
Marketing Analytics, Mumbai, 5 - 
years, Job ID: 6581815 

He should have appropriate exposure on toe 
and relevant multivariate analysis technique 
He should have relevant exp on SAS/ SPS 
He should have basic understanding : 
Market Research and Weighting and weighti 
methodology. 


Batliboi Ltd, Sr. Manager / Manage 
Sales, Delhi, 6 - 15 years, Job IB 
6609343 

Role:Generating enquries, Attending all Inc 
enquiries, provide assistance to salé 
Engineers, Customer visits to different are 
Preparation of Quotations Evaluation 
customers, Handling customer queries 
detail with proper technical data, and more. 
Saba, Documentation Manage 
Mumbai, Pune, 8 - 12 years, Job I 
6397697 

An ideal candidate should have: Atleast ` 
years directly managing writers. Atleast | 
years planning and authoring documentati 
for business application software. 


To know how to apply for these jobs, go to finance jobs listing page. 








nterra Infotech, Java Perl Developer, 
loida, 2 - 5 years, Job ID: 6587206 
acumbent with 2-5 yrs of experience using 
va, Perl, Java SE, EE technologies, Web 
'rvices and Unix. Prior working knowledge 
E VMware products, ESX is preferred. Need 

quick learner who can adapt to other 
inguages and technology. 


? soft India Pvt. Ltd., Senior DB2 DBA, 
angalore, 4 - 14 years, Job ID: 6394787 
BA must have ability to manage multiple 
B2 instances involving huge databases in an 
TP environment, on AIX, Linux, Solaris, 
oubleshooting DB2 related issues, create a 
Ickup/ restore policy, set up DB2 federation 
E: multi vendor databases and different 
2instances, etc. 


Matamax Infotech, ASP.NET/VB6 
»ogrammers, Mumbai, 2 - 3 years, Job 
D: 6610764 
Bndidates with experience in web based 
lications/ products and good exposure to 
AX toolkit will be preferred. 
ssponsibilities will include the entire 
EA development lifecycle, right from 
'ormation gathering, defining requirements, 
hitecting solutions, programming, etc. 
Mita India Limited, Automation Test 
d / Manager, Mumbai, 6 - 9 years, 
ID: 6610690 
ager with 3+ years of experience testing 
© applications with automated testing, 
uding writing test automation scripts from 
tch. 3* years of experience in writing both 
nual and automated test cases. 


Software Development India Pvt 
, Lead Build and Release Engineer, 
ore, 7 - 11 yéárs, Job ID: 6569511 
sponsible for automating, building, 

asing and configuring changes into the 
XE QA and staging environment as 











as releasing approved changes into 

uction during approved maintenance 
tows. 

ient Technologies Pvt Ltd, Project 

| Chennai, 8 - 14 years, Job ID: 


elicant must be proficient in Microsoft 

[ma] Basic 6.0, ASP, Microsoft .NET 
P.NET, VB.NET, C#), SQL Server (2000 
2005), Service Oriented Architecture. 


Wipro Infotech, Telecom- OSS/BSS- 
Circle Head, Hyderabad, Mumbai, 6 - 
13 years, Job ID: 6269940 

He/She should have overall knowledge in 
OSS/BSS area like Billing Rating, Order 
Mgmt system, Network Inventory, Mediation, 
Provisioning; Broader familiarity with 
Telecom OSS/BSS domain outside core 
expertise would be a strong plus - like CRM, 
web portal applications. 


Knowledge Works Global Ltd, 
Assistant Manager-IT, Mumbai, 6 - 10 
years, Job ID: 6610109 

Person must have good knowledge on OS 
Windows, Unix /Linux, Cisco, LAN/WAN, 
maintenance & monitoring of Windows, 
Microsoft Server. Hardworking & good 
communication skills. 


TATA Interactive Systems, Systems 
Designer/ Architect Flash, Mumbai, 3 
- 10 years, Job ID: 4675398 

Designer with OOAD exp with ActionScript 
2.0/3.0. Kldg of Design Patterns and 
refactoring. Ability to design logical 
frameworks built in ActionScript. Have in- 
depth exp integrating Flash with other 
technologies; and more. 


Trowano Avenues, Oracle Database 
Administrator, Mumbai, 4 - 10 years, 
Job ID: 6141361 

Looking for DBA who is proficient and have 
relevant working experience as oracle DBA. 


S2 Infotech, SAPCRM — Project 
Manager (Functional), Bangalore, 3 - 
13 years, Job ID: 6609154 

Consultant must have played the role of PM 
for a CRM 2007 Ecommerce implementation 
and should also be hands on with CRM ISA 
Functional skills. 


Software Data (India) Ltd, DB2 
Database Administrator, Gurgaon, 2 - 
10 years, Job ID: 6494749 

Candidates with desired Db2 Administration 
expertise and relevant working experience and 
willing to work with renowned company on 
challenging projects with tremendous 
oppurtunities of learning & personal growth. 
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Anuron Hitech Pvt. Ltd., Web 
Designer / User Interface Designer, 
Mumbai, 1-4 years, Job ID: 5981237 
Web / UI Designer will be responsible for 
Web and User Interface Design. Expert in 
Graphic and Web Design, UI Design, 
JavaScript, xHTML, XML, CSS. Knowledge 
of Rapid Prototyping and Link Testing, 
Prism New Media Solutions Private 
Limited, JAVA Developer, India, 3 - 6 
years, Job ID: 6608131 

Developer with 5 years Java programming 
experience in a web environment. The 
candidate must be able to communicate ideas 
and work status clearly. The candidate must 
have at least 5 years Java with at least 2 years 
programming SOA type applications. 

John Deere India Private Limited, 
Team Leader/ Technical Leaders, 
Pune, 5-7 year, Job ID: 6608821 
Applicant must have minimum 2+ yrs hands 
on experience in SAP XI, Knowledge on SAP- 
ABAP & Java, Worked on Java Mapping and 
other advanced concepts in XI like Lookups, 
Visual Admin work, Adapter Modules. 


2Soft Solutions, Sr.Project Manager, 
Noida, 0- 10 years, Job ID: 6608996 
Responsinle for Meta Tagging, 
Static/ Dynamic Page Optimization, On/Off 
Page Optimization, Article/ Blogs/ Press 
Release Submission, Directory/Search 
Engine Submission, Resourcing/Link 
Exchange, Sub-Domain Building, Social 
Networking/Tagging/ Optimization. 


Dev Software and Services Pvt Ltd, 
Database Developer - SQL Server 2000 
& 2005, Mumbai, 1 - 5 years, Job ID: 
5295311 

Graduate in any stream with relevance 
experience in Software Database 
development. Should be technically sound on 
SQL Server 2000 - 2005. Should have handled 
Web based projects. 


Sysbiz Technologies Pvt Ltd, Project 
Manager - J2ee, Chennai, 7 - 12 years, 
Job ID: 6589061 

Ideal candidate should have lead a team of 
programmers and well versed with |2ee and 
related frameworks / Technologies(Liferay 
Portlets JSR 168 etc). 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Synygy India Pvt Ltd, International 
Bisuness Development 
Representation, Pune, 1 - 3 years, Job 
ID: 6505360 

Synygy is looking for Business Development 
Executives for France and Germany. The Int 
Business Developement Executive position at 
Synygy is a great stepping-stone for advancing 
your career in sales. You would be based in our 
India office at Pune. 

MBA Infosoft Pvt Ltd, Business 
Development Manager, Delhi, 1 - 4 
years, Job ID: 6608945 

Required Business Development Mgr having 
good knowledge of software sales. Kwlge of 
Software Development Life Cycle is must. 
Good knowledge of Web Development. 


Mobile Tech Services India, 
Senior/Sales Executive - Automotive 
Paints, Delhi, 2 - 5 years, Job ID: 
6500745 

Responsible for developing the refinish 
business in assigned territories. Responsible 
for achieving targets and DSO. Maintaining 
excellent relations with all customers and to 
find opportunities for new business 
development with them. 


Fabgear Corporation, Sales Manager, 
Pune, 4-5 years, Job ID: 6608199 
Role:Selling of Manual and Mechanised 
Plasma Cutting Systems in the region 
Maharashtra (Except Mumbai) and Goa. We 
are authorized channel partners of world 
leaders Hypertherm Inc USA. You shall be 
responsible for business development in given 
area & shall achieve mutually set targets. 
Infotech Enterprises Ltd, Global 
Marketing Mgr, Hyderabad, 12 - 20 
years, Job ID: 6440138 

Responsible for Sales and marketing support 
to global Sales Org, in terms of bid mgmt, 
collateral development and overall marketing 
strategy development and implementation for 
Govt segment. 

Tilaknagar Industries Ltd, Sales 
Officer, Mumbai, 1 - 4 years, Job ID: 
6607829 

Graduates with in frontline sales with a 
FMCG /liquor company.Dynamic, ethical & 
result oriented individuals. Graduates with in 
frontline sales with a FMCG /liquor company. 
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California Software Co Ltd, Sales 
Head, Microsoft Solutions, Chennai, 
10 - 15 years, Job ID: 6607795 

Person with around 10 to 15 plus years Direct 
sales experience in selling Microsoft Solutions. 
Proven track record in selling Enterprise 
Solutions along with history of generating net 
new sales. Experience of managing the sales of 
licenses and services. 

Indiana Group, Asst. Manager - 
Marketing, Chennai, 8 - 12 years, Job 
ID: 6606536 

Candidate should have atleast 8-9 years of 
prior experience of working in Marketing 
department of an Engineering / Process 
Industry. Candidate will be responsible for 
Marketing / Sales of Capital Equipments such 
as Electroforged Floor Gratings, Cable Trays 
& Hand Rails, 


Valeur HR Solutions, Marketing 
Manager, Chandigarh, Ludhiana, 5 - 8 
years, Job ID: 6593263 

Aspirant must have Marketing experience 
having exposure with retail sector. Good 
Communication Skills. Having min. of 5 yrs of 
experience in marketing. People from FMCG/ 
Beverages/ Durables would be preffered. 


Shakti Commodities Private Limited, 
Sales Manager (Tech), Delhi, 2 - 5 
years, Job ID: 6605450 

Sales Manager (tech) with BE-Mechanical 
background who has experience in project 
sales, channel sales and with knowledge of 
industrial tools & its application for marketing 
products like drilling, cutting & rock tools, 
inserts and other high end technical product. 


One 97 communications Pvt Ltd, Sr. 
Manager - Sales, Mumbai, 4 - 8 years, 
Job ID: 6422330 

The incumbent will be responsible for account 
management and sales with the existing 
account (Telecom Vertical / Media / OEMs / 
Enterprise client). 


Flamingo Pharmaceuticals Ltd, 
Executive - International Marketing, 
Mumbai, 0 - 1 year, Job ID: 6191385 
Duties:Preparation of production & packing 
plan. Daily tracking of the plan & 
coordination with all concerned for execution 
of the plan in a timely manner. 
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Manthan Software Services Pvt Li 
Regional Sales Leader (SEA 
Bangalore, 8 - 15 years, Job LE 
6604343 

The ideal candidate would hold a Gradu: 
Degree in Engineering with an MBA who I 
strong Product/IT sales experience. He/s 
should have been a high performing Sa 
Leader at mid management levels recently. 


Informatica Corporation, Marketi) 
Manager, Bangalore, 7 - 10 years, J. 
ID: 6135689 

Job holder must have a minimum of 7+ ye 
demonstrated experience as a Field Marketi 
Manager. 


Midwest Infotech Pvt Ltd, Sales 
Marketing Manager, Hubli, 3 - 
years, Job ID: 6604028 

Person will generate leads/new custome 
Plan and perform telemarketing activiti 
Extend sales opportunities with existi 
clients. Should be comfortable to deliv 
presentations to clients/customers a: 
handle all sales correspondence. 


Globe Publication Private Limite 
Sales Manager, Chennai, 2 - 7 yea: 
Job ID: 6604206 

Looking for Resident representative 
chennai with minimum qualification gradua 
pleasing personality, good team work, capa 
to handle entire Tamil Nadu, with 2-5 
experience for executive and more than 5 
experience for managers. 


Spurthi Group, Sales Executi 
Bangalore, 1 - 2 years, Job ID: 660416 
Required young Graduates with pleas 
personality with good communication skill! 
English and Kannada with two wheel 
Qualification with any degree. 1-2 years 
experience in Sales. 


Iris Software Pvt Ltd, Sales Manag) 
Delhi, 7 - 12 years, Job ID: 6586110 
Candidate should have the follow 
skills: Ability to manage a team of Inside S 
Executives. Train and mentor the tes 
Organizational, communication, negotiaty 
and problem solving skills. Lever 
telephone skills to identify the decision mak, 
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neja Associates, Internal Audit, 
(umbai,0-5years,Job ID: 4345338 
pplicant should be CA, CIA, CISA, MBA, 
ZWA. Responsible for conduct of 
perational and management audits in 
ianufacturing, capital market, insurance, 
enstruction, etc industries. 
opal Research India Pvt Ltd, Strategy 
and Private Equity Practice, 
'urgaon,3- 6years, Job ID: 6548816 
ecruiting experienced Strategy Consultants 
work with global private equity, hedge funds 
ad fortune 500 clients on Investment 
bportunity assessments and portfolio 
empany strategies. 3+ yrs of exp in strategic 
»nsulting. 
lip K Jain And Associates, Audit & Tax 
wsisstant, Pune, 0 - 10 year, Job ID: 
07982 


artered Accountant with 0 to 10 years exp, 
T.L., B.COM, M.COM with good 
in accounts upto finalization, 

including TDS & Online filing of 


"urns, Auditing - Tax Audit & Statutory 
Vir Shoe wel versed in Talis Word & 


c Group of Companies, CA- 
, Mumbai, Goa, 3 - 9 year, Job 
16166287 

"son will do maintenance of Books of 
counts in Tally 9 Software. Knowledge of 
ish & Banking Activities, Statutory 
empliances (TDS/FBT/VAT, etc...), 
| "cornea cl a CON 











operations. 
Authority of India Limited, 
Manager (Finance & Accounts), 
L 2-4years, Job ID: 6607757 

candidates should be graduates and 
have passed the Final examination of 


Institute of Chartered Accountants of 
a/Institute of Cost and Works 
ts of India with a Bachelor's degree 


arecognized University. 


obseekers - To apply for above jobs 
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zad in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Prabhudas Lilladher, Accounts 
Assistant, Mumbai, 1-3 years, Job ID: 
6606577 


Applicant would be hardcore into accounts, 
reporting would be to the manager- 
AccountsJob profile will be handling service 
tax TDS, finalization of Accounts, Bank 
reconciliation. tax, etc. 
Valeur HR Solutions, Assistant Manager 
- Collections, Jaipur, 3 - 6 years, Job ID: 
6465203 
Candidate will be responsible for taking care of 
all sorts of work related with the collection 
departmant. He should be looking out for the 
credit and collections of the company. 3- 6 years 
experience in collection department. Preferably 
working in Telecom sector. 
Spurthi Group, Finanace - Manager, 
Bangalore, 7 - 11 years, Job ID: 6604603 
Duties: Maintenance of books of accounts 
with all branches as per system & process 
(Approval process and policies). Fund 
t for all branches 
M Pharmaceuticals Ltd, DGM- 


Finance, Mumbai, 7 - 8 years, Job ID: 
6605631 


Candidate should be Chartered Accountant or 
Management Graduate majoring in Finance 
with atleast 5 years post qualification 
experience and has worked for atleast 3 years as 
Senior Manager position in Accounts & 
Finance Dept. preferably in manufacturing 
company. 

General Mills India, Cash Applier 
Specialist, Mumbai, 3 - 6 years, Job ID: 
6602050 


Specialist two to three years of relevant 
experience in business or accounting; 
Accounts Receivable experience preferred. 
Prior customer service experience a plus. The 
ability to deliver outstanding results through 


critical thinking, communication, 


interpersonal effectiveness, etc. 
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Tritan Leather Works Private Limited, 
Accountant, Chennai, 2 - 5 years, Job 
ID: 6600708 
Responsibilities:Creating and entering 
accounting data after ensuring that the correct 
level of authorisation exists for the record. 
Auditing and verifying the arithmetical 
accuracy of the record. Exercising due care in 
ensuring that the entries being made. 
GTS e-Services Pvt Ltd, Manager - 
Accounts, Mumbai, 5 - 7 years, Job ID: 
5387948 
Person will be reporting to the 
Director.Managing the Accounts and MIS 
functions in a multi — currency & multinational 
environment. High end capability in 
MIS 


Accenture, Financial Planning and 
Analysis (Assistant Manager), 
Chennai, 6 - 8 years, Job ID: 6599183 
He/She will be Planning, Creating and 
managing reporting data and reports out of 
various database systems for the XYZ Bank, 
including the Global Data Warehouse. 
Vasavi Powers Services Pvt Ltd, 
Account In-Charge, Vijayawada, 1 - 4 
years, Job ID: 6596954 

Incumbent will manage a team of w 
Accountants, Purchase Coordinator, 
time keeper and report to the GM (F&A) 
functionally and to the consi 
/managerat the Project site. 


Aithent Technologies (p) Des 


skills. Should have good 
Accounts, TDS, FBT, Service Tax, Bank 
Reconcilation. Should have knowledge of 
Accounts software like Tally /Navision. 
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DEEPAK G. PAWAR 


The tolling of the peripheral road built as part of the Bangalore-Mysore 
Infrastructure Corridor has run into trouble over issues of pricing and quality. What 
does this mean for funding of infrastructure projects? K.R. BALASUBRAMANYAM 


DECEMBER 23, 2008 
Toll Gates, Electronic City, 
Bangalore 


ECHIES IN BANGALORE DREAD 

the sight of anything pink 

in these times of dwindling 

job opportunities. So, it 

wasn’t a comforting experience 
when the managers of a private 
road in Bangalore dangled pink- 
coloured receipts, on December 
18, demanding toll for the road 
they always used free of charge. 
While techies took it in their stride 
and paid up, many others refused to 
comply—like those on whose land 
the four-lane roads have come up, 
and to whom the promised com- 
pensation is still a flash in the pan. 
The toll collection activity at 
six entry and exit points on the 
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41-km peripheral road, forming 
an arc on the southern fringes of 
the City, ignited instant opposi- 
tion. Many protesters alleged that 
the particular stretch between 
Bannerghatta Road and Electronic 
City—the suburb that boasts many 
famed iT addresses, including 
Infosys—is not ready yet, and they 
are accessing it through a mud road. 
There were others who found the 
toll to be steep. 

Different sections gave vent to 
their ire in different ways. While 
some blocked traffic on the road, 
others destroyed toll booths at a 
few places. Following this, Nandi 
Infrastructure Corridor Enterprises 
(NICE), the project developer, sus- 
pended toll collection, particularly 
at the Electronic City booth, which 
bore the maximum brunt of protes- 


ters’ ire, for a few days. 

The toll gate at Electronic City, 
which teemed with vehicles, 
was stunningly silent when the 
BT team (photographer Deepak 
Pawar and I) visited it on December 
23. Damaged toll booths were 
testimony to the violence the toll 
provoked. 

The peripheral road, for which 
toll is being collected now, is part of 
the larger Bangalore-Mysore 
Infrastructure Corridor (BMIC) proj- 
ect, which, on completion, will 
connect Bangalore with Mysore by 
a 111-km expressway. 

The BMIC project has political 
parties vertically split. The JD(S), 
led by H.D. Deve Gowda, has been 
breathing fire on the grounds that 
more land was being palmed off 
to the developer than required, and 


it was not an "infrastructure", but a 
“real estate" project. But the project 
itself faces little threat as the 
Supreme Court has cleared it. 

Neither of the two main politi- 
cal parties—the ruling BJP or the 
Opposition Congress—is openly 
endorsing the toll structure an- 
nounced for fear of voter resent- 
ment. Within days of the trouble 
breaking out and coming under 
heavy criticism by the JD(s) for in- 
action, Chief Minister B.S. 
Yeddyurappa called for reduction in 
the toll charges. NiCE Managing 
Director Ashok Kheny, who had 
initially hit back at the critics, say- 
ing he would keep the road for his 
personal use if no one was willing 
to pay, softened his stance. The 
charges have been slashed by about 
20 per cent (See Road to Money), 
but demand for free passes, in- 
cluding for members of local com- 
munity, has been rejected. 

Yet, the issue appears far from 
settled, and has already stoked old 
animosity between Yeddyurappa, 
and former cM H.D. Kumara- 
swamy of JD(S). The high-voltage 
exchange of words between the 
two over the BMIC project is now all 
set to play out in courts with the CM 
determined to ensnare Kumara- 
swamy in a defamation suit. 

Kumaraswamy, who is also the 
JD(S) state president, is critical of 
the way the project developers 
went about the collec- 
tion exercise. He says: 
“The developer can- 
not fix the toll on his 
own without consult- 
ing the government. 
Also, the agreement 
between the company 
and the government is 
very clear that the Peopli 
roads must have con- 


many conditions laid 
down in the agree- 
ment without getting 


resent paying a 
crete layer. The NICE Ke Bus Mrs 
has deviated from [egy fit in 
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Hosur — Rd uu 
‘Bannerghatta Rd-Kanakapura Rd | 6.791 
Kanakapura Rd-CloverleafUC* | 4.365 
Cloverleafl/C*-MysoreRd* | 

Kanakapura Rd-Mysore Rd 8.245 
Mysore Rd-Magadi Rd | 

Magadi Rd-Tumkur Rd 7.475 
Mysore Rd-Tumkur Rd | 1702 


Amount in Rupees 


15.00 44.00 29.00 17.00 3100 6.00 
| 13.00 3800 2500 15.00 2700. 5.00 
900 2400 1600 1000 1700 3.00 
3880 | 800 2200 1400 900 1500 300 
16.00 46.00 31.00 18.00 33.00 6.00 
9545 | 19.00 5300 3500 21.00 3800 700 
15.00 42.00 28.00 16.00 3000 6.00 
3300 9500 | 63.00 | 37.00 6700 13.00 





government permission." 

Kheny agrees that his company 
has to build concrete roads, and 
will eventually comply with that 
condition. According to him, NICE 
has built underpasses every 500 
metres and it will take some time 
for the earth around these struc- 
tures to settle. The government, 
he claims, has agreed to the idea 
that they first build bitumen road, 
and concrete it after the ground 
is settled. He alleges that JD(s) is 
behind the recent protests, and 
denies it was a spontaneous reac- 
tion of people. 

Claims of warring factions 
apart, the controversy over the 
project has cost Bangaloreans as 
well as the locals dear. Capt S. Raja 
Rao, a member of Brihat Bangalore 
Mahanagara Palike's (BBMP) 

y Technical Committee 
on Bangalore roads, 
says: “The toll on NICE 
roads is highest in the 
country, compared to 
the tolls charged by 
the National 
Highways Authority 
of India (NHAI) roads 
vill not and also with 
Mumbai-Pune Ex- 
pressway toll.” 

There are a num- 
ber of roads across 
India, including the 
Golden Quadrilateral, 


be opened shortly 


which levy a fee on users and are 
functioning without much prob- 
lem. *People will not resent paying 
a toll if they find benefit in it. They 
will not complain, too, as long as 
they can see their savings from us- 
ing the road being higher than the 
toll that they pay," says Pradeep 
Puri, MD, Noida Toll Bridge 
Company, a listed firm borne out of 
a PPP initiative and promoted by 
Infrastructure Leasing and Financial 
Services (IL&FS). 

“In India, we have huge infra- 
structure deficit, and there are var- 
ious methods to plug it, including 
public-private partnership option," 
he says, adding that the East Coast 
road in Tamil Nadu, which his 
company implemented in partner- 
ship with the government, is work- 
ing well with people paying the 
toll without complaints. 

"That is because they can see 
visible improvement in the quality 
of the road. Also, we have issued 
free passes to local commuters," 
he says. The Noida toll bridge has 
been in use for the last eight years, 
and an estimated 1.15 lakh peo- 
ple use it everyday. 

If the current protests are an 
indication, Bangalore's new road 
infrastructure is unlikely to offer 
smooth ride to users for some more 
time to come. That's yet another 
good idea gone awry, thanks to 
poor implementation. ü 8 
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Planet Finance 


Ferguson offers insights into the Darwinian quality of 


finance and lessons for the present, says CHETAN PARIKH 


HIS BOOK APPEARS AT AN 
| appropriate juncture when 
credit and equity markets 
are in the intensive care unit. 
According to the author, Harvard 
financial historian, Niall Ferguson, 
hostility to financiers at times of 
crisis is a recurrent theme of the his- 
tory of human civilisation. This is 
because debtors have always out- 
numbered creditors. 

The author traces the evolution 
of credit and debt from the time 
of Mesopotamia (“the laws of 
Hammurabi prescribed debt for- 
giveness every three years") to the 
growing power of moneylenders 
of Florence in the four- 
teenth century (“The 
Medici were the first 
bankers to make the 
transition from finan- 
cial success to heredi- 
tary status and power— 
in finance small is 
seldom beautiful"). 

The birth of the 
bond market as a 
means of financing 
wars during the Italian 
Renaissance was one 
of the revolutions in 
finance. It also set the 
price of money and 
credit, and judged the 
creditability of fiscal 
and monetary policy. 
It was this bond market 
that made the Roth- 
schild family rich. The 
large quantity of gold 
bought in anticipation 
of a long Battle of 
Waterloo would have 


declined in value but Medica 
brand beha 


for the massive bet on 
British Government 
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bonds that the Rothschilds made. 
And the bets that the Rothschilds 
did not make also helped them. 
For instance, the refusal to bet on 
Confederate paper in the American 
Civil War, which would have oth- 
erwise led to permanent loss of 
capital in the high inflation and 
defaults that followed (the “eu- 
thanasia of the rentier,” as Keynes 
later observed). 

Next, Ferguson dwells on 
financial bubbles and their effect. 
Stock market bubbles rest on the 
troika of asymmetric information 
between the management and out- 
siders, free capital flows and easy 
credit conditions caused 
by the misadventures of 
central bankers fixated 
on inflation rates in the 
goods and services mar- 
kets. Of the bubbles 
blown in history, two 
stand out: Mississippi 
Bubble, which demol- 
ished the French econ- 

omy and was one of the 

causes of the French 

Revolution; and the 
South Sea Bubble—the 
South Sea company 
never gained control of 
printing notes like John 
Law did in France. As 
the author notes: 
“Crooked companies 
and irrational markets 
go hand-in-hand—for 
it is when the bulls are 
stampeding most 
enthusiastically that 
people are most likely 
to get taken for the 
proverbial ride." 

The pricing of risk 
due to theoretical 
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insights into probability and sta- 
tistical distributions and inference 
led to the development of the in- 
surance market—" where the risks 
and uncertainties of daily life meet 
the risks and uncertainties of fi- 
nance". And the dismantling of 
the Western welfare state gave it 
the needed impetus. 

The growth of the derivatives 
markets and the increased use of 
leverage in real estate resonate in the 
current credit crisis in “Planet 
Finance". These crises stem from 
a) the fact that the future lies in 
the realm of uncertainty as opposed 
to calculable risk, b) human 
behaviour swings from euphoria to 
despondency along with the multi- 
tude of biases that make up the 
field of behavioural finance and 
c) the Darwinian quality of finance 
and the accompanying destruction. 
As the author notes: “the law of 
the survival of the fittest applies. 
Institutions with a ‘selfish gene’ that 
is good at self-replication and self- 
perpetuation will tend to proliferate 
and endure.” 

I had read The Cash Nexus by 
the same author and found some 
good insights. This book is in the 
same tradition. 

The author is the Director of a 
portfolio management firm. 
These are his personal views. 
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Education for all 


ndira Gandhi National Open University has emerged as 
the largest Open University in the Commonwealth. Pro- 
fessor V. N. Rajasekharan Pillai, Vice Chancellor, Indira 
Gandhi National Open University (IGNOU), is ensuring that 
the every individual in India is educated 
Could you tell the aim with which IGNOU was launched 
and how successful it has been in achieving this aim? 
IGNOU came into being on September 20, 1985, by an Act of 
Parliament (1985) to achieve the following objectives: 
*  democratizing higher education by taking education to 
the doorsteps of the learnersproviding access to high quality 
education to all those who seek it irrespective of age, religion 
or formal education 
* offering need-based academic programmes by giving pro- 
fessional and vocational orientation to the courses 
* as and apex body, setting and maintaining standards in 
distance education in the country 
Yes, it has been a successful initiative for the 
enrolment is estimated to cross two million by 
January 2009. The current percentage of en- 
rolment amounts over 15 per cent of the entire 
higher education enrolment in the country. 
What would say is the USP of IGNOU, 
which attracts so many students? 
In the tradition of Open Learning, IGNOU 
provides considerable flexibility in entry 
qualification, place, pace and duration of 
study to students. A Bachelor's Degree Pro- 
gramme (i.e. BA/B.Com/B.Sc.) of 3 years 
duration can be completed in 6 years if the 
student so desires. 
What have been the steps taken to ensure that education is 
meted out to one and all? 
Through my 38 years of service as a teacher, researcher and 
educational administrator, I have been interacting closely with 
institutions at the grassroot levels and with students, teach- 
ers, college and university authorities, State Councils for H.E. 
and Chancellor's offices, gathering inputs from them and pro- 
moting independent initiatives of institutions. The Collegiate 
Education system in the country is being revitalized through 
joint approaches involving Directorates of Collegiate Educa- 
tion, Principals and Managements Associations, Teachers' 
Organizations and student wings. 
IGNOU's method of instruction differs radically from that of 


other conventional universities. It has a multimedia approach 





Prof. V. N. Rajasekharan Pillai 
Vice-Chancellor of 
Indira Gandhi National Open University 


to instruction. The different components are self-instructional 
materials, counselling sessions, both face-to-face and via tel- 
econferencing mode. For courses in Science, Computers, Nurs- 
ing as well as Engineering and Technology, arrangements have 
been made to enable students undertake practical classes at select 
study centres. Technology-enabled teaching and learning for the 
conventional collegiate education system is a major initiative. 
How are the students marked or rated? 

IGNOU follows a credit system that is based on the time 
factor involved in studying. One credit is equivalent to 30 
study hours inclusive of all learning activities. Different pro- 
grammes have different credit requirements. Students have 
the right to collect credits at their own pace, convenience 
and according to their own capability. IGNOU also provides 
a credit transfer facility whereby credits may be transferred 
from any other university to IGNOU after fulfilling the neces- 
sary requirements. 

What are the targets now? 

With the 11th Plan (2007-2012) in progress, 
we are working on the ambitious target to 
ensure education access rate to 15 per cent 
in the entire country from the current 10 per 
cent. At present IGNOU has 62 regional cen- 
tres and 2,053 study centres. 

Further on the agenda are community col- 
leges through virtual campus, which will be 
an extension of university's community ra- 
dio movement. We will soon start 400 new 
community colleges to add to the existing 
200, which are fast catching up with the in- 
formation communication technology (ICT) movement. 

We have taken ICT and satellite capability to disseminate the 
open and distance learning. The latest is the exploitation of 
the outreach of mobile phones through broadband. 

What have the University's important achievements been? 
There have been many. To share a few with you: Emergence 
of establishment of Distance Education Council (DEC) for 
the co-ordination and determination of standards of distance 
system in the country (1992); Recognition of a centre of excel- 
lence in distance education by the commonwealth of learn- 
ing (1993); Launching of an IGNOU-ISRO joint channel for 
organising a one-way video, two-way audio teleconferencing 
(1993); Reaching IGNOU service to other countries; Award 
of excellence for distance education material by the common- 


wealth of learning (1999). 
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Tired of living out of a suitcase because of your job? A new videoconferencing 
system called 'TelePresence' might finally save the day. KUSHAN MITRA 


AURA IPSEN, EXECUTIVE VICI 
President at Cisco Systems, is 
in charge of cutting the tech- 
nology major's carbon emissions 
by a third over the next two years. 
Now, this would be a tough task in 
most companies and more so at 
Cisco, which does virtually no man- 
ufacturing, and cannot take the 
easy step of shutting a factory. The 
cuts have to come from elsewhere. 
So, what would the company, 
the world's leading manufacturer of 
network routers, do? Well, thanks 
to the massive amount of band- 
width available across the world, 
they just decided to up the ante 
on videoconferencing. Many of 
you, who have experienced web- 
cam videoconferencing, will think 
of videoconferencing as not worth 
the hassle. The video quality can be 
choppy and the audio even worse. 
Even professional solutions were 
poor, to say the least, and mind- 
bogglingly expensive. 
Not that professional solutions 
have become any cheaper, but if 
Cisco's new system is any indication, 
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their quality has grown by leaps 
and bounds. This is not a plug for 
the system called ‘TelePresence’, 
which Cisco has been pushing heav- 
ily in its latest advertisements. But 
after experiencing the system for 
an hour recently, I can understand 
what Ipsen was on about when she 
said that her executives have to 
travel a lot less. The romance of 
travel died a while ago, and no 
amount of fake smiles by air host- 
esses help the situation. Not flying 
when you don't have to is a fairly 
good idea, period. 

The concept behind the 
TelePresence system is quite simple, 
a room is set up with up to three 
cameras and several microphones 
and speakers. The audio set-up is 
done in such a way that instead of 
one "unified" audio feed, vou 
get an idea of where the sound is 
coming from. 

At Cisco's own set-up, the sys- 
tem is made to look like a confer- 
ence room. You sit on one side 
and talk to your colleagues thou- 
sands of miles away, and it feels 


like they're seated on the other 
side of the table. The cameras and 
the screens are placed in a particu- 
lar way to remove the sense of 
talking to an image. 

Cisco's system along with simi- 
lar systems from companies like 
Polycom are redefining the con- 
cept of videoconferencing, but they 
are still hugely expensive. A full- 
fledged set-up can cost upwards of 
a crore and a network usage would 
lead to some steep monthly bills. 
But things can only get cheaper, 
starting with the network. And if 
a company's concern is to go green, 
like Ipsen's, this system works 
wonderfully. Little wonder then, 
Ipsen claims, that Cisco will beat 
its target. 

And potentially, looking into 
the crystal ball, one can predict 
that sooner rather than later, this 
technology will permeate into con- 
sumer technology with high defi- 
nition web cameras. The only thing 
that gets us curious is what on 
earth will people end up using such 
technology for? m 











OR MOST PEOPLE EVEN FAINTLY 
F concerned about their fitness 

levels, January is gym season. 
It's no hidden fact that fitness clubs 
make a killing on new memberships 
this month (and most of their prof- 
its come from members who stop 
using the facilities once their enthu- 
siasm dies down!). As if to recover 
their money's worth, several gym 
goers make a cardinal mistake: they 
believe the best results can be 
achieved only by using the fancy 
equipment the gym provides. This is 
completely untrue. 

A good fitness club offers you 
an area to do your workouts with 
likeminded people who inspire and 
motivate. Good music, guidance 
from qualified instructors, and a 
clean wet area to refresh yourself 
make up the space that you are 
meant to associate with fitness. 


1 

Dumb-bell Split Squat 

Holding a pair of dumb-bells with your 
arms hanging at your sides, stand in a 
staggered stance, your right foot in 
front of your left. Keeping your torso 
upright, lower your body until your 
front thigh is parallel to the floor. Raise 
yourself back up into the staggered 
stance and complete a total of eight 
repetitions. Switch legs and repeat. 





Irrespective of whether you use the 
complex machines or not, a club 
that inspires you to build exercise 
into your weekly schedule ade- 
quately enough gives you back your 
money's worth. 

This issue's Treadmill is going to 
concentrate on revving up your me- 
tabolism with or without access to 
fancy gym equipment. The workout, 
put together by Men’s Health trainer 
Craig Ballantyine, C.S.C.S., M.Sc., re- 
quires access to just one pair of dumb- 
bells and a pull-up bar. So, if you 
haven’t paid up that membership fee 
already, you could postpone joining 
the gym to next month when the 
prices come down. Yet another way to 
survive the economic slowdown! 
INSTRUCTIONS: Complete the 
sequence, rest one minute, and 
repeat as many times as you can in 
15 minutes. 


2 

Cross-body Mountain Climber 
Assume a push-up position, your body 
forming a straight line from your head 
to your heels. Brace your abs—you'll 
hold them that way for the entire exer- 
cise. Now pull your left knee as close 
as you can to your right shoulder, 
without allowing your hips to sag. 
Return to the starting position and 
repeat, this time raising your right 
knee towards your left shoulder. 
That's 1 rep. Complete a total of 10. 





3 

Chin-up with 
Knee-up 

Grab a chin-up bar 
with an underhand 
grip (palms facing 
your body). Do a 
pull-up so your 
chest reaches the 
bar, while also 
raising your knees to 
your chest. Then 
slowly lower your 
body and return to 
the start. If you can't 
complete a chin-up, 
simply raise your 
knees while hanging 
from the bar. 
Complete 10 reps, or 
as many as you can. 








Jamal Shaikh is Editor, Men's Health. 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these 
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Let the battle begin! Harsha Bhogle (C) hosts the exciting grand finale 


ACUMEN 2008—GRAND FINALE 


Of Downturn, Freakonomics... 


The BT-Aditya Birla Group Acumen 2008 finals saw managers of tomorrow 
engage in a doughty battle of wit, intellect and knowledge. MALLIKA P. RAO 


AM AISHWARYA RAI. | AM WORRIED 

about fierce competition in the 

market, with all these new stars 
coming up. Do I cut my price or 
take fewer films?” The question 
was posed to Mario Gonsalves, 
an IIM Bangalore student compet- 
ing in the national debate semi- 
finals of the Business Today-Aditya 
Birla Group Acumen 2008 
Challenge. After a brief pause, 
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S.P. Jain's Rishav Jain and Shipra Bhalla 


Gonsalves made his response to 
the judge. “Sir, | would say she’s 
really durable and she doesn’t need 
to cut prices.” 

His opponent, Anchal Gupta of 
IIFT Delhi, cut in. “It’s better to stay 
in the public eye. We say lower 
your price and remain in the mar- 
ket. Then when things get good 
again, become selective." 

The question was a riff on a 





larger theme—whether companies 
should cut prices or production to 
counter the downturn. Gupta arg- 
ued from the side he had been 
given, reducing prices. 

Either Gupta was too naive to 
understand the strength of the Rai 
name, or he and his partner Rahul 
Sanan—also from IFT Delhi— 
simply didn't argue their case per- 
suasively enough. They took the 
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IIM-B's Vineet Sharma and Mario Gonsalves 





| 





fourth place and Gonsalves 
and teammate Vineet 
Sharma nabbed the second, 
after facing bright minds 
from around the country. 

The first place went to 
Rishav Jain and Shipra Bhalla 
from S.P. Jain Institute, who 
argued in the second semi- 
finals against voluntary emp- 
loyee salary freezes during 
the downturn. 

“When we call this vol- 
untary, what are we really 
saying?" Bhalla asked the 
audience. “If an employee 
volunteers not to take the 
freeze, it's inevitable they'll 
get fired. What's voluntary 
about that?" 

The S.P. Jain team faced 
off against Gonsalves and 
Sharma in the final round, 
debating whether the Indian 
economy would rebound in 
2009. Bhalla and Jain 
argued it couldn't, reciting a 
laundry list of Indian woes, 
from high mortality rates to 
corruption. Gonsalves and 
Sharma took on an intensely 
sunny outlook, emphasising 
positive economic figures 
like India's still high GDP 
growth, and ignoring US- 
dependent industries like 
outsourcing and exporting 
to prove a quick upswing 
for India. Both sides agreed 
the other had a point, but 
for the sake of the debate, 
each was unswerving. 

“It’s never easy to argue 
for something you don’t bel- 
ieve in," said event judge 
Arun Gaur, Chief People 
Officer of the Aditya Birla 
Group’s Global Carbon 
Black Business. “I congratu- 
late you.” 

Others who judged the 
competition were Sanjeev 
Bikhchandani, Founder and 
CEO, Info Edge India Ltd; 


PHOTOGRAPHS BY MONEY SHARMA 


Harish Rao and Prasad Shetty 
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Dr Ajit Ranade, Group 
Chief Economist, Aditya 
Birla Group; Rohit Saran, 
Editor, Business Today; 
Aseem Kapoor, Publishing 
Director, Business Today; 
and Ashish Chadha, 
Associate Publisher, 
Business Today. 

This was the grand finale 
of debate and quiz for 
B-school students, who 
earned their spots after win- 
ning regional competitions 
that took in schools from 
the North, South, East 
and West. 

Even making it to the 
national finals is enough to 
embellish a resume, said 
event host Harsha Bhogle, 
who famously left a fat adv- 
ertising job and promising 
post-MBA career for the 
cricket sidelines. Bhogle’s 
fizzy commentary kept stu- 
dents nervously grinning, 
nat clear when they were 
being insulted or compli- 
mented. “Aren’t you excited 
being up here?” he asked 
the students at one point. 
“I mean, just having made it 
here—1 know Pd be feeling 
kicked. Not that other kind 
of kicked, you know, the 
good kind." 

Teams came from aro- 
und India, and, as with the 
first prize debaters from 
S.P. Jain, they often com- 
prised both men and 
women. Third place in the 
debates went to Apurva 
Harsh and Cheishta Katyal 
from FT Kolkata. In the 
quizzes, SIBM's (Symbiosis 
[Institute of Business 
Management) 
Aggarwal and Devesh 
Saboo were runners-up, fol- 
lowed by ICFAIs Pareekshith 
A.R. and Bala Murugan and 
IIM Lucknow's Vipin 


Tarun 
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S. Nair and Nirad 


Inamdar in third and 


fourth places, 
respectively. 
IIM Calcutta 


won the first place 
in quizzing, giving 
members C. Ram 
Shankar and Shobhit 
Bhatnagar coveted 
bragging rights. "It's 
like the Wimbledon 
of Indian quizzing,” 
said Bhatnagar. His 
teammate Shankar 
agreed, predicting he | 
and Bhatnagar | 
would find some 
place very visible to 
put up their plaque. 
“A little shameless publicity won't 
hurt,” he said. 

Trivia questions ran from pop- 
ular to obscure knowledge, like 
recognising popular comedian 
Jerry Seinfeld's voice or identifying 
Freakonomics author Steven 
Levitt's father as the world's lead- 
ing authority on intestinal gas. 
Some questions went to the 
audience, and winners were pre- 
sented with iPods, cellphones and 
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coffee makers. 

Towards the end of the evening, 
students ceded the stage to trivia- 
hungry businessmen and women, 
who competed with a harder set 
of questions. The “alumni” pairs 
were split into regions mirroring 
the student groupings: North, 
South, East and West. Sujeet Varkey 
and Rohan Khanna won for the 
North Zone, and showed a breadth 
of knowledge that only real trivia 
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The judges: (From L-R) Info Edge India Ltd's Sanjeev Bikhchandani 
(chief guest) and Dr Ajit Ranade, Group Chief Economist, Aditya 
Birla Group, with the host Harsha Bhogle 


nd runners-up take centrestage 


lovers can attain. 
Bikhchandani, 
who founded 
Naukri.com in 1997, 
gave the closing 
note, encouraging 
students to dream 
big. “When I was 
working, it was rea- 
lly hard to leave the 
life and start my 
own company,” he 
said. “I was too com- 
fortable.” But the 
freedom he gained 
from leaving corpo- 
rate life was worth 
the risk of failure, 
he said. 
Entrepreneurs 

like Bikhchandani are relatable 
role models for students, most of 
whom study legendary figures of 
the Western world. *(Warren) 
Buffett and Steve Jobs are the ones 
we're asking trivia questions about. 
have not yet been 
written about India," Bhogle said. 
As this new generation of 
Acumen winners enter the field, 
he added, that will undoubtedly 
change. 8 
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ese days, knowing the facts about what's 
mappening in your market just isn't enough. 


u need to know what's going to happen, and, more 
iiiportantly, what to do about it when it does. 


a world leading market information company, 
at's exactly what we deliver - insight. 


Insight that can guide you through the ups and downs 
of trends, combined with a little inspiration that only a 
company committed to looking at things differently can 
deliver. 


So the next time you want to know what the future has 
in store for you, email enquiry.india e tns-global.com 
or visit us at www.tnsglobal.com 
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Small Screen, Big Moves 


THE SMALL SCREEN HAS BEEN HIS HOME GROUND, FIRST AS AN 
actor and then as a game show host. SHAH RUKH KHAN, 43, 
is now going a step further to rule television. His company, 
Red Chillies Entertainment, has floated a TV production 
division—Idiot Box—to produce shows for general ent- 
ertainment and lifestyle channels. Samar Khan, a former 
film journalist, is tipped to head the operations of the 
division. The first show to go on air is *The First Ladies 
with Abu Sandeep” on NDTV Good Times and the first 
episode will showcase Nita Ambani, wife of Reliance 
Industries Chairman Mukesh Ambani. Next in line is a sit- 
com Ghar Ki Baat for NDTV Imagine. That's not all; Red 
Chillies is set to make waves on the big screen, too. It had 
announced an investment of nearly Rs 100 crore in three 
big-budget movies in 2008. One of the flicks, Billu Barber, 
will hit the theatres in February. In 2007, Om Shanti 
Om—a Red Chillies production—was the highest-grossing 
Hindi film of all time, raking in $45 million (Rs 216 
crore) at the box office worldwide. Will Idiot Box replicate 


vision, that shouldn't be a problem. 
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Cool Desis in USA 


The list of Indians creating global waves 
just got bigger. These five young turks 
made it to the Desiclub.com's top 

50 coolest Desis list for 2008. 


Gurbaksh Chahal 
S ` THIS 26-YEAR-OLD ENTRE- 
preneur started an online 
company at 16 and sold it 
for $40 million. He also 
founded and sold online 
advertising network Blue 
Lithium to Yahoo! for 
$300 million. 





THE CALIFORNIA-BASED 
singer and activist (30) is 
the only South Asian 
woman on the board of 
the Grammys. Veda will 
release her second 
album in 2009, 





THE 36-YEAR-OLD SHOWED 
exemplary courage, mak- 
ing his award-winning- 
documentary, A Jihad for 
Love, on gay Muslims— 
filming it in countries, 
including Afghanistan 
and Pakistan. 





Sudhir Venkatesh 


a^ F THE NEW YORK-BASED 





sociologist spent time with 
a Chicago-based gang for 
his book, Gang Leader for 
a Day. The book talks 
about the day-to-day vio- 
lence Blacks face. 


Brandon Chillar 

| THIS 22-YEAR-OLD 
California-based National 
Football League star, one 
of the few South Asians 
in NFL, signed a $5.8- 
million contract with the 
Green Bay Packers in 
2008. 


Knighthood for the Dame 


ONE HARDLY HEARS OF WOMEN KNIGHTS, BUT THIS IS 
the kind which India desperately needs. DR LEENA 
SRIVASTAVA, 48, Executive Director, Operations, TERI 
(The Energy and Resources Institute), has recently 
been appointed Knight of the Order of Academic 
Palms (Chevalier dans l'Ordre des Palmes 
Academiques) by the Prime Minister of the French 
Republic. The honour has been conferred on her for 
work related to sustainable energy, environment, 
and her contribution towards academics and sci- 
entific research. She's been at it for 25 years, and 
way back in 1983, she spearheaded TER/'s project on 





developing energy economic modeling as a basis to 
evaluate the impact of policy decision on energy 
security and environment performance. Srivastava 
Is passionate about effecting a pricing change in the 
energy sector. "I am against blanket subsidies and | 
believe that the distorted pricing is at the root of all 
our woes,” she says. Though awareness has been 
slow, rest assured, her cause is certainly one of 
the most vital issues of our times. 


The Chosen One? 


WHO WILL GRACE THE 18™ FLOOR OFFICE OF DEPUTY GOVERNOR OF RESERVE BANK OF 
India’s Shaheed Bhagat Singh Road headquarters? The post fell vacant after 
V. Leeladhar's four-year term as Deputy Governor ended in December ’08. While Bank 
of India CMD T.S. NARAYANASAML, (right) 60, is a top favourite with 40 years of bank- 
ing experience, Punjab National Bank CMD K. C. CHAKRABARTY, 
as a frontrunner. The final call will be taken by Prime Ministe 
heads the Appointments Committee of Cabinet. Though the possibility of a dark horse 
emerging cannot be ruled out, the duo does not make the choice any easier. 


MIHSOV’Y HSIAVS 





(left) 56, has also emerged 
r Manmohan Singh, who 


Bond of Brothers 


THE SPAR LASTED SIX LONG YEARS, BUT FINALLY 
culminated in a settlement just before 2008 ended. 
The warring Bajaj brothers—RAHUL (left) and SHISHIR 
(right) —settled their dispute under a family agreement 
signed on December 21, 2008, after many a failed 
mediation attempt. Rahul, 70, and Shishir, 61— 
grandsons of late Jamnalal Bajaj—have worked out 
an arrangement to exit from each other's companies 
by removing the cross holdings—a process which got 
stuck several times due to differences over market val- 
uations. "All disputes between both sides stand re- 
solved,” says the senior Bajaj in a statement. Thi ugh 
the minority shareholder—the Pittie family—threw 
a spanner in the works by challenging the deal, the 
dispute is settled. Other warring families would do 
well to take a cue from the Bajaj brothers. 
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NAME: G 
AGE: 2 7 


DESIGNATION: Captain, 
South African cricket team 


AP/PTI 


Smith, the CEO 


[ 27, THIS EXTREMELY COMBATIVE OPENING BATSMAN COULD IMPART A FEW LESSONS TO 

corporate bosses on how to lead a team to become world-beaters. South Africa's 

ascent in cricket through 2008 is, in fact, also the story of the coming to maturity 
of its captain Graeme Smith. In December 2008, Smith led his team in the biggest 
cricketing coup d'etat of the year: a series victory in Australia, the flinty Aussies beaten at 
home for the first time since 1992-93. 

Smith's most significant achievement has come five years after he was given the 
captaincy, at 22, the youngest-ever skipper of South Africa. Just before his appointment, 
he was asked by selectors what he would be willing to give up to do the job. Smith is rep- 
orted to have replied: “my youth." 

The success of this intensely ambitious cricketer is attributable to both nature and nur- 
ture—just how any potential leader should be picked and groomed. Smith was identified 
early as a potential leader, and seemed to always know what he wanted. As a 12-year-old, 
he had famously posted a note on his fridge door listing his ambitions in which #1 was 
to captain the South African cricket team. 

All that he has done in cricket, wrong or right, comes from this very sense of self-awareness. 
Combative to the point of being inflammable, there was never doubting Smith's ability to head 
any charge, a captain who led by example, perhaps another lesson for business leaders. 

The current Australia campaign was born more than three years ago, with Smith and 
coach Mickey Arthur identifying the kind of players they would need to win in Australia. 
Smith has learnt from his early mistakes and improved his people skills, too, in order to 
dilute murmurs of a “captain’s clique” of senior players in the team. Leading a team whose 
political undercurrents through prickly issues of racial “quotas” are never far away, 
Smith has had more to learn as captain than many others. Even though working condi- 
tions have been far from ideal (he does not have a vote in selection), Smith has demon- 
strated stamina and the idealism to keep at the job. He finished 2008 as the world's #1 
Test run-scorer and under his captaincy, South Africa have won nine of their last 10 series. 
Clearly, he has proved to be a true leader of his men. 


Track your 
stocks on 
your mobile 


SHARDA UGRA 


SMS “portfolio” 
to 543210 
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The new 
BMW 3 Series 
Sedan 


Por nlino Snina 


Sheer 
Driving Pleasure 


[ Dynamic Stability Control | 
[ Dynamic Traction Control | 


enables sports-style driving 
improved traction without loss of power 


For more information visit www.bmw.in or contact your 
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East: 
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Pune: Bavaria Motors +91 20 2614 1555 
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What makes an athlete a: champion? 


Passion. 


Rear Wheel Drive 
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Introducing the new BMW 3 Series Sedan. 
Engineered Emotion. 


It's one thing to be an athlete. It’s quite another to be a champion. The new BMW 3 Series is both. 
As the world's first sports sedan and the best-selling car in its segment, the BMW 3 Series once 
again sets the pace for Sheer Driving Pleasure. With its sharpened exterior lines, enhanced driving 
dynamics and premium interior, the ultimate sports sedan inspires even the most discerning driver. 
Featuring the latest generation of BMW iDrive, which brings instant access to multimedia and 
comfort features. The new BMW 3 Series achieves a level of distinction that even its competitors 
aspire to. 





silt worthy of kings 


A gift for the discerning. 
A privilege only a few may enjoy. 


Johnnie Walker Blue Label King George V Edition celebrates the first Royal 
ant granted to John Walker and Sons Ltd to supply Scotch whisky to the British 
Royal Hoasshaldi in 1934, a recoqnition of the quality and appeal of its whisky. 


ohnnie Walker Blue Label King George V Edition is one of the most distinctive 
lends ever created. Some of the rarest whiskies - many from distilleries that no 
longer exist - have gone into the creation of this extraordinary blend. A rich, 


found smoky signature and a complex taste with a mouth-warming and lingering 
peaty finish. An exquisite and exceptional whisky. 


lohnnie Walker Blue Label King George V Edition is available at select stores in the country. 
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From The Editor 


OTH THE ABILITY AND FIDELITY OF MANAGERS HAVE 

long needed monitoring," so said Warren Buffett 

five years ago. As with most sage advice, we 
understand its true meaning only when we are hit by cri- 
sis. The implications of the financial fraud committed by 
Satyam Computer run deeper and wider than we have 
understood so far. It calls into question the very purpose 
of two institutions that are supposed to be watchdogs for 
good corporate conduct: independent directors and 
external auditors. Crores of shareholder money is spent 
on these directors and auditors—but to what avail? To 
quote Buffett again: "If able but greedy managers over- 
reach and try to dip too deeply into the shareholders' 
pockets, directors must slap their hands. Overreaching has 
become common but few hands have been slapped." 

In our cover package for this issue (page 40 to 75), we 
not only go into the details of the fraud and explore how 
and why Satyam Chairman B. Ramalinga Raju turned to 
the dark side, we also bring under the spotlight the role 
of auditors and directors. With the help of a few chartered 
accountants and corporate lawyers, we trawled through 
Satyam's balance sheets of 
the past five years to look 
for the murky trail and und- 
erstand how the auditors 
and directors missed the 
signs of what now seems to 
be a blatant scam. A must- 
read in the package are the 
confessions of a few auditors 
(page 54), which prove how 
rampant financial irregular- 
ities have become. We also 
bring you the similarities— 
and the lack of it—between 
accounting frauds in the us and those in India. In covering 
stories like Satyam, we face an apparent disadvantage. 
Important developments can take place between the 
time we send the magazine to the press and you get 
your copy (a gap of 4-14 days). The challenge for us is to 
generate stories that clarify some of the most lingering 
doubts and answer the uppermost questions in your 
mind. We hope to have achieved that. 

One sobering conclusion from the Satyam episode is 
that no matter how good the regulatory system may 
become, it can't always prevent frauds. The best antidote 
to frauds is good management. Let's hope the brightest 
executives of India Inc. understand this. We present 
one such list of hot and young (up to 40 years of age) 
executives in this issue. An annual feature with BT, this 
year's list is our tribute to some of the best minds in the 
industry who face the daunting task of steering their com- 
panies through one of the toughest times—and do so by 
not losing the balance between ability and fidelity. 
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Good, Better, Best! 
THE COVER (THE BEST COMPANIES TO | 
Work for in India, Br, January 25) was | 
very well researched. Microsoft India 
topped the list for the second consec- 
utive year, and rightly so. I’m sure the 
company will be able to meet the chal- 
lenges, especially the ones related to 
HR. What really came as a surprise 
was the absence of companies like 
Tata, Reliance and Wipro. It's pretty 
clear that the size of a company has 
nothing to do with how well the 
employees are treated or taken care of. 








RAMAKANT SAHAY, through e-mail 








Making Better Workplaces 
YOUR COVER STORY (BT, JANUARY 25) 
is timely, but raises a couple of 
questions. First, will these compa- 
nies continue to be generous as the 
downturn worsens? Second, what 
about the vast majority of compa- 
nies, including the top groups, 
whose working conditions aren't 
even mentioned in the story? Also, 
a comparison with some compa- 
nies abroad would have been 
interesting. l've enjoyed reading 
about the liberal attitude of these 
companies, but I disagree with the 
view that better working condi- 
tions alone will be sufficient. Salaries 
and partnership with employees 
are ultimately the only ways to take 
these companies to greater heights. 
SRIKANT GOKHLE, through e-mail 


The Linear Perspective 
THE COVER ON BEST COMPANIES IS 
interesting, but linear in execution. 
One would have enjoyed reading 
about some other facets of these 
companies, rather than just how 
they are dishing out sops to their 
employees. It would have been in- 
teresting to read how workers have 
contributed towards higher finan- 
cial goals for a particular company. 
And also, what do competitors and 
analysts think of these companies? 
DEPENDRA SINGH, through e-mail 
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So, the Glass Is Half Full, Is It? 
WE SAW THE A-STAR GETTING 
launched with a lot of fanfare—that, 
I think, is some enthusiasm (Defying 
the Downturn, BT, January 25)! 
Automotive industry is one of the 
worst-affected sectors in this slow- 
down, yet along with Maruti, others 
like Tata, Hyundai and Fiat India 
are also set to launch new cars. And 
interestingly, retail biggies like Future 
Group and RPG Group are openin 
stores. Such is the case in the financial 
services sector as well. While the 
Mumbai-based Centrum Group is 
opening offices in London and New 
York, UBS is going ahead with its 
launch of commercial banking 
operations in India. A slowdown is 
the best time when people can do 
with a bit of extra cheer. 

AMBORISH BISWAS, through e-mail 


In the Name of the Father 
THE BEST ADVICE I EVER GOT (BT COVER 
story, January 11) speaks of the 
Indian business ethos—over 50 pro- 
fessionals recounted that the best 
advice they got was on life and not 
merely on how to run a business. 
And the source of such advice, in a 
majority of cases, happened to be 
their father or their family. After all, 
the road to business success in India 
is paved with many home truths. 
RAJ ANAND, through e-mail 


Corrections 

APROPOS THE FEATURE ON MICROSOFT 
India in Best Companies to Work 
For in India (BT, January 25), 
Microsoft is headquartered in 
Redmond, Washington, and not as 
mentioned. The error is regretted. 


We had reported Infosys as hav- 
ing opted out of our survey of 
Best Companies to Work For in 
India. Instead, the firm had par- 
ticipated, but did not figure 
amongst the top quartile of com- 
panies that made it to the list. 


In Trends '08 Quotes of the Year 
(Br, The Best Advice I Ever Got, 
January 11), HDFC Chairman 
Deepak Parekh's quotes have 
been published out of context. 
The first quote in October '08 
was in the context of the imme- 
diate need, as the liquidity situ- 
ation was extremely bad and 
would have led to defaults in the 
system had no action been taken; 
the second quote was with ref- 
erence to a situation where banks 
were not lending because 
although liquidity was sufficient, 
they were being cautious. 
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Trends 


Why Banks Won't Lend 


Despite monetary easing, banks are still unwilling to lend. 
Or are companies reluctant to borrow? ANAND ADHIKARI 





HO ELSE BUT RESERVE BANK OF INDIA GOVERNOR D. SUBBARAO CAN 

best portray the condition of Indian bankers in these chal- 

lenging times? And he did so with aplomb when, on a visit to 
West Bengal just before the second stimulus package was announced, he 
chose to speak his mind. 

Subbarao began by saying that there seemed to be two critical rea- 
sons inhibiting Indian banks from extending credit: *First, a high 
weighted average cost of funds because of high interest rates on de- 
posits, and second, concerns about credit quality, which makes the bank 
risk averse, particularly in lending to certain segments," he said. 

Not much has changed since Subbarao made these remarks at the 
Kolkata Banker's Club. The situation on the credit side, if not 
worse, appears to be just the same after the first stimulus package 
towards the end of last year. 

50, what's keeping the bankers away from writing a cheque? 
"The credit risk has increased due to a series of defaults in credit card, 
personal loans and two-wheelers," says the CEO of a public sector bank. 
In fact, some of the new growth engines, like the sME sector, which 
were growing exponentially in the last 4-5 years, are under stress. 


INSTAN TIP 


The fortnight's burning question. 












company should have brought 
this issue to the notice of its 
board of directors. 


No. Siddharth Shankar, 
Director, Kassa 

Shareholders should have been 
informed. Wipro could have 
added that they are in talks with 
World Bank to sort out the 
matter. The letter that the Wipro 
Chairman has written now could 
have been issued at that point in 
time. Fundamentally, 
shareholders have a right to 
know of such an event. 


Yes. Sujjain Talwar, 
Partner, Economic Laws Practice 
In India, companies are not 
obliged to disclose every detail of 
their business issues. It's the 
right of the board to decide 
where to draw the line. Since it 
was not a violation of law and 
merely a general disagreement 
with the World Bank guidelines, 
the issue of corporate governance 
doesn't arise. 

COMPILED BY MANU KAUSHIK 
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BANKERS’ WOES 


a) Rising NPAs: 
Bankers won t lend 
- to high risk retail 
customers. 


~ b) Attractive Reverse 
Repo Rate: Still ruling at 

4 per cent, ensuring risk-free return for 
banks by parking surplus funds with 
the RBI. 


c) SME Growth Engine in Disarray: 
SME segment under stress having made 
unwanted expansions in the past. 


d) Difficult to Raise Capital: Capital 
market route almost shut and chances 
of raising long-term capital bleak. 


(See Bankers’ Woes). 

It’s a problem of plenty. With 
credit offtake subsiding, the sea 
of liquidity pumped in by Mint 
Street (close to Rs 3,00,000 crore 
since mid-November) is also find- 
ing its way into government bonds. 

While banks like ICICI, HDFC, 
Axis Bank and Bank of India raised 
capital before the stock market 
meltdown, many other public and 
private sector banks need further 
capital to lend aggressively. But 
experts are also pointing out that 
Indian bankers are in a much better 
position than their counterparts in 
us and Europe. 

“The ‘show me the credits’ 
based lending is beginning to look 
good now,” says V. Vaidyanathan, 
Executive Director, ICIC! Bank. He 















“The ‘show me the 
credits’ based lend- 
ing is beginning to 
look good now. 
Indian banks are 
realising that hold- 
ing up cash is a 
drain on 
profitability. So 
credit has 

to flow” 


V. Vaidyanathan , 
Executive Director 
ICICI Bank 


WHY RETAIL & CORPORATES 
WON'T BORROW NOW 


A) Deposit Rates: Deposit rates are still 
to come down. Lending won't pick up as 
cost of capital of banks is still high. 


b) Wait & Watch Policy: There is a gen- 
eral consensus in the market that inter- 
est rates will come down further as the 
inflation is continuously falling. 


C) Job Losses & Insecurity: The hiring 
spree of India Inc has also halted. With 
insecurity all around, not many will 
plunge into buying homes or cars. 


d) Corporate Expansion on Hold: India 
Inc has deferred expansion plans as 
overall demand has come down. 


adds: *Indian banks are realising 
that holding up cash is a drain on 
profitability. So credit has to flow." 

There is no escape for Indian 
banks though—if they raise money 
through fixed deposits at over 8 
per cent and don't lend—it's a loss 
making proposition for them. 

Hemant Kaul, Executive 
Director, Axis Bank, says: *Banks 
don't function in a vacuum. Even 
after all downward revisions, if we 
are expected to grow at over 6 per 
cent, Indian banks will naturally 
be the beneficiaries." 

The big question is, are bor- 
rowers ready to plunge in at a 
time when there is uncertainty all 
around? (See Why Retail @ 
Corporates Won't Borrow Now). 
The biggest lending under retail 
was done in the home loan seg- 
ment where borrowers are fol- 
lowing a wait-and-watch policy as 
property prices are expected to 
fall further. Similarly, India Inc. 
is not chasing bankers as de- 
mand for auto, cement, steel 
etc., has slowed down dra- 
matically. “Liquidity needs 
an absorbent, and there is 
no better absorbent than 
consumer confidence,” 
signs off Vaidyanathan. 


NISHIKANT GAMRE 
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Compared to most course 
ns of 18 months, ours is a 


12-month programme. 


Are more Indians heading to UK for 


It’s certainly a new trend. Our 


Judge Business School is pretty 
young—having commenced in 
1991. Over 15 per cent of the 
total students in business studies 
programme are Indians. 


What about fresh fundings and 
scholarships for Indian students ? 
While our costs are competitive, 
we also offer strong scholarship 
opportunities for deserving can- 
didates. We are currently in the 
process of raising £1 billion for 
financial assistance, including 
scholarships, of which £800 mil- 
lion has already been raised. 
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any location becomes a productive office with the right 
'quipment. Like Kyocera copiers, printers and Multi-Function 
"rinters with ECOSYS* proprietary technology that delivers higher 
erformance with longer maintenance cycles. Our eco-friendly 
»chnology also reduces replacement parts and waste while 
icreasing recyclable components. Kyocera technology absolutely 
elivers on every factor to minimize your Total Cost of Ownership. 
and that's the bottom line for any office, wherever it may be. 


* Kyocera's acclaimed concept of environmentally-friendly products. 
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2007 highly prestigious 2007 KM-8030 awarded 
5 star "EXCEPTIONAL" 


award by end-users survey. 


2005, 2006, 2007 and 2008 
"Highly Reliable" in voted "Editor's Choice" in leading 
2,000,000-impression durability test. 


) guide 
for office equipment 


wer additional information, please contact: 
Iw OCERA MITA India Private Limited 


st Floor, ORCHID CENTRE Sector-53, Golf Course Road, Gurgaon,India KY [] r j [2 c 
:0124-4671000 Fax:0124-4671001 
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~ compared to 
Rs 60,976 crore in 
December 2007. 





18 %: Decline in all 


domestic sales of automo- 
biles in December 2008. 
Total vehicle sales in the 
domestic market stood at 
5,97,622 units in December 
2008 as against 7,30,603 
units in December 2007, 
according to the Society of 
Indian Automobile 
Manufacturers (SIAM). 


Rs 1 50 crore: The 
amount needed by 
Satyam to meet insur- 
ance liabilities of its 
US employees. 
Satyam's senior 
management executive 
Ram Mynampati in- 
formed the govern- 
ment of this fact 
on January 16. 









UMESH GOSWAMI 


Netting Rural India 


The Internet is spreading its web rapidly in villages 
and small towns, finds a study by l-Cube. 


fi 
Worldwide village: Net 
reaches the countryside 


HERE IS GROWING AWARENESS ABOUT THE INTERNET 
i rural India, going by the findings of a latest 
study. There were 3.3 million active Internet users in 
India's hinterland in March 2008, according to an on- 
going, first-of-its-kind, survey by I-Cube 2008 (jointly 
undertaken by IMRB International, Internet and 
Mobile Association of India). That's not all. As many 
as 5.5 million people claimed that they had used 
the Internet at some point in time. 

There are no comparable figures available for pre- 
vious years as Internet usage in rural India is being 
mapped for the first time. But it does appear that var- 
ious government and private sector initiatives, especially 
the government-led National e-Governance Programme, 
have begun to have an impact. Says Subho Ray, 
President, IAMAI: “Penetration of Internet in rural India 
is directly related to the activities of the government and 
NGOs. Given the various government and private sector 
efforts to connect rural Indians, this was the right time 
for a survey to find out the state of affairs.” 

However, the survey also points out that ensuring 
higher and faster adoption of Internet in rural India 
would necessarily entail generating content and 
applications in local languages, given the low per- 
centage of English speaking people. Says Mohan 
Krishnan, Senior Vice President, BIRD (a specialised 
unit of IMRB International): “For Internet to flourish 
in rural India, the applications need to be in vernac- 
ular, preferably with “Text to Speech’ capabilities. It 
would be better if visual symbols, graphics and rich 
media applications are used. The key question is 
whether we have the right infrastructure to support 
these applications.” 

Clearly, there are still significant obstacles to 
overcome before the Internet can spread rapidly in 
rural India. 

RISHI JOSHI 





VITAL STATS 


Rural Litera 
Popu ation 


368 mn 


Rural English 
Speaking 


63 mn 


Rural Comput 
WII 


15.1 mn 


Rural Claimed 
Interne tU: sers 


9.9 mn 


RI In À Vi 


internet User 








33m 


As many as 
5.5 million 
people said 
they had used 
the Internet 
at some point 
of time in 
2008. 
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End of the Tunnel? 


There'll be more pain before the realty sector's woes 
wane, says a DTZ report. TEJEESH N.S. BEHL 


l'S GOING TO BE A ROUGH RIDE 
È some more months for the 

country’s real estate develop- 
ers before they see light at the 
end of the tunnel. Phoenix Hope, 
a report by real estate consultancy 
DTZ International Property 
Advisors, talks about the bot- 
toming out of the real estate mar- 
ket in 2009-10, and says fortunes 


stock and Awe 


J| Z's projected office space supply for 2010. 


City 


fumbai 


could revive thereafter. 

“Real estate developers need 
to cut prices by an aggressive 30 
per cent. Drip feeds don’t work in 
these times,” observes Anshul Jain, 
CEO (India), DTZ. According to 
the report, both rental and capital 
values are on the decline and it 
will probably be the third quarter 
of 2009-10 before prices stabilise. 

Even in the commer- 
cial real estate segment, 
of the 212 million square 
feet space originally 
scheduled to hit the mar- 


Current — DTZBest Current Threshold Absorption | f š a: 

Stock Estimate Vacancy — Vacany* Revival Ket by 2010, DTZ esti- 

(mn. sq. ft) (mn. sq. ft") (%)  (%,Time) mates that only 88 mil- 

eli NCR 39.70. 2730 — 28 dG QF orio lion square feet will get 
34 16 12 spo Pri) oy Completed by the pro- 
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plkata 
une 


engaluru — 65.80 12.10 18.1 
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ancy level reached before market revival 


ource: DIZ Research 


lome and Away 


esidential rental value movement across key cities. 
Value movement Short-term 


ity Locality Rental 
Jan.-June'08 — June-Nov. '08 
elhi NCR Vasant Kunj 6-12 % 0% 
Dwarka 8-12% 4-5% 
Gurgaon 2-5% 9-196 
umbai South Mumbai 0% (-) 10-15% 
Western Suburbs 3-10% 1-3% 
angaluru South 3-4% 0% 


North 12-15% 0% 


Key stagnant; T increase Source: DTZ Research reasons Jain. 
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with drop in supply—by 


QM g per cent—demand is 
UFP'll going to drop this year," 
uF he adds. The report fo- 


cusses on realty markets 
in the five metros and 
Pune, and says that the 
inflexion point, when a 
substantial price correc- 
tion in rentals starts, will 
occur in the latter half of 
the current year. 

"Real estate prices 
rose by 200-300 per cent 


outlook 


in the last three years, 
which means that devel- 
Opers are well cushioned 
to take a few losses." 
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TOP OF MIND 


A Service to Remember 


What is it? A company called CPP is offering a service to store all your 


credit card details. 


Is that safe? The company is offering this service through partner banks 
who have vetted their security systems. 


What do they do with the details? They store the details. 
What for? In case you end up losing your wallet and all your credit cards. 


And then? You call CPP on a number you can store on your phone or on 
a key fob and they will call all issuing banks and get your cards cancelled. 


All my cards? Yes, credit cards, debit cards, no matter how many. 


And my liability? Depending on the plan you take, CPP offers limited 
liability protection before you report to them and some big protection 


after you intimate them. 


And the cost? There are a couple of plans, but they start at around 


Rs 1,000 a year. 


India Slips in Innovation Index 


Poor literacy rate, bad infrastructure and lack of university-industry interaction 
has cost India dear in the 2008 Global Innovation Index rankings. 


E AN UNKIND BLOW IN THE MIDST OF A FIGHT FOR 
survival. At a time when economic growth is stut- 
tering across all the major sectors in the country, the 


latest Global Innovation Index (Gil) 
2008-09 report says India has 
slipped to the 41st position from the 
previous year's ranking of 23. 
According to the report, pre- 
pared by INSEAD and Confederation 
of Indian Industry (CI), despite its 
market size, local suppliers and busi- 
ness clusters, India has performed 
poorly on various parameters such 
as overall literacy rate, infrastructure 
quality and university-industry 
research collaboration. The report 
also points out India's poor ranking 
could well be a wake-up call to get 
its innovation act in order. 
Among BRIC (Brazil, Russia, 
India and China) countries, the 
report says, unlike last year when 
India and China ran neck-and-neck, 
this time around China has over- 
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I Rank E Scores, The maximum score is 7 
Source: The Global Innovation Rankings and Report 2008-09 


KUSHAN MITRA 


taken India to finish 37th. The survey mentions some 
of India's most innovative centres such as 
based Narayana Hrudayalaya and rrC's e-Choupal. 


Bangalore- 


The study also reveals that while 
the top league mostly comprises 
countries from Europe and Asia, 
some of the most challenging 
science- and technology-based 
innovation programmes are taking 
place in pockets of Africa, which 
has just one country (South Africa) 
in the top 50. 

GII is based on 90 parameters 
such as political stability, control 
of corruption, education expendi- 
ture, culture to innovate, Internet 
users (per 100 people), households 
with TV, FDI and technological 
awareness. It has been compiled by 
collecting data from various agen- 
cies, including the UNESCO, the 
World Bank, and the World 
Economic Forum, among others. 

MANU KAUSHIK 
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“jesta - "Best Driver s car in it's class” - Autocar India Sep ‘08 
‘One of the most involving driver's cars in India" - TopGear Nov '08 
‘A great buy if you love driving and worth every rupee” - WhatCar India Jul 08 


If you are choosing between the two cars to have the perfect ally 
r spirited motoring, then go for the Fiesta" - Business Standard Motoring Deoagg 


e Ford Fiesta, power packed with Dura technology, E10 readiness, Driver & passenger side airbags, Anti-lock Braking 
stem (ABS), 15” (38.1 cms) Alloys and 2 DIN MP3 player is undoubtedly the best drive for your money. 


) ahead, get in to the Ford Fiesta and leave the City far behind. 
t Rs. 6.99" lakhs, the Ford Fiesta 1.6S is a better buy. 
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P-WATCH 
The Risk Meter 


How vulnerable are different sectors of the economy to global financial crisis? 





Sectors GDP Share (%) Crisis Impact Assessment 
Agriculture 18.5 Neutral More sensitive to weather-induced fluctuations 
Mining 2 Negligible ^ Nearly 90 per cent of mining consists of coal and crude. 


Only about 5 per cent, particularly iron ore, could have 
some effect on the export slowdown 


Manufacturing (based on status) 


Registered 10.5 Some impact on account of export slowdown and 
liquidity squeeze. Decline in ratio of PBDIT/ Sales may 
reduce internal accruals and increase dependence on 
borrowings. PBDIT/ Sales in Q2 is expected at 4.7% 
compared to 11.296 in Q2 of 2006-07. The decline in 


commodity prices could partially neutralise the adverse impact 
Unregistered 4.9 Though liquidity squeeze may be greater, lower dependence 
on institutional credit may keep the impact moderate 





Manufacturing (based on sources of demand) 
Domestic Consumption — * 
Demand 


Domestic investment — * 
Demand 


Consumer durables may remain under pressure 





Increase in credit cost may slow the pace 





Exports * Moderate Global economic slowdown would dampen demand 


Electricity 2.1 Neutral Global slowdown will not affect this sector. The 
nuclear deal is positive 





Construction 7.2 Higher risk weights and credit crunch will affect the 
sector, though it is likely to be moderate 

Trade 15.4 Neutral Sales growth continues to remain buoyant. Q2 expected 

& Recreation | sales growth of manufacturing at 36 per cent is higher 


than 8.8 per cent in Q2 of 2007-08 





Transport Rail transport (share of 1.2%) may not be affected. Road 
transport has some problem of acquiring vehicles because 
of choked credit. Air transport may have a larger impact 

Communication Some working capital constraints are reported; overall 
impact is likely to be negligible 

Insurance Domestic impact should be marginal as credit and deposit 

& Banking growths will remain buoyant. Margins are also not under 
pressure. But there may be some increase in NPAs 

Business Services Slowing world economy will dampen services; real estate 

& Real Estate likely to remain subdued 

Community & Relates to defence and social sector services. Positive 


Social Services impact of pay commission and other wage increases 





* While no separate share is available, these would be equally matching Source: Government of India's Mid-year Review of the Economy for 2008-09 
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alk to someone yc 
Eday, there's so much you need to consider before you buy a home. Location, timing, price, type of 


yme — taking the right decision isn't easy any more. You need guidance from someone you can trust. 


Eik to us. We are here to listen and you can use our expertise to take the right decision. You can count 


Im us for guidance on legal and technical matters, property search and home loans. We've helped 


er 3.2 million families across the country buy their dream homes. We'll be glad to be with you A H r — a 
Eht through. — = = 

ilk to us today. SMS: HDFCHOME to 56767 WITH YOU, RIGHT THROUGH 

:«DABAD: Tel: 6630 7000 BANGALORE: Tel: 4118 3000 BHOPAL: Tel: 443 3333 BHUBANESWAR: Tel. 253 4335/4555, 6532 CHANDIGAR 
m8 9123. CHENNAI: Tel: 2859 9300. COIMBATORE: Tel: 430 1100, 439 9881-82. GUWAHATI: Tel: 266 6000/6915/6795 HYDERABAD: Tel: 6647 50! 
WIRE: Tel: 443 3333, 422 3300. JAIPUR: Tel: 98750 88888, 515 0888. KOCHI: Tel: 93877 66666, 301 1200. KOLKATA: Tel: 2321 5060. LUCKNOW: Tel: 398 91 
EBAI: Tel: 6663 6000. NAGPUR: Tel: 256 6000. NASHIK: Tel: 660 6000. NEW DELHI: Tel: 4111 5111. PUNE: Te! 2550 5000. THIRUVANANTHAPURAM: 

5 5000. VADODARA: Tel: 230 8400. Conditions apply Network HDFC223 
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oes Global 
RISK 


So you thought the only troubles facing you 
are a slowing economy, a liquidity crunch 
and unreceptive customers? Look below: the 
scope and reach of the risks boggle the 
mind—economic, environmental, 
technological and societal. Tick off the 
deteriorating fiscal positions of several major 
G8 countries, a worse-than-forecast 
slowdown in China, an asset price collapse, 
(natural) resource challenges created by 
climate change and global governance gaps. 


Risks Interconnection Map 2009 
One crisis can create another at blazing speed in an interconnected 
world. (India had nothing to do with the US housing market crisis, 
but is suffering.) Contagion arises also through the interaction 
of risks, not just through trade and finance. 
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— € Underinvestment in infrastructure 


Risk Assessment and Risk Barometer 
The table shows how the 2009 assessment of the likelihood and 
severity of each risk compares with the 2008 assessment. 


r3 Increase E Decrease 


Not Applicable 
n.a. for tne Risk 
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Same Assessment 
as last year 


| |New Risk 
ECONOMIC RISKS 


Food price volatility 
Food prices peaked in mid-2008. It is expected that 
prices may be more volatile over the coming years. 


Oil and gas price spike 
Slowing global demand means price spikes over the 
next 12 months are unlikely. 


i 
Major fall in US dollar l 


The dollar could come under pressure as investors i d» - 
reflect on the long-term impact of current monetary m e na. 


expansion and the fragility of the US financial system. 
Chinese economy 


^ 

ina's domestic market could help compensate 
Ho its qu of exports due to recession in the US, the 
government will need to encourage private spending, 
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Fiscal crises 
The pressure on fiscal systems will be exacerbated by 
current bailout packages and fiscal programmes. 


Asset price collapse 
Although prices for many assets have declined, there 
is scope for further losses in the short term. 


Retrenchment from globalisation (developed) 
Some retrenchment is likely if governments revert to 
protectionist strategies as unemployment rises. 


Retrenchment from globalisation (emerging) 
The risk of more inward-looking economic policies in 
emerging economies could increase in reaction to the 
current financial turmoil. 


n.a. 


nao 
"— 


Regulation cost 
This risk was included for the first time in 2009. 


This risk was included for the first time in 2009. 


GEOPOLITICAL RISKS 


International terrorism 
The perceived risk has decreased overall but remains 
high in countries such as Iraq, Afghanistan and Pakistan. 


Collapse of NPT 

Though the controversial US-India nuclear deal was 
signed in 2008, the outlook is for neither improvement 
nor deterioration compared to 2008. 


US/Iran-US/DPRK conflict 
With a new US administration entering office, the risk 
is perceived as less likely. 


Afghanistan instability 
A degree of progress has been made but the severity 
remains constant in cost and loss of life terms 
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Transnational crime and corruption 
Corruption continues to cost over $1 trillion annually. 
Transnational crime remains endemic. 


Israel-Palestine conflict 
Likelihood of increased tensions is neither greater nor 
lesser than in 2008. 


EE 
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Violence in Iraq 
The likelihood of more violence has decreased slightly compared 
to 2008, but the costs and loss of life remain constant. 





Global governance gaps 
This risk was included for the first time in 2009. 





— Jn Mon dn 
Extreme climate change-related weather E i n t3 
events, this risk remains constant. Many of these events affect i 
developing regions, so the number of deaths is likely to rise. š : 


and desertification reduces agri yields 


Droughts 
As the incidence of drought has risen, production has shifted to | 
less drought-prone areas or to more drought-resistant crops. E | = E 
Desertification, though, remains a risk in vulnerable regions. j 

: 


Loss of freshwater 

Greater awareness and education and improved sanitation 
is reducing the number of deaths but overall this risk 

Is constant. 


Natural cata 


strophe: cyclone 
Improved building standards and better warning information have a o E3 
contributed to reducing loss of life from cyclones. 


Natural catastrophe: earthquake 
The threat of earthquakes remains the same but improved building 
standards have reduced their impact. c =] = 


Natural catastrophe: inland floodi i 
This risk rose over aod - vint due to flood plain =] | =] : =! 
xl [x] [= [x] 


develeopment but remains constant from 2008 to 2009 
Air pollution 
This risk was included for the first time in 2009. xj Ea} na. 


Natural catastrophe: coastal floodin 
Biodiversity = = na 


This risk was included for the first time in 2 
loss 
This risk was included for the first time in 2009. 
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Pandemic 
Work continues on awareness among different agencies but risk 
and uncertainty about the nature of an outbreak remains. 


Infectious disease 
Though infection rates for some diseases are stabilising in some 
regions, overall the risk remains constant. 


Foren ed k but chronic di x | 
I es can reduce ris "Y ut chronic disease i : 
Mis still the main cause of death worldwide Enim 


ability regimes : 

see the risk of US- style liability regimes spreading to other i : 
untries as increasing. E3 = : na 
Co o — Ce] [x] [x] 









itical Information Infrastructure (CII) 
M Experts judge this risk as stable. 
ergence of nanotechnology risks 


the study and use of nanotechnology progresses, 
uncertainty remains about the potential risks involved. 


ata fraud/loss 
his risk was included for the first time in 2009. 





e: The Global Risk Landscapes 2009, World Economic Forum 


36 risks were assessed in terms of their likelihood and their severity. The likelihood of all fisks 
“was evaluated with a 10-year time horizon. (Text was edited for space reasons) 
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| “The auditors will have to 

: be independent. That's why 
they are called independent 
directors. They should not 
be under the thumb of the 
management" 


N.R. Narayana Murthy, Chief Mentor, Infosys 
Technologies, on the Satyam saga, in Business Standard 





“Tt (2008) was a bad year 
for the financial world. But 
Indian banks are strong and 
no bank has failed in India. 
They have shown strength" 


O.P. Bhatt, Chairman, State Bank of India, in 
The Economic Times 


"This is just a thought. It's not as if I am pushing 
the issue. But allowing foreign carriers to invest 
in Indian ones is among the other effective 
measures needed to keep our airlines financially 
sound. The situation is very different from what 
it was 3-4 years back" 

Praful Patel, Civil Aviation Minister, in DNA 






“One bad apple j 
does not mean = 
the whole : 


barrel is bad” 


David Miliband, 

British Foreign Secretary, 
talking about the Satyam 
fraud during a recent visit to 
India, to PTI 


“The company will protect its margins by 
using various levers and by refocussing 
on Fortune 2000 clients. We are 
refocussing on the Fortune 2000 
companies, which still have the 
potential to spend on technology” 

S.D. Shibulal, Chief c )perating Officer, Infosys, in DNA 
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Breaking the Class Barrier 


S YET ANOTHER BLACKBERRY WAS LAUNCHED IN INDIA, THE DEVICE IS BEING PROJECTED 
ns a convergence tool that can be a laptop-cum-e-mailing device as well as 
a mobile phone and a MP3 player for Indian consumers. "When you set a budget 
aside for all those devices and then compare it to the cost of a BlackBerry, you 

will see the benefits," said Frenny Bawa, Vice President for 


FORMED: By the 
Confederation of Indian 
Industry (CII), a task 
force on corporate 
governance to be 
headed by former Cabinet Secretary 
and India's Ambassador to the US, 
Naresh Chandra. The task force would 
look at issues emerging out of 
the Satyam episode and make 
its recommendations. 





SURGE: In tourist arrivals in 2008, to 
5.37 million, around 5.7 per cent 
higher when compared to 5.08 million 
the previous year, according to data 
from major airports in India. In 
December, India saw 5.22 lakh foreign 
tourist arrivals, marginally higher than 
the 5.21 lakh FTAs in November. 


INCREASED: The GSM subscriber 
base, to 257 million, with an addition 
of 8 million during December 2008. 
This is a positive growth from the 7.62 
million subscribers added in November, 
excluding Reliance Telecom. Bharti 
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India at Research in Motion Ltd., which introduced the 
device. The company made two announcements on 
January 15. First was the launch of BlackBerry 
Curve 8900—the thinnest and lightest BlackBerry 

with a full QWERTY keyboard. The other was a tie- 

up with Redington India to take the BlackBerry into 
malls and retail outlets. “We want it to be available 
to everyone," says Bawa. The company has launched 
four new models in the last four months. It had 
launched BlackBerry Storm, the touch screen device 
on January 12 exclusively with Vodafone at a price 
of Rs 27,990. Curve 8900 has also been launched 
at the same price. The lowest-end BlackBerry in 
India is the 8700 that sells for Rs 14,999. 


SUMAN LAYAK 





Airtel, the country's largest telecom 
operator, added over 2.7 million sub- 
scribers, taking its user base to more 
than 85 million. 


UPPED:The promoters of Reliance 
Industries Ltd. have increased their 
stake in the company to more than 
49 per cent at the end of quarter end- 
ing Dec., from 45 per cent in Sept. 


RISE: In factory output, which rose 
2.4 per cent in November 2008, after 
a disastrous minus 1.2 per cent growth 
in October. 


PRR eRe es | 
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RANKED: IBM as the leader in the 
global patents' race, with 4,186 patents 
in 2008 in the US. It is followed by 
Samsung with 3,515 and Canon with 
2,114 patents. 





BACK TO THE 
BASICS 





higher allocations as a first step. 
Also rather than adding new of- 
fices, companies are aiming to 
up productivity. While for some it 
means investing in efficiency pro- 
grammes, for others it translates 
into retraining agents. Aviva India, 
for instance, is bringing in experts 
from its team in Sri Lanka to 
spruce up productivity in India. 
SHALINI S. DAGAR 
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protiviti 
Risk & Business Consulting. 


Internal Audit. 


23 Countries | 62 Offices | 3.300 Professionals 


Global leader in Corporate Governance Advisory, 
Business Consulting and Internal Audi! 


Protiviti's clients include more than: 


35% of all Fortune 100 companies 
5% of all Fortune 500 companies 
20% of all Fortune 1,000 companies 





rotiviti is a global business consulting and internal audit firm composed 
f experts specializing in risk, advisory and transaction services. The firm 
elps solve problems in finance and transactions, operations, technology. 
tigation, governance, risk, and compliance. Protiviti’s highly trained, 
sults-oriented professionals provide a unique perspective on a wide range of 
1tcal business issues for clients in the Americas, Asia-Pacific, Europe and the 


iddle East. 


Our Offices in India 


NCR ¢ MUMBAI ¢ BENGALURU 


r more information, contact : Sapna Rawat +91 98182 04041 or email at sapna.rawata protiviti.co.in 


or visit www.protiviti.com 


12% of our staff is involved in 


Fraud 


Risk Management 


Because that's what it takes to help our clients be truly proactive about managing 
fraud risk. With every transition your business undergoes whether it's as significant 
as acquiring a company or as commonplace as adding a new vendor—your exposure 
to fraud risk changes. Protiviti works with you to elevate Fraud Risk Management 
to a strategic level so that it's integrated with (and strengthened by) your overall risk 
management approach. 


Are you using 
Integrated Governance, Risk & 
Compliance to ensure you are not 


Missing the Big Picture? 
Introducing... 


Our Governance and Internal Audit Portal 
Our Internal Audit Methodology is designed to manage risks emanating out of Fraud 
We have developed an Internal Audit Portal which integrates seamlessly with oum 





Operational & Fraud Risk modules to give a complete, balanced picture of governance 
The Protiviti Internal Audit Portal (IAP) balances guidance, standards and flexibility te 
support any size audit department to meet your Internal Audit objectives. 


* » & 
protiviti’ 
Risk & Business Consulting. 
Internal Audit. 
Our Offices in India 
NCR ¢ MUMBAI ¢ BENGALURU 


For more information, contact : Sapna Rawat +91 98182 04041 or email at sapna-rawata protisiti.co. 


or visit www.protiviti.com 


bt trends 


BUSINESS TODAY-CARMA Clearly, the persisting slowdown in the global economy and 
CEO WATCH businesses was the point of comment and media engagement 
India's and the world’s most with CEOs across the world in December. However, in India it 
talked-about CFOs in December | was mostly commercial issues about respective businesses that 
captured media attention. 





CEO of the Month 


A staggering 22 per cent of overall news coverage dedicated to CEOs in India was domi- 
nated by Satyam's Ramalinga Raju. He was mentioned in 65 per cent more articles 
than the next most visible CEO, K. V. Kamath. The articles mostly questioned corporate gov- 
ernance at Satyam and shareholder activism. Expectedly, the media sentiment was 
unfavourable and he was the most unfavourably reported CEO (45 per cent unfavourable 
mentions) and criticised for “making a mockery of the principles of corporate governance.” 
Infosys Co-Chairman Nandan Nilekani was the most favourable CEO of the month, 
commended in reviews for his book, "Imagining India" for morphing "into one of the 
country's most respected think-tanks on everything from IT to infrastructure." 


Most Written About Indian CEOs 





RAMEN SARKAR 















TOP 10 INDIAN CEOs HOW THE MEDIA TREATED THEM 
R Rawson LO 0E | RO 
Kamao ET KV Kamath NN n E 
La 36 V. Mallya B J E 
À C. Kochhar E C Kochhor Waaa 62 
| 26 R Bajaj 100 

u^ inga 2 R Chandra 100 
SETS: 21 š Gopalaknshnan UN 95 
20 K.C. Chakraborty WINNIE 90 
20 M. Ambani MEN 85 
CLIN 18 soc DEEE 50 
Figures are no. of appearances Figures are in per cent W Favourable Neutral Bil Unfavourable 
TOP 10 GLOBAL CEOs HOW THE MEDIA TREATED THEM 
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R. Wagoner RE} | R Wagoner 95 H 







Nandan 








vira A. Mula 
Nilebani ulally 90 ulally 100 
ux; asa 72 B. Nardelli [1 99 
W Buffett 65 W. Buffett |? 98 
[EET 43 À Joyce 100 
CARE ways 38 W. Walsh 100 
RET 35 J. Thain 37 B 
CECE 33 R. Tata 100 
(AIEEE Toyota 28 K Watanabe 100 
24 S Jobs MIN 92 
Steue Jobs Figures are no. of appearances Figures are in per cent W Favourable Neutral Bil Untavourable 
No. of publications tracked: 25 Source: CARMA international 
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Current 


China's Worst Hour? 


China's runaway growth is losing steam. Business Today excerpts a recent review 
of the Chinese economy published in NCAER's monthly newsletter Macrotrack to 
highlight how bad the slowdown really is and how it impacts India. 





HINA, WHICH HAS BEEN 

an engine of global 

economic growth for 

the past decade, is now 

facing a serious threat. 

This development is surprising given 
that only three months ago it had 
hosted the Olympics—a $40-billion 
extravaganza. China's growth, which 
had grown from 11.6 per cent in 
2006 to 11.9 per cent in 2007, is 
projected to decelerate to 9.7 per 
cent in 2008 and further to 8.5 per 
cent in 2009, The deceleration has 
been marked in the third quarter of 
2008, when it slowed to 9 per cent 
from the heady position of 12.6 per 
cent in the second quarter of 2007. 
Exports have also been declining 
over time—November 2008 saw a 
2.2 per cent fall, which was the first 
decline since June 2001. Imports 


DECELERATING GROWTH 


China's double-digit growth could well be a thing of the past. 


GDP Growth į Industrial | Exchange 

Rate (%) | Production oo; Rate per $ 

115 : 17.3 u 1.29 
K: BR — BD 





* The Economist poll/forecast 
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Source: The Econo 


fell even more sharply, by 17.9 per 
cent, partly due to a decline in 
international oil and commodity 
prices and the slowing of domestic 
economic activity. The Chinese 
government seems to have been 
aware of the coming crisis. 
Indications are that there was aware- 
ness of the flipside of having an 
undervalued exchange rate, over- 
reliance on foreign investment, low 
domestic consumption that was 
sought to be made up by high 
dependence on exports and a high 
degree of financial exposure to the 
Us economy. China began 2008 with 
$1.6 trillion of reserves. This now 
touches $2 trillion. 

The country’s exports have been 
adversely hit by the sharp contrac- 
tion in US consumption, the appre- 
ciation of the yuan in relation to 


Trade 
Balance ($ bn) 


278.8 
259.8 


m x 
> Š 


Mengen 


the euro and Europe's own slow- 
down. While China had known that 
it needed to rebalance its economy 
and move away from investment 
and export reliance, it did not do 
much during the past five vears. 
China has a high stake in Wall 
Street. In November 2008, it over- 
took Japan in being the largest 
holder of Us government debt— 
about $600 billion. Another $400 
billion is invested in mortgage- 
backed securities and bonds that are 
now directly or indirectly backed 
















A slowdown in the manufacturing 
sector in China would slacken the 
, demand or import of primary 


products from India 


by the US government. China 
Investment Corporation (CIC), which 
manages $200 billion of China's 
sovereign wealth fund, has report- 
edly lost about $6 billion of the $8 
billion it had invested in Morgan 
Stanley and the Blackstone Group. 


Immediate Concerns 

Three engines of growth, viz., ex- 
ports, investment and consumption 
are slowing down. Real estate in- 
vestment had been growing at 20 
per cent per annum, but declined 
to zero per cent in 2008. Naturally, 
this has sobered demand for cement 
and steel, which China had been 
producing in plenty. Labour-intensive 
exports have slowed down more 
than the capital-intensive variety. 
Thousands in Guangdong Province 
in South China have lost their jobs as 
factories are closing down—many 

Christmas orders were cancelled. 
The composition of China's mer- 
chandise exports is highly skewed 
in favour of unskilled, labour- 
intensive and high-technology 
products. These account for 
more than a fourth of 
China's exports and 
| high-tech products 
about a third. 
Together, these 
constitute about 
three-fifths of its 
total exports. Two- 
fifths of China's ex- 
} port basket is made 
Aup of primary, natu- 
al resource-based, 
iw technology and 
igh human capital in- 
msive products. While 
bme analysts see the pres- 
ce of Fbr-enabled firms in 
China as the 























major reason for China's success in 
exporting high-technology intensive 
products, others argue that China 
has become an assembly platform 
for high-tech components being im- 
ported from its trading partners, in- 
cluding the NiEs-4. (Newly 
Industrialised Economies) and Japan. 
These are assembled in China and 
then exported. China's share of high- 
tech imports is more than two-fifths 
of its total, resulting in a significant 
trade deficit in this category. On the 
contrary, the share of unskilled 
labour-intensive products in China's 
imports is a minuscule 4 per cent. 
This results in a huge trade surplus 
for China's trade in this category. 
China's current economic crisis 
might impact its trade with India. 
China accounts for about 7 per cent 
of India's exports and India for less 
than 1.5 per cent of China's exports. 
More than three-fifths of India's ex- 
ports to China are made up of min- 
eral ores, cotton and non-metallic 
mineral products. More than half 
of China's exports to India com- 
prise high-tech goods. A slowdown in 
China's manufacturing sector would 
slacken the demand for import of 
primary products from India. 
Exacerbating the woes is the prospect 
of a further devaluation of the yuan. 
While the yuan has appreciated 
about 20 per cent since 2005, there 
are signs in recent times of China 
permitting its currency to depreciate. 
China has about $2 trillion of 
foreign exchange holdings, two- 
thirds of it being dollar denomi- 
nated. [n order to provide stimulus 
to its weakening economy, it might 
sell off a large chunk of its foreign 
exchange reserves and pull out of its 
Us holdings. However, this would be 
a difficult choice as it would weaken 


Exports, the mainstay of China's 
economy, fell 2.2 per cent in 
November 2008, the first decline 
since June 2001 


the dollar vis-à-vis the yuan and 
have an adverse impact on China's 
already decelerating exports. 


Prospects 


China's immediate future growth 
would depend on increased domes- 
tic consumption and investment. It 
may not be easy to enforce high 
consumption through convincing 
the households to save less. Savings 
are important as health and educa- 
tion provisions are costly and with- 
out any significant subsidies. 

In the case of investment, there 
is already overcapacity of infra- 
structure and new construction 
activity is decelerating. The cur- 
rent financial crisis has impaired 
access to trade finance. China and 
the Us have agreed to provide $38 
billion worth of trade financing 
during 2009. The programme 
would be implemented through 
bilateral export credit agencies in 
the form of direct loans, guarantees 
or insurance to creditworthy banks. 

The Chinese government has 
announced a $586-billion growth 
stimulus package to spur domestic 
demand. This would be imple- 
mented over 2009-2010. It is aimed 
mainly at infrastructure spending. 
Would this create jobs? After a 
decade of robust growth, China per- 
haps has an overcapacity in 
infrastructure. Further strengthening 
may benefit through the generation 
of some jobs in the sector, but the 
multiplier effect would be much 
less. The key, therefore, lies in stim- 
ulating domestic consumption. 

Nevertheless the *high growth" 
phase of China might just need a 
spell of cooling before it starts chug- 
ging along to reach new frontiers of 
economic achievement. 
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Crisis of Consumption 


A status check on the US economy to know how close the world's strongest 
economic engine is to a re-start. SHALINI S. DAGAR 


OR A WORLD WAITING WITH 

bated breath for news of any 

revival in the Us economy, the 
words of James Poterba, President of 
the National Bureau of Economic 
Research (NBER), came as a distress- 
ing reality check: “There is some- 
thing changing... consumers are 
probably realising that the latest 
consumer goods needn't be on their 
shelf.” On a visit to India, Poterba 
was speaking in Delhi recently. 

If that's bad news for the global 
economy, it is shattering for emerg- 
ing economies like India and China 
(see China's Worst Hour? pg 28). 
The two are now realising that their 
fortunes are intertwined with that of 
the us far more strongly than had 
been thought so far. Therefore, it is 
important to get a status report on 
how bad the us economy still is and 
how effective the attempts being 
made to turn it around are. 

The us economy is in contraction 
mode (see graphs), even as the gov- 
ernment tries to spend its way out of 
the recession. The incoming Obama 
administration, too, is under im- 
mense pressure to provide quick 
fixes. Obama's proposed $775 bil- 
lion package may well push the keel- 
ing Us fiscal deficit to over 10 per 
cent of GDP or $1.15 trillion. 

Long considered an insatiable 
spender, the US consumer is now 
desperately trying to conserve cash, 
just like anyone else in uncertain 
times. Blame the rising joblessness at 
a high of 7 per cent and poised to 
grow. No surprise then that value re- 
tailer Wal-Mart reported decline in 
sales making the recent holiday sea- 
son the worst in nearly four decades. 

In response to this massive low- 
down of demand, and in line with 
the falling equity and real estate 
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The size and the heft of the US economy and 
its problems spell deep global impact. 
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Figures are seasonally adjusted quarterly GDP growth rates 
Source: Bureau of Economic Analysis 


Rising Unemployment 








Figures are seasonally adjusted US unemployment rate in 


per cent Source: Bureau of Labor Statistics 
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asset values, prices across the board 
are crashing swiftly, raising the spec- 
tre of deflation. That means pro- 
duction and investment declines, 
leading to vicious downward spiral. 

The prescription for the world’s 
largest economy ($14 trillion) has so 
far included both lax monetary 
policy and enhanced tax cuts. Yet, 
the Us economy probably needs not 
just spending of the kind that has 
happened but more of the spending 
that propels employment—in short 
investment spending. Obama is 
expected to encourage infrastructure 
spending, green projects even as he 
is keen on spending to improve 
broadband connections and 
rebuilding school classrooms, labo- 
ratories and libraries. 

There is a fear that some of the 
immediate policies in the medium 
term may lead to more problems. 
The current rush into Us govern- 
ment securities despite the rising 
fiscal deficit and near-zero interest 
rates is an indicator of some. 

Clearly, the options are limited. 
While Obama campaigned on raising, 
taxes for high income households, it 
is almost not possible as the top 1 per 
cent of the us households contribute 
nearly 40 per cent to taxes. There 
could be benefits which might accrue 
from introduction of value-added 
tax or changes on alternate mini- 
mum tax and payroll tax. 

However, in the long term, as 
Poterba points out, the Us will have 
to look at its unsustainable entitle- 
ment programmes—its social security 
and healthcare programmes. But, as 
the Clintons discovered, that is a 
big problem to chew. Much depends 
on the appetite that President Obama 
has for the change he promised. 


W E HAVE OUR FINGERS 
ON THE PULSE OF THE NATION. 





AFTER ALL, WE HAVE BEEN READING 
IT FOR THE LAST HUNDRED YEARS. 


A healing touch cures more than just a disease. 
It is about care, assurance and hope. We at Hamdard take 
pride in the fact that we have spent the last 100 years 
in caring for the nation and nurturing a hope. Hope 
of subsidised healthcare for every individual. Hope 2 7 

of education for the girl child. And the hope of a. billion 
Indians to live a better life. It takes more than a promise Pu 


to make this all happen. It takes passion and every penny 
of profit that we earn. No matter at what cost, Hamdard — — 
would continue to add value to every life in the nation, ——— 

like it has been doing for the last 100 years. — 

















Celebrating 100 years of service to life 


Hamdard University (Jamia Hamdard) e Hamdard National Foundation e Rabia Girls’ School 
Hamdard Public School e Ghalib Academy e Employment Bureau 


N JANUARY 8, TONY FERNA- 

ndes spent three hours in 

the morning, sweating 
buckets, loading and unloading bag- 
gage with Air Asia baggage han- 
dlers at the airline's low-cost ter- 
minal in Kuala Lumpur. A few 
weeks before that, he was in the 
cargo area discussing logistics with 
his cargo crew. Quite often, he mans 
a counter and checks passengers in. 

In India, this will come off as 
bizarre behaviour for the CEO of a 
company, but it is exactly this kind 
of working-man philosophy and 
attention to detail—gleaned from 
low-cost airline icon and longtime 
Southwest Airlines CEO Herb 
Kelleher—that has propelled 
Fernandes and Air Asia towards 
being one of the dominant airlines in 
Asia today, with 75 planes and over 
110 routes that even reach China 
and Australia. 

Now, Fernandes—whose father 
is Goan and mother, Malay- 
Indian—has trained his sights on 
India, launching a dirt-cheap ($54 
one-way) fare from Kuala Lumpur 
(KL) to Tiruchirappalli, that is 
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currently thriving thanks to a 92 
per cent load factor. Other routes, 
from Delhi and Mumbai to 
Bangkok and KL, are in the works. 
“Our fares will be 50 per cent lower 
than our competitors", says 
Fernandes. These flights will be un- 


der his new ‘Air Asia X^ banner. of 


which airline mogul Richard 
Branson has grabbed a 20 per cent 
chunk. “Tm appealing to a market 
that never had the opportunity to 
travel. Yes, there are some sacri- 
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“Our fares will be 50 per cent 
lower than our competitors" 
ndes, CEO, Air Asia 


Tony Ferna 
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fices—we have more seats per 
square inch. But again, if you give 
the opportunity to someone from 
Delhi who’s been dreaming of com- 
ing to Bali, six hours is not that 
long for that kind of cost saving,” 
adds Fernandes. 

What most people in the indus- 
try are now trying to figure out is 
whether Fernandes will spin-off an 
Indian JV version of Air Asia and 
change the domestic industry for- 
ever. Not anytime this year— 
foreign airlines are banned from 
investing in the Indian aviation sec- 
tor. However, most industry watch- 
ers think that the winds of change 
for aviation policy are blowing 
strong and foreign airlines will soon 
be able to grab stakes in Indian 
ones, first up to 25 per cent in 2009 
and then up to 49 per cent in 2010. 

A stifling investment policy is 
not the only hurdle that Air Asia 
will face in India. LCCs generally 
require cheaper, secondary 
airports to fly out of in order to 
manage costs, but there are too few 
of them here, and many are glorified 
huts, says aerospace expert Harmoz 
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Mama in a report titled Civil 
Aviation in India: Challenges and 
Prospects. The main ones are choked 
with passengers. Planes are forced to 
circle endlessly before landing and 
also waste precious fuel while wait- 
ing in long queues for take-off— 
all killer blows for LCCs that operate 
on thin margins. Also, jet fuel is ex- 
orbitant, because of a tax that can 
reach 39 per cent at the state level 
making fuel 60 per cent higher than 
what international counterparts are 
paying. Other problems: acute short- 
age of air traffic controllers, lousy 
equipment, pricy pilots and cir- 
cuitous air-routes devised by the 
government. 

Running a low-cost airline is a 
special skill. “Managing an LCC is 
like driving a Formula One race 
car, 24X7. You need unbelievable 
execution skills on the backend,” 
says Kapil Kaul, CEO of the Indian 
arm of CAPA. Plus, world class, no- 
frills airlines such as Fernandes’s— 
Southwest in the Us, Ryanair and 
easyJet in Europe are the others— 
make money because they get the 
basics right: namely, one-class-fits-all 
service, no free, in-flight food or 
entertainment, selling tickets directly 
via the Internet or phone, quick 
twenty-five minute turnaround of 
aircraft—LCCs rely on a volume busi- 
ness to make money—and one air- 
craft type to minimise servicing and 
maintenance headaches. Air Asia 
is also able to boost profit margins 
from extraneous sources of income 
like excess baggage, insurance and 
in-flight food, amongst other things. 
Air Asia raked in $32 million in 
2007 from these fripperies. 

A former accountant and 
Warner Music hand, Fernandes saw 
a news segment on Ryanair while 
waiting for a flight in a bar in 
London a decade ago, and was elec- 
trified. A few years and hustles later, 
he managed to convince the then 
Malaysian Premier Mahathir to give 
him permission to buy a two-plane, 
money-bleeding outfit. He paid 


34 BUSINESS TODAY FEBRUARY & 2004 


THE NUMBERS 


Air Asia has thrived despite SARS, 
a tsunami and high fuel prices... 


iRevenue ($mn) Profit ($mn) 
^ Passenger Growth ('000s) 


THE REACH 






because it generates 
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17% in-flight sales 
20% Cargo 

32% Excess baggage 
* Advertisements, credit card 






FY2007 —$31.8 million 
The airline lost money on fuel hedging and a depreciating currency in the second quarter of 2008 Source: Company data 


Over 110 routes across 11 countries in Asia including Malaysia, Thailand, Indonesia, China, 
Cambodia, Vietnam, the Philippines, Laos, Myanmar, Brunei and Singapore. Air Asia X (Its 
new long-haul, low-cost service) connects to China, Australia and the U.K. 


THE INDIA PLANS 


A new KL-Thiruchirappalli route in Dec. 2008 with a low $54 one-way fare has been hugely 
popular. ‘Air Asia X flights from Delhi and Mumbai, to Bangkok and KL slated for this year. 
Tickets will be 50 per cent cheaper than competition, says Fernandes. 

RISK: Volume and quick turnaround is what keeps Air Asia aloft. ‘X’ limits this strategy and 
operating only a few flights could make the airline vulnerable to undercutting. 

DOMESTIC LCC PLANS: A definite possibility as long as Indian government allows foreign 

airlines to invest in Indian ones. Should happen over the next two years. 


exactly one Ringgit—less than 
$.25—for it and took on around 
$11 million of the airline’s debt. 
The date that the deal was finalised 
on: September 8, 2001. 

It’s not as if Air Asia doesn’t have 
problems. Its Thai and Indonesian 
operations are chronic money-losers. 
Analysts think that its long haul op- 
erations are risky due to decreased 
frequency of aircraft turnaround. 
The airline also lost $63 million on 
wrong bets against oil prices in 2008. 
Moreover, competing against Jet 
and Kingfisher—or even low-cost 
Indigo—in India could prove far 
more challenging than facing off 
against lumbering and inefficient 
Malaysian Airlines at home. 

Still, Fernandes thinks that these 
are trivial issues when you consider 
the climate in which his airline has 
thrived. 9/11 was just the beginning 
of possibly the worst decade for 
Asian airlines. There was the SARS 
epidemic followed by the avian flu 


scare, the 2002 Bali bombings and 
then the devastation of the 2004 
tsunami. Last year witnessed the 
crushing effects of the slowdown 
along with a credit squeeze. Yet, 
Air Asia has soared, growing rapidly 
despite crippling oil prices over the 
past several years. “We think we're 
probably a beneficiary of these 
events. We probably fit into a cate- 
gory like Wal-Mart or McDonald’s, 
where people are trading down,” 
says Fernandes. Moreover, Air Asia 
has done so with a Cost Per Average 
Square Kilometre (CASM) of a tiny 4 
cents—lower than that of any other 
airline in the world, including 
Ryanair, and Southwest. 
Fernandes says he is always in- 
terested in India. “Who wouldn’t 
be? It has a billion people,” he adds. 
The only obstacles, he says, are the 
current set of aviation industry rules. 
If those change over the next few 
years, Indian runways might just 
end up cloaked in a sea of red. 
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We have taken a pledge to 
join the war against terror 


Irfan Pathan 
Cricketer Aamir Khan 
Actor 


Vipul Shah 
Film Director 


«f. 
Shah Rukh Khan — 
Actor 


To join the war against terror 
Log on to www. indiatoday.in/war 
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NOT veni hh. Prakash Padukone 


Syed Kirmani I Former Badminton Player Vikram Bhatt 
Former Cricketer Film Director 


Over have already taken the pledge. 


It’s time to get together and start a revolution. 
Under the pledge, you get a chance to raise your voice and 
be a part of the Citizens’ Charter and the Letter Campaign. 


ON TERROR 


3 ANL MAr 


John Abr. 
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_The Mumbai terror 


AD THE TA] PALACE HOTEI 

installed Millimetre Wave 

Man Portals to screen all 
its guests, and put its employees 
through a voice test to confirm their 
bona fides, chances are that we 
would still have had the Mumbai 
terror attacks—but probably without 
a burning Taj as its abiding symbol. 
With traditional security systems 
failing miserably in dealing with 
terror attacks planned and executed 
with a war-like precision—like the 
one in Mumbai—Indian companies 
in the security space are now moving 
in with high-tech products and serv- 
ices and specialised solutions to se- 
cure cities, states, businesses and or- 
ganisations like never before. 

"The terrorist attacks in Mumbai 
have radically changed the security 
scenario in India. It requires a para- 
digm shift in the manner in which 
security services have to be pro- 
vided now," says Anil Puri, 
Executive Director of Delhi-based 





APS Group, which has formed a joint 
venture with ARES Group, the $150- 
million Israeli security firm, to 
provide counter terrorism solutions, 
security training and consulting serv- 
ices and psychological profiling, 
among others. “World-class know- 
how and training is required to be 
imparted to our manpower so that 
they become ready to 
meet the stringent and 
complex demands 
being made on them 





HCL and ARES-APS 


region, world-class technology, ex- 
pertise and capabilities in the new 
security paradigm." The 50-50 joint 
venture will initially invest $5 mil- 
lion and is projected to book $10 
million in revenues by 2010. 

Godrej, as well as HCI 
Security—a subsidiary of HC! 
Infosystems—are the other major 
companies offering holistic secu- 
rity solutions. HCL’s "Safe State” 
offers advanced security solutions 
by integrating futuristic and intel- 
ligent technologies that can help 
secure a state, city and critical or 
vulnerable areas, buildings or fa- 
cilities like hotels, hospitals, edu- 
cational institutions, transport, rail- 
ways, IT-ITES firms, utilities, SEZ etc. 

"In view of the increasing threat 
perception in India as it eme 
a global player, security and sur 
veillance is increasingly becoming 
an important requirement. ‘Safe 
State' will prevent, detect, protect 
and respond," says Ajai Chowdhry, 
Chairman and CEO, HCL Infosystems. 
HCL and ARES-APS Security Services 
are in talks with airlines, 
banks, private sector organisations to 
offer their services. 

Says Dara Byramjee, Vice 
President & Business Head, Security 
Equipment division of Godrej, a 
leading provider of premises security 
solutions in the country: “Security is 
much more complex now and needs 
an expert's interven- 
tion. It’s an amalga- 
mation of products 
and practices.” 


ges as 


hotels, 


today," Puri adds. 
Says Asaf Nadel, 
CEO, ARES Group: 
"India and Israel face 
similar security threats 
and the joint venture 
has been formed to 
provide fast solutions. 
[India is one of the 
main engines of à 
resurgent Asia. | think 
we would be able to 
bring to India and the 


Security are in talks 
with airlines, hotels, 
banks and other 
organisations to provide 
security services 

New instruments 
include a voice 

a icity tester 
for employees and 3D 
imaging panels for 
passengers 


rFARLARY 5 


Industry sOurces 
put the size of India's 
OV erall 
market at around 
Rs 4.000 crore. From 
most accounts, the 
Mumbai terror attacks 
have swelled this 
figure considerablv, 
making India one of 
the hottest markets 
for security products 
in the world today. 8i 
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resorted to an accounting scam-—tone to prop up 
valuations of the IT giant—or was the promoter 
siphoning out money from a fundamentally sound 
company? £. KUMAR SHARMA 


In Q2, our revenue grew... on the back of a 4-per cent volume growth and 
rupee depreciation against tbe us dollar... We believe tbese factors will 
also enbance annual margin performance... | would like to emphasise that 
Satyam is leaving no stone unturned in our efforts to create a sound foun- 

dation for our future. 
Note to investors from B. Ramalinga Raju, Founder & Chairman, 
Satyam Computer Services, when declaring the company’s results for 
the quarter ended September 2008 


The balance sheet carries as of September 30, 2008 inflated (non-existent) 
cash and bank balances... The gap in the balance sheet has arisen purely 
on account of inflated profits over a period of last several years (limited 

only to Satyam stand-alone...) 
Note from B. Ramalinga Raju to the Board of Directors of Satyam 
dated January 7, 2009 


IT WASN’T A GIGANTIC FRAUD, IT WOULD HAVE BEEN A COLOSSAI 
farce. But when nearly $2 billion of wealth that belonged to 3 
lakh shareholders is eroded in a week; when the jobs of 
$3,000 employees are on the line; when shareholders’ net 
worth drops from a positive Rs 8,529 crore to a negative Rs 278 
crore; when a company opens itself to multi-million dollar lawsuits; 
when a company’s founders are thrown in jail; and when its very survival 
is questioned, you wonder: What was Raju thinking; since when—and 
why—was he thinking this way; and how did he do it? Over the next few 
pages, BT attempts to unravel this massive fraud, which involves one busi- 
ness family, company auditors and, inevitably, an ensemble of politicians. 


In the Dock 


The charges still need to be proved, and several regulatory authorities (CB-CID, SEBI, 
Ministry of Corporate Affairs) are on the job. They have a lot of work to do. 


>IPC Section 120B: 
>IPC Section 409: 
>IPC Section 420: 
>IPC Section 468: 
>IPC Section 471: 


> SEBI is probing to see if insider trading in Satyam shares 
Ramalinga Raju — has been resorted to 
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Did the 
Money Go? 


Raju claims that Satyam inflated 
profits for many years... 


By inflating cash and bank 
balances of Rs 5,040 crore 
(as against Rs 5,361 crore 
reflected in the books) 


Accrued interest of Rs 376 
crore is non-existent 


Liability of Rs 1,230 crore Is 
understated on account of 
funds arranged by "me" 


Debtors position of Rs 490 
crore is overstated (as against 
Rs 2,651 reflected in the books) 


... but if this Rs 7,000-odd 
crore did not exist... 


How were the salaries of 
53,000 employees being paid 
with a business that ostensibly 
Survived on just a 3 per cent 
operating margin? 


Were there more employees 
on the bench (than revealed)? 


Was Raju inflating profits to 
boost Satyam's valuation, and 
borrowing money by pledging 
its shares? 


... but if the money did exist... 


Did the Rajus use Satyam 
funds to build a land bank 
of over 6,000 acres via a web 
of unlisted companies? 


What happened to the funds 
raised? There was an ADR issue 
in 2001, via which Satyam raised 
Rs 753 crore and on March 31, 
2002, Satyam became an almost 
zero-debt company with 
Rs 431 crore unutilised amount 
of ADR proceeds 












FF ete eminens | Legal eagles in the US s may be iable under — 
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* 43 À share seeking class action against Satyam SEC that they knew (or were reckless in not knowing) c contained — 
.. Compute 's erstwhile Chairman and Founder. According to materially false financial information." Vianale steers clear of E 
.. Kenneth J. Vianale, Partner, Vianale & Vianale, a US-based law predicting the future of the auditors, PricewaterhouseCoopers, - 
.. firm representing a Satyam Computers shareholder,by March 9 — in the suit. * 
(which will mark 60 days of the filing of the suit), the Manhattan The new board of directors to the Satyam board won't be — 
~ federal court will receive motions for appointment of lead plain- dragged to court. "The new directors would not be accountable F 
a dem DOR ctum. The load plant appointed by the court, — unless they participated in the misconduct and we have no evi- — 
























parties, like the auditor, if the evidence permits. 

E h efe nga UAE s (company) will respond to the complaint. 

Ms E plair ceste un then the court could dis- 
| iss the case e." a oeste igi 


‘= ES E MAE shi or group of shareholders with the largest dence that they did," informs Robert Izard, Partner, Izard Nobel, 
| oss cia bss in the stock,” points out Vianale. another US-based law firm that has been retained by some po. R 
E ME oM areca shareholders to ascertain the facts of the case and will soon be — 





fling a suit against Satyam former Chairman and CEO. Tothat at 





At first blush, Raju's statement to Raju couldn't pay up). And what 
the board in which he confesses to was Raju doing with those bor- 
inflating profits appears a dignified rowed funds? Ostensibly buying 
act of contrition by a man who was large tracts of land, most of it in 
willing to stand up and face the Andhra Pradesh. 
music for his transgressions. If Raju That’s a con of giant propor- 
was dressing up the bottom line, it tions, indeed. But it still pales in 
was only to boost the company’s comparison to another more sinis- 
valuation and ensure that it stayed in ter likelihood—of the promoters 
the big league of IT services. A sucking Satyam’s profits and using it 
higher valuation also enabled Raju — to fund their orgy of land purchases, 
to borrow more money against his via an endless string of companies. 
shareholding. The founder of The Rajus liked land more than 
Satyam has been pledging the com- they loved code. 
pany's shares for some time now, In recent years, the Rajus have 
which has been largely responsible amassed a land bank of an estimated 
for the promoters' holding shrink- 7,000 acres. A number of compa- 
ing from a chunky 26 per cent in nies, including the Maytas twins 
2001 to 3.6 per cent around the (see The Maze that is Maytas, page 
first week of January (lenders began 46), were floated for this purpose. 
to sell when share prices fell and The memorandum of association 


CASH WAS KING FOR SATYAM 


If Satyam was fudging profits, where were the funds for all-cash acquisitions coming from? 





~ April 2005 July 2005 - October 2007 - January 2008 - April 2008 
Acquired UK-based Acquired Singapore- Acquires a 100 per cent Acquires Bridge Acquires construction equipment 
Citisoft Plc, a business based Knowledge stake in Nitor Global Strategy Group, a maker Caterpillar Inc.'s market 
consulting firm, with Dynamics, a consulting ^ Solutions, a UK-based Chicago-based research and customer analytics 
operations in investment solutions provider. infrastructure manage- ^ management consulting operations and Belgium-based 
management. FUNDING: All-cash ment services and firm, with revenues S&V Management Consultants, a 
FUNDING: $38 million — deal of $3.3 million consultancy group. of $17 million. supply-chain management firm. 
paid in tranches FUNDING: $5.5 million FUNDING: $35 million in FUNDING: $95.5 million for 

in all-cash deal all-cash purchase both the deals, all-cash purchase 
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THE MORE 
THE MERRIER 

List of companies in which 

B. Nandini Raju (wife of 

B. Ramalinga Raju) is a Director: 





@ Name: B. Nandini Raju 
DIRECTORSHIPS: 


Alakananda Agro-farms 
Anuradha Bio-Tech 
Anuradha Greenlands 
Ayurda Greenlands 
Bharani Agro 
Brahmaputra Greenlands 
BRNR Agro 

BRNR Holdings 
Continental Thermits 
Dhanista Farms 
Dronagiri Agro-farms 
Mahanadi Bio-Tech 
Medravati Agro-Farms 
Parbati Agro-Farms 
Penganga Agro-Farms 
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of just one such company, Bangar 
Agro-Farms, has this as one amongst 
its many main objects to be pursued: 
"To carry on in India or elsewhere, 
the business to deal in acquisition 
and development of agriculture lands, 
other lands, properties..." 

Such intentions run across several 
of the Raju companies, where either 
his family members or those close or 
related to him have either interests or 
are directors. In fact, Satyam was the 
only rT company where promoters 
had an interest in real estate—an int- 
erest that kept increasing even as their 
stake in the IT services major kept 
reducing! Till 2001-02, Andhra 
ranked among the states in which 
real estate was the cheapest. As land 
prices started rising because of the 
state government's reformist pitch, 
the Rajus sniffed a bounty. Perhaps the 
patriarch saw an opportunity to create 
business for his two sons, who despite 
being well-educated, weren't too keen 
on taking over the IT business. *You 
have to understand that in a state like 
Andhra Pradesh, which used to have 
vast tracts of agricultural land, local 
people are bound to have a fascination 
for owning land," says a former inv- 
estment banker, who has worked 
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closely with the Satyam founders. 
What clearly did Raju in was the 
drop in share prices and in real est- 
ate, in tandem. Result? He had to 
buy more shares to avoid losing the 
earlier ones; by the end he lost most 
of them (see Living on tbe Pledge, 
page 66, to see how pledging works). 
Raju's only hope lay in getting the 
asset-laden Maytas firms merged 
into Satyam. Ironically, when inve- 
stors rubbished Raju's proposal to 
merge these firms, they felt that he 
was attempting to strip Satyam off its 
cash (of $1.6 billion). Little did they 
know that he was trying to reconcile 
Satyam's fictitious assets with real 
ones. Raju admits as much in his 
confession letter. But what he 
doesn't say is whether Satyam's bal- 
ance sheet is threadbare because it 
was run ragged to build the real est- 
ate assets in the first place. That's the 
Rs 7,000-crore question investigators 

will have to answer. 8 

ADDITIONAL REPORTING 
BY RACHNA MONGA & 
CLIFFORD ALVARES 


LOG ON TO www.businesstoday.in 
FOR UPDATES AND FURTHER ANALYSIS 
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THE MAZE THAT 








IS MAYTAS 








The Rajus fascination with real estate might have 
strangled the golden goose that was Satyam. 


E. KUMAR SHARMA 


THEY'RE 
EVERYWHERE 


Companies with the Maytas prefix. 


Qav Tas 


Maytas Infra 

Maytas Orange Country 
Maytas Mineral Resources 
Maytas Infrasis 

Maytas Propert es 

Maytas Hill County 
Maytas SEZ 

Maytas Ventures SEZ 
Maytas Logipar« (Isnapur) 
Maytas Housing 

Maytas Projects 

Maytas Estates 

Maytas Infratech 

Maytas Holdings 

Maytas Developers 
Maytas Ferro Industries 
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This is a space in which we have 
operated for longer than the IT space 
itself and we had a fairly good idea 
about the opportunities in this space 
B. Ramalinga Raju, in the 
conference call on December 16, 
2008 to announce the acquisition of 
100 per cent stake in Maytas 
Properties and 51 per cent in 
Maytas Infra by Satyam. 


ESPITE BUILDING ONE OF THE 

world's most respected IT 

services firm, the Rajus clearly 
could never shake off their roots. 
Three vears before they set up Satyam 
Computer Services, its promoters 
had set up Satyam Construction in 
1984. In 1998, that company was 
rechristened Maytas Infra. Later, in 
2005, Maytas Properties was 
founded. Investigations reveal, how- 
ever, that it is not just the two com- 
panies but that a host of companies— 
23 according to some reports—were 
floated under the Maytas umbrella. 
Many of these look like property 
companies (see They're Everywbere!). 
The Rajus' accumulated land hold- 
ings, estimated at around 7,000 
acres—held by the Maytas firms— 
lends credence to the theory that 
Satyam was being flogged to fund 
the land-hungry family's real estate 
acquisition binge. 

Maytas Properties is into devel- 
opment of urban infrastructure such 
as master-planned integrated town- 
ships, special economic zones, hos- 


Come unstuck: 
Mayvtas’ B. Teja 





pitality, retail and entertainment 
businesses. It has a land bank of 
around 6,800 acres. Questions are 
now being asked on the sources of 
funds for acquiring these lands and 
whether there was any nexus with 
politicians. Says E. A. S. Sarma, former 
Secretary, Economic Affairs, 
Government of India, and a retired IAS 
officer: *The way valuable chunks of 
land have been doled out to Satyam 
and Maytas violates the law of the 
land; and the way in which project af- 
ter project has been awarded to 
Maytas shows there could be a close 
nexus between the promoters and the 
political leadership. We have been 
questioning these deals but the officials 
and the politicians have chosen to re- 
main indifferent." Last fortnight, 
Andhra Pradesh Chief Minister Y.S. 
Rajasekhara Reddy said the state has 
taken up a review of the public projects 
being implemented by Maytas, either 
individually or as part of a consor- 
tium. B. Teja Raju, CEO of Maytas 
Infra, was one the few “Young 
Entrepreneurs" who met the then us 
President George W. Bush when he 
last visited India. The Master's in 
Electronic Commerce from Carnegie 
Mellon University recently told Br: 
“Our order book today stands at 
around Rs 11,000 crore in the con- 
struction space and in the BOT space; 
we are today involved in projects 
worth around Rs 20,000 crore." That 
order book appears likely to gather 
dust for some time to come. & 
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ON THE TRAIL 
OF FRAUD 


Salyams auditors and independent 
directors failed to catch on to 

P ey a x Raju's massive embezzlement 
Hy scam. Auditors, Pavan Kumar 

| wmm w 9 A Vijay and R. Ramakrishnan, working 
with B7, show how dodgy numbers 
were ignored all along. 
PUJA MEHRA 


» RAMALINGA RAJU WOULD HAVE US BELIEVE THAT ALL 
that he did wrong was to get caught up in the cor- 
porate rat race. Driven to desperation by a ruthless 
environment where the slightest slip on a quarterly 
earnings target would pummel Satyam’s share price, 
Raju began inflating both revenue and profit figures to meet 
market expectations. Or so he says. In a dramatic letter 
released on January 7, he admitted to non- 
existent cash balances, fake interest proceeds and 

grossly overstated revenues that totalled $1.4 billion, 
amongst other things. In it, he also reported a ‘real’ operating margin of 
3 per cent. He solemnly pledged that neither he nor his brother Rama Raju 


HOW TO e Pricey acquisitions: Are often used to funnel back cash 


CATCH A THIEF to the promoter, partly or fully 
Six signals to detecta | @ Large idle cash reserves: Should be returned back to 
possible financial fraud. shareholders as dividend or bonus shares if not earning interest 


e Capitalised expenses: Enable a firm to illegally stagger 
current expenses over several years 
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took a paisa from the company and that they did not sell “any shares in the 
last eight years—excepting for a small proportion declared and sold for phil- 
anthropic purposes." 

This is a surreal revelation since it means that Raju continued to lie 
even through one of the most earnest and startling confessions to hit cor- 
porate India. A quick examination of promoters’ shareholding pat- 
terns shows that Raju and his family decreased their holdings from 
15.67 per cent in 2005-06 to 8.61 per cent in September 2008. In fact, 
in 2006, he had transferred these shares to his family's company, SRSR 
Holdings Pvt. Ltd, from which he took out loans using the shares as col- 
lateral. Finally, early this year, the promoter stake dropped to a 2.3 per 
cent without anybody noticing. Obviously, Raju was benefitting from 
fudging his own numbers—and that too in a substantial way. 


IGNORING THE OBVIOUS 


NOTHER OBVIOUS RED HERRING THAT SHOULD HAVE TIPPED AN AUDITOR 
R: say BT's auditors, was Satyam's high amounts of debt despite 
easy cash positions. In September 2008, global brokerage CLSA said: 
“With almost $1.2 billion of cash, we find it intriguing that Satyam 
closed 2007-08 with $56 million of debt." In fact, an enormous amount 
of cash—Rs 4,462 crore—appeared to sit in the current account un- 
used. This is an extraordinary thing for a company since most often, ex- 
cess cash is kicked back to shareholders in the shape of a dividend, or is 
earning valuable interest if it isn't being utilised to pare debt or fund ac- 
quisitions. In fact, banks at the time were offering many flexi deposit 
schemes with attractive returns. None of the independent board members 
or auditors thought to question any of this. 

Raju's admitted faking of Rs 376 crore of interest income and Rs 490 
crore of debtors' positions is also mystifying. Similarly, Raju says that 
Satyam's fixed deposits, which supposedly grew from a meagre Rs 3.35 crore 
in 1998-99 to Rs 3,320.19 crore in 2007-08, are all made up. When audi- 
tors go over a client's numbers, they are supposed to have independent bank 
confirmation for things like interest income earned, in the form of a bank 
statement. Debtors' confirmations are also double-checked and authenticated. 
Even if they didn't cross-verify the existence of the bank balances and the fixed 
deposits, the auditors should have obtained certificates from the banks on the 
tax deducted on the interest accruing on the fixed deposits. What these imag- 
inary numbers mean is that either the auditors were shoddy or were in col- 
lusion with the company—or Satyam was wily enough to intercept the re- 
quests for statements that auditors mail out, and forged them, something that 






RAJU'S POSSIBLE 
VIOLATIONS 


m Fudging Numbers 
Pumped up revenue, 
profit, bank deposits and 


IDIOT TIT 


m Undisclosed Pledges 
Procured a loan of 

Rs 1,230 crore without 
disclosure 

m Insider Trading 

Sold most of his 

26 per cent stake while 
tweaking numbers to 


w............................................. 


m Takeover Code 
Probable violation if he 
knew when his stake fell 


Qeauess............................................. 


m Foreign Exchange 
Management Act 
Converted fictitious export 
income into cash 


e Rise in cash and bank balances: Should usually match growth 


in cash flow 


e Large revenue jumps: Especially ones that don't follow a 
Ber of employees could be fake 


e Change in promoter shareholdings: Should be monitored to 


proportionate increase in the num 





.. detect management confidence in the company 
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DOUBLE TRO 
j bs ioe d Me now there are | 
lance Sheet. L7 
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ta) 5 reholder's Funds BEFORE AFTER 
b) Shar a 1 
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pending allotm e ey 9n money, 9470 13470 
C) Reserves ang Surplus 2.76 276 


2. Loan Funds 
(a) Secured Loans 


NSecureg Loans - others 


8,529 69 ree 


8,794 98 1364.80 
(I) APPLICATION 217.28 
OF 

des FUNDS 


s Grass Block 
(ci Yer: Pepreciation /Amortisation 1'7 Yep 91 21739 
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(d) Capital Work in Progress 101573 ye 
2. Investments 1,381 
3. Dele 381.10 138110 
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rest Accrued o 
(d) Loans and Adva snl Deposits 376.34 0 
Less: Current P 80222 902.22 
(a) Liabilities Liabilities ang Provisions $8254 | 24.84 
(b ) Provisions 66926 16696 
4 ’ , 
2.1 496.79 
Net Current Assets 66.05 2,166.05 
6.676.49 (901.21) 
gA 8,794.98 1,217.28 
42677 m —— 
or Q2. 2008 


auditors say has happened in large- 
scale fraud cases in the past. Still, 
for this to happen every quarter for 
many years is unlikely. 

In his letter, Raju says that 
Satyam's operating margin for the 
second quarter of 2008-09 was an 
abysmal 3 per cent, which is what 
forced him to pump the numbers 
up. That seems absurd, consider- 
ing that Infosys recently reported a 
33 per cent operating margin—and 
the two firms compete for similar 
kinds of business in similar geo- 
graphic locations. “Is he saying that 
all the work was worth just 3 per 
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cent margins?" snarls a senior ex- 
ecutive at one of Satyam's devel- 
opment centres in Hyderabad. 
"Cross-checking the billings with 
the long-standing top ten clients 
like Merrill and GE will show if 
they were inflated." Clearly, the ef- 
fort to fudge revenue figures had 
less to do with corporate pressure 
and more to do with gen- 
erating cash for all the 
other dubious deals 
that Raju could have 
been involved in over the 
years—including the funding of the 
two Maytas firms, paying off polit- 
ical dons as well as land acquisitions. 
How was he able to implement 
such a colossal fraud? 


PULLING IT 
OFF 


ANY INDUSTRY OBSERVERS 
M... that Raju just removed 
all the cash that he now says never 
existed from the bank accounts, 
over the last three months. Several 
bank statements crucial for investi- 
gating the fraud are missing, Union 
Minister for Company Affairs P. C. 
Gupta told pr. “We have asked the 
banks to give us duplicates," he said. 

Raju could also have entered 
fake sales and expenditure, or en- 
gineered asset billings, such as over- 
invoiced capital expenditures to 
drain out money—another com- 
monly-used technique. The Rs 400- 
crore capital expenditure Satyam 
had reported for the April- 
September quarter of 2008-09 
could have been cooked up since 
the employee count hadn't changed. 
IT companies have little need for 
capital expenditure other than rent 
for office buildings and equipment 
for employees. 

In fact, the income tax depart- 
ment had searched several offices of 
Satyam in Hyderabad in 2002 and 


found that Raju had opened multi- 
ple benami accounts containing 
fixed deposits of Rs 29.5 crore 
through relatives and friends. He 
could have channelled the money 
into these and other yet-to-be 
detected benami fixed deposits. 

Another possible money gener- 
ating trick: company acquisitions. 
In 2005, Satyam spent $160.4 mil- 
lion on the acquisition of six com- 
panies that many on Dalal Street 
questioned. CLSA said in August 
2008: “There has been little articu- 
lation of any follow-on wins, thanks 
to these assets, and the scale of ac- 
quisitions continues to raise doubts 
on whether they can truly move the 
needle for a $2-billion top-line com- 
pany." Accounting experts say that it 
is common for Indian promoters to 
overpay for acquisitions in order to 
siphon out money from their com- 
panies and then pay a commission to 
the sellers of the acquired companies. 
It is quite likely that Raju was using 
this technique. 

Finally, Satyam's international 
sprawl must have been an enor- 
mous asset in churning out illegal 
funds. It had operations in 66 coun- 
tries and 65 different banks. Over 
90 per cent of the revenues were 
from export services, the income 
from which is exempt from regular 
income tax. It would have been 
supremely easy for Raju to receive a 
payment of say, $50 million, for a 
subsidiary's services and then take it 
off the books—funnelling it back to 


India through a hawala route. 


WHERE 
WERE THE 


WATCHDOGS? 


T WASN'T AS IF NO ONE WAS EVER 
Es of Satyam's dodgy num- 
bers. CLSA had originally put out a 
report way back in 2001 on Saty- 


P DET n densa osbapa 


What have the investigations revealed 
so far? 





systemic failure. Excerpts of an interview 
with BT s Puja Mehra: 


It's too early to say anything... Some ‘ 
papers and bank statements are miss- 

ing, duplicate copies of which will have to be obtained. The Registrar 
of Companies (RoC) and SEBI are working closely to find out how 
many other group companies are involved. The actual fraud could 
be bigger than what was confessed. 


. Doesn't the fraud put a question mark over the regulation of auditors? 
The government will not interfere in the working of the ICAL 


We want them to work independently. 


If Ramalinga Raju hadn't confessed, the fraud would have remained 


. undetected. Why didn't the system generate an alert? 


What we learn from Satyam can be used to further improve the com- 


_ panies Bill. The Indian Companies Act is dependent on certification 


by auditors. If that is faulty, not much can be done. e-governance is 





in place, which requires companies to file their annual statements - 


realise that the balance sheet for the year ending March 31, 2008 was. 


companies on the basis of the alerts it has generated. 


-with the RoCs electronically. It is a system of early alerts. You must. 


- filed with the RoC only six months later. Analyses take time. Even — 
M ee there is a posibility hiat ont eM 
. tem, MCA 21, would have caught him. 


When was MCA 21 launched and how many companies has it generated | 
-It was launched three years ago. We're taking action against several 


Legal experts say that absence of a Chapter 11 tke provision (protection in 





am's “dubious accounting practices". 
Then, RPI MP Ramdas Athawale ac- 
cused Raju and gang of tax fraud 
and insider trading in 2003. But 
clearly, the company police—the 
independent directors on the board, 
the external auditors, the banks, the 
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SIMILARITIES 
WITH US FRAUDS 


When it comes to accounting scams, the US wins hands down. We 
examined the two biggest in recent years—Enron and WorldCom— 
for their similarities (and the lack of them) with the Satyam episode, 
and the lessons we can learn. RAJIV RAO 


THE COMPANIES 


udacious and aggressive, Enron defined the new 
breed of American companies in the nineties. 
Steered by founder Kenneth Lay, the company first 





made a fortune, transmitting and distributing electric- 
Up ity and gas, but soon started building and 
O operating power plants and selling broadband Internet 


services as a wholesale commodity. Its then-President 

and COO Jeff Skilling launched EnronOnline, and the 
firm quickly became the biggest wholesaler of gas and electricity. Under Skilling, 
Enron adopted mark-to- market accounting, in which anticipated future profits 
from deals were registered as if real today. 


oridcom CEO Bernie Ebbers was a cowboy capitalist— — — — 

he habitually wore boots as he spurred WorldCom onto WORLDCOM 
a dizzying spate of acquisitions, including the jewel in his 
crown—the $37-billion merger with MCI. A former milkman, basketball coach and 
Best Western hotel owner who dropped out of high-school twice, Ebbers built his 
company over the years by personally overseeing more than 70 acquisitions. His 
personal fortune in 1999, according to Forbes magazine, was $1.4 billion. Ebbers' 
trailblazing telecom days came to a halt when merger mania in the U.S. abated and 
the telecom industry began to implode. In 2000, the long distance business in voice 
shrank faster than expected. Almost overnight, the acquisition of MCI seemed more 
of an albatross than a savvy deal. 


SOMETHING 
FISHY? 


Could Satyam's margins be so low? 


CAUGHT 
IN THE WEB 


The Centre has ordered inspection 


of 8 Satyam group companies: 
Infosys 
RAVER EEE PESTO 34.33 Maytas Properties 
Tata Consultancy Services Maytas Infrastructure 
PEELS 2 Satyam BPO 


Nipuna Services 





Wipro 
REED "OSEE: 20.13 Knowledge Dynamics 
Nitor Global Solutions 
Satyam Computer CA Satyam ASP 
= Satyam Venture Engineering Services 
Figures are in per cent for Q2, 2008 


Source: Ministry of Company Affairs 
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Scamsters Inc: (Clock- 
wise from top) Ken Lay, 
Scott Sullivan, Jeffrey 

Skilling & Bernie Ebbers 


On March 5, 2001, Fortune writer Bethany 
McLean published a piece questioning 
some of the ways in which Enron made 
money. It turned out that Enron—thanks to 
its online trading business and its broad- 
band outfit —had lost a ton of cash and 
borrowed heavily for new businesses. So, a 
resourceful CFO Andrew Fastow, under 
new CEO Jeff Skilling's aegis, began 
structuring off-shore partnerships tc hide 
both debt and losses. Meanwhile, senior 
managers were desperately selling in their 
shares while urging employees to buy 
more. The house of cards eventually came 
tumbling down in October 2001, when 
Enron was forced to announce a loss of 
$638 million. On November 8, 2001, Enron 
revealed that it had overstated earnings for 
the past four years by $586 million and that 
it owed over $6 billion in debt. For 
WorldCom, things came to a head when 








stock exchanges and NSDL and 
CSDL—were either napping or in 
collusion. The Satyam fraud has ex- 
posed the weakness of the regulatory 
framework in India as well as the 
failure of auditors, in one fell swoop. 

Clearly, Satyam's indifferent 
board is one big reason Raju was 
able to get away with his fraud. He 
chose them well. No one would even 
think of questioning such illustrious 
members of the business community 
as Harvard Professor and corporate 
governance expert Krishna Palepu, 
co-father of the Pentium processor 


k. 
| . be 85 by the time he is released. During his trial, he 
Ss led NM MM. 


LA 
IMS. 
š 





Bet ratus Tlie anbe. 

| expenses by illegally capitalising line costs— 
EU Gi stn paid o ct ela have tomos t 
rent their lines—drawing out expenses over 10 years 
instead of taking a one-time hit. Meanwhile, Ebbers had 
borrowed nearly $400 million from the company with his 
personal shares as collateral. Ultimately, WorldCom over- 
Stated its results by more than $5 billion over seven quar- 
ters. By other measures, the fraud totalled $11 billion. 
WorldCom finally went bankrupt in July 2002. 


WUNISHMENT 


€ Ken Lay was convicted of fraud and was about to 
be sentenced, when he died of a heart attack while on 
vacation. 


arra Anaa Aaaa AE EEEE 


e Skilling had a nervous ; breakdown in 2004 and is 
now serving 24 years in jail. In return for spilling the 
beans, CFO Fastow got a relatively cushy six years. 


EET "En*T T REREFT yr rdc mtm Oe "2^" """'ovr 


@ Enron bi became bankrupt in November 2001. All 
22,000 employees lost their jobs and many saw their 
life savings in Enron stock go up in smoke. 


Bernie Ebbers Ebbers is serving a 25-year sentence and will 






@ Sullivan made a deal with prosecutors and squealed 
on Ebbers. He will serve out a 5-year sentence, 

ani being d A be as the fraud's a hito 

@ Ali 80,000 employees of Worldcom lost their jobs 
and a company that was once worth a formidable 
$180 billion at its peak share price simply evaporated. 


6 Satyam, like Enron & Worldcom, fudged numbers 
and committed other frauds. What happened to these 
US. ‘companies could inform Raju s and Satyam’s fates. 


kasa... sto si teh 


REGULATORY CHANGES 


Soon after these scandals, the 
Sarbanes-Oxley Act of 2002 (SOX) 
was passed. The legislation estab- 
lished new standards for all U.S. 
public company boards, manage- 
ment, and public accounting firms. Now, 
the CEO and CFO of a company are required 
to take ownership for their financial state- 
ments under Section 302. Additionally, auditor conflicts of interest 
have also been addressed—they are now banned from having 
consulting contracts with the firms they audit. These seem like sensi- 
ble measures that would effectively keep management in check. Still, 
Satyam did file its ADR in the U.S. after SOX was passed and met all 
of the law's compliance requirements so its efficacy in preventing 
Satyam-like scams is unproven. While a number of critics of SOX say 
that it has only succeeded in driving business out of the U.S. due to 
its stricter norms, a host of industry experts has reported improved 
investor confidence and more accurate financial reporting. 
Ultimately, a law such as this would go a long way in boosting insti- 
tutional investor's sagging faith in Indian companies. 


eet ^ o rrt 





Vinod Dham and Dean of the Indian 
School of Business, Rammohan Rao. 
None of these board members ever 
thought of finding out why Satyam 
had so much underutilised cash re- 
serves or why Raju and Co.'s share in 
the company was falling so precipi- 
tously, even after meeting seven times 
in last year. SEBI, too, should have 
had a built-in trigger, alerting them to 
any kind of unusual selling activity 
from promoters. 

As corporate India absorbs the 
implications of Raju’s actions, business 
leaders need to push for stricter—yet 


sensible—accounting practices and 
other regulation that keeps a func- 
tioning checks and balances on com- 
panies. Raju in his letter confessed 
that doctoring the books over the 
years was akin to “riding a tiger, not 
knowing how to get off without be- 
ing eaten”. If effective prescriptions 
are not found, it is more than just 
Raju and Satyam who will be con- 
sumed in the following year. m 
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CONFESSIONS OF 
AUDITORS 


Three auditors 
reveal to B7, 

the dubious nexus 
between auditors 
and corporate 
management. 
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I HAD ALWAYS FANCIED BECOMING A 
practising chartered accountant. 
The enormous responsibility that 
is bestowed upon an auditor awed 
me. In fact, no other career ever 
crossed my mind after I came to 
admire auditors. After completing 
my BCom, | joined a well respected 
audit firm in Chennai which has 
been in existence for over 40 years 
with a strong Income Tax and 
Corporate practice. The first couple 
of years were fun as Í assisted my 
seniors in auditing various types of 
companies. Company Law partic- 
ularly attracted me and soon that 
became my area of expertise. 
It was only after I became senior 
enough to finalise the audits of 
major companies and banks on my 
own did the reality sink in. A 
few years ago, we (I and a 
team of 10 junior au- 
ditors) had just 

completed 


f 


the statutory audit of a large bank. 
The audit brought up a large quan- 
tum of non-performing assets 
(NPAs) provisioning, which would 
result in the bank posting a loss. 
The bank management was terrified 
and kept providing last-minute doc- 
umentations to reduce the NPAs 
which were against the norm y 
auditor, to my utter shock, went 
along with them, knowing fully 
well the management's attempts to 
window dress the accounts. 

In the end, the NPAs were suit- 
ably diluted so as to enable the 


The final report 
made no mention of 
the disclosures I had 
made in my report 


bank to post a marginal profit. 

In another instance, | was given 
the responsibility of auditing a 
diversified group. During the course 
of the audit, we realised that the re- 
lated party transactions (between 
group companies and partnership 
firms run by the promoters) were 
not adequately disclosed as per the 
provisions of the Companies Act. 
Transactions that were of significant 
value were not done at market price 
between the company and group 
firms. Also, the dues to the com- 
pany from the group firms 
remained unpaid. In a way, a com- 
pany with public shareholding was 
funding the operations of firms run 
by the promoters and their family 
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nitial report that I prepared after the 
idit. But the final report made no 
nention of it. 

| qualified as a CA even as my 
hree-vear training came to an end. 
very one in the audit firm, in- 
luding the partners, thought I will 
oin them, but by then I had lost all 
espect for the profession. I left the 
irm to take up a corporate job—a 
‘ole where I have nothing to do 
vith audit or an auditor. 


CONFESSION 2 


had taken up a plum position at 
me of the Big Four accounting 
irms. They had placed me at their 
ffice in a BRIC (Brazil, Russia, 
ndia, China) country. It was to be 
a new world, a new job, a new 
ife. The excitement was hard 
o contain. 

One of the first audits assigned 
o me was of the accounts of an 
auto major. Its operations in this 
'ountry were sizeable. The port- 
olio of investments ran into thou- 

sands of crores of rupees. At some 
»oint during the audit, I found 
hat as much as a quarter of the ad- 
ances this company had been ex- 
ended were unsecured, meaning 
10 securities backed them. This 
mmediately raised a bright red 
lag in front of me. 

Unsecured advances remain 
armless for as long as nothing 
1appens. If there is a mishap, they 
ose value, causing catastrophes. 

The minimum stipulated dis- 
losure requirements had not di- 
ected the balance sheet or the audit 
o reveal distinctly, the exposure to 
insecured advances. A complete 
Xicture of the risk on the balance 

sheet, however, was required, es- 
»ecially since the amount was huge. 
As auditors are free to raise the bar 
m disclosers above the stipulated 
ninimum for the benefit of society 
Ti ir | decided to include the 


I 
I 


| 





NAA dp ik firs th fy tine Ñ 

The company, however, disagreed. 
Following lengthy discussions, my 
boss, who was the partner due to 
sign the audit report, overruled me. 


The hiding of 
information by tbe 
company and tbe 
auditor, though not 
illegal, was unethical 


Unaware of the risk, several invest- 
ment companies that raise deposits 
from the public securitized the ad- 
vances. A meltdown could have 
completely wiped out their equity 
bases. The hiding of the information 
by the company and the auditor, 
though not illegal, was unethical. 

| quit the job and returned 
India where I run my 
audit practice. 


CONFESSION 3 


Businesses today are getting ex- 
ceedingly complex. People are get- 
ting more creative in executing trans- 
actions and the nature and com- 
plexity of the transactions vary from 
customer to customer. Often, these 
are brainstormed by groups of 
accountants, lawyers and the man- 
agement before they are imple- 
mented. Many a time, an auditor 
does not possess the knowledge to 
analyse these transactions to assess 
their fairness, or if he does have the 
knowledge, he does not have 
enough time to come out with his 
opinion. In the rare circumstance, 
where he does possess knowledge 
and time, the management brings in 
its own team of specialists who try 
to beat down his opinion. If even 
this fails, management often falls 


own 


back on a time-tested policy of 


bringing in another expert who cer- 
tifies the veracity of the transaction 
and force the auditor to rely on 
bis ODIO 
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auditor was the most feared per- 
son. But in today's competitive en- 
vironment, the management merely 
has to express its dissatisfaction 
about an auditor's performance to 
make him change his opinion. This, 
coupled with the probable loss of 
fancy fees paid by companies, is 
enough to make a die-hard inde- 
pendent auditor become dependent. 

For an auditor to be effective, it 
is important that he is up-to-date 
with the changes happening across 
the world. Very often, however, the 
cost and the technological chal- 
lenges associated with such updating 
result in the auditor being ill- 
equipped to meet the requirements 


The management 
brings in its own team 
of specialists who try 
to beat down his (the 
auditor’s) opinion 


of his clients. Rather than ques- 
tioning the client, an auditor finds it 
easier to accept the data provided by 
the client by taking comfort in the 
fact that a decision of such a huge 
magnitude would not have been 
taken on a whim, but only after 
detailed analysis. 

In the case of listed companies, 
there is a mad rush to close accounts 
within 15 -30 days of the close of the 
financial year. While audits do 
commence much in advance, this 
short period after the end of the fi- 
nancial vear is rather insufficient to 
probe into the affairs of the 
company, especially in the last quar- 
ter when most of the decisions re- 
garding annual revenues and ex- 
penditure are taken. With companies 
reporting billion dollars or more in 
revenues in each of their quarters, 
the enormity of the task of com- 
pleting the audit within a span of 15 
days before the close of the year 
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AUDIT: ELUSIVE INDEPENDENCE 





Was Ramalinga Rajus fraud planned to beat audits or were Satyam’s auditors plainly 





One solution is for listed 
companies to pool in 
money and hand it over 
to the stock exchanges 
who can then appoint 
auditors answerable to 


the bourses and not 


corporate executives. 
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N JANUARY 12, ELECTED REP- 
resentatives of accountants 
and auditors debated the 
Satyam scam and PwC's role 
in it. Many among these 34 
members of the Council of the 
Institute of Chartered Accountants 
of India (ICA), the sole regulator for 
statutory auditors, demanded at that 
meeting—as others have for years— 
greater independence from the com- 
panies they audit. 

Greater? How can the statutory 
auditors be independent if they are 
paid by the company they are sup- 
posed to audit? Big or small, the fees 
can influence the report card. “It is the 
final round of discussions with the 
management where corners are cut 
and the accounts window dressed,” 
says one auditor (See Confessions of 
an Auditor page 54). CLSA, the global 
brokerage house, has compiled a list 
of companies that had adopted what 
it calls “aggressive” accounting policies 
for April-June 2008. It had some of 
India Inc’s brightest stars, including 
Reliance Industries, Reliance Comm- 
unications, Tata Motors and TCs. 


‘Peer Pressure’ 
Why does this happen? A former 
ICAI president points to the flawed 
regulatory architecture—the ICAI is 
owned, managed and controlled by 
accountants and auditors and is es- 
sentially a trade organisation, a lobby 
group. “Elected representatives ex- 
amine misconduct and punish mem- 
bers who they also seek votes from. 
It’s like asking Cll, and not SEBI, to reg- 
ulate listed companies,” he says. 
That limits the Council's role even 
when it comes to sensible sugges- 
tions like allowing rotation of audi- 


ineffective? Is the auditing system independent and robust enough? PUJA MEHRA 


tors. "Members cite client confiden- 
tiality, competence and other such 
reasons for their opposition," says 
ICAI President Ved Jain. In fact, the 
present council has two members 
from PwC, the auditor at the centre of 
the Satyam storm. But ICAI cannot 
ask them to resign. “How can I ask an 
elected member to quit?" says Jain. 

The ICAI is already investigating 
the role played by some PwC part- 
ners in the GTB fraud case since 2006. 


Who Should Pay the Piper? 


Top office-bearers of the ICAI coun- 
cil agree that the appointment of 
auditors—and also payment for serv- 
ices rendered—should not be left 
to the companies they audit. One 
solution is for listed companies to 
pool in money and hand it over to 
the stock exchanges who can then 
appoint auditors. This will make the 
auditors answerable to the bourses 
and not corporate executives. 


Peer Review and Discipline 
The ICAI’s peer review mechanism 
works on an Í am-OK-you-are-OK ba- 
sis. The peer reviews can not trigger 
disciplinary action. *No firm con- 
ducts a peer's review with the inten- 
tion of catching fraud, negligence or 
non-compliance,” says a partner at the 
Delhi office of one of the Big Four. 
The ICAI has 150,000 members. 
And its disciplinary committee has 
barred only three licence-holders for 
life in the last three years. Another six 
have had their licences cancelled for 
five years or more. Even now, ICAI is 
in no position to act against PwC—it 
can only investigate the partners who 
signed the Satyam audits and put 
down their membership numbers. 8i 
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We also found a 
company that has 
been reporting the 
Same cash flow 
Statement for three 
years running, word 
for word, number 
for number, decimal 
place for decimal 
place. 


58 BUSINESS TODAY FEBRUARY 8 


2009 


1999, FIVE ACCOUNTANTS, 


working independently, 
tried to figure out if the 
Enron lie could not have 
been caught before it 


blew up. The basic question before 
the five accountants was: where did 
Enron hide its muck. They asked if 
there were lessons to be learnt from 
the Enron saga that would improve 
disclosure. 

Thus was born eXtensible 
Business Reporting Language or 
XBRL as it is called. As the language 
for the electronic communication 
of business and financial data, it is 
revolutionising business reporting 
around the world. The XML proper- 
ties of XBRL make the information 
machine-readable. The addition of 
business rules to XML creates XBRL, 
creating an information set that is 
more easily deciphered. XBRL greatly 
increases the speed of handling of fi- 
nancial data, reduces the chance of 
error and permits automatic check- 
ing of information. 

More than 100 countries have 
embraced xBRL—the list includes 
China, Korea, Japan, the us and 
most recently, India. 

At IRIS, our exercise to develop 
India’s first XBRL database of listed 
companies threw up some star- 
tling findings. We were stunned 
that for several companies, the 
financial statements for financial 
year 2008 lacked internal consis- 
tency in the sense that the num- 
bers reported in the schedules did 
not tally with the number in the 
main financial statement. The vari- 
ations ranged from as high as 
40 per cent in some elements in 
some companies to less than 1 per 


“WITH XBRL, YOU CAN'T HIDE" 


cent in others. 

We also found a company that 
has been reporting the same cash 
flow statement for three years run- 
ning, word for word, number 
for number, decimal place for deci- 
mal place. 

It is still early days but the bene- 
fits are self-evident. The outgoing 
US SEC Chairman Christopher Cox 
calls it the new Information 
Revolution. All companies listed on 
Us exchanges have two years to move 
to XBRL-based reporting, the invest- 
ment companies have until 2009 to 
do so and the rating agencies have 
been asked to comply soon. 

India, a late adopter, is slowly 
but surely moving in the same dir- 
ection, XBRL implementation is hap- 
pening at BSE, NSE, SEBI, RBI and MCA, 
with each of them working to their 
own schedule. The Institute of 
Chartered Accountants of India has 
taken the leadership to form an XBRL 
jurisdiction in India. 

But could the adoption of XBRI 
have helped in the early detection of 
the Satyam fraud? The answer is 
no. However, the use of XBRL can 
now help investigators unravel the 
Satyam story quickly. 

Also, the implementation of XBRL 
can help the board see the informa- 
tion tabled before it with greater 
clarity, knowing fully well that if 
there is a footprint anywhere that is 
out of place, it will be visible. With 
the implementation of XBRL, you 
can’t hide, the trail will show up 
somewhere on the radar. m 





S. Swaminatban is the Founder 
CEO of IRIS, and India's leading 
XBRL evangelist 
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lalinga Raju was a 
my s ie who 
was fuelled by a burning 
desire to make it big. He 
didn't know where and when 
to stop. E. KUMAR SHARMA 


" : | ` à rn . 
` S Hn uu ' I ' | 
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E Thersugh planner: Thought long- 
term and looked at the big picture 


Risk-taker: Most of them were 
calculated, except the last few, which 
were fuelled by desperation 


A. PRABHAKAR RAO 


Relationship builder: From politicians mE TiS IRONIC THAT IT ALL BEGAN BY 
to star-studded company board, he knew 
the 'right' people 


more by cyberspace than spindles, 
spinning a yarn. The Satyam he once told this correspondent 
Group, when Byrraju that he had set up Satyam 


Spoke the language: Jargon like Ramalinga Raju began his en- Computer Services in 1987, as rl 
circles of competency’ and ‘full lifecycle trepreneurial journey in soft- was his “hobby” 
leaders’ came easy to Raju ware way back in 1987, was a mot- Over the years, Satyam shed 


ley group of companies. There was most of its other businesses, except 
but he undid his effort of two Sree Satyam Spinning & Weaving construction, which we know today 
decades in the past few months. Mills, set up in 1982; Satyam as Maytas (Satyam written in rev- 


E Land vs Code: The obsession with Constructions was born in 1984  erse). Raju was evidently proving to 
land acquisition overrode his vision (renamed Maytas in 1998); Satyam be a man who took his hobby quite 
for IT services Impex (exporter of shoe uppers); seriously and made it seem almost a 
| Lack of transparency: Cocked a Satyam Homes (building residen- well-planned venture. 
snook at corporate governance by tial apartments); and Oceanic Farms In five years of its listing—by 
taking independent directors for (into aquaculture). While these busi- 1995—Satyam Computer began at- 
granted nesses caught the interest of the  tracting attention. It had posted a 
mm Ignored investors: Destroyed Raju family (the three Raju brothers — 122-fold rise in net profit on a top- 
shareholder value by proposing two and their families), Ramalinga Raju line that had grown over 20-fold 
unrelated acquisitions opted to be different. Charmed since incorporation. Within 10 
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years, the soft-spoken and shy us- 
returned son of a successful agri- 
culturist (Raju's father Byrraju 
Satyanarayana Raju was a grape 
farmer) metamorphosed Satyam 
into one of the fastest-growing com- 
panies in India. In 14 years, it got 
listed on the New York Stock 
Exchange (NYSE) and subsequently 
staked claim to join the billion- 
dollar club by 2006. A touchstone 
on this road was his e-commerce 
foray with Satyam Infoway (SIFY). 

Raju was truly on his way. 
Those who have known him since 
his early entrepreneurial days (but 
today do not wish to be identified 
and “hurt Raju with their com- 
ments”) say he was always ambi- 
tious. Way back in the mid-90s, he 
would tell his employees—then just 
a few hundred—that the company 
would need to aim at touching a fig- 
ure of 10,000 people by year 2000. 

And it was not just the com- 
pany that scaled new heights. Raju 
himself reached the high table when 
former US President Bill Clinton 
visited Hyderabad; Raju was among 
the select few invited to share the 
podium with Clinton and then 
Chief Minister N. Chandrababu 
Naidu, with the likes of Ratan Tata 
in the audience. 

So, what was it in Raju’s DNA 
that made him script a Rs 7,000- 
crore fraud? Those who have 
worked closely with this Ohio 
University B-school graduate and 
a Harvard alumnus say Raju has 
all along been a meticulous planner 
and one who thought long-term in 
all his decisions. Take the compo- 
sition of the Satyam board: Until the 
developments in late December, 
the company had people with an 
impeccable track record on the 
board. An old associate of Raju 
says: “He invests a lot of time in 
building relationships. For instance, 
he knew Krishna Palepu for 10 
years before getting him to join the 
Satyam board. Similarly, he knew 
T.R. Prasad for 20-25 years and 


also knew M. Rammohan Rao of 
ISB and Vinod Dham for many 
years.” Even when hiring key peo- 
ple, he would always spend time 
to get to know them. The famous 
NASSCOM President, the late Dewang 
Mehta, had told gr: “Raju is a strate- 
gist and has an ability to take risks 
and move at a fast pace.” 

Raju, the skilful networker, was 
also known to be politically-savvy. 
He was as comfortable sharing 
the dais with TDP supremo and for- 
mer Andhra Pradesh cM N. 
Chandrababu Naidu as he was 
when recently launching the online 
edition of incumbent cM Y.S. 
Rajasekhara Reddy’s son's newspa- 
per, Sakshi. He would typically talk 
to them about big projects like the 
creation of a million jobs. Says 
Rajasekhara Reddy: *He used to 
come up with some really innova- 
tive ideas like that of EMRI or the 
108 ambulance service (108 repli- 
cates the Us's 911 emergency serv- 
ice; it began with initial funding 
from Satyam)." 

Either by design or by default, 
Raju has had little randomness in his 
working. He was focussed and hard- 
working. People who know him say 
he, perhaps, slept for no more than 
five hours and on days began his 
first conference call with colleagues 
in the Us at 6 a.m. He almost never 
slept on the 15-hour flights that he 
took frequently to the us. He would 
spend the time reading management 
and technology books and taking 
copious notes on the bunch of re- 
search index cards he would carry in 
his coat pocket all the time. 

A Satyam employee points out 
that Vaastu, the traditional Indian 
science of construction, perhaps, did 
not favour Raju. His new corporate 
office had the Chairman sitting in a 
portion of the building that was sus- 
pended in the air and there was a wa- 
ter fountain below. The implication, 
he explains: “It is considered bad 
because such structures make you 
lose touch with the elements!” m 


The Beginnings: 

Before starting Satyam, 

the Rajus had a motley mix of 
operations that included spinning & 
weaving, construction, aquaculture 
and export of shoe uppers! 


Then Came Satyam: 

Raju had told Business Today 
that he had got into IT more 
as a "hobby" 


The First Five Years: 

Satyam caught the eye with 

a 122-fold rise in net profits and 
20-fold jump in revenues in 
this period 


Raju Caught the Internet Bug: 
Forayed into e-commerce by 
launching Satyam Infoway 
(SIFY) in 1999 


Hits the Global Stage: 
Lists Satyam on the NYSE 
and Sify on the NASDAQ 


The Big League Beckons: 
Entered the $2-billion club 
(in reported revenues) 

in 2008 


The End: 

After confessing to financial fraud, 
Raju is arrested by the Andhra Police 
and, along with his brother, sent to 
Chanchalguda jail in Hyderabad 
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The darker part o 


cloud of de a" 
oatyam looms over its 
93,000 employees, many 
of whom are in no mood 
to throw in the towel. 


E. KUMAR SHARMA 


OPTIONS FOR 
SATYAMITES 


E Stay put and expect new 
board to revive the company 


IB Move to a rival IT vendor 
if it manages to get a 
Satyam project 


IB Look out for niche 
openings in areas like SAP, 
IT infrastructure and 
engineering software 
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WEEK AFTER RAJU WAS ARRESTED, ONE OF SATYAM'S CLIENTS IN 
Europe decided to move a project—along with the team working 
on it—to another Indian rr vendor. Satyam employees in the 
Europe office told pr that 95 per cent of the team had agreed to 
join the competing vendor and they would soon begin negotiat- 
ing their salary packages with the new rr company. They add that the 
newly-formed Satyam board had agreed to let go of the European client. 

Although there are those who are willing to stand by Satyam (see em- 
ployee profiles on the next page), fact is that few want to be stuck with 
a tainted firm. Two days after B. Ramalinga Raju's confession letter was 
made public, T. Sreedhar was rushed off his feet by countless calls from 
Satyam employees, many of whom kept spilling into his office. The 
Managing Director of TMI Network, a leading Hyderabad-headquartered 
talent hiring company, says Satyam employees are “stuck between the devil 
and the deep sea. They cannot quit the job because there is no option 
being made available by the large companies (who have chosen not to hire 
them) and while staying back, they are not certain if they will get the 
salaries due to them this month". 

[T industry body Nasscom, and the flagship of the sector, Infosys 
Technologies, have issued statements against recruiting people from 
Satyam, not because they are tainted but to ensure that the company 
doesn't suffer because of an exodus. Howev er, it is not helping allay fears 
among the employees about their prospects. Their biggest fear is obvi- 
ously not getting paid, what with Satyam's financial position unclear. 

ccording to Rishi Das, CEO, CareerNet Consulting, about 35,000 or 70 
per cent of Satyam's workforce is already out in the job market, scout- 
ing for opportunities with rivals. 

Sections of employees now say they had scented a crisis in the making, 
A mail to employees from B. Rama Raju, then Managing Director, dated 
October 24, contained stern warnings of sacking/demotion in cases where 
80 per cent of targets are not met, and laid down harsh cost-cutting 
measures, As one middle-level employee explains, the company had delayed 














“LAM 
AWAITING THE 


Ce had studied engineering 
at Muthukumaran Institute 
L. ! i of Technology near Mangadu, 
N. KAVITHA /22 | a Chennai suburb. She was 
— ———— selected by Satyam in a campus 
placement in 2007-08. 
“| was told that | would get a joining letter by September 2008. This 
did not happen. The company HR said that | could definitely expect 
to join in January 2009. Now that this scandal has happened and there 
are media reports about downsizing, | have lost all hope of ever getting 
the letter. However, if ! still get the offer letter, | will definitely join 
Satyam. In this recession, a fresher needs to grab any opportunity. | am 
not worried too much about Satyam's reputation in the market: | want 
the work experience first." 





AS TOLD TO NITYA VARADARAJAN 


"LEADERSHIP 
AT PROJECT 
LEVEL IS 

EXCELLENT" 
















S. MASTANAMMA /24 


astanamma has been with Satyam at its Chennai centre 
for two years, after passing out of Newton's College of 
Engineering in Guntur, Andhra Pradesh. 

“I am very positive about the company's future. Satyam 
has 160 Fortune 500 clients. The leadership quality in the 
company at the project level is excellent. The portal that is 
maintained for employee communications is very good. So 
is the learning. | would say that HR responded quickly to the 
crisis. A 24x7 associate relationship window has been 
opened. | am not worried about lay-offs. The existing clients 
have to be serviced and the new board at Satyam is saying 
that people are needed to continue to service the clients." 

AS TOLD TO NITYA VARADARAJAN 











WERE GOOD 
EMPLOYERS" 


ANONYMOUS 


he consultant 

with Satyam Europe has been 
With Satyam for two years. 

"The situation is complicated 
beyond our wildest imagination 
here. The client has negotiated with 
another vendor to move our whole 
project team to another firm. We, as 
employees, are very clear we want 
to save our livelihoods. The client 
Is very clear that they would want 
the project team morale to not 
disintegrate due to events at Satyam 
and their immediate 
work will not be affected. 

As an employer they are (were) 
very good, they pay well and do take 
good care in terms of perks, 
benefits, etc. Raju was always 
elusive, | have never seen or heard 
from him in the two years | have 
been with the firm, except when a 
mail was sent by him justifying the 
Maytas deal after the shareholder re- 
volt; he had expressed his 
sadness about the fact that 
corporate governance is being ques- 
tioned and the fact that we would 
restore Satyam to its former glory 
His brother used to send the odd 
e-mail, on the quarterly performance 
and business outlook." 

AS TOLD TO ANUSHA SUBRAMANIAN 
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“THERE IS 
UNCERTAINTY 
IN EVERY J0B” 


ANONYMOUS 


he MBA from NMIMS is a 

retail consultant at Satyam and 
is just five months old in 
the company. 

“| am not worried and | am not 
quitting in a panic. There is a bit of 
uncertainty in every job. Yes, in 
this case the story is different but 
the projects are on and | am still 
working on the project that | was 
given. That's an indication that 
clients have not pulled out yet. ... 
right now | am comfortable work- 
ing with Satyam. Satyam has so 
far been a good employer to me 
and | have no complaints." 

AS TOLD TO ANUSHA SUBRAMANIAN 


64 BUSINESS TODAY FEBRUARY 8 200* 











"NOTHING 
WAS AMISS 
FROM THE HR 

PERSPECTIVE" 








ingh is a Marketing Head, 
APAC, West Asia, India and 
Africa, at Satyam. He is based in 
Hyderabad, and has been with the 
company for three-and-a-half years. 
"The mood is much better after 
the government appointed industry 
1I WINNER CINCH /26 stalwarts like Deepak Parekh and 
| KULWINDER SINGH / 36 Kiran Karnik to take stock of the 
situation. This gives us some 
confidence that things are likely to 
improve at least in terms of business continuity. The projects are on as 
usual. We have a personal relationship manager for every customer, who 
develops communication on a daily basis and reassures them on the 
daily happenings. Deepak Parekh's press conference has been put on 
YouTube so that all customers overseas and our employees overseas are 
aware of what has actually been said. 
| cannot remember a single month in my last three-and-half years of 
service when the salary has been delayed or missed. From an HR 
perspective, | did not find anything amiss. In three years, | have had three 
promotions and | also got the opportunity to do my certification in global 
business leadership (CGBL) through Satyam School of Leadership, which 
has a tie-up with Harvard Business School and U21 of Singapore." 
AS TOLD TO ANUSHA SUBRAMANIAN 


paying a big part of the employees' variable pay for the last two quarters. 

As uncertainties about Satyam’s survival increase, the ones who are re- 
ally on tenterhooks are those employees who were forced to provide Rs 2. 
lakh bonds as part of their two-year contract. There are an estimated 
7,000 of them, insiders say, and they are all qualified engineering graduates 
with many having additional MBA degrees. They cannot get out without los- 
ing the security deposit, which, incidentally, is said to be safe in accounts of 
State Bank of India. The freshers—just out of college—will have it rougher. 
In 2007, the Satyam management issued about 6,000 offer letters in cam- 
puses across the country, promising a decent salary package. Those offers 
are not worth the paper they are written on. 

Even if Satyam’s staff prefer to leave lock, stock and barrel, there is no 
way the industry can absorb so many people—at least 40,000 of 53,000 
Satyamites are working in India. According to Das, only those with skills 
in niche areas like SAP practice and engineering software will find it easier 
to finding the right jobs. Opportunities are particularly dim for those in the 
managerial cadre and senior leadership positions. Rohit Ramani, Director- 
Operations, Emmay HR Services, an HR consulting firm and part of the 
Netherlands-based Randstand Company, says: “There are jobs in specific 
niche skill areas within the mainframe and rr infrastructure space.” 8 

ADDITIONAL REPORTING BY ANUSHA SUBRAMANIAN 
AND K.R. BALASUBRAMANYAM 
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THE 
SATYAM 


Promoters using their 
shareholding as 


collateral are playing a 


dangerous game that 
backfires badly when 


markets fall. 


VIRENDRA VERMA & 
RACHNA MONGA 


THE PARTY OF PLEDGERS 


Alist of companies whose shares were 
pledged in the recent past. 


—— 03 09 





IR: KT Mar. 7, '08 


— 88 Jan. 13, '09 
5.62 Dec. 30, '08 

5.18 Jul. 16, '08 
—À 


9.87 Oct. 22, '08 
10.27 Oct. 3'08 


re 08 
—. Y Sep. 17, 08 


13.13 Feb. 28, '08 


CTI mem 10.33 Nov 26, 08 


Figures are percentage of shares pledged and are based on last 
voluntary disclosure by companies/lending institutions on stock 
exchanges. 








66 BUSINESS TODAY FEBRUARY 8 2009 





2004, B. RAMALINGA RAJU, 
the erstwhile Chairman 
of Satyam Computer, 
along with his family, 
owned a little over 17 
per cent of the IT services major. By 
September 2008, that holding shrank 
to 8.6 per cent. It had fallen fur- 
ther below 3 per cent at the time of 
writing. So, was Raju on a merry 
selling spree of his crown jewels? 
Not quite. Rather, the 53-year-old 
disgraced promoter was pledging 
his shares for cash. That worked 
like a charm when the markets were 
on a roll. But when the indices 
turned southwards, the value of the 
pledged shares also crashed. That's 
when Raju would either have had to 
repay parts of the loan or—if he 
couldn't do that—pledge more 
shares. He chose the latter, but that 
didn't halt the vicious cycle. End 
result? Financiers who were sitting 
on around 2.45 crore Satyam shares 
pressed the sell trigger. And that 
explains how Raju's holding came 
crashing down in a matter of 
months. It also explains how a falling 
market spelt the end of the road for 





Raju (the other nail in his coffin was 
driven by falling real estate prices). 

Few Indian promoters could 
conjure up a fraud of the magni- 
tude that Raju has, even if they tried 
hard. Like Raju, however, a clutch of 
Indian promoters faces a real 
danger of losing control over their 
companies, courtesy of their pledg- 
ing gambit. Great Offshore, MK 
Electronics, K.S. Oils, Max India 
and Temptation Foods are just some 
of the companies whose shares have 
been pledged with lenders (see Party 
of Pledgers). These lenders have 
little choice but to sell the shares in 
the market when the owners of 
these shares can't pay up. It could get 
even worse for promoters if the 
stocks sold by lenders land in the 
hands of potential hostile bidders, 
although nothing of that sort has 
happened. Not yet. 

So, why exactly are promoters 
willing to put on the line control 
of corporations that they've toiled 
for decades to build? The reasons 
vary—trom raising funds in order to 
make fresh purchases of shares from 
the market, to ploughing back those 


funds into expansions. Of late, many 
promoters have been subscribing 
shares on conversion of warrants. 
For instance, the promoters of K.S. 
Oils, a mustard oil major, recently 
took a loan of Rs 50 crore from 
ECL Finance by pledging 9.25 per 
cent of their holding. *We have 
pledged shares to raise funds to con- 
vert warrants into shares," says 
Sanjay Agrawal, Managing Director 
& Promoter of K.S. Oils. Then, 
many promoters of real estate com- 
panies, too, have pledged their 
shares when taking loans for pur- 
chase of land by the companies they 
had promoted. This kind of trans- 
action happens when financiers are 
not comfortable lending just based 
on the land value, as selling of land 
could be difficult in case of default. 

For many years now, lending 
against shares was a common prac- 
tice amongst promoters. As long as 
share prices were rising, there was 
little danger. Lenders such as non- 
banking finance companies (NBFCs) 
and banks were comfortable dol- 
ing out such loans. These loans typ- 
ically have a tenure of between one 
and three years, and carry a margin 
of 2-3 times, which means that the 
value of the promoters’ shares 
pledged is 2-3 times the amount of 
the loan. For the NBFCs and banks, 
it’s a low-risk business as they can 
charge a mark-up of 3-4 per cent 
over the prime lending rate. “The 
risk in this business depends on the 


lender’s own sources of funding and 
its policies. We ensure that the pro- 
moter has free shares or reasonable 
other assets on the balance sheet to 
meet any margin requirement or to 
repay the loan. So, we extend a 
loan only if the promoter is pledging 
not more than half of his stake in the 
company,” says Rashesh Shah, 
Chairman & CEO, Edelweiss Capital. 
“Pledge of shares does not amount 
to disinvestment. Promoters often 
use pledge of shares to fund their 
contributions in new ventures. The 
concept of pledge of shares for fund- 
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Ashwin Dani, Promoter, Asian Paints 


HE TOOK A 


BY PLEDGING HIS SHARES AND GIVING A PERSONAL GUARANTEE 





ing is not new and has been in vogue 
across the globe for a long time,” 
points out Rajesh Mokashi, 
Executive Director, CARE Ratings. 
He adds that the lender has to 
ensure that his market risk is covered 
as the shares being pledged should 
be liquid enough to ensure recovery 
of dues from the borrower. 
Market players estimate the size 
of this market to be anywhere be- 
tween Rs 30,000 and Rs 40,000 
crore. GE Capital Services, Indiabulls 
Financial Services and Edelweiss 
Capital along with some foreign 
banks are the big players in this 
market. Some of these loans are 
converted into pass-through certifi- 


ALL YOU WANTED TO KNOW ABOUT PLEDGING 





Small investors should ensure that companies they invest in have none of their shares pledged. 


What is the purpose 
of such loans? 


@ Acquisition of company's shares 
through open market purchases 
or conversion of warrants 









e Funding of new businesses 
or creation of assets 


e Other un-related activities, 
h could be in the personal 
est of the promoter 


hat if the promoter 
ults? 

value of pledged shares falis 
a margin, promoters may pledge 
ore shares or repay a part of loan 


disclosures of 
ging made? 

e there is no such 

ment, companies or lending 
ions may chose to make 
untary disclosures. 

tock exchange websites carry 
such disclosures 
















e promoter defaults, lender 
Il the shares in the market 


e promoter runs the 
of a hostile takeover 
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Sanjay Agrawal, MD & Promoter, K.S.Oils 


THE PROMOTERS TOOK A LOAN OF 








cates (PTCs), an instrument which 
transfers the right to receive benefits 
to the buyer or holder of such PTC. 
These PTCs are sold to institutional 
investors such as mutual funds and 
banks. In March 2008, Ashwin 
Dani, a promoter of Asian Paints 
Ltd (APL), took a Rs 65 crore loan 
from GE Capital Services India by 
pledging his shares and giving a per- 
sonal guarantee. The loan was struc- 
tured through API s investment arm, 
Geetanjali Trading and Investment 
Pvt Ltd., through which Dani holds 
a stake in the paints flagship. The 
PTC was assigned an A1 rating by 
credit rating firm ICRA. In its rating 
rationale, ICRA said: “The rating is 
based on the financial flexibility of 
Dani Group companies acting as 
pledgers of APL shares in the cur- 
rent transaction, the triggers de- 
signed to ensure adequate collateral 
cover and the integrity of the legal 
structure." The rating was done in 
March 2008. The promoter, Ashwin 
Dani, declined to comment. 
Clearly, the arrangement be- 
tween the promoters and lenders 
was a cosy one until the stock mar- 
kets began free falling since early 
2008. On particularly bad days— 


FINANCE BY PLEDGING 9.25 PER CENT OF THEIR HOLDING 
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and there were quite a few of 
them—stock prices (of realty firms, 
for instance) would crash by 30-40 
per cent. Such drops eroded the 
safety margin for lenders, and pro- 
moters had little choice but to make 
good the loan by either pledging 
more shares or by re-paying a part of 
the loan. In the event of a default, 
like what happened with Satyam 
Computer, lenders dumped the 
shares in a bid to recover their dues. 
Similarly, in early 2008, financiers 
sold shares pledged by the promot- 
ers of Orchid Chemicals & Pharma- 
ceuticals in the open market; a 


chunk of this stock was bought by a 
company owned by the erstwhile 
promoters of Ranbaxy Laboratories. 

If lenders are in a hurry to sell, it's 
clearly because of the current tight 
liquidity conditions. Lenders who 
have borrowed on short-term basis 
face more problems if there is default 
on such loans, points out Naresh 
Thakkar, Managing Director, ICRA. 
The lenders' selling spree hit a peak 
last October when banks were in 
no mood to offer short-term credit. 
This was the time when the share 
price of many real estate companies 
plunged and promoters got margin 
calls for loans against shares. The 
distress selling by lenders led to losses 
for mutual funds that had subscribed 
to PTCs of such companies. 

Market experts point out that 
transactions of loan against shares 
are more complex to arrange and 
execute and not all promoters and 
lenders understand the concept. 
"You not only have the credit risk of 
the borrower or the market value 
risk of the share collateral but there 
are also other risks to consider such 
as the execution risks on the moni- 
toring of share top-ups (more pledg- 
ing by promoters) and legal risks if 
the promoters’ shares are in a lock- 
in period,” points out Dipesh Patel, 
Director of Structured Finance & 
COO, Fitch Ratings. 

Although there are a few com- 
panies that make voluntary disclo- 
sures to the stock exchanges when- 
ever their shares are pledged, the 
Securities & Exchange Board of 
India (SEB) hasn't made such disclo- 
sures mandatory. However, as selling 
by lenders, which is nothing but dis- 
tress selling, can be an indicator of a 
promoter's financial position, insti- 
tutional investors like mutual funds 
have raised the demand to make 
such disclosures mandatory. “The 
fact that promoters have pledged 
shares definitely warrants a disclosure 
to the public," says CARE Ratings' 
Mokashi. Over to SEBI. I 
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It's perhaps India Incs 
worst-kept secret— 
promoters siphoning 
out cash from their 
companies operations. 
Heres how they do it. 


ANAND ADHIKARI 
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DAY BEFORE THE CURTAIN 
went up on the Satyam 
tragedy—rewind to the 
board proposing two 
acquisitions of real 
estate and infrastructure firms pro- 
moted by the Raju family— 
another hushed board meeting 
with a not-too-dissimilar agenda 


ANTENNAE OF MARKETMEN GO UP WHEN PROMOTERS INVEST 


HUGE SUMS IN EITHER 
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OR UNRELATED BUSINESSES 


sailed through peacefully on the 
outskirts of Delhi. A 10-member 
board of a textiles major assembled 
at the company's headquarters to 
approve the acquisition of two 
businesses of a group company. 
The board duly approved the deal. 
Unlike in the case of the Satyam- 
Maytas proposal, the news didn't 
hit the headlines nor did market- 
men publicly vent their ire. That 






may be because not many foreign 
or institutional investors hold 
shares of these companies; also 
this transaction is small beer com- 
pared to Satyam's $1.6-billion 
buyout proposal. Yet, the market 
made its displeasure clear, ham- 
mering the stock for days after 
the deal was announced. The un- 
comfortable questions asked on 
Dalal Street: One, why was the 
company writing out a cheque 
running into hundreds of crores to 
buy a group venture whose mar- 
ket cap is less than half the offer 
price? Two, why was it paying so 
much for two businesses of a loss- 
making company? 

The promoters defend the deal 
as they see synergies with the 
acquired businesses. They may be 
right, but investors weren't quite 
convinced. That may be because 
they're not confident that the pro- 
ceeds will be used to generate 
value for shareholders. In fact, 
they may not even be clear where 





that money is going. 

Cut to Hyderabad, where the 
auditors of a technology company 
made a qualification on an invest- 
ment in a loss-making subsidiary 
on the company's 2007-08 
accounts. The auditors felt that the 
"diminution" in the value of 
investments was not taken into 
account while computing the net 
profit or loss for fiscal 2008. This 
company had some years ago made 
an investment in a wholly-owned 
unlisted subsidiary in the us. The 
Indian parent company has yet to 
get any returns in its investment as 
the US subsidiary has been continu- 
ously making losses. The million- 
dollar question: Did the promot- 
ers expect any return on this in- 


siphon off funds raised from bank 
borrowings or the public or the 
company’s profits and reserves (see 
How Funds Are Siphoned). “That 
may not be true for all Indian cor- 
porates, but the practice is quite 
rampant in mid-sized companies,” 
believes a Senior Director of a rating 
agency. A banker adds that the 
boom period of the last 4-5 years 
was exploited by many companies to 
swindle funds. In fact, the most 
commonly used route to siphon off 
money was by inflating project costs, 
adds the banker on condition of 
anonymity. The project cost is gen- 
erally inflated by 20-30 per cent by 
conniving with vendors or suppliers 
of plant and machineries to take 
the money out from the company. 


COMES TO LIGHT WHEN THE TIDE GOES OUT. 


SEEDS OF FRAUD ARE, HOWEVER, SOWED WHEN THE TIDE IS RISING 





vestment, in the first place? 

Whilst nobody's accusing these 
two companies of hanky-panky, 
fact is that the antennae of mar- 
ketmen quickly go up when pro- 
moters invest huge sums of money 
from a company in either family- 
owned businesses or unrelated 
businesses. “Many such firms are 
unlisted and outside the territory 
of India. There is also no statutory 
obligation for them to disclose 
details,” says an auditor on condi- 
tion of anonymity. 

At a time when investigations 
are under way into whether Satyam 
has gone broke because its pro- 
moters siphoned money out of the 
company, the spotlight has turned 
squarely on India Inc. Is Satyam an 
exception, or the norm, in corporate 
India? And are external auditors 
keeping a tight check on the num- 
bers? “It’s the promoters who call 
the shots... period,” says a Partner at 
a Big Four auditing firm. 

Over the years, promoters have 
manufactured innovative ways to 


Mid-sized companies often 
exploit the working capital route by 
inflating “stock in trade” bills and 
“receivables” to take money out 
from the company. The big boys 
use sophisticated methods like rout- 
ing funds to subsidiaries or group 
companies or companies of 
relatives as capital or loans and 
advances. Similarly, there are many 
instances of companies buying a 
business at an unreasonable valua- 
tion or investing in the equity cap- 
ital of large unlisted companies. 
These investments or the returns 
never come back to the parent 
company, say experts. 

That no financial scandals came 
to light during the years when India 
was shining is an inaccurate barom- 
eter of the integrity of Indian pro- 
moters. After all, such scams more 
often than not occur when the tide 
is rising and taking all boats along 
with it. It’s only when the tide goes 
out, to paraphrase Warren Buffett, 
that fraud and fraudsters get 
exposed. Raju will agree. m 
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HOW FUNDS 
ARE SIPHONED 


BANK FUNDS ROUTE 


B Working Capital Funds 
Method: Inflate stock in trade 
& receivables bills 


B Term Loan 
Inflate the value of fixed assets 


B Project Loan 
Inflate cost by conniving with 
suppliers and vendors 


B Issues debentures 
against assets 
Revalue assets arbitrarily 


NORMAL BUSINESS ROUTE 


B Pump capital into subsidiaries 
& group companies 

This may seem noble, but not 
when there's zero expectation 

of returns 


E Buy fixed assets like plant & 
machinery and other equipment 
Again, a perfectly sincere 
intention on the surface, but 

not when the value of assets as 
well as bills is inflated 


Bi Loans & advances to relatives 
and related parties 

Of course, there won't be any 
recourse to get it back 


Bi Inflate outsourcing, sales 
& distribution, consultancy 


& advisory payments 
It'S a well-tested 'expenses' route 


INVESTMENT ROUTE 


E Buy a company or a business 
at an unreasonable valuation 
Without doing an independent 
valuation, of course 


E Invest in equity/debentures 
of a large number of unlisted 
companies 

These firms would be invariably 
connected to the promoters, 
directly or indirectly 
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STRUCK BY SCAMS, 
STUCK WITH STOCK 


As past financial scandals reveal, small investors get 
the roughest end of the stick. VIRENDRA VERMA 





> INVESTOR: NAGPAL'S STORY: Nagpal and his family members were impressed with the 
Varun Nagpal dividend yield of the shares of Bank of Punjab when they bought the 
OFFENDING FIRM: CRB Group shares in 1997. The shares would provide a yield in the 7-10 per cent 


range at that time. Only problem: The shares they received were sold 
OFFENCE: CRB did not maintain reserve by the crs Mutual Fund. When the shares certificates (the concept of 
requirements, the Reserve Bank stopped  dematerialisation hadn't yet arrived) were sent for transfer, it did not 
it from raising fresh deposits. Cheques (bo lace. Instead. dec Narnali fandiv wes ddésd bo hieraiia to 
bounce. CRE chat dium Ra offices. ake place. Instead, the Nagpal family was asked by the registrar t 

return the certificates and in exchange get new shares. "It's more than 
HOLE IN THE POCKET: 10 years, neither do we get the dividends nor have we got the shares,” 
Rs 11.5 lakh (approx) says Nagpal, who along with his father and other family members had 

| purchased 80,000 shares for Rs 11.20 lakh. “There is no fault of us. 
We had not dealt with CRB,” says Nagpal. 


MATHURADAS' STORY: A fourth-generation investor, Mathuradas is himself INVESTOR: 

a market veteran. But even a seasoned investor like him was done in by Janak Mathuradas 

a tly-by-nig re M; adas purchased 200 shares of Deve ; 

: fly by night promoter. | lathur idas purchasec sh ires c Deve OFFENDING FIRM: P. Rajarathinam's 

Sugars in the mid-1990s in a private placement on the advice of some Deye Sugars & Deve Paints 

of his friends and after seeing the glossy brochure of the company. The | 

main promoter of Deve Sugars was P. Rajarathinam, a high-profile OFFENCE: Default to investors and 
oui hama i a Led » mid ói: Carrent ctam? The dhaces hau creditors by P. Rajarathinam 

acquirer of companies in the mid-’90s. Current status? The shares have Associates Group of companies 

yet to get listed. Around the same time, Mathuradas sold 600-700 i 

shares of Garware Paints, which had been acquired by Rajarathinam, HOLE IN THE POCKET: 

and later renamed Deve Paints. The offer was made at Rs 40 a share. RS 60,000 


Mathuradas has yet to get back the money. 


> INVESTOR: RANI'S STORY: Rani is saddled with 5,000 shares of Pentamedia Graphics. 

Pratibha Rani Her late husband bought these shares after the technology bubble 

OFFENDING FIRM: Pentamedia Graphics burst. Her husband bought 1,000 shares of Pentamedia Graphics on 
the advice of his stock broker after the stock price fell sharply. The 


OFFENCE: Company Law Board found stock price of the company touched around Rs 2,000 in 2000 and fell 
the company guilty of irregularities below Rs 100 after the Ketan Parekh scandal came to light. A 

NAE RON eee Company Law Board order said that Pentamedia suffered huge losses 
HOLE IN THE POCKET: in transactions with Pentasoft Technologies. When the stock price fell 
Rs 1.7 lakh to Rs 20, Rani's husband purchased another 4,000 shares to average 


the purchase price in 2002. But now the shares are trading at slightly 
over Rs 1.5 on the BSE. The price is so low now that she does not think 
of selling it. There are no dividends and the only thing she gets is the 
annual report of the company—the last one was for March 2007. 
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On a number of 
occasions, we have 
been told, “Utna hi 
likhiye jitna mere 

Rs 7 a copy ki cost 
mein fit ho sakey.” 
SO, information is 
rationed, pages 
trimmed and printing 
cost strictly controlled 


Excerpted from a column that 
appeared in Money Today 
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AVING PRODUCED MORE THAN 
500 annual reports of com- 
panies in my capacity as 
Chief Positioning Officer 
(and promoter) of Trisys, 
India's oldest and largest-dedicated 
annual reports agency, I can state 
unambiguously that not more than 
10 of those reports were created with 
the express purpose of servicing the 
shareholder. Standard client refrain 
was: "Saab, annual report padbta 
kaun bai?" Consider my experience: 


The skim-the-info report: An 
Ahmedabad-based pharmaceuticals 
giant started with the brief: *Let us 
produce a landmark document." 
Midway, the executive assigned 
slashed non-privileged text. Reason: 
"Why should I give all this informa- 
tion to my competitors on a platter?" 
The upar-upar ka report: Some com- 
modities firm (in businesses strongly 
regulated by the government) will 
never go into detail. “Zyaada bolenge 
to phir government mein problem 
boga. They will say you are prof- 
itable, so why do you need incen- 
tives? Please write everything cos- 
metically," is their brief. When the 
shareholder reads the report, he dis- 
invests immediately. 

The have-a-change-of-mind report: 
We were commissioned to create a 
landmark information-rich report for 
a commodities company, but gradually 
the censor prevailed. We realised 
why: the management wanted to buy 
into its own stock at low prices and 
any positive message would have 
made the exercise expensive. 

The information-by-weight report: 
On a number of occasions, we have 
been told, “Utna hi likhiye jitna mere 
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FOOLING THE SHAREHOLDERS 


Rs 7 a copy ki cost mein fit bo sakey.” 
So, information is rationed, pages 
trimmed and printing cost strictly 
controlled. *Zyaada likhenge to mail- 
ing cost bhi tob badbega!" 

The banker-and lender-centric report: 
An exhaustive report is created to en- 
hance lender confidence and mobilise 
low-cost loans, the differential offset- 
ting the cost of producing the report. 
The shareholder never gets this copy. 
The ‘what’ report? One company did 
not mail the copies to shareholders at 
all; a deluxe version was privately 
circulated among Fils, instead. Another 
insisted on a print run that was a 
quarter of the number of shareholders. 
Reason: "We can always say that it 
was misplaced in transit." 

The achhi-achhi report: Some reports 
are assiduously sanitised. Like a Yash 
Raj film, everything looks perfect. 
Until you discover that the company 
had provided an economic value- 
added (EVA) section in the previous 
year, which has gone missing this 
year. The defence: “Aisa hat ji ki last 
year, EVA was in plus, whereas this 
year it is in minus.” Their philoso- 
phy: when you have bad news, duck. 
The suitable hybrid report: Years ago, 
NIIT produced a report that controlled 
cost and yet enhanced transparency. It 
simply provided a synopsis of vari- 
ous sections with relevant URLs should 
the shareholder be interested in down- 
loading more information. You could 
fault them on the ground that not all 
shareholders would be Net-friendly 
but not on their “neeyat”. However, 
the company discontinued this 
practice after this. 8 


The author beads Trisys, an annual 
reports consultancy 





LREADY UNDER PRESSURE 
from the global slow- 
down, wary foreign inv- 
estors, terror attacks and 
a slowing domestic econ- 
omy, the stock markets could have 
done without the Satyam scandal. 
In a single stroke, Raju and com- 
pany spooked the whiff of a bear 
market rally that was expected to 
take the Sensex to 12,000 levels by 
March 2009. Just a day before Raju's 
dreadful admissions, the benchmark 
Sensex had touched an intermediate 
high of 10,335—a level not seen 
since November 10, 2008. Analysts 
were even expecting December's 
minor rally to extend into January on 
the back of rising insurance premi- 





test. To retain clients, Satyam might 
have to look for suitors, who will 
buy its entire business, but the con- 
tingent liabilities on account of the 
lawsuits are a dampener. 

But a bigger fear is whether the 
after-effects of Satyam-gate will rub 
off on the fortunes of the rr industry. 
While Satyam will find it difficult to 
gain new customers and retain old 
ones, top Tier IT companies like 
Infosys, Wipro and HCL are not go- 
ing to see any negative fallout or 
cancelled deals. Analysts point out 
that the Satyam scandal was purely 
accounting in nature and had noth- 
ing to do with the high-quality stan- 
dards of rr companies. Many of its 
clients had expressed pleasure over 


WE SHOULD DISTINGUISH BETWEEN 


SATYAM FALLS IN THE LATTER CATEGORY 





VETRI SUBRAMANIAN/ Head (Equity Assets)/ Religare Asset Management 


ums and selective domestic buying, 
but Raju's fraud dashed all hopes. 
The situation may well see the 
markets meandering for a long time. 
Says Vetri Subramaniam, Head 
(Equity Assets), Religare Asset 
Management: “It obviously puts 
pressure on the downside and it 
damages investor sentiment. But 
we should distinguish between cor- 
porate governance and fraud. 
Satyam falls in the latter category of 
fraud and they happen everywhere." 
The outsourcing business relies 
heavily on a quick and continuous 
support and very often overnight 
solutions to clients’ problems. 
Getting Satyam to focus on its 
clients while it tries to ascertain the 
veracity of its accounts is another 


the way Satyam managed their tech 
requirements, which included some 
top-of-the-league Fortune 500 com- 
panies. Tech outsourcers have com- 
plicated rr requirements, which they 
are reluctant to move after they 
have built confidence with their 
technology providers. 

Keeping client confidentiality 
and trade secrets are paramount in 
the business of tech outsourcing, 
and Indian companies have main- 
tained high levels of secrecy. Besides, 
taking the IT business to other coun- 
tries means additional training costs 
and extra outlays for the out- 
sourcers. Says Manish Chokani, 
Director, Enam Securities: “Out- 
sourcers like continuity and quality 
from IT companies." W 











TAKING A U-TURN 


Satyam-gate has spooked foreign investors 
who have turned net sellers. 
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UPPER HAND 


The Tier-I IT services companies command 
premium valuations in the market. 
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LOSTIN 
TRANSGRESSION 
Satyam s shareholders have lost 
nearly $2 billion in market value. 
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HOTSHOTS 


Alok Mittal (36) 

Managing Director, Canaan Partners 
ORMALLY, A GATHERING OF HEADHUNTERS IS Anup Bagchi (38) 
always electric. Top corporate moves are Executive Director, ICICI Securities 
tracked and there's a rush of anecdotes. Anup Maheshwari (37) 


Head of Equities & Corporate Strategy, DSP 


But, early this January is not BlackRock Investment Managers 





exactly a "normal" time as we Anurag Jain (38) 
gather in groups at our re- MD, Perot Systems, Asia-Pacific 
spective venues in Mumbai, Delhi and Apurv Nagpal (38) 
Bangalore to debate a robust list of over 150 Managing Director, Saregama India 
Kishore Gotety (37) 


names of the young (40 years and under) 


: Country Head, RREEF 
movers and shakers of India Inc. We have 


Kaushal Sampat(38) 








been at it since 2002, so some obvious R. Suresh COO. Dun & Bradstreet Information Services 
changes are not exactly going unnoticed: — MD,StantonChase Milind Pant (38) 
Straight off, the mood is not “upbeat” and — !ntemational Chief Marketing Officer, Yum! Restaurants 
there is a sense of quiet, which conveys the “The phase where <s TO 
serious and no-nonsense attitude of cor- some could still PUR IM ists Ost Maio. 
porate-India at work. Slowdown is up get away with Entertainment Networks, South Asia, for 
close and personal now. non-performance Temer Intemational India 
: :ticali j ? Neeraj Bharadwaj (40) 
| Given the criticality, we went about IS over wes squa d Cool Hui Ao 
this assessment with the best in the busi- Partners India 
ness—most of whom have been a source of con- Neeraj Garg (37) 
Agarwal stant help since the inception of the exer- tb 2 Branded Formulations 
CEO, Accord Group (India) cise: R. Suresh, MD of StantonChase whe 
T : š - š l 
Now, more than International; Sonal Agarwal, CEO of Accord Managing Director. Perinsula Land 
ever, these young Group India; Hastha Krishnan, CEO of Ma Foi Rajan Anandan (40) 
executives will Global Search Services; and Purvi Managing Director, Microsoft India 
have an opportu- Sheth, vp of Shilputsi. Needless to Rajesh Kamat (35) 
nity to prove that say, their standard of selection has CEO, Colors 
Rohit Sharma (37) 


they have the been getting sharper and meaner over 
ability, agility and the years. Every name was debated on 
rigour to rise to not just the person’s record, but also 


COO, Zapak Digital Entertainment 


Shailesh Chaturvedi (40) 
CEO, Tommy Hilfiger Apparel India 








the challenges” merit in his/her current job. In some Sharat Dhall (40) 
cases, we became mute spectators of Managing Director, TripAdvisor India 
the involved debate on how close a Hastha Krishnan Shefali Goradia (40) 
contender was to making it further dep- CEO. Ma Foi Global Search "Wine SN Aden 
ending on their positions in the organisa- “There is no rore "en 
tion—and in one instance, even the prox- room for errors —À— 
"t and a win-win T.R. Ramachandran (40) 
imity to the top boss. HU d Wi CEO. Aviva India 
Of course, we also landed with peo- Situation is 
| ! the single point Push Paju (37) 
ple in between hot jobs, had to remove ‘E 4 gie pol Executive Director, TVS Capital Funds 
some short-listed contenders as they had agenda driving Vidhya Srinivasan (38) 
crossed our age limit and drop others bec- corporates Head of Strategy, Aditya Birla Retail 
ause they were not based in India, which today roi eyo ae 
was material to the selection process. | Vikram Ramakrishnan (35) 
Purvi Shet! Going by the dark clouds over the business Principal Consultant, Booz & Company 
VP, Shilputsi wet = hotshots listed here have me Zubin Irani (37) 
u ; te. i s Z i ts z - Managing Director, Carrier Airconditioning 
Atseniorlevels celebrate. Businesses are cutting costs and ho ee 
people are ing back investments, customers are hanging on to 
more cautious their money and managers are racking their brains (Names in elphabotical order) 


and looking for for strategies to beat the slowdown. But hotshots 
roles that are are, well, hotshots. Let's see how they fare. The 
sustainable" game has just begun. 
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Alok Mittal, 36 
Managing Director, Canaan Partners 


BEEN THERE: Co-founded 
JobsAhead.com, which became the 
largest jobs portal. Sold it to Monster 


DONE WHAT: Led Canaan's entry into 
India and has done six early-stage 
investments, including 
Bharatmatrimony.com 


He’s everything that young Indians 
dream they can be and strive for: 
self-made and successful. “I come from 
a middle-class family, my father held a 
government job,” says Mittal, who led 
Canaan Partners’ entry into India. His 
current profile barely begins to describe 
his achievement, or his passion for en- 
trepreneurship. He’s part of the few 
who contributed to the dotcom wave in 
early 2000 but managed to actually 
make a successful exit (with 
JobsAhead.com). He’s also a Founding 
Member of Indian Angel Network and 
is often seen counselling young, 
wannabe entrepreneurs. He’s a man to 
track, with years on his side and he has 
always managed to stand out—even as 
a student, having earned the President’s 
gold medal at the Indian Institute of 
Technology, Delhi. 

SHAMNI PANDE 
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Anup Bagchi 3s 
Executive Director, ICICI Securities 


BEEN THERE: Changed the way 
India traded in shares through 
ICICIdirect.com in 2000 


DONE WHAT: Led the metamorpho- 
sis from online broking to 
partnering customers in setting 

& achieving their financial goals 


This man has a goal that 
is a mouthful: to bring about a 
Social Change among Indians in 
their Financial Planning. 
“Investable income in India is ex- 
pected to rise four times to $1 tril- 
lion in 2012... India is just begin- 
ning its consumption journey," 
says Bagchi. A shaker, not a 
*mover", he started his career in 
1992 with ICICI, was part of the 
ICICI Bank launch in 1993, and 
launched online broking under 
ICICIdirect in 2000. “ICICI is an 
exciting place to work, and from 
a career perspective I think it is 
one place that helps you grow 
with the company and bring in a 
lot of new perspectives." 

ANUSHA SUBRAMANIAN 


Anup Maheshwari; 37 
Head of Equities & Corporate Strategy, 
DSP BlackRock Investment Managers 


BEEN THERE: Grown with the company since 1997 


DONE WHAT: Involved in building a team of equity professionals 
who have contributed to the consistent performance over time 








Anurag Jain/38 
MD, Perot Systems, Asia-Pacific 


BEEN THERE: Founded Vision 
Healthsource, later acquired by Perot 


DONE WHAT: Spearheaded efforts 
to improve vocational skills and 


blue-collar work skills 
: Five years ago, when his company 
= Vision Healthsource was acquired 
7 by Perot, he knew he would stay 
i on at his new employers but didn't 
z believe it would last so long. 
“I must have been four-five rungs 
He has been with psp BlackRock (formerly psp Merrill Lynch down the ladder, and I’ve always 
Fund Managers) for 11 years, growing with it. Says had this entrepreneurial bug, so 
Maheshwari: “I was lucky to be given responsibilities at a very I thought I would be doing 
young age and was fortunate to have a good team backing something else by now,” Jain says. 
me.” Maheshwari has also managed an offshore fund. He sees Instead, he has taken Perot Systems 
his role in DSP's corporate strategy team as important in the from the 350-odd people when 
current challenging times. *Taking the right decisions today they bought him out to being in 
will have a meaningful impact on the long-run prospects of charge of 9,000 people. “I love this 
the company," he says. ANUSHA SUBRAMANIAN place, and I’ve been essentially 


Iivd HSISVaaa 





able to do my own things here." 
KUSHAN MITRA 


Apurv Nagpal 38/ Managing Director, Saregama India 


BEEN THERE: Sri Lanka, Moscow, London, Amsterdam... 
then Bangalore. Stints at P&G, BAT, Reckitt Benckiser 


DONE WHAT: As SAB Miller Marketing Director, shook up the beer market 


A globetrotter: nearly 11 years across Moscow, London. Amsterdam. 
Then two years in Bangalore with sas Miller. Next stop: Kolkata, as MD, 
Saregama India, the entertainment and music major. Why Saregama after 
selling personal care products and beer? Movies are one of his passions 
(he blogs pretty good reviews). After his MBA in 1993. Nagpal began with 
Procter & Gamble, did stints with BAT and Reckitt Benckiser abroad. 
Back in 2007 as Marketing Director of sas Miller, he launched Indus 
Pride and revived Haywards 5000. Of Saregama, he says: “For me it's 
about following my passion and seeing how I can make a career out of it, 
and how I can contribute to the sector." SOMNATH DASGUPTA 
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Kaushal Sampat 38 
COO. Dun & Bradstreet Information Services 


BEEN THERE: Multiple strategic and operational 
roles at various D&B strategic business units 


DONE WHAT: The “start-up” man, Sampat was 
at the forefront of launching new products 
and training people 


When Sampat joined D&B 10 years ago, 
the information services business was a 
nascent one and Sampat pioneered many 
products, innovating on business models 
and pricing for D&B’s foray into India. 
One early success was the alliance with 
Bombay Stock Exchange (1999-2004), to 
provide near real-time information on 
companies. Recently, India became one of 
the fastest growing markets outside of the 
US for Hoover's, a provider ot online 
business information and now part of the 
D&B stable. “Information services are now 
a bona fide business, though still a nascent 
one,” he says. Till his sons were born, 
work was life for Sampat. Now he ts a 
major fitness and art enthusiast. 

SHALINI S. DAGAR 
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Kishore Gotety 37 
Country Head, RREEF 


BEEN THERE: Set up a specialised team in real estate and 
infrastructure 


DONE WHAT: Targeting an investment portfolio of 
$1 billion by 2011-12 


Gotety has been working in realty-related 
investments for over 15 years. In October 2007, he 
began heading the Indian operations for RREEF, 
Deutsche Bank’s alternative investment arm in real 
estate and infrastructure. It aims to build an invest- 
ment portfolio of $1 billion by 2011-12. Gotety 
started out in 1993 at ICICI Securities armed with a 
Master’s in Finance. Moving around in the group, 
he was picked to spearhead ICICT’s first property 
fund in 2003. “Tve been fortunate to have mentors 
who were interested in my success,” says Gotety. 
At his new job, the focus in 2009 will be on creat- 
ing value in the existing portfolio, among other 
things. Gotety says: “Staying detached from a 
situation helps throw up a rational and objective 
approach to any problem.” 


ANAMIKA BUTALIA 





SERVO Maruti Genuine Oil. 


For a leader. From a leader. 


SERVO Maruti Genuine Oil (MGO) from IndianOil is formulated with 
special additives to suit the exclusive needs of a Maruti engine. It 
reduces engine strain, prevents vital engine parts from rusting and 
also helps in the substantial reduction of engine wear and tear. Thus 


DRAFTFCB + ULKA 910076 


ensuring that your Maruti vehicle delivers 10096 performance. 
Everytime. Now make your favourite Maruti, 10096 Maruti. With 
SERVO Maruti Genuine Oil. Only from IndianOil. 


All-weather performance | Reduces wear and tear | 
Minimises fuel consumption | Reduces engine strain | 
ƏOrotects from rusting 100% PERFORMANCE. EVERYTIME. 


Available at IndianOil Petrol Stations and Maruti authorised Service Stations. Call Toll-Free: 1 800-2333-555 
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Chief Marketing Officer, Yum! Restaurants (India) 


BEEN THERE: Handled various businesses, functions across 
different countries for Unilever 


DONE WHAT: Part of team that shored up Unilever's 
ice-cream business (Wall's) in India 


His name rings a bell: Is he related to the illustrious Micky 
(Muktesh) Pant, Chief Marketing Officer (global) for Yum! 
Restaurants International? *He's the *full-Pant,' I am the ‘half- 
Pant,” jokes Milind (both had worked at Hindustan Lever). 
(Half)-Pant has a large vision for the brand that he joined a 
year ago: “To have a billion people asking for Yum! in India,” 
he says. But what about the recession? “Last December, we 
had the best sales for Pizza Hut and KFC in India, and this 
January is turning out to be another high-hitter,” he says. His 
happiest achievement: he’s a hit with his children and their 
friends, who have a father serving up KFC. 


SHAMNI PANDI 
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Monica lata 39 

Vice President and Deputy General 
Manager, Entertainment Networks, 
South Asia, for Turner 
International India 


BEEN THERE: Heading Turner s suite 
of Entertainment Networks in India 


DONE WHAT: Took a strategic 
approach, leveraged promotional 
licensing to grow the non- 
traditional advertiser base 


Her first job: peddling a video 
news magazine, door-to-door, in 
1990. True calling: ad-sales. A 
stint with Mid Day, then lite 
changed as she joined STAR India 
in 1992. During her 12 years with 
STAR, she played “a pivotal role” 
in the launch of Star Gold. After 
leaving as Senior vr, she joined 
Turner International to head ad 
sales and raised the profile of its 
kids’ networks. Today, 30 per 
cent of the advertisers are non- 
traditional ones. As Turner's 
Head of Entertainment Networks 
for South Asia, she will be rolling 
out new English and Hindi chan- 
nels, and getting into movie pro- 
duction. “The excitement has just 
begun for me,” she says. 

ANUSHA SUBRAMANIAN 
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Enriching Lives 


Buy Kirloskar Green 
15-625 kVA genset. 


Get Total Value for Money." 


Fuel efficient 
CPCB compliant 
24 x / Service 


* Winner of the 


FROST © SULLIVAN 


Voice of Customer Award in the “Best Bang 
for Buck” category in the Indian Genset Market. 


KIRLOSKAR GREEN ADVANTAGES: e World class compact 
design saving your money on space e Multiple sets for higher kVA 
requirement ouper silent gensel Utmost reliability ensuring 
continuous power for smooth business operation è Complete Powel 
ideas trom load assessment to selection, to installation 

; largest selling genset brand e Preferred choice of various 
industrial segments e Available in a wide range of 5 to 6600 kVA 


KIRLOSKAR OIL ENGINES LIMITED, 
Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 INDIA 


Hungry for Power Ideas? Call 1800 233 3344 (Toll-free from BSNL and MTNL) 
& 020-6608 4608 (Other than BSNL and MTNL). 


"Kirtoskar", "Kirloskar Enriching Lives". "Kirloskar Green Chilli Power Ideas" are trademarks Owr 








Neeraj Bharadwaj, 4o 
Managing Director & Country Head, 
Apax Partners India 


BEEN THERE: With Apax Partners since 
2000 and in India since 2006; was 
with McKinsey from 1991-93 and 
again between 1995-1999 


DONE WHAT: Brought Apax to India 
and concluded the first deal in India 
(Apollo Hospitals); wrote the business 
plan for ISB when with McKinsey 


As the photo shoot begins, the 
Apax Partners office echoes with 
laughter. Some make faces at the 
boss, who joins in and asks his 
team (all of six) to come up with 
some clean jokes. No luck. “If I 
wasn't a consultant, | might have 
been a comedian," says Bharadwaj. 
An alumni of Wharton and 
Harvard Business School, he likes 
to tell jokes at work and is also a 
fanatical cricket fan. Bharadwaj 
counts among his achievements 
the setting up of the Apax office 
in India. *There were a lot of 
Indians working in Apax when 
we decided to come to India and 
it was easy," he says. Apax plans 
to do only two deals a year with 
companies that have a market cap 
of $250 million to $5 billion. 
SUMAN LAYAK 
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Neeraj Garg/37 
COO, Mass-market Branded Formulations Business, 
Piramal Healthcare 


BEEN THERE: President, Sales and Marketing, Piramal 
Healthcare; Senior Associate with AT Kearney; Area 
Sales Manager at Hindustan Unilever 


DONE WHAT: Set up the current business 

at Piramal Healthcare from scratch in three years; 
led the creation of a growth strategy in-house at 
Piramal in 2003; won the AT Kearney Global 
Intellectual Capital award for creating a methodol- 
ogy to evaluate retail business models 


Garg insists he is as much a man of brass tacks as 
he is of vision. The business he heads is about pro- 
viding quality medicine at reasonable prices in the 
interiors and Garg is inspired to an extent by C.K. 
Prahalad's writings on the bottom of the pyramid. 
“I want to do something that becomes a game- 
changer," Garg says. His advice to youngsters: 
“Be focussed. But also go out and get your hands 
dirty, there is no substitute to learning by doing." 


SUMAN LAYAK 
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Rajesh Jaggi, 40 
Managing Director, Peninsula Land 


BEEN THERE: Led the Ashok Piramal Group's mall management 
activities and headed Crossroads 


DONE WHAT: Was appointed MD at 36; took Peninsula from 
being a Mumbai-based developer to a national player 


At Peninsula, Jaggi helped complete transactions amounting to 
6 m sq.ft. and is steering 33 m sq.ft. under development. This 
graduate from Babson Graduate School of Business, Boston, re- 
grets just one thing—not staying back in the Us to gain some in- 
ternational experience. Jaggi’s other passions are his kids, bad- 
minton and design. He feels the real estate industry is going 
through “a dynamic change and the impact will last for some 
time”. His goal is to “make Peninsula one of the most recog- 
nised and trusted brands”. SUMAN LAYAK 
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Rajan Anandan «o 

Managing Director, Microsoft India 
BEEN THERE: As Managing Director of Dell 
India, he grew the company from $250 
million to $800 million in just two years 


DONE WHAT: Aims to achieve the digi- 
tisation of India in his new role 


Anandan is at Microsoft headquarters 
in the US when BT gets through to 
him, “I am constantly told how 
important India is to Microsoft over 
here.” The new MD of Microsoft 
India, appointed just four months 
ago, says: “I am a big believer in peo- 
ple and teams—when you put a great 
bunch of people together, great things 
will happen. We had a great team at 
Dell and that is what I want to do 
here." At Microsoft India, which has 
gone through some turbulent times in 
the recent past, Anandan brings in à 
youthful verve. KUSHAN MITRA 





BEEN THERE: Heading Colors and launching it as the 
11th player in the market 


DONE WHAT: Built Colors into the No. 2 general 
entertainment channel in six months 


Mr Speed. From a management trainee at Coca-Cola in 1997 to a 
brand manager in three years. Joins STAR India in 2000. Leaves it 
as Senior Vice-President in 2005 to set up TV production company 
Endemol India and churn out hit productions like Bigg Boss and 
Fear Factor India. Next stop: CEO of Viacom18's Colors channel. 
Asked to put it among the top three in its category within a vear, 
he does so in six months. “We are only 40 GRPs away from s 

Plus (the No. 1)," he says. How did he do it? The four pillars of 
differentiated content, disruptive scheduling, distribution, good 
display and clutter-breaking marketing. What next? “I get ob- 
sessed with whatever I am doing currently. So, right now | am 
obsessed with Colors," says Kamat. ANUSHA SUBRAMANIAN 


Rohit Sharma; 37 
COO, Zapak Digital Entertainment 


BEEN THERE: Established Internet gaming in India, 
and made Zapak the leader 


DONE WHAT: Made Zapak synonymous with 
gaming in India 


Zapak.com is synonymous with gaming and Rohit 
Sharma gets all the credit. “I was the first employee of 
Zapak, and was brought in not just to build and sustain 
the business but also its functions,” he says. It now has 
250 professionals. Within three years, it has become the 
leader in gaming. Before Zapak.com, he worked with 
Cyber Media India as well as on The Times of India’s 
www.indiatimes.com, where he launched over 10 
Internet vertical channels. Revenue targets have been 
scaled up for 2009, since Zapak broke even in the last 
quarter of 2008. It now aims to go to Brazil, Russia and 
Pakistan and will make its Us debut as well. 

ANAMIKA BUTALIA 
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Shailesh Chaturvedi 4o 
CEO, Tommy Hilfiger Apparel India 


BEEN THERE: Brought in international brands like 
Esprit and Tommy Hilfiger to India 


DONE WHAT: Developed and sustained a 
high quality, young talent pool 


For over 17 years, Shailesh Chaturvedi has been 
scouting for international businesses that can be 
brought to India. At the Madura Group, where 
he worked for 13 years, he brought Esprit to 
India. He then moved to Hong Kong to set up 
Benetton’s business but returned soon. For two 
and half years now he has been with Tommy 
Hilfiger Apparel India as CEO. From setting up 
shop in India to meeting highly placed interna- 
tional standards in terms of operations, 
Chaturvedi has done it all. Now, he says, the fo- 
cus is on people. “It is imperative that we as a 
team bond especially in such testing times... 
Additionally, we hope for commercial success in 
all our operations,” he says. There are now 40 
Tommy Hilfiger stores in India and “smaller 
towns and cities have created an excitement in 
business”. 
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Sharat Dhall/ 40 


Managing Director, TripAdvisor India 


BEEN THERE: Set up Shakti, the then Hindustan Lever's project for 
empowering rural women entrepreneurs. The project now covers 25,000 
women in 300 districts and is acknowledged as a big success, both 
socially, as well as from a business perspective 


DONE WHAT: Spent the last three years in online business; TripAdvisor India is 


now among the top five Indian travel sites 


“Moving to Gurgaon helped me get in touch with sports again. 
I’m able to play squash and golf, which I couldn't back in Levers,” 
says Dhall. But lack of sports was not the reason the Levers 
veteran quit in 2005. “I wanted a change... | wanted to work 
in something that wasn't the brand-driven consumer goods 
industry," he says. The online space beckoned and he got to be 
part of the team that launched the Indian operations of the 
world's largest travel site, Expedia, in 2007. Dhall then set up 
TripAdvisor, a sister site, where travellers advise each other on 
destinations, airlines and hotels. *The concept of online social 
advice is amazing," he says. 


KUSHAN MITRA 
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Shefali Goradiay 4o 
Partner, BMR Advisors 


BEEN THERE: Breaking the glass ceiling 
and heading the international tax 
practice for the law firm 


DONE WHAT: Spent 14 years at a law 
firm practising international tax and 
joined BMR Advisors as partner 
four months back 


In 1991, when India opened its 
market to foreign investments, 
Shefali Goradia was elated. She 
had just done her CA, topping it 
with a gold medal, and she chose 
to practise international tax, then 
at a nascent stage. She joined 
Nishith Desai Associates, working 
for 14 years and heading its inter- 
national tax practice. “It’s been 
only four months since I’ve 
moved to BMR Advisors as part- 
ner," she says. Now, she works 
with an accounting firm and her 
profile is more or less the same. 
"International tax has always 
been a passion and if someone 
pays good attention, it can be an 
innovative and creative field," 
asserts Goradia. 
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Siddharth Roy Kapur; 34/ ceo, UTV Motion Pictures 


BEEN THERE: Part of the pre-launch team for STAR TVS 
phenomenal hit Kaun Banega Crorepati 


DONE WHAT: Awaiting the release of the movie Delhi 6 


Last year was big for UTV Motion Pictures, and Siddharth Roy 
Kapur is all smiles. "We've dabbled in an entire range of gen- 
res." UTV fielded historical dramas (Jodhaa Akbar), comedy 
(Welcome to Sajjanpur) and serious cinema (Mumbai Meri 


Jaan and A Wednesday). Starting off at 23 as a Brand Manager 


with Procter & Gamble's Mumbai office, he moved to the 
STAR Group in 1998. “The turning point of my career was the 
launch of Kaun Banega Crorepati. We were a small, core team 
and to see it become the focal point for the entire nation 
swept us off our feet," he recalls. Kapur saw a meeting with 
urv's Ronnie Screwvala in 2005 as his chance to take his pass- 
ion for movies a step forward. Since then, his profile has 
changed from heading the marketing and corporate commu- 
nication division across channels, to his current profile as CEO. 
ANAMIKA BUTALIA 





Suresh Raju; 37/ Executive Director, TVS Capital Funds 


BEEN THERE: Helped Deutsche Bank in the US rebuild its 
tech practice. 


DONE WHAT: Handling a fund aimed at helping SMEs upgrade 


He loves challenges—or why would he chuck up a 
Deutsche Bank job in the US to return to India and help 
set up a venture fund from scratch? Raju handles a 
Rs 600-crore fund that addresses the needs of small and 
medium enterprises looking to scale up. The irrian, who 
picked up an Ms from Ohio State University and an MBA 
from Chicago, says he saw the opportunities in 2007 
and joined Gopal Srinivasan of the Tvs group in setting 
up the venture. For someone who helped Deutsche Bank 
rebuild its technology investment banking practice on 
the us East Coast after the tech bubble collapse and 9/11, 
he is on familiar turf. 

N. MADHAVAN 
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T.R. Ramachandran 40 
CEO, Aviva India 


BEEN THERE: 19 years at retail banking, consumer 
finance, credit cards 





DONE WHAT: Was with Citibank for almost his entire 


career, launching products like credit cards 


At Citi, Ram handled a variety of roles, but 
found credit cards the most satisfying and chal- 


lenging. “It was a concept virtually unheard of 


at that time,” he recalls. Citi pioneered co- 
branding in India, and at one point, it had 23 per 
cent of the Indian credit card spend. The Aviva 
assignment, which he took on a few months ago, 
is similar in the need to build scale and educate 
the consumer. Spending almost half the month 
on the road, Ram is now working on a work-life 
balance. A start: learning to play the tabla. 
SHALINI S. DAGAR 
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Vidhya Srinivasan 38 
Head of Strategy, Aditya Birla Retail 


BEEN THERE: As Vice President for Finance, at Glenmark 
Pharmaceuticals, she integrated finances across 55 countries. 
Starting off at A.F. Ferguson, she later held senior roles at A T. 
Kearney and Genpact 


DONE WHAT: Guided strategy at Aditya Birla Retail through the 
growth phase—from 15 stores to 650 


A workday is usually 12 hours or more. “I get bored if I am 
not working," says Srinivasan. Having begun as a consultant, 
she is enjoying her functional role at Aditya Birla Retail, just 
as she did at Glenmark. At Aditya Birla Retail, she deals with 
strategy, consumer insights, loyalty and institutional sales. 
“We have to be seen providing value to the sector," Vidhya 
says. She feels youngsters should begin with functional roles 


KESHAV RA] 
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and then go on to consulting. “Investment banking and 
consulting are considered sexy. But functional roles give 
you a better grounding," she says. 


SUMAN LAYAK 





Vikram Ramakrishnan 35 
Principal Consultant, Booz & Company 


BEEN THERE: Joined the consultancy in 2001 and survived 
the downturn, despite being the junior-most in experience 


DONE WHAT: Part of a team that is setting up offices in 
Mumbai and Delhi NCR 


yorn into a family of doctors, Ramakrishnan's decision 
to pick up a doctor's degree was natural. He practised in 
India and the UK before enrolling for a fellowship at the 
Royal College of Surgeons, where he figured an MBA 
would be a stimulating line. *I enjoyed the studies 
immensely," he says of his time at INSEAD, France. He 
joined Booz Allen Hamilton, now Booz & Company, in 
March 2001. “It was the worst time to have joined a 
consultancy because the market conditions were worsen- 
ing. By the end of that year, the number of associates 
had shrunk to 30 from 70," he says. Having survived the 
downturn, Ramakrishnan now heads the company's 
learning and development division. 

ANAMIKA BUTALIA 


92 BUSINESS TODAY FEBRUARY & 2009 


Vivek Gambhir, 4o 


Partner, Bain India 


BEEN THERE: Founding Member of Bain India, leads 
consumer goods and the technology, 
telecommunications and media practices 


DONE WHAT: Was in the US for 19 years, before 
coming back as the first Bain employee in India 


When he came back in 2006, Gambhir was a 
bit apprehensive. But the transition has been 
“surprisingly painless and extremely satisfying 
professionally.” And, why not? The India 
office has been the fastest start-up in Bain’s 
history. “We have exceeded our personal am- 
bitions. We achieved our targets for the first 
five years in two years.” But Gambhir says the 
best is yet to happen: “The new generation of 
global MNCs will come from India.” And 
advising them along that route is clearly what 
keeps Gambhir going. 

SHALINI S. DAGAR 








IINVAASOO LIHODVA 


IN LIWY 


M V IN 





UCHU SU MEE ul 
Pa ` , 
Tan | e 
Jont wait, just try a simple experimen 





= R W^ j 
I Tt Í v sae P n 
A "u B nu, ut 








) 1: Ht 
\ 
Hh iid 7nd Currpc 
LI , 
| í ' 

y B I F 

| à I 
i ) WL Ü j j 
acory 0 Wi 

ESEVE Ç í 

è 1 

TOMUS 

Ë M L 
i ii? 
VE | 

pu I ' i j 


ond 
to attra more wealth 
9 


| "iren 1 J Quick and | ndet ol gyros wi deles without 
} wellness n ed Vast’ ond 7 
xn to cof 


A 

| ris aes or sing: 
2 a W MA 

end a DD of Rs. 255/. today & para RE 

et your book FREE door delivered. 

all: 0265-2652037, 0-9825084612, RIM.3253466, 0-9824179954 

ond DD of Rs. 255/- to or write for FREE leaflet detail to. 

ersonal Care Systems, 336/43, GIDC - Ma , Baroda 39001 

ALL TOLL FREE: 1800-233-2658 eis rdg Book size: 240 x 155 mm 


rder Online: www.pyramidvastu.com 


py Dr. 





bt 


SATISH KAUSHIK 





special 


Zubin lrani;37 
Managing Director, Carrier Airconditioning & Refrigeration, India 


BEEN THERE: IIT Kanpur, then MIT followed by a stint with McKinsey in 
the US, Europe and India. Joined Carrier in early 2005 as marketing and 
strategy boss for Asia-Pacific, in Singapore, then moved to India 


DONE WHAT: Has rebuilt a company that is growing over 20 per cent 
on average in the last three years 


When he is not busy running Carrier, Irani likes to coach his five- 
year-old son's soccer team and run. Having strengthened its distri- 
bution and dealer network and built an energy efficiency credo, 
Carrier is now working on better customer care. In addition to 
calling their call centre, customers can e-mail their problems to 
Irani himself. A leader, according to him, *delivers more than 
market share. For our company, this means good service, 
excellent quality and value to the customers in terms of energy 
efficiency." Pssst!... Having J.J. Irani as his father did help when it 
came to getting leadership qualities. “To be a leader, you have to 
be a credible person," he says. 

SAUMYA BHATTACHARYA 
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HOTSHOTS 


Abraham Joseph 
VP (R&D), Bajaj Auto 


Angshik Chaudhari 
Director, Operations, Cisco Globalisation Office 


Anshuman Singh 
CEO, Future Logistics & Value Fashion Retail 


Arjun Bharathan 
Country Head (India Operations) 
Austrian Energy & Environment GmbH 


Ashish Gupta 
COO and Country Head, Evalueserve 


Ashok Vemuri 
Member of Executive Council, Senior VP & Global Head 
(Banking & Capital Markets), Infosys Technolgies 


Dhanpal Jhaveri 
Executive Director, Future Capital Holdings 


Girish Baliga 
Partner 3i (India) 


Girish A Wagh 
Head (Small Car Project) Tata Motors 


Jaspreet Bindra 

Country Manager (Online Business Services) 

Microsoft India 

He's now Head (Entertainment & Devices) Microsoft India 


Kumar Karpe 
Country Manager (Financial Services Sector) IBM India 
He's now Head, Financial Services Sector, IBM India 


Leena Nair 
Executive Director (HR), HUL 


Madhusudhan Kela 
Head-Equity, Reliance Mutual Fund 


Pankaj Razdan 

Deputy CEO (Financial Services) 
Aditya Birla Group 

Pramod Arora 

COO, Oberoi Constructions 


Ramesh Mangaleswaran 
Partner, McKinsey & Company 


Sameer Suneja 
CEO, Perfetti Van Melle India 


Saugata Gupta 
CEO, Consumer Products, Marico 


Shailesh Rao 
MD, Google India 


Srinivas Pallia 

VP Enterprise Solutions, Americas, Wipro Technologies 
He's now VP, Business Technology Services, Wipro Technologies 
Shubhajit Sen 

VP (Marketing), GlaxoSmithKline Consumer Healthcare 
He's now Executive VP, GlaxoSmithKline Consumer Healthcare 
Surjeet Singh 

CFO, Patni Computer Systems 

He's now Chief Financial & Operations Officer 

and Head of Mergers & Acquisitions 


Tejpreet S Chopra 
President & CEO, GE India 


Vivek Bhandari 
Director, IRMA 


V. Vaidyanathan 
Executive Director, ICICI Bank 


(Current positions as per information available with BT) 


Finding the upside 
in the downturn 


Communications service providers (CSPs) feeling the heat of the 
global economic downturn can beat the credit crunch by focusing 
on three areas, says Nokia Siemens Networks. 





Faced with pressure to reduce capital Energy consumption reduced; site 
and operating expenditures, CSPs still rental savings achieved 

“awu lbi RN Since October 2006, Japanese CSP 
NUN US ana pacvagaq owners. Softbank Mobile Corp. has been 


Hence, CSPs must find ways to harness 
technology and maximize existing 
infrastructure investments. At the same 
time, CSPs must continue to deliver 
innovative products and services to 
delight and win customers. 


expanding its market share rapidly. 

To cater to traffic spikes, it needed to 
increase its network capacity. Softbank 
Mobile also wanted to reduce carbon 
emission of its base stations, part of its 
green efforts as a socially responsible 
3 steps to beat the credit crunch compone are 
Drawing from the rich experience of The CSP deployed Nokia Siemens 
working with 1,400 customers globally, Networks' Flexi BTS as it offered several 
Nokia Siemens Networks has identified benefits. For a start, they were able to 
three ways to help CSPs turn today's achieve savings of 15% in capital site 
downturn into an upside: investment with the Flexi BTS. 


Softbank Mobile was also able to 
accommodate the high traffic simply via 
essing thi enue dra a software migration, rather than through 
| the installation of more base stations, 
thus further reducing its CAPEX. 


Reduce loss 


Nokia Siemens Networks Flexi BTS' 
size means portability even in densely 
populated Japan where land space is 
Improve efficiency at a premium. This resulted in easier 
negotiations with land owners, enabling 
Softbank Mobile to save up to 40% 
savings on site rental costs. Power 
consumption has also been drastically 
reduced by 60%, resulting in another 
significant cost saving for Softbank 
Mobile. 


With the use of the smaller and more 
energy-efficient Flexi BTS, carbon 
emissions has also been reduced, thus 
helping Softbank to fulfill its corporate 
social responsibility while offering the 
best mobile services competitively to 
their subscribers. 


increase revenue 





Nokia Siemens 
Networks 





unite. nokiasiemensnetworks.com/creditcrunch 
ht 206 okia Siemens Networks. All rights reserved. 
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[ IS GREAT TO SEE TENDULKAR 

STILL getting runs. I genuinely 

love cricket," says Andrew 

Moss, Group Chief Executive 

and a board director of insurer 
Aviva Plc., of Aviva's brand ambas- 
sador in India. Moss, 50, was in New 
Delhi recently on bis umpteenth visit 
to India. He believes that the global 
financial crisis positions tbe insurance 
companies ratber well. Aviva's India 
business—a joint venture with the 
Dabur group—has been growing at a 
healthy rate. Moss along with his 
team of Asia Pacific CEO Simon 
Machell and Aviva India CEO T.R. 
Ramachandran spoke to &r's Shalini S. 
Dagar on the global situation as well 
as Indian operations. Excerpts: 





































The global financial crisis has changed 

the landscape. How has the operating 
environment changed for corporations 

such as yours? 

ANDREW MOSS: The landscape that we 

now see, probably positions insurers 

well. The insurers, with the exception of = 
AIG (AIG’s problems had nothing to do 
with their core insurance operations), 
have come out of the crisis pretty well. 
Yes. asset valuations have affected their 
balance-sheet and solvency margins 
have been reduced. As for Aviva, the 
crisis has cut into the buffer we had 
of capital and that is what the buffer 
was there for—to absorb the shock. | 
expect that the insurers will conti- 
nue to be regarded as a 
safe place for long- 
term savings. Pricing 
of general insu- 
rance may be 
affected. In the 
medium term, 
we feel very 
confident 
about our 
prospects. 


ATISH P 


PHOT 


What are the growth projections for 
India in the years to come? How do 
you see its contribution to the global 


j “Over the 


obvious to the customers what the 
genuine value of those guarantees is 
and I am not talking about India here, 


balance sheet? — long term, the but more broadly. And pricing such 
AM: India’s contribution to the global reputation products can be a challenge. 

balance sheet has to go up; it is tiny at T.R. RAMACHANDRAN: We are evalu- 
the moment. But it punches way above of the company ating a quasi-guarantee product. There 
its weight in terms of its importance IS a Very Is a suite of products we have at pres- 


because of the growth prospects inher- 
ent in the market. 

SIMON MACHELL: India is a very young 
market. We have been here six vears 
and the market has changed significantly 
in that time. It is still a demographics-led 
market. It is all about building right 
products for the right customers at the right time. We 
expect the Indian market to grow 30-35 per cent 
over the next three years. 


Where will the emphasis be for operations in India? 

AM: It is important not to be just talking of top-line 
growth. It is easy to get topline growth in the insur- 
ance business. The trick is to get top-line growth 
and then work through to the bottom line. We have 
been pretty successful in many countries where we had 
young businesses like we have in India. Wherever we 
operate, we wish our company to be thought of as 
eminent if not pre-eminent by the ethical and com- 
pliance stance that we take. So, it would be fair to say 
that we will, from time to time, not write business the 
way some of our competitors would. I and my board 
would be perfectly happy to see that. We believe 
over the long term, the reputation of the company is 
a very important asset that needs to be nurtured. 


India has been big on unit-linked plans and pension 
products. What is going to be Aviva's strategy? 

AM: We are looking, potentially at least, at guaran- 
tee products.... of course, we would like to give our 
customers the best of both worlds, but the truth is 
that it has a price attached to it. It is not always 
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important asset 
that needs to 
be nurtured” | 


en 


ent which is skewed towards cash and 
cash-equivalents, which de facto serve 
the same purpose for the customer. 
A couple of those products will be 
launched. Riding on the favourable 
demographics, the child space is some- 
thing that we strategically want to 
own. Our product and actuarial teams are working on 
a few interesting ideas in the protection space, which 
we hope to announce shortly. 


How do terrorist events like those in Mumbai redefine 
risk for insurers such as Aviva? 

AM: If you go back 25 years in the UK when the IRA 
was attacking the mainland, there was a specific 
insurance response to that because lives as well as 
buildings were under attack. A government-sponsored 
reinsurance company called Pool Re was set up. 
When things become as serious as they were then in 
the UK, government and insurance industry have to 
get together to find the right answer, because the pri- 
vate insurance industry will not be willing to 
accept all the risk that goes with it. If you get the 
tragic events in Mumbai repeated a number of times 
in a number of places, and people begin to believe 
that it has become a part of everyday life, then I think 
it is a different type of threat. 


India is also looking at opening up the new pension scheme 
to private pension players. What is the opportunity that you 
see in that space? 

AM: It is an interesting (development) for India. 
Companies like Aviva have hundreds of years of 


m Aviva is the world's fifth-largest insurance group, and the biggest in the UK. Its 
business spans life, pensions, general insurance and fund management. 





m Aviva has a customer base of 45 million in 27 countries and £359 billion of 
assets-under-management. 


= It provided £400 million for defaults already reported due to Lehman Brothers and AIG by 
end-September 2008. Results over the next few quarters may provide more details 


s In India, the company traces its history back to 1834. It claims to have been the largest 
foreign insurer at the time of nationalisation. 


FEBRUARY & 2009 BUSINES ODA 97 


bt 60 minutes 


experience writing that sort of a 
product elsewhere in the world. It 
would be beneficial to open up 
the sector. And certainly we 
would like to play a leading role 
in that space. 

SM: We are excited about the 
pensions market opening up. We 
wait to see how the rules will work 
and how we can fit into that. 


“If you get the 
tragic events in 
Mumbai repeated a 
number of times... and 
people begin to 
believe that it has 
become a part of 
everyday life, then I 
think it's a different 


\ threat” 


Any chances of bringing the 

general insurance business to India? 
AM: It is something that Simon and I 
talk of from time to time. It is cer- 
tainly on our list of priorities. 

SM: India is such a large market 
that to be present in the general 
insurance space in an effective 
way, you need to have massive 
infrastructure. We had a general 
insurance business in Asia, which 
we sold about five years ago. | 
suspect there will be other mar- 
kets, which we will try and enter 
before we enter India, because 
they are more containable and easier in size than 
the Indian market. 


There is some movement forward on increasing the foreign 
investment in insurance and Aviva has been a big votary of 
that change... how would your business plans change? 
AM: I am not sure exactly when the cap might be 
raised. We are encouraged by more recent develop- 
ments on it. We have been pretty clear that if we are 
allowed, we will move fairly quickly to increase our 
stake to 49 per cent. And that remains the case. 


Does the Indian market lend itself to some M&A activity 
in the near to medium term? 

AM: We had a very careful look over the last couple of 
years at Asia Pacific. There isn't much, and whatever 
there is, is a little expensive. Now the world is chang- 
ing and it is too early to say what change that might 
bring, but my fundamental view on that wouldn't be 
changed at the moment. We have done very well 
growing this business organically. The growth prospects 
are still very good. And the execution risk is lower if 
you invest in your own business. 


Operationally, what would be the three things that Aviva 
would do differently in future? 

AM: Life insurers when they write new business put 
capital to work. I think we will be more rigorous 
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than ever in making sure that we get 
the right return on that capital. 
Second, all businesses in this market 
will be looking to control costs. 
Even before the crisis hit, we had 
already set a target of £500 mil- 
lion in cost savings across the busi- 
ness. The third thing relates to cus- 
tomers—that we are selling products 
that our customers want and need. 
One of the things we are looking at 
is whether we should offer more 
guarantees to our Customers to give 
them protection against the down- 
side. In the Us, for example, we sell 
an index annuity product that gives 
a fixed-income return with some 
upside for improvements in equity 
markets, but complete protection 
from downside moves. 


What does “One Aviva, Twice the 
Value” mean? 

AM: “One Aviva” is all about 
making the whole business work 
as a group. In the last 18 months, 
we have had some good strides on that. Sometimes 
it is cost savings and shared services; sometimes it 
is bringing the expertise from one market to 
another. Say, making bancassurance sales work in 
a country as well as they do in Spain. Another 
important element is working under one brand 
across the world. Of the 27 countries, we are pres- 
ent in, in 23 we work as Aviva. By the end of 
next year (2009), only one country will be left 
with a separate brand. On the “Twice the Value” 
side, we have set ourselves the target of doubling 
our earnings per share by 2012. This year’s earnings 
per share will be affected, but I still have the con- 
fidence to say that it is a realistic target. 


Have people and talent been a challenge in recent times? 
AM: As part of "One Aviva", five things have to be done 
centrally in the group, and talent management is one of 
them. It is essential for Aviva to transform from a UK- 
based group to a global group. We have put in place a 
system called *Talking Talent", which carefully and sys- 
tematically evaluates talent and talks to people about 
their career and growth. And as a result, we are already 
seeing a lot of movement around the group. We have 
also made some important hires into the group. And 
Ram (Aviva India CEO T.R. Ramachandran) is an 
excellent example of that practice. tü 
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INTERNATIONAL FOOD FAIR 


March 7 - 10, 2009 


VENUE: Hall No. 7 to 12A & 18 
Pragati Maidan, New Delhi 
TIMING: 10:00 A.M. to 6:00 P.M. 


24th International Food & Hospitality Fair 
(Two Concurrent Exhibitions) 





Food India: 
Exhibition 
on Food, 
Processed 
Food & 
Beverages 


Hall No. 18 & 7E 


Hospitality India: 
Exhibition 

on Hotel & 
Restaurant 
Equipment and 
Supplies 


Hall No. 7 to 12A 


PARTICIPATION FEE 







Rs. 5700/ 
US S 185/ 
Rs. 8200/- 





Foreign Exhibitor - 


indian Agents for 
Foreign companies 













12.36% Service Tax will be charged extra. 


Special Features 

* Culinary show with live demonstration & Cooking competition and tasting of 
various food preparations. 

* Seminars and Conferences 


for further detail please contact the organisers Supported by: 
Ia Dea 99 : : yi Ministry of Food Processing Industries 
India Trade Promotion Organisation (Govt. of india) à 
Pragati Maidan, New Delhi-110001 JED tipo Development Authority APEDA) 
Tel.: 91-11-23371815, 23371832, 23371814 Fax: 91-11-23371869, 23371845 Associates: 
com / ida@itpo-online com / plsharmaQjitpo-online.com / com | ARCHII, HOTREMAI, CIFTI, AIFPA. 
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whether to further invest in a 

weak stock in which you have 
lost, say, more than Rs 1 lakh, so 
that you can average out your in- 
vestments or put your money in à 
promising company that could reap 
you rich dividends, which would 
you choose? It's a dilemma that 
faces many of us and often comes 
in the way of making a rational 
investment decision. Very often, 
investors choose the former to 


[ YOU ARE CAUGHT IN A DILEMMA 





On Emotional Biases 

People are influenced by various 
emotions and one of them is "sunk- 
cost fallacy", which results in putting 
good money after bad. You essen- 
tially want to justify your earlier deci- 
sion and soothe your ego. If you 
bought a bad stock and bought more 
after its price fell, it's this fallacy at 
work. When you average out, you 
may be prone to "sunk-cost fallacy". 
On the other hand, you can use the 
effect to your advantage by averaging 
downwards in a good stock. 
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*a your own lise. š emotions and 
short-term market movements. But you can 
still take control. CLIFFORD ALVARES 


cover up losses in their portfolio or 
just hold on to the stock in the 
hope that it will bounce back soon. 
Behavioural finance experts say 
investors tend to behave in this 
way because the pain of loss far 
exceeds the pleasure from gains. 
It's this emotion of “loss aversion" 
that many investors unwittingly 
succumb to when making invest- 
ment decisions. Often, not under- 
standing one's emotions when in- 
vesting in the stock market leads to 


On Investing Today 

Often, people find it difficult to 
understand stock markets. It's said 
that markets are efficient. But 
behavioural economists believe that 
markets are not efficient in the short 
run. It's precisely in such times that 
people don't make rational decisions. 
When these days a liquidator is 
selling stocks at any price, can you 
imagine the potential you have when 
you invest today? Right now, every- 
one wants to avoid a loss while it 
may be the time to buy. 





big financial losses for investors. 
Plenty of research has gone into 
how emotions affect investment 
decisions of individuals. Emotions 
are shaped by a lot of influences in 
our daily lives, including basic 
things like how we react to money 
or how our parents reacted to 
money. Emotions also determine 
how we react to different situa- 
tions. Says Parag Parikh, stock bro- 
ker and author of Stocks to Riches 
(Tata McGraw-Hill): “It also stems 


“Markets Are Not Efficient in the Short Term” 


Long-time broker Parag Parikh and author of Stocks to Riches explains how individual investors 
behave in the short run and how they can use emotions to their advantage. 


On Market Emotions 

If | sell a share after the market 
falls, | make a loss. So, my actions 
have produced a loss for me. But 
other shareholders, by merely hold- 
ing the same shares, too, see their 
values plummet. It's when you don't 
do anything and yet there's a reac- 
tion, then you get confused. This is 
when greed and fear overcome us. 
Right now, everyone wants to avoid 
a loss, which is known as "loss 
aversion" in behavioural finance. 
This is the time to buy. 


from whether we need to gratify 
ourselves and seek immediate 
pleasure or whether we can post- 
pone pleasure." It’s how you deal 
with these emotions that will de- 
termine whether you will make 
money or lose your shirt during 
these tough times. 


Weigh Your Emotions 
Consider the “gambler’s fallacy” 
that nearly everyone—from house- 
wives to corporate head honchos— 
falls for. Say, you are playing a 
game of coin tossing and nine times 
out of nine, the coin shows heads. 
What are the chances that it will 
show heads on the next toss? Many 
might think it's slim because it 
showed heads nine times out of 
nine previously. Yet, the chances 
are fifty-fifty—the same as the last 
coin toss or the previous nine coin 
tosses. Each wager is unique to 
the chances that it gives an investor 
and it has got nothing to do with 
the previous results. This is where 
investors can recognise that each 
investment is different. If you had 
been winning on a particular stock 
before, it does not mean that you 
will win the next time you invest in 
the same. It calls for a fresh un- 
derstanding of the market condi- 
tions and the circumstances that 
will allow your stock to do well. 
Investors get easily swayed by 
another similar emotion: the “sunk- 
cost fallacy". This means that in- 
vestors are throwing in good 
money after bad. On the other 
hand, if your investment is in a 
weak stock, then no matter how 
much you invest in it, chances are 
that you will still lose money. But 
sometimes you can use this psy- 
chological effect to your advan- 
tage. Let's say you buy a gym 
membership for a year rather than 
for a month. Here you sink the 
money for a year, but it psycho- 
logically forces you to go to the 
gym rather than forego a huge 
sum. In investing, it works when an 


individual investor rupee cost- 
averages on a good stock. 

A common trap investors fall 
into when they are driven by emo- 
tions is when they try to recover a 
loss. At such times, an investor has 
to commit a bigger sum of money 
to recover his loss in the market. In 
doing so, he fails to recognise that 
his risk capital and exposure to the 
market has increased. 


Balance the Decisions 

The first step to clearing the men- 
tal cobwebs is to make a note of 
why you are taking the decision 
in the first place. There are some 
key questions you should ask your- 
self before taking a decision to in- 
vest. Do you want to recover your 
losses? Do you find the investment 
worthy at the current market 
prices? Are you keeping away from 
the stock market for fear of los- 
ing money? Or are you investing 
right now because you find stocks 
very attractive? Are you afraid of 
losing money or are you afraid of 
taking risks? 

It's not difficult to understand 
your emotions over time. Question 
every investment decision you 
make with your own experience. 
Ask hard questions about the 
prospects of the company and 
whether the price you are paying 
for it is right. Circumstances can 
change for a company (as the 
Satyam episode has shown), so not 
every investment might turn out to 
be right. Shrug off your losses and 
move on to the next story. As 
Parikh puts it: “Don’t get married 
to your stocks.” 

On the other hand, don’t latch 
on to every new idea that comes 
your way at the cost of your old 
ones that might still have poten- 
tial, but rather weigh your invest- 
ment decisions before you take a 
call. The key to wealth building is to 
balance your investment decisions 
with your objectives and the cir- 
cumstances of the market. Exploit 


Straight or 
Crooked 
Thinking? 





A: Guaranteed win of additional 

Rs 500 

B: Chance to flip a coin. If it's heads, 
you receive another Rs 1,000, if it's 
tails, you get nothing. 


Mh Voie mated 
to lose Rs 500 

B: A chance to flip a 
coin. If it's heads, 
you lose Rs 1,000, 
and if it's tails, you 
lose nothing = 
Investors tend to take more risk 
when faced with a loss and are 
more conservative when it comes 
to locking in sure profits 


Quiz 2 

You have been gifted a souvenir jug 
worth Rs 100. Someone offers to 
buy it from you. What is the least 


you expect? 

A) 100 B) 80 C) 70 D) 50 

Your neighbour received a souvenir 
jug worth Rs 100. How much would 
you pay for it? 

A) 100 B) 80 C) 70 D) 50 

The value of goods increases when 
it's a part of your own 
endowment. Likewise, investors 
tend to overvalue their own shares. 


Source: www. ppfas.com 





the emotions of the market when 
there’s an opportunity. Chances are 
that it will leave you better placed 
than the rest of the market—and 
well-prepared for further opportu- 
nities or downturns. 
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BT-TEAMLEASE EMPLOYMENT 
OUTLOOK SURVEY 
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The job market sinks as downturn dents business. 


ECONOMY HAS BEGUN THE NEW 
Year firmly in grip of a down- 
turn and the job landscape is 
littered with freezes. The bad 
news—don't expect a respite 
for the next two quarters, at least. Here's why. As 
uncertainty on the jobs front deepens, cutback in 
household spending will rise. If consumers curtail 
more expenditure, business sales and earnings shrink 
further. The collapse in profit margins and lack of 
demand will force companies to freeze hiring or even 
implement lay-offs. This becomes a vicious cycle. And 
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India Inc. is in the midst of one as the Business Today- 
TeamLease Employment Outlook Survey (January- 
March 2009 quarter) indicates. 

[n the survey, the Net Employment Outlook (the 
difference between the percentage of respondents rep- 
orting an increase in hiring and those expecting a dec- 
line) stands at 34 per cent, a drop of 30 index points 
from the last quarter and a drop of 46 index points 
compared to this quarter last year. Spread across eight 
cities—Mumbai, Delhi, Bangalore, Kolkata, Chennai, 
Pune, Hyderabad and Ahmedabad—the survey drew 
responses from 492 companies. 
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The Business Outlook has also plunged 50 points for 
the January-March 2009 quarter to record low of six 
points, compared to 56 points in the last quarter, an in- 
dication that there is a decisive downturn and that 
Indian employers are reporting a much slower hiring 
pace as compared to the last quarter and year. 

Says Sampath Shetty, Vice President (Permanent 
Staffing), TeamLease Services: “The business outlook 
for the first quarter of 2009 has been completely und- 
ermined with a series of disastrous socio-economic 
events in the last quarter. The impact has been broad- 
based across sectors and companies, which has left 
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Hyderabad Hammered 


(Employment Outlook Index-Citywise) 


Post-Satyam debacle, things could worsen for Hyderabad, which shows the 
biggest fall in outlook. Delhi continues to buck the trend on the back of ITES 
and telecom. 
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no scope for positive projection in the near future." 

Here's how the sectors stack up for you. The hiring 
intentions are low across the spectrum, but the worst off 
are manufacturing & engineering along with 
infrastructure. 

The performance of automobile sector, in particu 
lar, has been dismal. Says Tapan Mitra, Chief (HR), 
Apollo Tyres: “Barring a few companies, which are in 
an expansion mode, organisations across the board 
have been religiously following complete hiring freeze 
policy. Due to a huge demand-supply mismatch, there 
are increasing instances where companies have to cut 
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Telecom Afloat (Employment Outlook Index—Sectorwise) 


New telecom companies will start gearing up for operations, for which 
they will start recruitment now, no wonder it's the sector with no fall. 
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HR & Finance Lose Favour (Hiring Across Functions) 


Business development and technology related functions are in the limelight 
as focus shifts towards optimising cost. 
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Bleak Business 
(Net Business Outlook) 
Not too different from the Net Employment 
Outlook, this is the lowest ever business outlook 
in the last 9 quarters 


co Increase mm No change = Decrease 
Figures in per cent 





Q1 jan.-Mar. 2009 


Tapan Mitra, Chief (HR), Apollo Tyres 
"Barring a few, organisations 

across the board have been following 
complete hiring freeze policy" 





down on production by shutting their factories for 
7-10 days." 

At Jones Lang LaSalle Meghraj, senior executives 
have voluntarily taken a 5 per cent pay cut recently. 
The company says the cut is not driven by the 
need, but rather carries symbolic importance to 
show employees that there will be tough times 
ahead for everyone. Says P.B. Nageshwar, Head 
(HR): "There's humungous pressure on the company 
to control its costs by actively looking for red- 
undancies and non-performing assets. Except in à 
few cases of replacement, hiring freeze has been evi- 
dent across all the levels." 

Its a mixed bag for rr and ITES sectors. Some 
like Shetty say that the outsourcing sector has 
bottomed out and will not see a further fall. *With 
the recession in the US, we see quiet a few out- 
sourcing deals favouring business for the Indian 
IT/ITES industry," he says. 

Surely, companies worldwide are look- 
ing to innovate by creating new business 
models to establish a niche for them- 
selves amidst competition. "Many 
companies, including Yahoo!, in 

India are strategic centres and hub 

for global innovation. Such a sce- 

nario most certainly opens up a 
bevy of opportunities in the mid- 
and senior-level positions. R&D 
captives will continue to hire at these 
levels," says Pranesh Anthapur, coo, 
Yahoo! India R&D. 

Yahoo! will grow mostly in Bangalore 
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The safety of a Fixed Deposit and 
the growth potential of a Mutual Fund 
in one unbelievable investment. 





Presenting Citibank Protect & Grow Deposit - It's not just a new investment option, it's 
a whole new way of investing. 


With Citibank Protect & Grow Deposit, you can be assured about the safety of your 
principal, while giving you the opportunity to earn potentially higher returns on the 
interest earned. Enjoy an attractive interest rate on your deposit and enjoy the benefits 
of investing the interest earned in Mutual Funds of your choice. 


* Book a deposit of minimum Rs. 15 lakhs for at least 1 year 

* Enjoy attractive interest returns on your deposit 

* Choose the percentage of interest to be invested in any Mutual Fund scheme, 
with a minimum of Rs. 5000 in any one scheme 

* Auto-renewal facility is also available with your choice of funds 

* Invest the quarterly interest you earn from your Fixed Deposit in 
up to 4 open ended Mutual Funds" distributed by the Bank 


For further details, SMS 'GROWTH' to 52484 or contact your Citibank Relationship Manager 
or visit www.citibank.com/india 


—,. 


Safety of Safety and potential for 
wa Fixed Deposit. higher returns on your investment. 


Citi never sleeps 


citibank — 


Citigroup Inc. Citi and Arc Design is a registered service mark of Citigroup Inc. Citi and Citi never sleeps are service marks of Citigroup Inc. Terms and Conditions 
En refer to application form or visit www.citibank.co.in for complete set of terms and conditions.Investment products are not bank deposits or obligations of or 
teed by Citibank, N.A., Citigroup, Inc or any of its affiliates or Subsidiaries, are not insured by any governmental agency and are subject to investment risks, including 
wsible loss of the principal amount invested. Past performance is not indicative of future results; prices can 9o up or down. Investors investing in funds denominated in 








ibute such a document or make such an offer or solicitation, Investment products are not available to US persons and may not be available in all jurisdictions. Mutual 
sare subject to market risk. Please read the offer document carefully before investing. *Interest earned quarterly on the Fixed Deposit can be invested in up to 4 open 


Mutual Funds distributed by the Bank. Account opening and Loan Facility are subject to Citibank Account terms and conditions & applicable RBI guidelines Please refer 
.citibank.com/india for detailed terme and eanditinne Debet amita- fe ee a 
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Infrastructure in the Red 


(Business Outlook Index-Sectorwise) 


From the largest hiring to the biggest firing, infrastructure sector's fortunes 
have swung the most in 2 quarters. 






Financial Retail, 


IT ITES Míg & Telecom 
Services Media & Engg. 
FMCG 
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Freshers in Trouble (Hiring Across Managerial Levels) 


Recruitment will take place as per the immediate needs of the company. 
Right now, the need seems to be most for middle managers. 
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Blow for Mumbai (Business Outlook Index- Citywise) 


Global recession coupled with terror attacks and poor market sentiment 
has hit India's commercial capital the most. 
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Krishnakumar Natarajan, CEO, MindTree 
"The large enterprises have still not 
finalised their budgets, and there is 
considerable delay in decision-making" 





while other services firms may increasingly recruit 
from Tier-I and Tier-II cities. MindTree CEO 
Krishnakumar Natarajan predicts that the hiring act- 
ivity in IT in the current quarter might happen 
more in captive centres. "Product centres wanting 
to reduce costs in a hurry will be where hiring 
will take place. These product centres are distributed 
more in Bangalore and Pune. So, the impact will 
benefit these two cities." 

For the retail industry, January-March quar- 
ter will be lean. *Every year around this time, a dras- 
tic dip in the consumer buying takes place... with the 
current economic slowdown, you'll find that the ret- 
ail industry is under immense pressure, says Sanjay 
Jog, Head (HR), Pantaloon Retail. 

The company plans to hire 700-800 frontline 
managers in the next 3-4 months. 

In media, only companies with strong 
financial muscles are recruiting people at the mom- 
ent. FMCG sector, which has huge pent-up demand 
in the Tier-II and Tier-III towns, will continue to fol- 
low cautious hiring, says E. Balaji, CEO, Ma Foi 
Management Consultants. 

However, a lull in hiring across India Inc. could 
spell out opportunities elsewhere. According to 
T.V. Mohandas Pai, Director (HR), Infosys Techn- 
ologies, this is the golden opportunity for the Psus 
to start hiring. ^Most nationalised banks will dou- 
ble their business in the next five years, and they cur- 
rently don't have a highly-talented workforce. The 
government should instruct PSUs to hire now. It will 
take lot of slack from the market," he says. 8 

REPORTING BY K.R. BALASUBRAMANYAM, 
TEJASWI SHEKHAWAT AND MANU KAUSHIK 
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- METHODOLOGY 


HE BUSINESS TODAY-TEAMLEASE 
: Employment Outlook Survey, 
: which follows a rigorous, statistically- 
: validated process, was conducted 
: among 492 companies. These have 
: been selected from the Kompass 
: Directory that lists 70 per cent of all 
: registered companies in the organ- 
: ised sector, from NASSCOM for IT 
: companies, from companies regis- 
: tered with www.bpoindia.org for 
: [TES companies and NSE. A com- 
: bination of database and random 
: sampling as a technique has been 
: used. Care was taken to ensure a 
: good mix of large, medium and 
: small companies as also an equi- 
: table representation across industries 
: to remove any bias or variation that 
: might be attributable to a particular 
: industry. The target respondents at 
: these companies were the HR 
: Heads or decision-makers in the 
: hiring process. The questionnaire 
: used for the survey collated infor- 
: mation on overall business imp- 
: rovement (last three months and 
: the next three months); overall 
; recruitment needs (last three months 
: and the next three months) and rec- 
: ruitment trends (across age, 
: geographies, cities, functions and 
: levels). A total of 492 interviews 


The Break-up 






Manufacturing & 
Engineering 


Financial Services 
IT 

ITES 
Infrastructure 
Telecom 

TOTAL 


B'lore: Bangalore, Hyd.: Hyderabad, Ahd.: Ahmedabad 


Employee Base 


250-500. 72, — 501-1,000:26 p > 1,000: 51 





«250. 343 
Figures are number of compares interviewed 





Turnover Base 


251-500: 24 —501-1,000: 9 » 1,000: 21 


“4.88% 1.83% 4.27% 






Figures in Rs crore — "The turnover of the company; however, they 
shared the rest of the informabon as desired in the questionnaire 


were conducted between November 
and December 2008 and responses 
obtained were coded at the time 
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causas g 


Figures are sample size 


of data collection. The information 
was analysed using the Computer 
Aided Telephonic Interview (CATI) 
methodology. Surveycraft software 
was used for data collection and 
tabulation. Given the concentration 
of companies in Mumbai, Delhi, 
Kolkata, Chennai, Bangalore, 
Hyderabad, Pune and Ahmedabad, 
the study was restricted only to 
companies with a presence in 
these cities. A random sampling 
was drawn from each city with 
due weightage to size. Two indices, 
the Employment Outlook Index 
and the Business Outlook Index, 
were computed to elaborate and 
analyse the trends that emerged 
from the data. 


Search for a job with a Monster 


by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Amar Remedies Limited, National 
Sales Manager, Mumbai, 5 - 15 years, 
Job ID: 6650574 

The candidate would need to build a sales team 
and sales distribution, responsible for sales 
planning, Execution and achievement of 
targets, Training and effective implementation 
of Strategies at all India level. 


Chemplast Sanmar Limited, Manager - 
Safety for Plant 4, Mettur (near Salem), 
9 - 15 years, Job ID: 5803941 

Candidate must have a Government 
recognized Degree / Diploma in Industrial 
Safety, with hands on experience in Safety 
function preferably from a Chemical / 
Petrochemical / Fertilizer / Process Industry. 


Physicians Management Group, 
General Manager, Noida, 7 - 10 years, 
Job ID: 6650932 

Applicant with 7+ years of experience in 
healthcare mgmt/ITES/Service Industry. 
Exp in Mid-level or Higher Management in an 
organization having US oriented exposure and 
knowledge of US management practices. 


Comart Lithographers Ltd, Head- 
Business Development, Mumbai, 2 - 
10 years, Job ID: 3628353 

MBA with 5 to 10 yrs experience in Digital 
Prining/Packaging/Advertising company 
with good communication & presentation 
skills. Should be able to Lead, mentor, 
motivate groups of Sales Team to achieve 
company's objective. 


Sugal & Damani, GM / Sr. Manager, 
Mumbai, 9 - 15 years, Job ID: 6638886 
Will be responsible to handle the projects and 
lead the team on & off site for the speedy & 
timely execution of the projects in Thermal / 
Power / Mining Sector. Should have 
knowledge in Imports /Exports. 


Aakit Technologies Pvt. Ltd., 
Business Consultant, Mumbai, 8 - 18 
years, Job ID: 6629188 

Consultant should have 4-5 years of SAP 
implementation, support, solution building, 
business consulting and delivery experience. 
CA, ICWA will be preferred. Strong business 
knowledge across domains is a must. 






T John Group of Institutions, 
Doctorate Candidates, Bangalore, 10 - 
15 years, Job ID: 3019935 

Professors required, Doctorate in 
Management, a must. Must be a Computer 
Savvy. Should have worked in a Management 
College. Good at inspiring students & 
placement of all Management Students. 
Zinplus Management Services, 
Sr. Management Position - Projects, 
Mumbai, 9 - 18 years, Job ID: 6650513 
Duties:To participate in technical discussions 
with vendors at pre-ordering and also 
subsequently with follow up to ensure the 
quality of ordered items as well as timely 
delivery. To provide detailed specifications for 
new item codes. 

Maxelor Infinit Potential, Client 
Architect, Delhi, Noida, 11 - 17 years, 
6650665 

Architect should have experience in 
successfully taking Handset Mobile software 
product ideas from prototype to monetizable 
products phase. Should have command on 
languages - ]|2ME, C, C++, Handset 
Platforms — JVM, WinCE, etc. 


Team GAAP, Head Accounts & 
Finance, Chandigarh, 5 - 6 years, Job 
ID: 6647636 

Role:Day-to-day accounting activities for ] Vs, 
Payment vouchers, Cheques. Processing of 
Payroll / entry / payment. Statutory 
requirements, TDS, payroll related, STPI, Vat, 
company act, service tax and FBT; and more. 
Microsoft - MGSI, The Engagement 
Manager , Hyderabad, 12 - 17 years, 
Job ID: 6649464 

Aspirant must have BE/BTech/BS/MBA 
degree from a reputed college/university. 
PMP Certified / MBA with 12-15 yrs of 
industry exp in consulting, high-end 
professional services business develop exp. 
VUCADD Engineering Services 
Private Limited, Senior Design 
Engineers - Process, Mumbai, 10 - 15 
years, Job ID: 6648723 

Engineer with Engineering Degree with 10 or 
more years exp in process design of Oil & Gas 
/ Petrochemical Industry preferably with a 
Consultancy engineering firm. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Harjai Computers Pvt 
PowerBuilder Sybase Pr 
Manager, Chennai, Pune, 10 -18 
Job ID: 6648715 

Applicant must have relevant experi 
managing the whole life cycle of develc 
in 2-3 projects. Must be proficient in 
and Powerbuilder. 

Secure Meters Limited, Mat 
Sales & Marketing, Gur; 
Hyderabad, 8 - 15 years, Jol 
5377510 

Will be responsible for develop 
executing effective marketing plans, tc 
achievement of targets, market share & 
objectives. Framing tenders & also taki 
in tenders floated by the clients to achi 
best negotiated deal. 

C-Drive Hr Services Pvt Ltd, Nz 
Sales Manager, Bangalore, 15 - 20 
Job ID: 6260185 

Candidate with 15+ years of successful 
record in leading a rapidly growing 
managed bioprocess division in a 
Biotechnology company. Bachelors/! 


degree from a reputed institute. Ar 
would be preferred. 

Enercon (India) Limited, Area S 
Incharge, India, 10 - 12 years, Ji 
6649913 

Responsibilities:Online monitoring o 
farm & associated componentry, Oper 
maintenance of wind farm & ass 
componentry, Performance reporting 
offices & customers, Material planning 
Symphony Services, PMO, Pun 
15 years, Job ID: 6556814 

This individual will be responsible 

routine operations of a Business Ur 
person will be responsible for ex 
various operations that are requir 
smooth operation of Pune center š 
coordination with the client office in U 
PRS Permacel Pvt Ltd, Elect 
Engineer, Mumbai, 10 - 15 years, ] 
6648609 

Electronics Engineer must have doi 
(Electronics / Electronic: 
Instrumentation) from a reputed it 
Must have 10 to 12 years in Analys 
Solving Industrial Electronics Circui 
Controls and Power Systems. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Interra Infotech, Dot Net Developer, 
Noida, 3-5 years, Job ID: 6588669 

3-5 yrs of experience using .Net, VB.NET, C# 
,any RDBMS with exposure to web services. 
Experience with all phases of product 
development lifecycle, including 
requirements definition, specifications, 


development, test, etc. 


Integritti HRes Solutions Pvt Ltd , SIP 
Developer, Bangalore, 2 - 4 years, Job 
ID: 6502677 

Purely looking for a Developer. SIP/IMS 
Application framework design & 
»development, expert in SIP/IMS protocols. 
"Should have worked on C with Linux Platform 
extensively worked on SIP/IMS. Preferable 
wwho has worked on SIP STACK 
liDevelopment. 


MP soft India Pvt. Ltd., Senior Unix 

| trator , Bangalore, 3 - 13 years, 
b ID: 6394789 

ill have 4-15 years of experience in 

, nanaging enterprise class production critical 

ux/Unix server and storage environments. 

-ixcellent communication and interpersonal 

skills. 


Ciber, EAI Consultant (web Methods), 
Bangalore, 5 - - 10 years, Job ID: 6650746 
te should have a minimum of 5 years 
It EAI and B2B experience. Strong 
ience with web Methods product suite. 
amiliar with n-tier application architecture to 
/everage on business object tier. 





os (Any Monitoring Tool experience 
uld be an added Advantage ), Virtualization 
Linux, VMWARE. 


CERC Information T. 
ited, Software Engineer - C#, 
informs, Mumbai, 2 - 4 years, Job ID: 


with 2-4 years experience using C# 

Windows Applications/ WinForms 

ogramming. Knowledge of financial 
main will be added advantage. 


Capgemini, DB2 Infrasrtucture DBA, 
Hyderabad, Bangalore, 2 - 10 years, 
Job ID: 6650355 

DBA with Expertise in Db2, SQL, 
Backup/recovery, BMC Utils, QMF, Utils & 
commands. Should have knowledge of zOS 
utils, |CL, REXX/CLIST, COBOL. 


Franklin Templeton International 
Services (India) Pvt Ltd, System 
Analyst/ Tech Architect, Hyderabad, 
3-5 years, Job ID: 6511899 

Applicant with good working knowledge of 
Serena Mover, Version Manager, Serena 
Builder, Subversion, Quest Stat for 
PeopleSoft, CVS. Knowledge of how 
programs arc compiled. Experience with 
standard project lifecycle. 


Trowano Avenues, SOA Developer, 
Mumbai, 7 - 9 years, Job ID: 6650071 
Candidate should have good experience in 
Core Java /J2EE (Especially with JSP), XML 
(Sound knowledge of XSD, XPATH, XSL). 


Harjai Computers Pvt Ltd, 
VB/Oracle Developer, Mumbai, 3 - 5 
years, Job ID: 6650043 


Required an aspirant with relevant working 
experience in VB/Oracle and expertise in 


crystal reports. 


Technosoft Global Services Pvt Ltd, 
Unix & Windows Administrator, 
Chennai, 3-7 years, Job ID: 6650020 
Role:Supervise and drive day-to-day data 
centre operations. Lead team of support 
engineers; responsible for staffing. SLA 
Management and Reporting.Develop training 
requirements, process improvement 
initiatives.Quality Mgmt through root-cause 
analysis. 


Exa India Pvt Ltd, Web Devlopers , 
Mumbai, 1 - 5 years, Job ID: 6373347 

The successful applicant will be able 
to:Develop web applications using 
PHP/MySQL. Understand, analyse & modify 
existing popular open source scripts. Have 
good knowledge of AJAX and OS commerce. 


C-Drive Hr Services Pvt Ltd, Linux 
System Administration / 
Programmer, Mumbai, 3 - 6 years, Job 
ID: 6247306 

Incumbent with BSc in Computer science or a 
related field and 3+ years Linux support/sys 
admin and programming demonstrable 
experience, preferably in a similar post in the 
industry. Knowledge of Windows 
environment is essential. 

Matrix Media Solutions Pvt Ltd, 
Coldfusion Developer, Kolkata, 1 - 5 
years, Job ID: 6649884 

Developer with 1+ yrs Cold Fusion version 8 
development exp with in-depth knowledge of 
CSS and MX component based framework. 
1+ years web scripting technologies such as 
JavaScript, AJAX and XML.1* yrs SQL 
Server and data modeling exp. 


Rave Technologies, Oracle PL/SQL 
Developers, Mumbai, 2 - 3 year, Job 
ID: 6648665 

Required candidate with expertise in Oracle 
PL/SQL programming and should have 
excellent communication skills. 

Quintegra Solutions Ltd, Test 
Engineer/ Sr. Test Engineer, 
Mumbai, 2-5 years, Job ID: 6648763 
Test Engineer should have 2-4 years of 
experience in testing. Should have atleast 6 
months to an year of exposure to Test 
Automation using Quick Test Professional. 
Should have good understanding of the 
testing processes. 

Valuefirst Messaging Private Limited, 
DBA ( MYSql), Gurgaon, 2 - 5 years, 
Job ID: 6648647 

This person would be Managing/ Evaluate / 
Optimize and would be Design all databases 
used by ValucFirst for high scalability. Person 
must have kldge of working with 100s million 
rows and at least 50 GB size of database. The 
exp should mostly be in MySQL. 

Lera Technologies Pvt Ltd, Sr. 
Graphic Desiner, Hyderabad, 4 - 8 
years, Job ID: 5590603 

Ideal candidate should be a graduate with 4-8 
yrs of experience. Should be good at 
visualizing and writing story boards. 
Responsible to Visualize, design and develop 
using Flash, Adobe Photoshop and Fireworks. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Iris Software Pvt Ltd, Inside Sales 
Manager, Delhi, 7 - 12 years, Job ID: 
6586110 

Candidate should have the following skills: 
Ability to manage a team of Inside Sales 
Executives. Train and mentor the team. Ability 
to manage multiple campaigns running at a 
given point in time. 

Franchise India Holding Ltd, Sales 
Coordinators - Magazines & 
Exhibitions, Mumbai, 3 - 10 years, 
Job ID: 6550515 

Duties: Identify prospective advertisers 
/exhibitors through various mediums for 
media/expo. Manage and update client 
database on a regular basis. Communicate 
effectively and develop strong 
communication channels with client 
organization for relationship building. 
Master Jobzz.Com, Channel Sales 
Managers, Bangalore, 3 - 4 years, Job 
ID: 6646317 

Smart graduates with proven track record of 
Channel Sales, appointing and handling 
distributors, new market development, client 
relations, and market penetration, having 2-3 
years experience with reputed FMCG 
companies or Reputed Banks. 

Elgiva Business Solutions Pvt Ltd, 
GM Marketing, Delhi, Kolkata, 10 - 15 
years, Job ID: 6646058 

The candidate should necessarily be from 
FOAM industry (Rilaxon, Kurlon, Sleepwell, 
Durofoam, etc) from Sales & Marketing 
experience. Should be a computer savvy 
person with strong communication skills. 


Wings Pharmaceuticals Pvt Ltd, 
Regional Sales Manager, Ludhiana, 8 - 
12 years, Job ID: 6645453 

Graduate in the group of 35 plus years having 
working experience of Area Sales Manager for 
3 plus years or as Regional Sales Manager with 
minimum 2 years experience of Selling 
Pharma/OTC/FMCG/ Ayurvedic products. 
Sona Printers Pvt Ltd, Sales 
Coordinator, Delhi, 1- 4 years, Job ID: 
6650864 

The job profile requires the candidate to: 
Fluent in English / Hindi, Expert in Ms 
Office, Good co-ordination skills & team 
worker. 


KRM Global, Distrubution Sales 
Executive, Coimbatore, Vellore, 2 - 8 
years, Job ID: 6650570 

Role: Achieve Primary and Secondary targets 
for Hansets & RCVs through Distributor Sales 
representatives. Constantly focus on & 
increase distribution width & depth for 
Handsets & RCVs. Monitor the performance 
of distributors and retailers. 


Blossom Tech Solutions India Private 
Limited, Marketing Executive, 
Hyderabad, 1 - 2 years, Job ID: 6650460 
Any Graduate with good communication 
skills, MBA preferred. 1 to 2 years of 
experience in IT / NonIT / ITES Marketing. 


Gautam Agencies, Sales Executive, 
Mumbai, 0 - 1 year, Job ID: 6650426 

We need a person who is aware of channel 
market, consumer electronics or who is ready 
to take challenge & target. Ready to travel. 
Must have own mobile. Computer knowledge 
including e-mail, MS Word etc is a must. 


C-Drive Hr Services Pvt Ltd, National 
Sales Manager, Bangalore, 15 - 20 
years, Job ID: 6260185 

Applicant with 15+ years of successful track- 
record in leading a rapidly growing, well- 
managed bioprocess division in a leading 
Biotechnology company. Bachelors/ Masters 
degree from a reputed institute. 


Mobile Tech Services India, 
SENIOR/Sales Executive - 
Automotive Paints, Delhi, 2 - 5 years, 
Job ID: 6500745 

Responsible for developing the refinish 
business in assigned territories. Responsible 
for achieving targets and DSO. Maintaining 
excellent relations with all customers and to 
find opportunities for new business 
devclopment with them. 


Infinity Services, Sales Manager, 
Hyderabad, 1 - 3 years, Job ID: 6649629 
Duties will be: Appoint 15 Relationship 
Managers. Motivate, guide and support the 
team of RMs. To Achieve the sales targets 
given by the company. Open worksites for 
business creation. Meet customers regarding 
company policies and products. 


Srishti Software Applications Pvt L. 
Channel Sales Manager, Delhi, 4 
years, Job ID: 6649452 

Candidate should have experience in sa 
knowledge of Hospital information syste 
should have prior experience in healthc 
industry. 

IP soft India Pvt Ltd., Senior Manag 
International Sales, Bangalore, 8 - 
years, Job ID: 5425505 

Engineer/MBA from a school of repute * 
strong commercial and negotiating skills 
also be able to demonstrate success in coacsi 
high-achieving teams. A proven track reco* 
sales with an understanding of custc 
analysis, and more. 


The Shappers, Sales Manager, Dew 
1-10 years, Job ID: 5828774 
Responsibilities: Execution of sales strate 
Increase market reach and penetra 
through market segmentation. Seek 
customers and increase sales. Responsible 
recruitment and management of Agents. 


Secure Meters Ltd, Executive-Sale 
Marketing, Gurgaon, Kolkata, 5 
years, Job ID: 5377377 
Role:Developing & executing cffewm 
marketing plans, to assure achievemer 
targets, market share and profit objec 
Implementing competitive strategies 
generating sales, developing & expame 
market share. 


West Asia Exports & Imports (P) 
Marketing Executive - Pc 
Generator, Chennai, 3 - 5 years, Joi 
6648760 

The ideal candidate should have a Dipk 
Degree in Engineering with 3-5 ycame 
experience in selling of Generators 
capacities of 15K VA to 2000K VA. MBa 
bean added qualification. 


Bonfiglioli Transmissions Pvt 
Senior Sales Engineer, Surat, 9 
years, Job ID: 6649265 

Candidates with experience in Mar 
similar precision Engineering Prom 
Should be fluent in English besides t 
more regional languages. Respons 
involves intensive negotiations o 
technical & commercial aspects. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Antelec Ltd, Accountant, Mumbai, 15 - 
25 years, Job ID: 6594489 
Wil be responsible for maintaining all 
accounting records, ledgers, preparation of 
invoices, imprest cash/ disbursement of cash 
and banking transactions. Should be well 
versed and should be able to independently 
€ all matters in Sales Tax, Excise & other 
Bosius: 
















t Technologies (p) Ltd, Executive 
inance, Gurgaon, 2 - 3 years, Job ID: 
96305 


oncilations. Should have knowledge of 
Accounts software like Tally / Navision. 


RG Telecom Ltd, Jr.Accoutant, 
1-3year, Job ID: 6647718 
ibilities: Create weekly sales reports, 
-teate invoices, Create Royalty reports every 3 
nths. 


inplus Management Services, 
.Manager Finance, Mumbai, 5 - 15 
Job ID: 6650607 

is role is responsible for ensuring that the 
inancial Management and Accounting 
. anctions are conducted according to Client's 
rocedures. The Dy Manager is also 
sponsible for ensuring that all financial and 
her records for the above entities are 





years, Job ID: 6651065 

cumbent should have experience in 
ing standard cost sheet and compiling 
al product costs for a manufacturing unit 
ing. ERP software (preferably SAP). 
in a batch process manufacturing 
up would be an added advantage. 


jobseekers - To apply for above jobs 


l. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the “Go” button 


GTS e-Services Pvt Ltd, Executive - 
Accounts, Mumbai, 3-5 years, Job ID: 
5373807 

Applicant with high end capability in 
spreadsheet Applications, MIS Reporting, 
Accounts Finalization and Consolidation. 
Managing the Accounts and MIS functions in 
a multi - currency, multinational environment. 


Kalyan Marketing Associates, Accounts 
Officer, Ernakulam, 3 - 5 years, Job ID: 
6653560 

Graduates with fair computer knowledge are 
prefarable. Knowledge of Accounts is must. 
Good communication skills and fluent in 


English. 


Linkers Solutions, Accounts Execuitve, 
Chennai, 4 - 9 years, Job ID: 6314137 
Candidate should have very good skills on 
computer, specially on Tally 7.2 & 9.0 and MS 
Excel. Sound knowledge of filing sales tax, IT 
returns, Knowledge of VAT, TDS must. Can 
handle accounting work independently. 


Royal Star, Accountant, Salem, 3 - 4 
years, Job ID: 6651619 

Seeking right candidates of minimum 3 years 
experience in accounts; able to know all 
accounts related works tally, those who are 
experience in overseas wil be an added 
advantage. Should be able to manage the bank 
related works, etc. 


Hira Stocks Solution Pvt Ltd, 
Accountant, Delhi, 1 - 5 years, Job ID: 
6654778 

Accountant must have done CA and have 
relevant working experience in handling 
acounts in a manufacturing industry. 


Employers - 


or 


ogin & access your Monster account through your GPRS - enabled mobile. 


Call us at 1800-419-6666 


Xpanxion International Pvt Ite 
Finance Executive/Sr.Executivt 
Pune, 3-5 years, Job ID: 6619865 
Responsible for: Invoice / Bills bookin 
Professional / Contractors fees, Impo; 
accounting - if any, Processing after du 
checking of all types of employee relate 
reimbursements, Verification and scrutiny o 
all types of bills & invoices, etc. 

Quatrro BPO Solutions Pvt Ltd., Ass 
Manager- Accounts, Gurgaon, 3 - 
years, Job ID: 6655174 

Shall be responsible for timely and accurat 
payments to vendors Domestic as well à 
foreign for services and import. Shall b 
responsible for timely and accurate employe 
related payments other than payroll (Expense 
Management). 

S2 Infotech, Sr Finance Executive 
Bangalore, 3- 5 years, Job ID: 6654735 
Aspirant with 3 plus years of experience ii 
Logistics/Stores Management/Spare 
Inventory Management. Responsible t: 
handle Inter Unit Brancl 
Accounting/Balance Sheets / Reconciliation, 
Profit & Loss/Revenue management. 


Desai Brothers Ltd, Assistan 
Regional Accountant, Chennai, 5 - ‘ 
years, Job ID: 5002551 

A matured graduate (B.Com. / M.Com. 
experienced on regional sales accounting jot 
preferably from FMCG / Service industry i: 
urgently needed to take care of account: 
responsibilities pertaining to routine work. 
Nexus Software Solutions Inc. 
Accountant, Hyderabad, 1 - 2 years. 
Job ID: 6645247 

Person should be a B.Com / M.com Graduate 
with very good accounting knowledge and 
excellent communication and presentation 
skills. Preferably from IT industry. Should have 
very good knowledge in Quick Books, 
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„With Peace? 


For some peace is not the absence of conflict but the presence 
of a creative alternative. Gautam Buddha and Mahavir spoke 
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“A new way of thinking has become the 
necessary condition for responsible living 
and acting... In the practice of tolerance, 
one’s enemy is the best teacher.” 
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of Change 


His Holiness The Dalai Lama 





At the India Today Conclave 
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CHALLENGES OF CHANGE. 


For further enquiries & registration contact: Conclave Desk: O11-23721481 or 23731402 
or visit at www.indiatodayconclave.com 
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His Holiness The Dalai Lama Gen. Pervez Musharraf Pushpa Kamal Dahal Prachanda* 
Former President of Pakistan Prime Minister of Nepal 





)* 
Dominique De Villepin Garry Kasparov Anil Ambani 
Former Prime Minister of France World Chess Champion & Chairman, 

Political Activist Reliance Anil Dhirubhai Ambani Group 





Shahrukh Khan* Stephen J. Dubner Maulana Mahmood Madani 
Actor, TV Anchor Co-Author, Freakonomics Rajya Sabha Member & Former General Secretary, 
Jamiat-ul-Ulema-e-Hind 





irshad Manji Gerald Allan Priyanka Chopra"* 


Author & Activist President, Criteria Architects, Inc Actor 





* 
S. Gurumurthy Haiyan Wang Farhan Akhtar 
Commentator on Politics. Economics Co-Founder, China India institute Actor, Director 
R Corporate Adviser 








Nandan Nilekani 


Co-Founder & Co-Chairman, 


Infosys Technologies 





Aroon Purie 


Editor-in-Chief, India Today 


k 





Raj Chengappa 


Managing Editor, India Today 


SESSION CHAIRPERSONS 2009 


JU: 


M J Akbar* Karan Johar* 


Journalist & Writer Film Director, TV Anchor 


- 





Prabhu Chawla Bharat Bhushan 


Editorial Director, India Today Group Editor, Mail Todav 


=. 





Shankkar Aiyar 


Managing Editor, India Today 


Rohit Saran 


Editor, Business Today 
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Date: 
6" & 7" of March, 2009 


Venue: 
The Taj Palace Hotel, 
New Delhi, India 
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Please complete one form per participant. Registration will be Confirmed on receipt of relevant fee. — 
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A SAO y? M — S ESEN Wi EEES u EROR EN I TOE a D TEREA SS ETa 

PIE EII EPAR h S w AIE Eana naia anaa da i aia 
Indian Citizen/Resident international Delegate 

Pa CS V ' I ó (INR) (US $) 

Delegate Fee | tA 75,000 1500 

Early Bird Registration Fee (Offer till Feb 15, 2009) 3 

Single Delegate —- moe EGS | 65000 OO 

Two Delegates or more (from same organisation) EU: 55,000 1100 

Special Offer for ICICI Bank Debit & Credit Cardholders 50,000 1000 T 


*Fee is per person and only for attending the conclave. It does not include travel charges, hotel charges or airport transfers 


(X 2, 2 102 9———————Ys are renee Total Registration Fee. uu UU... .. uuu uuu. uuu. 
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A/C payee cheque: Made in favour of INDIA TODAY CONCLAVE Account Number O51- 306157-002 & mail 
to Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, Connaught Place, New 
Delhi-110001. 

Wire transfer to: INDIA TODAY CONCLAVE, Account Number 051- 306157-002, Hongkong and Shanghai 
Banking Corporation Limited, Birla House, Barakhamba Road, New Delhi-TIOOO!, India. 
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Remittance for International Delegates: 


Remittance Routed Through Chips HSBC INDIA HSBC INDIA 
Currency Code No. Maintains A/c Swift Code 
HSBC Bank, New York 000-04417-2 with 
U S Dollars 302755 HSBC. New York HSBCINBB 
—— HSBC, Melbourne 001-795020-041 with 
— s HSBC, Melbourne HSBCINBB 
HSBC Bank, London 35189048 with 
SWIFT ADDRESS MIDLGB22 40-05-15 HSBC Bank, London HSBCINBB 
EURO TRINKAUS UND 4 h Tri H 
BURKHARDT'S SWIFT 398 ier res rinkaus SBCINBB 
ADDRESS TUBDDEDD Burkhardt's, Dueseld 


Please mail/fax this form to: Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, 
Connaught Place, New Delhi-T110001. 






For any further enquiries, call us at: +91(11) 23731481/23731402, Fax: +91(11) 23752148, or 
E-mail: conclavedesk@intoday.com 


In the event of cancellation, a reimbursement to the tune of 25% will be made if notified before 16th February, 2009. 


For more details, visit f | 
www.indiatodayconclave.com Speakers may change without prior notice. 


bt salary survey 


BT-OMAM JUNIOR MANAGER SALARY SURVEY 


Time for a Trim 


With job creation at a standstill and job protection being the prime concern, 
talk of salary hikes sounds out of place. But knowing how well you are paid 
compared with your peers in other industries will help. SAUMYA BHATTACHARYA 


OUR BOSS CAN'T STOP 

talking of cost cuts. He 

has also hinted that the 
top management is taking a 
salary cut to help the com- 
pany tide over the downturn. 
Where does that leave you as 
far as the prospects of an in- 
crement in April is concerned? 
If you are a junior manager— 
which is what this installment 
of Br-Omam Consultants 
Survey deals with—your 
prospects may not be as bad as 
your boss's. But only just 
about. The one cost head that 
had risen the fastest in the 
recent years is wage bill. It is 
also the one that is under 
highest scrutiny now. 

Four factors govern the salary 
hike in any organisation. These 
are: individual performance, com- 
pany performance, company's 
future business plans and current 
inflation rate. Of these, two— 
company performance and its 
plan—are dogged by downturn 
and uncertainty. Inflation, after a 
spike, has begun to fall and is likely 
to fall below 5 per cent in the next 
two months. That leaves individual 
performance. But even that will 
be limited by the prospects of the 
industry you work with. 

The Sixth Quarterly 87-Omam 
Consultants Survey of junior man- 
ager salaries, which covers man- 
agers with an average experience 
of three to seven years, across a 
range of 14 industries and 101 com- 
panies, reveals that the going has 


RAMEN SARKAR 








been good in 2008 in sectors like 
automobiles, FMCG, telecom and IT. 
The lowest paying sectors, accord- 
ing to the survey, were textiles, en- 
gineering and real estate (See 
Industry Percentile). “Telecom, 
FMCG and consumer durables sectors 
will come out on top in offering 
higher salaries and increments,” 
says Kris Lakshmikanth, Founder 
CEO, The Head Hunters. 

Consumer durables player LG 
Electronics India has handed out 
an average increment of 14 per cent 
to its employees in January 2009. 
Says Y.V. Verma, Director, HR: “It’s 
been healthy on the business front; 
the increments reflect that.” In 
January 2008, the average incre- 
ment at the company was a little 
over 15 per cent. 

However, some like E. Balaji, 
CEO, Ma Foi Management 


Consultants, say that the sub- 
dued economic sentiment will 
have an across-the-board im- 
pact. “Salaries, hikes, incre- 
ments will stabilise across the 
spectrum in 2009,” says Balaji. 
This is in complete diver- 
gence with the first half of 
the fiscal 2008-09, when India 
Inc. was on a roll. At pres- 
ent, there are lesser jobs in 
the market compared to last 
year. Also, lateral hiring is 
less, as companies restrict in- 
vestments in new ventures. 
The variable pay compo- 
nent will also come down. 
Rakesh Sharma, Executive vr, 
HR, Dabur Pharma, adds: 
"The salary increase will be lower 
compared to last year; focus will 
be more on performance- 
oriented pay rather than fixed pay." 
Another key consideration while 
deciding the increments will be how 
crucial a particular function in an or- 
ganisation is. For example, func- 
tions such as business development, 
technology and operations carry a 
premium compared to functions 
like human resources and supply 
chain or in some cases, finance. 
Compensation experts say that 
for junior managers, increments 
will stabilise at 8-12 per cent in 
2009, on average, compared to 
15-20 per cent last year. However, 
things will pan out differently at 
one notch above the Junior 
Manager level. Watch this space 
next issue for BT-Omam Middle 
Management Salary Survey. 
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bt salary survey 


JUNIOR 


0 capture compensation trends in corporate India, Business Today collaborated with the 
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Delhi-based research consultancy, Omam Consultants, to collect data on salaries across a range 
of industries and companies. This survey covered junior managers with average experience of 


between three-to-seven years. Omam compiled salary data of Junior Managers ! and Junior 
Managers Il, across 101 companies in 14 sectors. Since salary data is confidential, names of the 
companies have not been revealed. The sectors covered under the survey are: automobiles, banking, 
chemicals & fertilisers, core, consumer durables, engineering, FMCG, IT, ITES/BPO, pharmaceuticals, 
real estate, retail, telecom and textiles. The survey looks at compensation data from a number of 
angles, including inter-industry averages, and also the average salaries. The Omam team that 
collated and analysed the data was led by Director Rajeeva Kumar, Executive Director Anil Koul and 


General Manager Ashutosh Kumar. 
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THE HIGH AND THE LOW 
| can beep eh i 
| MA Cost to company 
|. both at JM I (Rs 10.43 lakh) and JM II 
(Rs 6.54 lakh) levels. 
@ Textiles sector s the lowest 
pp hyj to com pan) —Rs 4.69 
| akh | and RS Rs 2.94 lakh h for JM Il, 
@ Banking, retail and real estate 
sectors stand at 8h, 9'^ and 12 places, 
These sectors are likely to see a further 
Slide in salary as well as increments. 
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Back of the book 


Wired @ Vegas 


There were launches aplenty at CES 2009 in Las 
Vegas, even as tech and electronics companies 
figured how to beat the slowdown. 

RAHUL SACHITANAND Walks through the show. 





SAMSUNG LUX 





IN CITY INTO 
gadget City for a week in 
early January, when geeks 
turned up in droves for 
the International Cons- 
umer Electronics Fair in Las Vegas. 
If you wanted to check out the 
latest on Blu-ray, try out Windows 
7 beta or witness the original PDA- 
maker Palm's last attempt at mak- 
ing it big, CES was the place to be. 
After a 20-hour plane ride from 
India, I was sleep-deprived, but 


TURNED 
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@ The Microsoft display being set up a day before the curtain-raiser on Jan. 8 
@ Samsung Luxia (ultrathin LED-backlit HDTV) unveiled at the show 
© Visitors walk through the main lobby of the Las Vegas Convention Centre 


eager to see what the fuss was 
about. On January 8, | found my- 
self outside the Las Vegas 
Convention Centre (LVCC, one of 
three locations for the event), a 
sprawling exhibition and confer- 
ence venue. At 9 a.m. the crowd 
was piling in. Unlike the last couple 


of years when CES was held in the 
throes of a booming global econ- 
omy, this year’s event happened 
smack in the midst of a crippling 
economic slowdown. 

The buzz was around Blu-ray 
players from the likes of Samsung 
and LG, Microsoft's Windows 7, 











TOP LAUNCHES 


AT CES 


Samsung DD4600 


Samsung may have unveiled the 
future of Blu-ray with this device, 
which, it claims, is the world's first 


wall mountable Blu-ray player 





Add Samsung's Sound Bar to the 
mix and the home entertainment 
system of the future looks rather 


different. 


Windows 7 


Really, Vista was one over-loaded 
OS and we couldn't wait fof 
Microsoft to fix the problem 
Windows 7, which has gone on a 
live beta, could provide some 


@ A motorised iPod speaker system by The Sharper Image 
© MSI's Andy Tung holds two Wind Series U115 Hybrid notebooks 
@ An attendee shakes hands with Hoovers Mobile's remote-controlled Robot 'Hoovie' 


answers. Unlike Vista, MS says you 
don't need to soup up 
your machine and 






which the software giant claims 
helps assuage some of the pain 
associated with its Vista operating 
system, a range of netbooks from 
Sony and HP, among many others, 
and even Palm's latest handheld. 
Despite the slump, the big players 
seemed to have invested heavily, 
with dozens of their latest displays, 
players, computers and mobile 
phones spread across each stall. 
Samsung, for example, had a sea of 
screens at the front of its stall, Sony 
had a theatre for gaming enthusiasts 
and Chinese electronics giant 
Huawei had appearances by NBA 
legends and cheerleaders to attract 
people to its stalls. 

As a first timer to the city, | 
was a Vegas virgin, and what's 
more, this was also my first crack at 
CES, which attracts over one million 
people annually. It's one hell of a 
show CES puts up; the event is 
spread across multiple convention 
centres. The Lvcc is the nerve cen- 


tre of the event. Just under half 
the centre's 3.2 million sq. feet of 
space is occupied by stalls. 

On a cold Thursday morning, 
| reached the entrance of the 
LVCC, and headed for the central 
hall where several electronics gi- 
ants displayed their wares. 
Samsung showed off its one-inch 
(width) Plasma screen, with the 
TV appearing more like a painting 
than a functional Tv. *We are 
constantly challenging the design 
boundaries in the display market. 
With our wireless Blu-ray, onlv 
the power cord is visible and 
we're conducting research to 
transmit electricity wirelessly and 
eliminate this, too," said Yunje 
Kang, Vice President, Visual 
Display Business, Samsung 
Electronics. According to execu- 
tives, the future isn't about LCD or 
Plasma any longer. “OLED prom- 
ises much clearer pictures and 
lower power consumption," 


Windows 7 also offers 


better security. 


Palm's Pre 

The forgotten smart 
phone pioneer 
wowed the audi- 
ence with its latest 
launch which fea- 
tures a QWERTY 
keyboard, ability to 





sync contacts from multiple web 

sources on a single device and the 
latest OS. Pitted against the iconic 
Apple iPhone and smartphone giant 
BlackBerry, Pre may be Palm's last 


chance at survival. 


LG Phone-Watch 
Welcome back James Bond 
Korean Electronics giant LG's 


intriguing launch 
features 
Bluetooth 
connectivity, 
video calling 
and a built-in 
speaker. Are 
you ready for 
action, 007? 


— 









The Green Brigade : (L-R) The inside of Fulton's Ecoupled technology of safe magnetic wireless power; the iGo Green Laptop 
Charger and the iGo Surge Protector; Fulton demonstrates its Ecoupled technology with this light bulb 


The New Concepts on Display 


Going Green 

Away from the buzz around new 
gadgets, several smaller 
companies were trying to make a 
statement about the hottest topic 
of the moment, the environment. 
Electric two-wheelers, solar 
panel and equipment makers, 
and environment-friendly 
batteries were among the solu- 
tions being showcased. 


added a Sony executive. “The 
problem is that the cost of up- 
grading the manufacturing process 
is high and for now we're re- 
stricted to small-form OLED 
screens," said Sang Heung Shin, 
Senior Vice President, Visual 
Display, Digital Media Business, 
Samsung Electronics. 

Samsung created a stir with the 
DD 4600 Blu-ray player, which, it 
claims, is the world's first wall- 
mounted device in this category. 

One category that attracted a 
lot of buzz was netbooks designed 
specifically for Internet access. 
While Sony had a pricey netbook 
on display, several others, including 
Samsung, HP, Acer and Asus, sho- 
wed off their netbooks as well. 

*We believe netbooks can bec- 
ome a third distinct category in 
the computer market after desk- 
tops and laptops," said one Acer 
official. Sony's notebook had à 
small 8-inch display, but came fully 
loaded, while others opted for more 
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Look Ma, No Wires 

The sound has gone wireless, so 
has the display. There's just one 
cord ruining your perfect home 
entertainment set-up. However, 
two companies at CES, Powermat 
and Fulton Innovation, showed off 
wireless charging stations, using 
the near-field inductive coupling 
method to transfer power from a 
docking station to your gadget. 


strip-down machines. Asus, the 
company that can take a fair share 
of credit for revolutionising the 
category, launched its Windows 7 
loaded netbook at the show. 

The launch of Windows 7 
itself was hyped by Microsoft’s PR 
team for days before the event and 
CEO Steve Ballmer himself made 
his debut address at CES to unveil 
this operating system. He said the 
firm would cap downloads at 2.5 
million for this latest OS, which 
would replace the widely-criticised 
Vista operating system. 

However, if there was one 
launch that drew the most atten- 


"We're conducting 
research to transmit 
electricity wirelessly " 
Yunje Kang 


Vice President, Visual Display Business, 
Samsung Electronics 


A Cut Above 

A Swiss army knife is a rather 
handy tool to have around the 
house, with its plethora of options, 
but Victorinox, the makers of this 
venerated instrument, have given it 
an update. The latest version of 
this handy tool features Bluetooth 
connectivity, a laser pointer for pre- 
sentations and a USB reader with 
an integrated fingerprint reader. 


tion, it was the Pre handheld from 
Palm. Having been overtaken by 
RIM's BlackBerry, Palm has been 
under pressure to pull the prover- 
bial rabbit out of the hat. Now, 
post-Pre, many industry watch- 
ers believe it may have done just 
that. The Pre features Palm's latest 
Webos software and allows users 
to sync calendar and contacts 
from multiple web sources. The 
phone, according to company 
executives, will download all 
updates from sites and exchange 
servers using the resident 3G 
Internet connection. 

The message was clear at the 
end of the convention—with the 
economic slump hitting attendance, 
both as far as visitors and exhibitors 
were concerned—companies will 
have to quickly figure out a way to 
manage the slowdown and 
continue innovating. W 


The writer was in Las Vegas on 
invitation of Samsung Electronics 
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VER WONDER WHY SIX-PACK 
bs and bigger arms are con- 

sidered trophy muscles while 
legs, quads and calves are hardly, if 
ever, spoken about at all? The answer 
is simple: while muscle groups in the 
upper body give us ample opportu- 
nity to show off our physiques, our 
legs don't. As a result, you'll find a 
vast majority of fitness fanatics with 


great torsos and weak legs. This, in 
my opinion, is a cardinal sin! 

Our leg muscles form the sin- 
gle-largest muscle group in our body, 
and ignoring them only means we're 
heading towards disproportion. A 
weak lower body is ill-equipped to 
complement a well-built upper body. 
On the other hand, strong legs can 
burn more calories than all the other 


muscles put together. So, irrespective 
of whether you ever wear shorts or 
not, do make it a point to work out 
your legs at least once a week. No, 
running doesn't count! 

Perform two or three sets of the 
following four exercises, resting 60 
minutes after each set. In just four 
weeks, you'll begin to see better re- 
sults than you could ever imagine! 


EXERCISE 1 


Dumb-bell Romanian 
Deadlift 

Stand with your feet shoul- 
der-width apart and hold a 
pair of dumb-bells in front of 
your thighs. Keeping your 
knees slightly bent and your 
back arched, push your hips 
back and bend at the waist 
until your torso is almost par- 
allel to the floor and the 
weights reach mid-shin level. 
Pause, then press your heels 
into the floor and stand. Do 
eight to 10 reps. 





EXERCISE 3 
Single-leg Bulgarian Split Squat 

Stand with a bench about 3 feet behind you and hold a pair of 
dumb-bells down at your sides. Place one foot on the bench so the 
top of the foot faces the floor. Keeping your torso upright, lower 
your body until the thigh of the front leg is parallel to the floor, then 
press yourself back up to the starting position. Do six to eight 
repetitions per leg. 








EXERCISE 2 
45-degree Travelling Lunge 
Stand holding a pair of dumb-bells at your 
sides. Take a large step out at a 45-degree an- 
gle, until the lunging thigh is par- 
allel to the floor, with your knee 
over (not past) your toes. (Your 
back foot should point for- 
ward.) Bring your back leg 
forward and repeat with that 
leg angled in the opposite 
direction. Do six to eight 
reps with each leg. 












EXERCISE 4 

Calf-raise Farmer's Walk 

Grab a pair of heavy dumb-bells and rise on the balls of your feet. 
Walk as far as you can until your grip or calves fall. 





Jamal Shaikh is Editor, Men's Health 

Caveat: The physical exercises described in Treadmill are not recommendations 
Readers should exercise caution and consult a physician before attempting to 
follow any of these. 





JAMAL SHAIKH 
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Advantage India 


From mining to real estate to stock market, NRIs are keen to invest 
in India. Can the government seize the moment? N. MADHAVAN 









Pravasi Bharatiya Divas 


cotta sacar factat 


ATYAM: A RS 7,000-CRORE LIE’ 

screamed the morning news- 

papers as hundreds of non- 
resident Indians (NRIs) from dif- 
ferent parts of the globe gathered 
to attend the seventh Pravasi 
Bharatiya Divas in Chennai. The 
overcast sky and the intermittent 
drizzle outside, in a way, symbol- 
ised the gloom inside the con- 
vention centre, no doubt exacer- 
bated by the global economic 
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meltdown and the recent terror 
attacks in Mumbai. But the 
assembled NRIs were, indeed, look- 
ing at India and the global eco- 
nomic crisis differently—seeing 
an opportunity as many other na- 
tions show signs of recession. 

| catch up with Anand Ramlogan, 
a barrister from Trinidad & Tobago, 
a fifth-generation immigrant from 
India. He tells me: “India has rem- 
ained insulated from the global eco- 
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onfederation of 
Indian Industry 





nomic crisis so far. À 7 per cent 
GDP growth in this climate is phe- 
nomenal." Is he looking at business 
opportunities in India? "I have be- 
gun investing in the Indian securities 
market. Valuations are low despite 
strong fundamentals. It is also well 
regulated. So is the financial sys- 
tem. That is comforting," he adds. 

Ramlogan is not alone. Desh 
B. Sikka, a geologist, who left India 
in 1974 to work in Canada, now 





N. MADHAVAN 


wants to return as an entrepreneur 
and is looking at investing heavily in 
mineral exploration and mining 
development. He wants to start a 
mining labour training school in India. 
"There is huge potential in India for 
geological prospecting and mining. 
With a billion-strong population, 65 
per cent of it below the age of 30, 
demand for metals will only increase 
in India. There is an urgent need for 
bringing in modern technologies into 
mining and the government should 
open up the sector," he explains. 
‘Paul’ Pornthep SriNarula, CEO, 
Syncate Company Ltd., is also scour- 
ing for investment opportunities. He 
runs a 35 storied service apartment 
comprising 390 apartments in down- 
town Bangkok and has plans to set up 
a service apartment in Delhi where he 
owns property. “Though current con- 
ditions may not be ideal globally, 
India is a great place to invest now as 
the investment will be ready to earn 
when the economic cycle turns 
around," he tells me. 

Says Shashi Tharoor, former 
UN Undersecretary General and cur- 
rently Chairman of Afras Ventures, a 
firm involved in attracting foreign 
investment into India: *The willing- 
ness of NRIs to contemplate investing 
in India has not diminished. They 
realise that India will recover faster 
than the West and returns available 
here are far more attractive than in 
most markets." 

If the sale of 

publications on 
taxation and 
FDI—brought 
out by Overseas 
Indian Facilita- 
tion Centre at the 
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conference is any indication, interest 
in India is, indeed, strong. In one 
day, 500 copies of these publications 
were sold out. *We did not anticipate 
such a demand," admits Harmit 
Singh Sethi, CEO of the centre, which 
was set up by the government and ci 
to facilitate NRIs who are keen to set 
up business in India. 

It is important for India to emp- 
loy the NRI wealth more prudently, 
points out Gopinath Pillai, Chairman, 
Institute of South Asian Studies, 
Singapore. Unlike the overseas 
Chinese, who are very entrepre- 
neurial, Indian diaspora consists of 
professionals who are more risk 
averse, he says. That explains why 
compared to China's 60 per cent, 
diaspora's share in India's overall FDI 
is less than 5 per cent. NRIs send a lot 
of money—but as remittances (est- 
imated at $40.70 billion or 
Rs 2,03,500 crore in 2008—the high- 
est in the world) which is used to 
buy unproductive assets such as 
houses or left in NRI deposits. 

If the government makes the right 
moves, it could tap NRI wealth for 
India’s development. It is not small by 
any standards. Numbering over 
30 million, Indian diaspora’s com- 
bined annual economic output is est- 
imated at $400 billion (Rs 20 lakh 
crore)—almost 40 per cent of India’s 
GDP! The conference probably hap- 
pened at just the right time. India's 
unique and intrinsic strengths coupled 
with better economic growth have 
triggered an enhanced interest among 
NRIs looking at business opportunities 
here. The ball is now in the govern- 
ment's court to take advantage of 
this development through appropri- 
ate policy measures. ü 











Anand Ramlogan 

"India has remained insulated 
from the global economic 
crisis so far. A 7 per cent 
GDP growth in this climate 

is phenomenal" 
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Shashi Tharoor 
“NRIs realise that India will 
recover faster than the West 
and returns available here 
are far more attractive than 
in most markets" 
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Desh B. Sikka 

"There is an urgent need 
for bringing in modern 
technologies into mining 
and the government should 
open up the sector" 
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bt bookend 


Born to Win? 


Malcolm Gladwell tries to prove that success and geniushood are hardly 


innate traits that you acquire at birth. 


CCORDING TO HIS OWN DEFINITION IN 
A‘ new book, New Yorker magazine 
riter Malcolm Gladwell is an 
*Outlier'—a remarkably exceptional 
individual whose accomplishments are so 
seminal that he or she re-defines the barom- 
eters of success in one's own discipline. 


RAJIV RAO 


of 1,200 times. This transformed them into 
an infinitely tighter and more versatile band 
and redefined rock ’n’ roll forever. 
Gladwell pegs the success of ‘Outliers’ like 
the Beatles or Gates to factors much less 
sexy than just innate talent or cerebral horse- 
power. Instead, the winning formulas de- 








Venture Capital: 


Gladwell’s first two books (The Tipping pend on some combination of good timing, 
Point, Blink) sold millions of copies and persistence and cultural background. “People acr us ral 
made him a tidy fortune. Outliers, his third, don’t rise from nothing," writes Gladwell. Edited by Dilek Cetindamar 


promises to do the same, making him the 
envy of scribblers worldwide. 

In Outliers, Gladwell presents a series of 
confounding, intellectual puz- 
zles: Why are such a dispro- 


“They are invariably the beneficiaries of hid- 
den advantages and extraordinary 
opportunities and cultural legacies that allow 
them to learn and work hard 
and make sense of the world 


Jaico Publishing House, 
2008 
Rs 495 


A handy guide to the world 
of Venture Capital. Industry 


portionate number of Canada's in ways others cannot,” he says. 9"Pefts weigh in on modes 
; : diwell's b h f of financing, exit options 

elite hockey players born in Gladwell's ook has a few and policy frameworks, 

the first half of the year? Why holes. It’s quite selective—what amongst other things. Also 


are so many pioneers in the 
computer industry—Paul Allen, 
Steve Jobs, Eric Schmidt, and, 
of course, Bill Gates—born 
within just three years of each 


happened to all the other 
Liverpool bands doing the same 
thing in Hamburg?—and his 
arguments contain little statis- 
tical rigour. Also, someone not 


other? Why should working in the middle-to-upper middle 
long, hard days in a rice paddy classes of society has little 
be an automatic qualifier for ` chance at being an *Outlier' ac- 


success in Math? 

I won't ruin it all for you 
but here's one case that 
Gladwell dissects to explain 
stratospheric success: The Beatles. John, 
Paul, George and Pete Best (pre-Ringo days, 
remember?) might have been talented and 
smart musicians, but what made a difference 
in their lives, Gladwell says, was their 


“Hamburg days”. In the early '60s, Hamburg 





cording to Gladwell—a dan- 
gerously fatalistic argument. 
Plus, luck—he calls it opportu- 
nity—matters more than innate 
talent. What would Gladwell make of 
Srinivasa Ramanujan who only encountered 
formal math at age ten, mastered advanced 
trigonometry at age thirteen and went on to 
become one of the all-time greats? 
Ramanujan wasn’t well-off—his father was a 


included are country-specific 
case studies. 





Riding the 
Whirlwind 

Author: Fons Trompenaars 
Research Press, 2007 


4 
had an abundance of strip clubs, and a man clerk in a sari shop—nor did his family slave -— 
named Bruno decided to import bands from away in a paddy field. The cei herr m 
Liverpool to play non-stop music for patrons. Still, Outliers is a must read, for Gladwell containing sae - 
The Beatles ended up playing a staggering is a consummate raconteur. If you enjoyed over100 countries, as well 
eight hours a day, seven nights a week over Steven Levitt's Freakonomics, you will love as comic sketches from 
five trips to the city—a mind-boggling total — this book. ae ara 
corporate creativity. 

PUBLISHERS Allen Lane | TYPE sy 

(Penguin Books), 2008 | [7 Strategy Engaging 

PRICE: Rs 399 zT C] Practical 

PAGES: 309 - | [M Social Phenomena | C] Dense 
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bt event 


BT-HONDA PRO-AM CHAMPIONS 2009 


Slowdown Swing 


Corporates put slowdown uncertainties aside to come out in strength for a rousing start to the 
Bangalore round of the Business Today-Honda Pro-Am of Champions. RAHUL SACHITANAND 


MISTY DAWN GAVE WAY TO A 

cloudless morning, as some 

of Bangalore's best-known 
corporates took a break from in- 
cessant chatter on the slowdown 
for a relaxed round of golf. The 
Business Today-Honda Pro-Am of 
Champions got off to a rousing 
start amidst all the economic un- 
certainty. Eighty-four golfers gath- 
ered at the Eagleton Golf Resort 
outside Bangalore to compete on 
a stableford format. 

Corporate composition at the 
event was as varied as Eagleton's 
course. Doctors and senior govern- 
ment functionaries mingled with 
corporate honchos as the event teed 
off in India's rr capital. The scoring 
was on a stableford format with 
handicaps reduced to three-fourths. 
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Eagleton saw several experienced 
golfers hit the course, including 
previous winner David D'Souza, 
K.S. Kim of Samsung, Anees Ahmed 
of Mistral, Vignesh Hebbar of 
Marlabs Software and Vivek 
Nagarkatti of Hewlett-Packard 
Global e-business Operations. 

There were big prizes to play 
for. A Honda CRV was the biggest of 
them all, on hole 17, for a golfer hit- 
ting a hole-in-one. Sadly, that prize 
was to remain tantalisingly out of 
reach. Riddled with difficult water 
hazards and tricky sand traps, 
Eagleton is seen as the most com- 
plete course in Bangalore. 

There were other 'spot prizes' 
on offer such as the Ethos Closest 
to Pin (Hole 2), the Honda Longest 
Drive (Hole 18) and the Business 
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Today Straightest Drive (Hole 3). 
M.K. Aiyappa won a Baume & 
Mercier watch from Ethos Summit 
for the highest Gross Birdies. After 
a nail-biting round, the team of 
Sunil Kunte, Chetan Meda, Ravi 
Shankar & K.N. Bhatt, with 100 
points squeaked through ahead of 
Alok Malik, Vivek Verma and 
M.K. Aiyappa. While the runners- 
up won a trophy, Greg Norman 
Overnight bags and Pinky Vodka, 
the winners snapped up trophies, 
Greg Norman Duffle bags and a 
bottle of Whyte & Mackay. The 
winner in each category will get a 
chance to play at the national finals 
in Delhi. The individual winners in 
the handicap categories 0-8, 9-16 
and 17-24 were Chetan Meda, 
Vivek Verma and Shankar 
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Lining it up: (L-R) Charu Sharma; Chetan Meda, President, Eagleton Golf Resort, winner (0-8) individual category, and 
Sunil Kunte, Sr. VP, Fidelity Business Services India, member, winning team 
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Suryanarayan, respectively. They 
get to travel to Delhi and compete in 
the Pro-Am finals. 

Participants were fulsome in their 
praise for the event and the course. 
"This is an excellent course," said 
Sandeep Kulahalli, Business Head, 
Overseas Retailing Services, Titan 
Industries. *The event was ideal for 
building and developing business re- 
lationships." It wasn't only the local 
companies that occupied centre stage. 
For example, Gordon W. Robinson, 
Managing Director, Timken 
Engineering and Research India, was 
one of a sprinkling of expats to arrive 
early on a Saturday morning for a re- 
laxed round of golf. *This was my 
first opportunity to play in Bangalore 
and it was a relaxed 4-5 hours away 
from the office," he said after his 
round. Devapriya Guha of 
Accenture said it was a good 
opportunity to play with some old 
friends and make new ones. 

Business Today and Honda Siel 
Cars are the co-title sponsors for the 
event and rrc Welcomgroup is the 
associare sponsor. The liquor sponsor 
is Whyte & Mackay, equipment 
sponsor is Cleveland Golf, the official 
timekeeper and prize sponsor is 
Ethos Summit, fitness partner is 
Fitness First and the official golf 
magazine is Golf Digest India. 


` 





k. o^ 


unners-up team and Ravi Shank 








On the podium: A.V. Prabhu, Zonal Manager, Honda Siel Cars India, awards the 


runners-up trophy to M.K. Aiyappa, Transport Commissioner; and (right) K.N. 
Bhatt, MD, Namaste Garments, receives a trophy as member of the winning team 





Honour roll: Vivek Verma, MD, Aquarian Impex, receives the winner's prize for 
the (9-16) handicap category; and (right) Shankar Suryanarayan, VP. 
Marketing, Lifestyle India, winner in the (17-24) category, receives his prize 
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Premji's Moment of Unease 


IF REACTIONS TO THE WORLD BANK'S. BAN ON WIPRO 
Technologies were starkly different from that to a 
similar ban on Satyam Computer, the reason was the 
towering personality of Azim Premji, who has always 
emphasised the role of ethics in business. “I would go to 
every conceivable length to preserve integrity at Wipro. 
There is no point talking of integrity and not doing it 
when it comes to the bite," he had once said. How 
can then a company in which he has over 75 per cent 
stake follow practices that the World Bank does not 
approve of? To be sure, the non-disclosure in this case 
is perfectly legal and, as Premji said in his letter to 
Wipro employees, the company had not dithered from 
following the highest standards of business ethics. 
Perhaps the Bank is overreacting. Yet, when corporate 
governance has become India Inc.’s new-found mantra, 
vou have to wonder: Shouldn't have Wipro disclosed this 
episode when it occurred (in 2007)? 
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Dealmaker Hits Snag 


NIMESH KAMPANI, CHAIRMAN, JM 
Financial, is one of the most sought- 
after dealmakers in the Indian corpo- 
rate world. But over the last few days 
he is being sought by the police. The 
matter relates to default of fixed de- 
posits by Nagarjuna Finance. Kampani, 
61, was Non-Executive Director on 
the company board till April 1999, 
Police officials from Hyderabad vis- 
ited Kampani's office in Mumbai in 
the last week of December and even 
spoke to Kampani, who was in Dubai. 
He has informed the police that he 
was in no way involved with the 
Nagarjuna Finance matter as he resi- 
gned as a Non-Executive Director 
many years ago in 1999 and was not 
involved in the management affairs. 
At the time of writing, Kampani was 
still in Dubai on a business trip, accor- 
ding to a company spokesperson. With 
independent directors under increasing 
scrutiny, there could be few takers left 
to take up the role. 





Full Speed Ahead 


IT TAKES A BRAVE MAN TO LAUNCH A CAR IN THE 
current environment. It takes even more gumption 
to launch a car from a company that is also trying to 
rebuild its image. RAJEEV KAPOOR, Managing Director, 
Fiat India, is gushing with pride for his new Linea 
and the show to launch it certainly will go down as 
one of the most over-the-top car launches in recent 
times. But will the former Hero Honda man's 
bravado pay off? With car sales slipping, Kapoor, 56, 
certainly thinks so. “I strongly believe that good 
times or bad, people want great products and this is 
the best car in the market right now," he says 
optimistically. But Fiat India could do with the 
bluster to rebuild its image in India 
where the word ‘Fiat’ is still associated 
with an underpowered, cramped, . 1 
crowded little car. And that, as Calling It Quits 
Mr Kapoor would aver, the 
Linea certainly isn't. PANGAL JAYENDRA NAYAK, 61, WILL HANG UP HIS BOOTS 
in August this year as Chairman and CEO of Axis 
Bank. While Nayak can bask in the glory of leaving 
the country's third-largest private sector bank with a 
strong foundation, there is a lingering issue of suc- 
cession. Unlike icici Bank that saw a smooth transi- 
tion, there is no clearly defined second- 
in-command at Axis Bank. Among the possible 
contenders are four Executive Directors—M.M. 
Agarwal, V.K. Ramani, S.K. Chakrabarti and 
Hemant Kaul. If seniority comes into play, 
Agarwal may get the top job. But a lot de- 
pends upon the promoter SUUTI (carved out of 
UTI) which holds a 27.08 per cent in the 
bank. Nayak has, however, surely set a clear 
agenda for the next decade. “I want to see Axis 
as more of an international bank with a strong 
presence in several parts of Asia," Nayak told B7 
ast month. That could well be the recipe for bank’s 
success after Nayak moves on. 
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Designer Dreams 


SHE IS CREDITED WITH DESIGNING ASIA'S LARGEST NAVAL ACADEMY AT KANNUR 
in Kerala, a project NAMITA SINGH nurtured for over 20 years. With the in- 
auguration of the Academy in January, her dream has reached its culmi- 
nation. Singh, 60, says: “It’s difficult for any architect to get such a large proj- 
ect. Most big-scale projects are executed by the government." But the biggest 
fillip for her was winning the national competition for the project in 
which over 40 firms competed. The Academy is spread over 30 lakh sq. ft, 
including seven mountain peaks. Next designer dreams for Singh: Nehru 
Centre for Performing Arts, Chandigarh, and rr Park, also in Chandigarh. 
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Managing in Chaos 


HOOTING A MOVIE ON THE STREETS OF MUMBAI IS THE ULTIMATE TEST 

for a director. It requires patience, aplomb and an innate ability to 

deal with random incidents of chaos—all of which Danny Boyle app- 
arently carried out, unruffled and as cool as cucumber. Since then, 
Boyle has hit box office gold. Plus, Slumdog Millionaire—the name of his 
Mumbai saga—was adjudged Best Film (Boyle also won Best Director) 
at the Golden Globes. 

Winning the Golden Globes 
doesn't come easy for any director. 
And when one makes a relatively 
low budget (Rs 15 crore) film, which 
critics expect to fail at the box office, 
but ends up sweeping the awards— 
it exemplifies among other things— 
the leadership qualities of the di- 
rector. It is not the first time that 
these qualities of Boyle were visible 
during the making of Slumdog. 
Those who've watched this 
Englishman's earlier films such as 
Trainspotting, Tbe Beach, 28 Days 
Later or Sunshine, will find elements 
from these films in Slumdog 
Millionaire as well, be it in terms 
of editing, use of music or the abil- 
ity to elicit brilliant performances 
from his actors. 

Says Anil Kapoor, one of the 
stars of Slumdog Millionaire: "One 
of the signs of great leadership is 
when a leader never makes you 
feel as if he is imposing his will on 
you. Danny dealt with a cast and 
crew from different nationalities, 
ages and backgrounds with great 
ease and subtleness." Kapoor adds that Boyle knew 
how to get the best out of his team effortlessly. *He 
didn't try to demand respect and he didn't need to. He 
got it from us right away. He treated one and all on the 
sets equally. Be it a small technician or a big star. He 
would actually applaud if someone did a good job," the 
Bollywood star says. 

Irack your Kapoor feels Boyle's best leadership qualities lay in the fact that 

k he is humble and down to earth. “A crew member who has worked with 

stocks on him previously told me Boyle seldom loses his temper or shouts at his crew," 

your mobile etos nans | 

Dealing with chaos to create something big demands a lot from managers. 

Boyle's ability to get the best out of each member of his team is a trait 
corporate leaders can benefit a lot from, especially in the present times. 

ANUSHA SUBRAMANIAN 
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=> BMW Premium Substance _ 


functions 


> 7 new buttons 

>» new menu navigation 
> new brilliant display 

» new 3D graphics 


agility & driving performance 
a smooth handling 
_ š - 4 
Neutral self-steering behaviour 


~ Rear Wheel Drive 
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- For more information visit www.bmw,in or contact your Authorized BMW Dealer. 
North: | 
Chandigarh: Krishna Automobiles +91 172 5041 000 Delhi and NCR: Deutsche Motoren +91 11 4309 0000, 
Bird Automotive +91 11 3988 5577, BMW Studio +91-11 4360 7700 
South: 
Bangalore: Navnit Motors +91 80 2852 0060 Chennai: KUN Exclusive 191.44 4291 1111 
Hyderabad: Delta Motors +91 40 3028 2900 Kochi: Platino Classic +91 484 4009 966 
East: 
Kolkata: OSL Prestige +91 33 2251 7010 


West: 
Ahmedabad: Parsoli Motors +91 79 2684 1231 Mumbai: Navnit Motors *91 22 2625 3333, Infinity Cars +91 22 6714 5100 


Pune: Bavaria Motors +91 20 2614 1555 
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Introducing the new BMW 3 Series Sedan 
Engineered Emotion. ER 


It's one thing to be an athlete. It's quite another to be a champion, The new BMW 3 Series is both. As 
the world's first sports sedan and the best-selling car in its segment, the BMW 3 Series once again sets 
the pace for Sheer Driving Pleasure. With its sharpened exterior lines, enhanced driving dynamics and 
premium interior, the ultimate sports sedan inspires even the most discerning driver. Featuring the latest 
generation of BMW iDrive, which brings instant access to multimedia and comfort features. The new 
BMW 3 Series achieves a level of distinction that even its competitors aspire to. 
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At Edelweiss, we believe uncertain times may call for a change in strategies, not your goals. 


A presence across business verticals that span diverse asset classes. The ability to utilize 
experiences across market cycles. A unique research platform that brings clarity in thought 
and action. Timely and flawless execution of incisive strategies. At Edelweiss, we bring 
together these strengths to deliver fresh solutions that meet your financial goals. 


So with Edelweiss, always say... 


Now | con 


Qe Edelweiss 


Ideas create, values protect 


For further information write to info@edelcap.com call 18001023335 visit www.edelcap.com 


My MENT BANKIN BROKERS RV ASSET MANAGEMENT | LOANS 








Any location becomes a productive office with the right 
equipment. Like Kyocera copiers, printers and Multi-Function 
Printers with ECOSYS* proprietary technology that delivers higher 
performance with longer maintenance cycles. Our eco-friendly 
technology also reduces replacement parts and waste while 
Increasing recyclable components. Kyocera technology absolutely 
delivers on every factor to minimize your Total Cost of Ownership. 
And that's the bottom line for any office, wherever it may be. 


* Kyocera's acclaimed concept of environmentally-friendly products. 
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From The Editor 


HEN A LARGE-SCALE ROBBERY TAKES PLACE, THE 
N N / first reaction of the public is not of cursing 
the robber, but that of blaming the police. 
How did the police not have a whiff of the theft? 
Skepticism often leads to suspicion—suspicion of collu- 
sion. In the world of financial fraud, the auditors’ role is 
similar to that of the police. No wonder then that every 
case of financial fraud ends up in fingerpointing at the 
auditing profession. Complicating matters is the fact 
that auditors work under a thick veil of secrecy—partly 
because confidentiality is inherent to the profession and 
partly because of the botched regulatory process in 
India, which discourages transparency. Yet, as the Satyam 
episode reminds us, a sound system of auditing is as 
critical for corporate India as effective policing is for the 
society at large. The consequences of bad auditing are 
borne by everybody, from employees to shareholders. 

That’s why Business Today decided to devote its 
cover story on understanding how auditors in India 
really work; what their man- 
date is; and whether they 
can be expected to detect 
frauds—especially when it 
is perpetrated by the top 
management. Our report- 
ing was an exercise in edu- 
cation and revelation, and 
we share it all between Pages 
54 and 72. No doubt, the 
expectations from auditors 
have to be lowered. At the 
same time, the government 
has to put in place an inde- 
pendent regulatory body (at present, auditors regulate 
themselves) and auditors, especially the Big 4, have to vol- 
untarily disclose much more about their business than they 
currently do. Secrecy is the root of suspicion—however 
unfair it may be. 

We also revisit the Satyam saga, this time to 
understand what it takes to run a company whose 
promoter is in jail for committing the biggest fraud in cor- 
porate history, whose entire board has been fired, where 
it is difficult to know which person or paper to trust, 
where the new management is only around temporarily 
and where some of the biggest names in global business 
are the company’s clients. Turn to Page 74 to read this 
extraordinary account from Satyam insiders. 

Intelligent investing seems to have become a forgotten 
art, what with most classes of assets having fallen way 
below their peak values. But this is also the time to 
make some of the potentially rewarding investments. Our 
“20 Hottest Stocks” list (Page 78) is an attempt to help 
you make such investments. 
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The safety of a Fixed Deposit and 
the growth potential of a Mutual Fund 
in one unbelievable investment. 





Presenting Citibank Protect & Grow Deposit - It's not just a new investment option, it's 
a whole new way of investing. 


With Citibank Protect & Grow Deposit, you can be assured about the safety of your 
principal, while giving you the opportunity to earn potentially higher returns on the 
interest earned. Enjoy an attractive interest rate on your deposit and enjoy the benefits 
of investing the interest earned in Mutual Funds of your choice. 


* Book a deposit of minimum Rs. 15 lakhs for at least 1 year 

* Enjoy attractive interest returns on your deposit 

* Choose the percentage of interest to be invested in any Mutual Fund scheme, 
with a minimum of Rs. 5000 in any one scheme 

* Auto-renewal facility is also available with your choice of funds 

Invest the quarterly interest you earn from your Fixed Deposit in 

up to 4 open ended Mutual Funds” distributed by the Bank 


For further details, SMS 'GROWTH' to 52484 or contact your Citibank Relationship Manager 
or visit www.citibank.com/india 
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Safety of Safety and potential for 
a Fixed Deposit. higher returns on your investment. 


Citi never sleeps 


cítibank 


»08 Citigroup Inc. Citi and Arc Design is a registered service mark of Citigroup Inc. Citi and Citi never sleeps are service marks of Citigroup Inc. Terms and Conditions 

. Please refer to application form or visit www.citibank.co.in for complete set of terms and conditions.Investment products are not bank deposits or obligations of ot 

anteed by Citibank, N.A., Citigroup, Inc or any of its affiliates or subsidiaries, are not insured by any governmental agency and are subject to investment risks, including 
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Satyam: Scam and Beyond 


The implications of the financial fraud committed 
by Satyam Computer run deeper and wider than 
we have understood so far. It calls into question 
the very purpose of two institutions that are 
supposed to be watchdogs for good corporate 
conduct: independent directors and external 
auditors. BT's cover package goes into the 

| details of the fraud and explores how and why 
WE] Ramalinga Raju turned to the dark side. 
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The Dangers of Deflation 
Falling inflation is good, but not 
when it comes with falling 
investment, income and jobs. 


Cheap Does It 

As real estate sales slow down 
and prices plummet, developers 
chant the affordable housing 
mantra. 


Top of Mind 
Policy Watch 


Hey Teacher! 

A study of 165 Indian 
universities shows a sharp 
growth in student numbers 
and identifies faculty shortage 
as the biggest headache. 
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Inside the Secret World of Auditing 
Business Today takes a peek into the 
inscrutable universe of the Indian operations « 
the top global accounting firms. Do the 
deserve the tlak thev've come in tor in the 


wake of the Satvam fraud? Yes and no. 


The Big Four 


[he Big 4 has a crucial role in policing the book 


keepers of India Inc. A peek into their operations. 


Big Cheese Vs Small Fry 
Audit firms look at the Big 4 the way many feel 
about advertising: Hate it, but you can't ignore it. 


Some Don't Like It Big 
Close to halt of the cream of India Inc. prefers 


to have lesser-known auditors. 

The Problem Within 

When the bulk of the auditing work involves 
iunior auditors, trouble can't be too far behind. 
The Bloodhounds of Bookkeeping 


If auditors are happy being watchdogs, then for 


sic accountants are the ones who snitt out fraud. 





Cover by Kapil 


Stocks to Watch 
Out for in 2009 





BT speaks to 11 of the brightest minds on Dalal Street 
and gets them to identify their favourite long-term 
value picks. These stocks are only for long-term 
investors, with a minimum horizon of three years. 
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Windows 7, Worth It? 
BT tries out an advance beta version of the software— 
Windows 7, and gives its verdict. 


Disclosing to Conceal 

The market regulator's directive on mandatory 
disclosure of pledged shares neither truly brings 
the promoters in line nor helps investors. 


URES 


Operation Satyam 

BT puts together an imaginary briefing of the new 
directors, by one of them, based on real 
interaction with insiders. 


Breaking Bread with the Bears 
With an upturn nowhere in sight in the short- to 
medium-term, can new brokerages on the block surive? 


Infosys' Bold Global Ambition 

Infosys wants to be among the top three IT 
services firms in the world. Its business strategy 
suggests this will not happen soon. 





Nowhere to Go 

After five years of high growth, exports are in a 
slump leading to income and job losses. The 
situation will get worse before it gets better. 


Oil's Off the Boil 

The drop in crude prices comes as a boon to 
some sectors, and a curse to others. The question 
is: How long will this softness last? 
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124 Banking on the 
White 'Tiger' 
Shrimp and prawn farming, 
once big business in Tamil 
Nadu and Andhra Pradesh, is 
on the verge of collapse. But 
the White Prawn may herald 
a new boom. 


BOOKEND 

126 Growing Pains 
Dough Tatum's book No 
Man's Land charts a credible 
course for mid-size compa- 
nies struggling to become big. 


BACK OF THE BOOK 

128 Faithful Inc. 
Many corporate leaders say 
faith in God and their 
spiritual beliefs have helped 
them cope with hard times. 
Is it helping them grapple 
with the downturn? 


132 Printed Circuit 
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Larsen & Toubro 
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Preventing Satyam-like Debacles 
THANKS TO RAMALINGA RAJU, THE 
scandal at Satyam has not only destr- 
oyed the reputation and fortunes of 
the IT company (BT cover, February 
8) but also sullied the image of the 
Indian IT industry, which enjoyed 
an iconic status so far in the eyes 
of global investors. What's even 
more worrying is the possibility of 
other Satyam-like skeletons tum- 
bling out of India Inc.'s closet. It is, 
therefore, extremely important that 
we put in place corporate gover- 
nance watchdogs together with 
strong deterrents to guard against 
corporate frauds and related slip- 
ups. These can be done by redefining 
the power and role of regulatory 
agencies like SEBI, overhauling the 
Companies Act and taking steps to 
make independent directors serv- 
ing on company boards more ac- 
countable. It’s only in the fitness of 
things that these measures are 
adopted fast so as to refurbish India 
Inc.’s broken image. 

B. RAJASEKARAN, through e-mail 


Caring for the IIMs 

RAMA BIJAPURKAR'S VIEWS ON IIM 
review panel report (What 1M Review 
Panel Sbould Have Said, Br, January 
25) provoke more thoughts on how 
these elite institutes should be nur- 
tured, so that the crop of students 
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Raju's Costly Ride 

THE SATYAM SCANDAL MAY HAVE TAKEN | 
everyone by surprise, though it wasn't 
entirely unforeseen (BT cover, February 
8). With the unseemly details of the 
scam continuing to unfold, it has 
already become the biggest scandal in 
India's corporate history. While it is 
hard to predict how the scandal will 
impact the Indian rr industry in times to 
come, it has already planted grave doubts | 
in the minds of potential investors and 
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could adversely affect the fortunes of the 
Indian outsourcing industry. 


VINOD DIXIT, tbrougb e-mail 


coming out of them can serve India 
Inc. better. In the process, they can 
ensure India attains its cherished 
goals of faster and inclusive growth. 
[t is also true that IIMs are better 
suited to take on the China chal- 


lenge. For all this to happen, we 


need more management teachers, 
with better pay scales. Also, more 
IMs are required to meet the growing 
needs of students. Otherwise, many 
are forced to flock to Us, Singapore, 
Dubai campuses. And the only thing 
that the government needs to do is to 
stop interfering in IIM affairs. 
D.BHASKAR, through e-mail 


Task Cut Out 

CHANDA KOCHHAR'S ASCENT TO THE 
top of ICICI Bank (In the Hot Seat, BT, 
January 11) is another instance of 
the glass ceiling getting broken. While 
that in itself is a positive develop- 
ment, let us not forget that she is 
stepping into the very big shoes of 
K.V. Kamath. He was the man resp- 
onsible for transforming ICICI Bank 
into the financial power house that it 
is today. Kamath is also responsible 
for redefining Indian banking and 
making it more vibrant. He intro- 
duced and helped popularise the ATM 
culture. Given the current strained 
finances of banks in India and else- 
where, Kochhar will have her work 
cut out. She will do well to main- 


tain the momentum that icici Bank 
has forged for itself. 


SRINIVASAN UMASHANKAR, through e-mail 


How the Best Will Stand Up 
| LOVE READING BUSINESS TODAY FOR 
its incisive portrayal of the key cor- 
porate issues of the day. Your issue on 
the Best Companies to Work For (BT, 
January 25) was both informative 
and insightful. While the profiles and 
the accompanying wealth of infor- 
mation on the featured companies 
made for a good read, it also helped 
readers make their own assessment of 
the companies. But the exercise still 
left many questions unanswered, such 
as what is it that makes these compa- 
nies the most preferred employers 
they are, how are they going to cope 
with the ongoing financial crisis, to 
what extent will these companies be 
affected by the downturn and what 
impact will the slowdown have on 
their hiring and business develop- 
ment plans? What are the chances 
of these companies posting high 
growth and earnings even in times 
of slowdown? I hope your upcoming 
editions will provide the answers to 
these questions. 

VINAY GUPTA, by snail mail 
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iesta - "Best Driver's car in it’s class" - Autocar India Sep '08 
"One of the most involving driver's cars in India" - TopGear Nov 08 
“A great buy if you love driving and worth every rupee” - WhatCar India July 08 


If you are choosing between the two cars to have the perfect ally 
or spirited motoring, then go for the Fiesta" - Business Standard Motorina Dec 08 


Ye Ford Fiesta, power packed with Dura technology, E10 readiness, Driver & passenger side airbags, Anti-lock Braking 
stem (ABS), 15” (38.1 cms) Alloys and 2 DIN MP3 player is undoubtedly the best drive for your money. 


o ahead, get in to the Ford Fiesta and leave the City far behind. 


At Rs. 6.99" lakhs, the Ford Fiesta 1.6S is a better buy. 
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Trends 


The Dangers of Deflation INSTAN TIP 


Falling inflation is good, but not when it comes with falling 
investment, income and jobs. ANAND ADHIKARI 





The sit During question. 
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EFLATION IS RARER THAN INFLATION, BUT WHEN IT STRIKES, IT aj r che 
D causes destruction all around with falling demand, sluggish ter certainly marks ihe not 
investments and widespread unemployment. After a fairly long, of more disappointing numbers in 
buoyant phase, deflationary winds are blowing across world economies. times to come. 
The Bank of Japan recently predicted two years of deflation. The pos- 
sibility of the Us plunging into deflation cannot be totally ruled out either. Yes. Hitesh Agrawal, Head 
Back home, deflation possibilities are being discussed, though only a few (Research), Angel Broking 
economists like Indian Chief Statistician Pronab Sen have gone on After many years, India Inc. has 
record predicting “deflation” by March 2009. posted a decline in net profit for 
What really is deflation? And will it happen? Falling prices, if they the quarter. While some of this 
persist, would lead to a vicious spiral of falling profits, closing factories, could be attributed to the high 
fewer jobs and increasing defaults on loans. Right now, for India, a brief base effect of last year, the fact 


deflation is a statistical possibility. “Yes, deflation is likely by the middle that there has been a slowdown 
of 2009," says Tushar Poddar, economist at Goldman Sachs. What's trig- ÎN demand and there is pressure 
gering this deflationary wave, though? Clearly, it’s the inflation monster on operating margins is a reality, 


too. Economic stability is neces- 


that came crumbling down, crashing from a high of 13 per cent in August sary for the confidence to return. 


last year to around 5 per cent in January 2009. With RBI (Reserve 
Bank of India) targeting an inflation of 3 per cent by March 2009 and COMPILED BY MANU KAUSHIK 
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WHAT IT MEANS FOR INDIANS 


€ Assets prices (like home, consumer 
durables, etc.) could fall further 


e Investments like equity, MFs, 
debentures, etc., will also lose value 


e Salaries also take a nosedive 


e Unemployment will rise due to 
production cuts 


the government announcing fur- 
ther fuel price cuts, there is the pos- 
sibility of inflation (WPI) reaching 
zero in the remaining three quarters 
of this year. 

If this happens, the repercus- 
sion will be far reaching. 
Unemployment may increase on 
the back of lower demand and cut 
back in spending both by individ- 
uals and the government. James 
McCormack, Head (Asia-Pacific 
Sovereign Ratings) at Fitch 
Ratings, says: “If consumers expect 
prices to decline, they typically 


curtail spending in anticipation of 


further cuts. This 
weakens economic 
activity.” 

Poddar warns 
that the common 
man should be wary 
of this. “If prices 
continue to fall, then 
it eventually leads to 
producers cutting 
back output, which 
leads to lower 
growth and further 
deflation,” he says. 

Others disagree. 
“The decline in the 


NISHIKANT GAMRI 





WHAT POLICYMAKERS SHOULD DO 


@ Reduce the key policy rates to lower 
overall lending rates 


e Allow more liquidity to banks by 
way of lowering CRR and SLR 


€ Non-monetary incentives to 
worst-affected industries 


e Protect banking sector from collapse 


Economist at CRISIL. Agrees Sonal 
Varma, economist at Nomura 
International Plc., saying: “The 
consumer price index is still high 
and unlikely to drop sharply." For 
December 2008, consumer 
price inflation was close to 
10 per cent. 

Policymakers are addressing the 
demand issue on a war footing with 
two stimulus packages already out. 
"There is a need to cut interest rates 
aggressively," says Varma. 

A sustained deflation looks to 
be a remote possibility. ^I don't see 
a deflation of the kind that the 
economies of Us and 
Japan are in danger 
of slipping into. 
There might only 
be a temporary 
deflation in the 
domestic market," 
says Joshi. 

In fact, the big- 
gest debtor in 
India—the Central 
government—has 
the most to worry 
about a deflationary 
situation, says 


McCormack. *Defl- 


fuel and manufac- “| don't see a deflation of ation increases real 


tured goods prices the kind that the debt burdens, as the 
has triggered a def- economies of US and nominal value of the 
lationary scenario, Japan faced or are In debt remains steady, 
but food prices are danger of slipping into but all other prices 
still ruling high and Currently. There might drop," he says. 

they are not exp- be a temporary Just one more 
ected to fall substan- deflation in the reason then for the 


tially to sustain a def- 


lation," says D.K. D.K Joshi, 


domestic market" 


government to act 
fast in case the situa- 


Joshi, Principal Principal Economist, CRISIL tion worsens. 
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3T's Sumar Layak on India be- 
coming a | manufacturing | hub for 
solar power equipment that use 
silicon and x about silicones 
that go into almost anything we 


use today. Excerpts: 
Is solar power viable in India? 


If you think about lighting a bulb 


in a big city like Mumbai it may 
not seem so. But think about a vil- 
lage where there is no electric- 
ity. That is where solar power is 
attractive. We have solutions that 
can be used to run a fridge or 
charge a cellphone battery in such 
locations. We are in talks with 
Indian companies. India can be 
a major exporter of solar power 
equipment. 


How popular is the application of 
silicones in India? 

We have major customers in the 
auto and construction industries. 
Largely, we follow a business-to- 
business model as most of the 
applications of silicones are 
industrial. But we also have con- 
sumer applications like sealants 
where the Dow Corning brand 
appears alongside the marketer's 
brand. Be it in hair gel or in the 
nipples of feeding bottles—a lot of 
silicones are in use today. The 
growth potential is huge in India. 
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Cheap Does It 


As real estate sales slowdown and prices plummet, developers 
chant the affordable housing mantra. TEJEESH N.S. BEHL 


S COMMON SENSE FINALLY DAWN- 
Line on realtors? Faced with a 
drop in sales which has seen bot- 
tom lines erode substantially this 
quarter, real estate developers are 
betting big on “affordable hous- 
ing”. This means a starting price at 
under Rs 10 lakh in most cases, 
going up to a maximum of Rs 25 
lakh. So, have the assets become 
cheaper overnight? 

“For the last five years, we 
were concentrating on the top- 
end clientele, which is just 10 per 
cent of the total market. That 
market is completely down 





today, so we are focussing on the 
remaining 90 per cent where there 
is actual end-user demand,” points 
out Pranav Ansal, Vice Chairman 
and Managing Director, Ansal API. 
His company has two projects 
underway—Abhilasha and Fair- 
way—in Tier Il cities and on the 
fringes of the NCR. 

In fact, most of these homes 
will only be available in secondary 
or tertiary cities and in ticket sizes 
that are smaller than usual. For 
instance, a two-bedroom house, 
which would earlier have offered 
an area of 1,200 sq. ft., will now 
come in a compact size of 800 sq. 
ft. Says Rohtas Goel, Chairman 
and Managing Director, Omaxe, 


which is coming up with homes in 
Greater Noida, Ludhiana and 
Faridabad, starting at Rs 12 lakh: 
“A customer will have to compro- 
mise on the size, if he's inflexible 
on the price point. There's no way 
a developer can offer both size 
and an attractive price in the 
current scenario." 

The reduction in price is also 
partly due to the fact that Omaxe's 
new housing range will come up 
under its new subsidiary, National 
Affordable Housing Initiative 
(NAFHIL). Tie-ups with land-owners 
and small developers, who do not 


THE AFFORDABILITY FACTOR 
The nitty-gritty of cheaper homes. 


€ Small apartment size, which brings down 
the total cost to buyer 


€ Joint venture development with small 
land-holders 


€ Developments limited to secondary cities 
where land price is still low 


€ Cheaper alternatives in construction 
materials and lowering of specifications 


have the construction or marketing 
expertise, ensures that Omaxe 
saves on the cost of asset acquisi- 
tion. Ansal, on the other hand, is 
banking on value-engineering to 
cut down the ticket price—for 
instance, substituting wood with 
stone, which is cheaper and 
more durable. 

However, Anshuman Mag- 
azine, Chairman and Managing 
Director, South Asia, cB Richard 
Ellis, says developers need to guard 
against the herd mentality that 
characterised the bull phase till a 
year ago. “Realtors should be aware 
that while there is a substantial 
demand for affordable housing, 
it’s not infinite,” he observes. 
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State Bank of India a 


With you - all the wa) 


Winner of the 


‘Best Bank 
of the Year 2008 - India’ 


(Award) 


presents 
3 Winning Schemes 


e Yields maximum returns e As a SIP (Systematic e SBI Tax Savings Scheme 
on your investment Investment Plan), offers 2006 specially designed for 
alongwith Liquidity. higher return, Liquidity. Income Tax assessees 
e Regular monthly savings e Provides Tax benefits 
builds up a good corpus to under section 80C of 
meet long term expenses. Income Tax Act, 1961 
e Higher returns. 


State Bank of India has been adjudged the 
‘Best Bank of the Year 2008 - India’ by London based 
"The Banker' magazine, on the basis of intensive 
research and analysis of financials and performance. 


Please call 1800112211 (Toll Free) or 080-26599990 or 
visit our nearest branch / www.sbi.co.in or e-mail- contactcentre@sbi.co.in 
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SHEKHAR GHOSH 





What is the response so far? 
As of now, there are 25 Indian 
companies listed in the UK. Despite 
the grim conditions, four of them 
raised nearly $400 million (Rs 
2,000 crore) or 18 per cent of the 
total fund raised at AIM in 2008. 


Which are the sectors you are 
targeting? 

Although we are not sector- 
specific in our approach, we would 
like to see more companies in oil 
& gas, metals, manufacturing, en- 
tertainment, IT and telecom to list 
their shares on the bourse. 
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TOP OF MIND 


Wikipedia Censured? 


What is the noise all about? 
Wikipedia founder Jimmy Wales 
wants to control user edits on the 
hitherto open online encyclopaedia. 


Why? Well, it all started when 
changes were made to the pages 
of Apple Chief Executive Steve Jobs 
and a US Senator claiming they 
were dead. When in reality they 
were quite alive. 


What will happen now? Each revi- = === 
sion would, therefore, need to be 
moderated by Wikipedia legion of editors, whose appointment process 
is shrouded in a cloud of online secrecy. 


Would this lead to major delays? You bet. Wikipedia's German 
language site has been using such a system for almost six 

months and revisions often take 20 days before they are approved. 
Ouch! So, what can | do? Use the Encyclopaedia Britannica, the one 
your grandfather had leather-bound copies of. Those guys are shifting to 
a more open, online editing system on their website. 
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GEC Space Hots Up 


HE HINDI GENERAL ENTERTAINMENT CHANNEL SCENE I$ HOTTING UP 

with the launch of the 13th channel in the space. *Real'—a new 
Hindi GEC channel—is being launched by Real Global Broadcast (RGB), a 
joint venture between Turner International India and Alva Brothers 
Entertainment. The new channel will go on air from March 2009. 
Speaking to Br, Steve Marcopoto, President, Turner Broadcasting System, 
Asia Pacific, said: *India is the largest market for Turner International after 
Japan and contributes 25 per cent to our overall revenues." 


The latest TAM numbers for Week 
Gross Lc Points 


3—the January 11-17, 2009 per- 
iod—shows that this space is inc- 
LONDRES 


reasingly getting indistinct. À mere 
8 GRPs separate Colors from genre 
EXE s: 
| STAR One s 








leader STAR Plus (see Gross Rating 
Points). Can a new player succeed? 
Says Sudarshan R., Senior Business 





- r3 5 Director, Mediacom: “All GECs claim 
32 they are different but eventually they 
Eao 47 start showing more or less the same 
ES 3) stuff. We are likely to see more strate- 
BE Utsav 32 Figures are for thr period of " ess m a à 
january 11-17,2009 — Bic specialist channels concentrating 
Mop: ^ on a particular genre in the long run." 
|Zee Next 2 — Source TAM Peoplemeter System ANUSHA SUBRAMANIAN 


P-WATCH 


Ensuring Independence 


The failure of Satyam's independent directors has 
exposed the ineffectiveness of the policy. PUJA MEHRA 





RAMEN SARKAR 


N 2000, THE CENTRE HAD 
E enisi the Companies Act 
to provide for two directors on 
company boards representing 
small shareholders. It was a great 
move, except that the clause was 
diluted from “shall” to “may” 
over protests by corporate lobby 
groups. Now a company can sim- 
ply choose not to make the 
appointments. 

The policy for independent 
directors—prescribed under the 
Act and by SEBI in Clause 49 of 
the Listing Agreement—is weak, 
feel most experts. Here are the 
three major policy lacunae: 


Status Sells 

Clause 49 stops at laying down a 
few disqualifications, which do 
not include criminal backgrounds 
or illiteracy. There are no norms 
on qualifications or experience 
required for independent direc- 
tors. Companies, therefore, often 
tap celebrities, especially just before 
hitting the market for funds 
through IPOs. Jet Airways, for in- 
stance, has Shah Rukh Khan, Yash 
Chopra and Javed Akhtar on its 
board. “It is important to have in- 
dependent directors with strength 
of character, who are willing to 
blow the whistle and be assertive,” 
says Virendra Jain, founder, Midas 





Touch Investors Association. In 
reality, however, companies 
often induct retired bureaucrats as 
independent directors to take 
advantage of their lack of domain 
knowledge. 


insiders or Independent? 
“Independent directors more often 
than not tend to be insiders such 
as former employees,” says Prithvi 
Haldea, Founder-Managing 
Director, Prime Database. Though 
regulations disallow promoters to 
appoint their relatives as inde- 
pendent directors, a “relative” 
excludes cousins and other close 
relations from the wife and 
mother’s side. 


No Role or Code of Conduct 
Most significantly, the policy for 
independent directors doesn't 
stipulate the role or a code of 
conduct. Thus, even though 
minority shareholders at Satyam 
have plenty of reasons to blame its 
independent directors, it cannot 
be automatically said that they 
violated Clause 49. *The concept 
of independent directors is a 
myth, offering a false sense of se- 
curity to small shareholders," 
says Haldea. He says several in- 
dependentdirectors have told him 
they think their role is to add 
value to a company or help it 
network better, while in reality, it 
Is to protect small shareholders' 
interests. 

The case for strengthening the 
policy on independent directors is 
strong, but good corporate gover- 
nance is essentially an inherent trait. 
Beating the intent of fraud calls for 
a stronger mechanism for identifi- 
cation and swift punishments. 


GIVE YOUR BRANDS 
THE RED CARPET 
TREATMENT! 
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ON OSCAR FEVER, 
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THE LIVE TELECAST! 
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262 acres of home ` 


30 minutes from Park Street 


i ^ Winner of 
Township also comprises - 2 International Award 


* |nternational Standard School ENG LL 
PROPERTY 

* Multi-specialty Hospital RARUS 

° 5 Star Crowne Plaza Hotel 

* Shopping Mall with Home Town and Big Bazaar 

* 5 Screen Multiplex 

* A Golf Club and the Largest Sports Club in Kolkata 

* Platinum Registered IT ITES SEZ 


* Marina - Luxury Dock 


Kee | www.calcuttariversidecom | H I CL A.N D Beigel AYAY sms HOME to 56569 Sample flats: 





4 residential options at Calcutta Riverside : 
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LLIPI -© Golf Villas 


A township 20 times the size of Eden Gardens 
~ Inspired by nature x 
85% of landscaped open space — es — AA e i 
i4 acres of water bodies — — b+ 
9-hole executive golf course 


A life that most can only desire 


Lake Town ~ Lake Residences 


J 


Where do you stay? 
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The Princep - River Homes 


Its about living beyond the four walls 
Imagine an integrated township built 
around 5000 majestic trees. The project 
has been created by some of the world's 
best design minds and offers al! the 
comfort and every amenity one can think 
of, including its very own transport 
service - The Terminus. It truly is 262 acres 
of home, inspired by nature and you 


struction in full swing Apartments ranging from 35 lakhs to 1.5 crores From the makers of Hiland Park 
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Hey Teacher! 


A study of 165 Indian universities shows a sharp growth in student 
numbers and identifies faculty shortage as the biggest headache. 


HE GOOD NEWS FIRST: MORE 

and more students are 

enrolling in higher educa- 
tion courses across India. But getting 
students seems to be easier than 
finding teachers. Retaining faculty is 
the biggest headache for Indian uni- 
versities followed closely by the 
need to update the curricula. 

The study titled Universities of 
India 2008 has been carried out by 
knowledge solutions firms Dun & 
Bradstreet and Mindlogicx. Talking 
about it, Manoj Vaish, President 


FAVOURED COURSES 
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w Engineering & Technology wm Management mm Science 
mm Others mm ts Commerce = Teaching Education 
we Medical = Physical Education sm Agriculture 


PROBLEM AREAS (0na scale of 1 
to 7. 1 — most important; 7 — least important) 
QUALIIYOFEDUCATON — 3 

RETAINING FACULTY MEMBERS 3 
ATTENDANCE  — 4 
RN 4 
SHORTAGEOFSWLL = 

LACK OF GOVT: SUPPORT = 6 
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and cEo—India, Dun & Bradstreet, 
said: “Universities have reported an 
81 per cent increase in student en- 
rolments between 2006-07 and 
2007-08. Many universities have 
also initiated new courses aimed at 
meeting real world requirements. 
More students are taking up online 
courses than ever before." 

The study has come up with 
some key findings: 
m The total number of enrolled stu- 
dents has grown by 81 per cent in 
the past two years. But faculty re- 
cruitment has not been able to keep 
pace. The pupil-to-teacher ratio 
changed from 1:15 to 1:22. 
m Women enrolment increased by 
100 per cent in the last academic 
session over the previous year. 
m Around 20 per cent of the uni- 
versities have the capacity to offer 
full degree programmes online. 
m The number of students with 
work experience increased by 53 
per cent between 2006-07 and 
2007-08, indicating that higher ed- 
ucation as a medium of updating 
skills is gaining among professionals. 

The need to bolster the faculty 
strength demands immediate gov- 
ernment attention. The revised pay 
scales that have been proposed in 
the new pay commission may just 
do the trick. 

DHIMAN CHATTOPADHYAY 
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Maruti Suzuki -10.9% 
General Motors -35.6% 
Toyota Kirloskar Motor -54.1% 


first time in several years, with 
sales falling from 115,300 units 
in December 2007 to 99,300 
units in December 2008. 
However, cumulative sales have 
just shown a minor decline of 
0.46 per cent as sales in the first 
six months of the fiscal were still 
respectable. 

Even though interest rates for 
car loans have declined, most 
manufacturers expect sentiment to 
continue to be weak in the 
coming months. 

KUSHAN MITRA 


The beautv of life is cut short without freedom to speak 
Celebrating 100 years of service to life vour mind. We helped the woman of today find confidence, 
and she was ready to make her mark in the man's world. 
Hamdard prides itself for inspiring the lives, we have been 


caring for. Caring for the last 100 vears 


Hamdard saw the need to empower the woman with more 
than a beautiful face. Safi provided the breakthrough. It 
helped them muster the courage to speak their mind and 
inspired them to take on life with supreme confidence. 


Healthcare centres have also been set up to give free 
consultations to millions of patients every year and schools 
that enlighten young minds. From subsidised healthcare 
for all to scholarships for the talented . . . Hamdard has 
strengthened every relationship that has blossomed in the 
last 100 years. And we promise to stand by ev ery friend to 





be. for centuries to come 


Preeti Singh, 
A friend for 18 years 
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companies off-guard isn't the downturn itself, but the 
speed and the spread of it. In fact, for much of 2008, 
the RBI was hiking rates to cool-off an overheating 
economy but then, the financial contagion from the 
West hit quick and hard. Growth rates across sectors 


began to plummet. The locus of this carnage? October 
2008. Here's a look: 


— TUAE Industrial Exports 
evenue (Rs cr.) Production Index ($ millions) 
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Cars & Two- rténatid. (sales) 


Rising inventory caused ral auto makers to shut 


Rall at Freight Traffic (tonnes) 
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dispatches; itis showing on freight movement 


23.3 


Machinery and Equipment 


Barely avoiding legative growth in October. thi: 


nave to Soon cut production significantly 


Dangerous Lin 


The suddenness of the downt T bak | 


India was partly caused bythela ck 


of understanding on how stror ey x 


and in how many ways the financial 
systems are interlinked with the real 
economy. A weakened financial sector anc ^ la 
struggling economy can reinforce each other. Lack 
of liquidity constricts growth possibilities for companies, ^ 5 
nudging several into bankruptcy. This causes n 
write-downs for banks who now lend even less. Also, b ) 
Slumps in net worth cause consumers to drastice ally 
reduce spending. The lesson? Take the linkage bet twe 
the financial and real economy seriously to avoid the 
recurrence of current in 





“This may be the first Davos where 
capitalism is widely viewed as a failure, 
rather than nno to be admired" 
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science, INSEAD, m The Y. ill Street Jour! 


“I feel that we 
have to do s ime 
soul searching. It is 
time that the rat 
race to accumulate 
more and more 

W eulih i IS done away w vith” 


Chairman, SAIL. o 





“Using the device (BlackBerry) will allow 
the President (Barack Obama) to get 
‘outside of being stuck in a bubble" 


W Dit } li SI | ress Secretar 
Business Week online 


“India is facing a slow- 
down, with the 
manufacturing sector 
facing a sharper slowdown. 
The economy has suffered 
a ‘monetary shock”” 


Ho me Mirmst 
Finance Minis ster, m Ih Fin I |] 
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"T there are protectionist meas- 
ures, India will be compelled to 
take commensurate measures 
against those countries, which 
will be good for no one” 
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Just Wondering... 





HAT HAPPENED TO THE KEY RECOMMENDATIONS OF 

the National Knowledge Commission? The 
Commission's report on completion of three years 
in office (June 2005-October 2008) highlights ma- 
jor recommendations in the field of education 
and wonders why some of them haven't been 
followed up by the govemment in its 11th Plan. For 
instance, the NKC had suggested that the central 
legislation on Right to Education (RTE) must in- 
clude a financial commitment from the Centre. A 
Kapli Sibal-led committee even prepared the 
Central Advisory Board of Education (CABE) draft 
that earmarked Rs 2,20,643 crore for 2008- 
1012. But based on later population projections 
(there will be 6 million less children in 2012 


than estimated earlier), this was cut to Rs 1,51,273 crore. This is less than 1 per 
cent of the GDP, says the commission and wonders why even this is not being 
pushed through. It also wonders why the Centre reduced its share of funding for 
the Sarva Siksha Abhiyan from 75 per cent to 50 per cent and fears that this could 


curtail the prospects of universal school education. 


HIKED: By 
India's leading car 
maker Maruti 
Suzuki, the prices 
of popular A-Star, 
Swift, DZire and 
SX4 models, due to increased input 
costs and the appreciation of the 
Japanese yen vis-à-vis the Indian rupee. 
The price hikes range between 
Rs 6,000 and Rs 10,000. However, 
the company has left the prices of 
M800, Omni, Alto, WagonR, Zen 
Estilo, Gypsy, Versa and Grand Vitara 
untouched. 





ACOUIRED: By Pfizer, of drug maker 
Wyeth in a $68-billion cash-and-stock 
deal, expected to increase the former's 
revenues by 50 per cent. Pfizer, maker 
of cholesterol drug Lipitor and impo- 
tence pill Viagra, is also cutting 10 
per cent of its workforce of 83,400, 
slashing its dividend, and cutting the 
number of manufacturing sites. Lipitor 
will face generic competition in 2011. 
It brings in nearly $13 billion per year 
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for the company. The deal will be the 
biggest merger since AT&T and 
BellSouth combined in a $70-billion 
agreement in 2006. 


BANNED: Import of toys from China. 
The ban, notified by the Directorate 
General of Foreign Trade, will remain 
valid for six months. Concerns had 
been raised over the safety of chil- 
dren playing with Chinese toys, which 
were found to be toxic. The Toys 
Manufacturers' Association of India 
said it was pleasantly surprised by 
the decision of the commerce min- 
istry to prohibit the import of cheap 
toys from China. 


APPOINTED: N.S. 
Kannan Executive 
Director, ICICI 
Prudential Life 
Insurance, as the new 
- CFO of ICICI Bank. 
Madhabi Puri-Buch, one of the 
Executive Directors of the bank, will take 
over as CEO of ICICI Securities. 
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services changed in recent times? 
Over the years, there has been a 
radical change in the way secu- 
rity concerns are being dealt with. 
houses now understand 
that preparedness for various se- 
curity threats is not just an ad- 
ministrative expense, but more of 
a business continuity investment. 


What is the size of the private 
security industry in India? 

At present, the size is over $1 
billion. With an annual growth of 
25-30 per cent, it is one of those 
few sectors which are growing. IT, 
BPO, banking and retail are key 
sectors asking for our services. 


How important is training? 

The industry is divided into 
organised and unorganised sectors 
and the key differentiator is the 
quality of personnel training. Given 
the cost involved, companies have 
become cautious about putting up 
under-qualified personnel as they 
want trained and effective 
people for the job. 


HSOHS YVHAAHS 


It's not about what IT does. 
It's about what IT can m Q 
Welcome to 


TTCGYBFNOTTOC 


(IT That Can Grow Your Business From Number One To The Only One) 





n place. Learn more about thi wer of EITM at ca.com/in 
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BUSINESS TODAY-E&Y Deal of the Month 


DEAL WATCH In another deal in the telecom infrastructure, lata leleservices 
The biggest deals in January | Merged itc telecom tower arm, Wireless Tata Telecom 

" Infrastructure, with SREI Group company, Quippo Telecom 
Infrastructure. Quippo Telecom will pay $493.7 million (Rs 2,468 
crore) to the Tata Group and transfer 5,000 towers to WTTI for a 
49 per cent stake and management control in the partnership. 






Impact Analysis 

The merged entity's tower portfolio at 18,000 towers, makes it significantly higher than the capac- 
ity of its peers like Essar Telecom Tower & Infrastructure and GTL, and would assist the company in 
competing with the larger tower firms. For SREI, the deal ensures additional revenues as TTSL is set 
to launch GSM services by the end of 2009 in addition to expanding its CDMA network across India. 








T ARG ET NS M ACQUIRER INDUSTRY TYPE DEALVALUE — STAKE 
358 ates SANCIUS ELA (Rs crore) (%) 
k s R PAL. -— 
LII m Infra rastr tructure e Quippo Telecom Infrastructure — Telecommunications Acquisition 2,400.0 49 
el - Batelco & Millennium Telecommunications Investment/ 1,096.2 49 
175652 Yaya Een r . Private Equity Private Equity 
& llo Pens TON ; Eo BIC Consumer Investment 790.0 40 
UFU RSS E rd NAI Q Products & Retail 
— ret eo Citigroup Venture Infrastructure Private Equity 178.0 18 
. Capital International 
Zenotech Laboratories — — —  Daiichi Sankyo Pharmaceuticals Acquisition 78.2 2 
> ATH & Chemicals 
Sigrun Realties i Geekay Finance & Leasing Real Estate, Hospitality — Investment 32.7 40 
ae E & Construction 
Shaily Engineering Plastics Motika Manufacturing Investment 8.4 2 
BW Highway Star -Kamat Hotels (India) Real Estate, Hospitality — Investment 8.0 9 
a m M & Construction 
BW Highway Star Unity Infraprojects Real Estate, Hospitality — Investment 7.1 8 
& Construction 
Aadi Industries . Rushabh Jitendra Shah Banking and Investment 2.0 20 
Financial Services 
Golkunda Diamonds & Jewell Neverloose Properties Manufacturing Investment 1.7 20 
& Investment 
Century 21st Portfolio Private Investor Bankingand ` Investment 0.5 20 
Financial Services 
Star Leasing 3A Capital Services & Banking and Investment 0.05 20 
Rajan M. Shah Financial Services ' 
White Horse Real Estate Bombay Dyeing & Mfg Real Estate, Hospitality Acquisition 0.01 100 
& Construction 
Ambalika Vanijya, Unnamed Buyer Miscellaneous Acquisition NA 100 
Sarvana Tracom 
& Satabdi Vyapar 





Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision Includes only M&A, private equity and brand sale transactions Not a complete list 
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7 consecutive years Epson Multimedia Projectors have been the World No.1. Designed to 


we your audience speechless, with stunning images, superior technology and features, Epson Epson Multimedia Projectors 
Primedia Projectors always let you stay on top. Hardly surprising that the world's most THE WORLD NO. 1 


scessful presenters use one. Do you? 


1ow what Epson can mean to your Business, email business@eid.epson.co.in *Consecutively tor 7 years, Source, Worldwide Markel Share 2007, Futuresource Data 


n Helpline: For product or service info - 1800 425 0011 (9AM - 6PM) . For service - 1860 3000 1600 (9AM - GPM) (Mon - Sat) WWW.epson.co.in 
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IMPACT PROMO 


A BLEND 
APPRECIATED 
IN ALL ITS GLORY. 


The House of Dewar's has to its name over 200 awards and medals since the 
first Edinburgh Silver awarded in 1886, including several gold awards at Parts, 
Greece and the prestigious Monde Selection - Grand Gold, to name a few. Applauding a 
distinct taste, the Royal Warrants issued by every British Monarch since Queen Victoria 
appreciate the superior quality in every drop of Dewar's. This has been reaffirmed with 


58 new medals this vear including 22 gold and best-in-class for Dewar's 18. 
| É <— É 


Lying at the heart of a prized taste is an exceptional single malt, Aberfeldy. Its distinctive 


E ; S Š ' r 
heather-honey notes give Dewar's a well-rounded finish. Further setting Dewar's a class 


apart, is the unique ‘Marrying Process’. In this process, over forty of the finest whiskies 
from around Scotland are allowed to rest for a further period of six months in the warmth 
of vintage oak casks. Every whisky carefully selected is at least twelve years old. 
= This tradition of whisky making imparts a rich flavour and produces a smooth and 


Et 
perfectly balanced scotch whisky. 


As one of Scotland's most frequently awarded whiskies, Dewar's 12 holds testimony to thi 


fact that it takes perfection in every detail to create a blend that is truly inspiring. 
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That Sinking Feeling 


The third quarter results confirmed the worst fears that the slowdown has hit 
companies hard. And the next quarter is likely to be worse. CLIFFORD ALVARES 


HE GLOBAL LIQUIDITY 
crisis had its most severe 
impact on the Indian 
economy in the quarter 
ending December 2008. 
The aggregate results of 780 com- 
panies, excluding banks, tracked on 
CMIE’s Prowess have shown signifi- 
cant contraction in revenue growth 
and a big dip in operating and net 


THE SLOWDOWN IS SHARP 


A dip in revenue ...and operating . „have token a toll on 
growth... profits... -net profits, — 
34,62 39.08 18.45 PAET: 





profits. The slump has registered 
more or less across all sectors, with 
some sectors faring much more 
poorly than others. Does that mean 
that Indian industry is now over the 
hump? Well, some sectors are slated 
to post better numbers in Q4 2008. 
However, industry experts seem to 
differ in their prognosis for the fu- 
ture, painting an uncertain picture of 
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how and when the Indian economy 
will climb out of the doldrums. 

— The biggest reason for the big 
drop in revenue growth for India 
Inc.—from 35.08 per cent to 10.47 
per cent—in the third quarter ending 
December 2008 was because of a 
slump in sales in the manufacturing 
sector. This was primarily because of 
a steep fall in commodity prices, 
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dramatically altering the profitability 
of companies like aluminium man- 
ufacturer Hindalco and Tata Steel. 

Many automakers were forced to 
shut their factories for days towards 
the end of 2008 due to rapidly ac- 
cumulating inventory, leading to a 
big fall in revenue growth. The worst 
hit were commercial vehicle mak- 
ers including Tata Motors and Ashok 
Leyland. Tata Motors' commercial 
vehicle sales have declined by over 40 
per cent while their car sales have 
contracted by nearly 20 per cent. 

The danger with the current 
slowdown is the way in which one 
sector's woes can significantly af- 
fect others. For instance, demand 
for steel, was adversely affected by a 
slowdown in real estate and the auto 
sector. Consequently, steel compa- 
nies like SAIL, Essar Steel, Rashtriya 
Ispat Nigam were forced to an- 
nounce price cuts in the range of 
Rs 4,000 to Rs 5,000 per tonne in 
November, according to CMIE. 

Not surprisingly, net profits for 
the universe of companies also took 
a big hit in Q3 2008, falling an ad- 


ditional 31.75 per cent versus a neg- 
ative growth of 11.2 per cent in the 
previous quarter. Once again, it was 
the manufacturing sector that felt 
most of the pain, primarily because 
it had to absorb rapid price rises of 
raw materials, power and fuel. 
Cement companies, for example, 
experienced a 30.9 per cent negative 
growth in net profits while the met- 
als sector similarly fell 43.93 per 
cent. Huge losses by refineries have 
exacerbated the slump: profits for 
the oil & gas sector as a whole took 
a 57.06 per cent nosedive. 

Perhaps the biggest human toll of 
the slowdown so far is within the 
textile sector, which experienced a 
38 per cent drop in operating prof- 
its. A weakening rupee, rising cotton 
prices and a precipitous slump in 
foreign demand forced the sector 
to lay off over 700,000 workers in 
just under six months. 

So, was there any good news 
amidst this deluge of bleak num- 
bers? The aviation sector made a 
strong comeback, riding the wave of 


peak season traffic. This has been a 


THE AFTERSHOCKS OF THE SQUEEZE 


Where the slowdown is showing and where it isn't. 
YOY Growth (%) 

NET PROFIT INCOME OPERATING PROFIT 
POWER - 18.79 24.83 11.86 
FMCG r 7.24 16.08 6.22 
ni ; "47198 21.1 1.92 
AUTO — ' 40.66 2.28 245 
CAPITAL GOODS -4.31 15.66 -1.2 
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welcome development for the travel 
& tourism sector, considering the 
large drop in hotel sales following 
the Mumbai terror attacks. 
Aviation—which had reported losses 
for last 10 quarters—is now in 
much better financial health, helped 
by new international routes and 
substantially lower jet fuel prices. 
Continued efforts to attract new 
customers, especially in rural India, 
has meant that the telecom sector 
has, in addition to aviation, boosted 
aggregate sales growth for non-fi- 
nancial services. 

Other positives: the power and 
FMCG sectors did well. Net profits of 
power generators increased by a 
solid 18.8 per cent, while that of 
the consumer non-durable compa- 
nies increased by 7.24 per cent 

So, what lies ahead for Indian 
industry? It's a mixed bag. Some 
feel that while the numbers are 
grim, most companies are simply 
tracking macroeconomic condi- 
tions and so their performances 
are not completely unexpected. 
Others feel that this is just the be- 
ginning of more bad news in 2009 


the West hasn't been felt over here 
as yet. This is compounded by the 
fact that credit markets have be- 
come clogged and show no signs of 


easing up lending to consumers. 


- Plus, banks are still not willing to 


extend much needed liquidity to 
credit-starved companies. 

But on the whole, India Inc. is 
also tightening up as the economy 


-as the full effect of the recession in ==" 
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Windows 7, Worth It? 


Business Today tries out an advance beta version of what will probably be the biggest 
software launch of the year—Windows 7—and gives its verdict. KUSHAN MITRA 





The beta build of Windows 7 has a 
surprisingly clean desktop. Then again, 
so did the initial XP desktop. 


ET US CUT TO THE CHASE. 
Will the next iteration of 


Microsoft’s dominant operat- 
ing system be any good? After spend- 
ing a couple of weeks playing around 
with the beta version of the soft- 
ware, our verdict is that yes, it will 
be. But why? Windows Vista was a 
marketing and public relations dis- 
aster. Vista, which was code-named 
“Longhorn”, was delayed by 
over a year and many people 
who bought machines with 
the “Vista Capable” logo on 
it were horrified to see that 
Windows Vista barely man- 
aged to work on their hard- 
ware when they upgraded 
from Windows xP. 

It must be understood 
that Vista was the first 
operating system the 
Redmond-based behemoth 
launched after the advent 








The Windows Experience Index score on 
the machine we tried 7 on was not that 
great, but the OS still worked fine. 


of social media—blogs, MySpace, 
Twitter, Facebook, Digg and the 
like. Technology blogs and websites 
took no time in shredding Vista. 
But the fact is, if you have a new 
computer (with dual-core proces- 
sor and at least two gigabytes of 
memory), and not a Netbook, Vista 
works quite well. The integrated 
search function on Vista is brilliant if 


Windows 7 retains several of Vista's nicer touches— 
such as complete customisation abilities. 





time, but Explorer 8 did have some 


3 The Internet worked fine most of the 
teething troubles. 


you, like most people, have files 
spread all across your computer. 
So what is the really path- 
breaking, most awesome feature of 
Windows 7? We looked for it but 
didn't find any over-riding visible 
feature that was out of the ordinary. 
Surely, there are some subtle changes 
to the interface from Vista, but 
Windows 7 looks a lot like the ver- 
sion it has replaced. Yes, the 
software integrates with what 
is known as the “cloud” a 
lot better—Windows Live 
"SkyDrive" and Microsoft's 
photo sharing service. This 
will in all likelihood lead to 
howls of protest from the 
Europeans and Google. 
The main change, there- 
fore, is under the hood. The 
biggest complaint about 
Vista was that the software 
was a piece of bloatware 


Windows 7 is a refreshing change from Vista, but not so much in 
terms of its capabilities. While it is quite able and utilises efficiently 
resources rather than gobbling them, it is in how Microsoft interacts 
with the technology community that marks the sea change. 
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The "Ribbon" interface that debuted on 
Office 2007 makes it onto software 
tools such as "MS Paint". 


(useless software) that gobbled up 
system resources. Also, given that 
most computer makers also install 
their *media" software and other 
random pieces of pointless software, 
Vista crippled many machines early 
on before the hardware managed 
to catch up. From all indications, 
Windows 7 seems a lot lighter on 
the hardware and comes with a lot 
of the cool graphical stuff turned 
off when you fire it up. 

But Windows 7 is probably still 
far from perfect, and that the best 
hardware to run it is yet to be made 
by Intel, AMD or Nvidia. So much so 
that the Windows Experience Index 
that judges how good your machine 
is for Vista has been only rated till 
7.9 (since the processor/memory/ 
video card combination that can 
score 10 is still far from being made). 
We tried Windows 7 on two ma- 
chines: a standard HP Office 
Desktop, which scored 3.9, and a 
Sony Vaio laptop, which did 
better with 4.5. In fact, some bench- 
mark software tests conducted by 
technology trade journals on 
Windows 7 showed it to be actually 
slower than Vista on high-end rigs. 





QUICK TAKES 


When will Windows 7 launch? Steve 
Ballmer, Microsoft CEO, did not let on but 
we think Windows 7 could be in a PC near 
you by September-October this year. The 
earlier the better. 


And how much will it cost? Software pricing 
is one of those decidedly non-transparent 
things, but if you are a consumer, don’t expect 
prices of hardware to shoot up post-launch 
thanks to Seven's sticker price. Upgrades 
from Vista might be pricey though, costing 
upwards of Rs 5,000 per machine. 


How many versions of Windows 7 will 
there be? Honestly, we do not know, but we 
would advise Microsoft to keep it three 
versions at the most—a Netbook edition 
minus fancy graphics, one standard 
consumer edition and an enterprise version. 
As they say, Keep It Simple, Stupid! 


And what about Touch-Screen surfaces? 
Well, we didn't have a touch machine to try 
Seven, but the operating system will have 
support for a multitude of touch capabilities 
including “Multi-Touch”. 

So, this is really better than Vista? Yes. 
No PR screw-ups, lighter on the hardware, it 
is a good OS. At least, the beta version is. This 
is what Vista should have been. 


The fact is that when Seven does 
get launched—late this year, ac- 
cording to the Microsofties we 
know—hardware will be far more 
capable. Four core processors will 
be mainstream and eight core 
processors should be coming in. 
Standard memory on a decent 
machine will go up by 4 to 8 giga- 
bytes. Seven seems primed for that 
sort of hardware and may avoid 
the disaster that had accompanied 
the Vista launch. 

But the first post-Bill Gates op- 
erating system launched by 
Microsoft might have another ace up 
its sleeve. The success of little ma- 
chines such as the Eee pc from Asus 
has given birth to the light Netbook 
category, which is exploding. Most 
Netbooks run Windows XP because 
Vista will cripple them. But 
Netbooks are going to get bigger, 
beefier processors in the coming 
months, even from cellphone proces- 
sor specialist ARM. Windows Seven 
has actually been tested on some of 
these machines and seems to work— 
slow, but it works, which is more 
than can be said for Vista. 

Facing competition from a rising 
Apple, which has been making in- 
roads with machines running their 
OSX, and the surprisingly good 
Ubuntu distributed by South Afri- 
can entrepreneur Mark Shuttle- 
worth, Vista has had a tough time. 
But Seven might just change 
Microsoft's luck. They may have 
laid-off 5,000 people, but when it 
comes to operating systems they 
have managed to improve their 
public relations efforts compared to 
the Vista days. Oh, and hopefully, 
they are on their way to creating a 
decent Os as well. 
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Capital Crisis 


A huge funding gap threatens to stall India's biggest airport 
project. What are the funding options before DIAL that has a 
March 2010 deadline to meet? K. R. BALABUBRAMANYAM 


OTH TIME AND MONEY SEEMS 

to be running out for India's 

biggest airport project—the 
modernisation of the Delhi interna- 
tional airport. The phase I of the 
project, which includes the all-impor- 
tant new terminal, must be completed 
by March 2010, the official deadline 
that it cannot miss in view of the up- 
coming Commonwealth Games in 
Delhi. But the GMR Group-led con- 
sortium, which has promoted the Delhi 
International Airport Limited (DIAL), 
has barely enough funds to keep the 
civil works going beyond a few weeks. 
The project is stuck with a gap of 
about Rs 2,750 crore, and ways to 
plug the hole will have to be found 
quickly. How did things come to such 
a pass? And what are the funding opt- 


AMIT KUMAR 


ions available to all the stakeholders, 
including the Government of India? 
This huge shortfall is due to the 
failure of the promoters to meet their 
funding commitments. Out of the 
Rs 8,900 crore estimated cost of the 
project, the five promoters—GMR (50.1 
per cent stake), Fraport AG of Germany 
(10 per cent), Malaysia Airport 
Holdings (10 per cent), IDFC (3.9 per 
cent) and the Airports Authority of 
India (26 per cent)—have an obligation 
of infusing Rs 3,956 crore in equity, 
while banks have committed to lend Rs 
4.945 crore. The debt-to-equity ratio 
worked out is in the proportion of 
1.25:1 or 56:44. The promoters have 
so far invested Rs 1,200 crore, while 
the banks have released Rs 3,500 crore. 
There are four options before DIAI 





A GAPING HOLE 


DEBT-EQUITY RATIO 
1.25: 1 
TOTAL EQUITY 

Rs 3,956 crore 

TOTAL DEBT 
Rs 4.945 crore 
EQUITY INFUSED 
Rs 1,200 crore 


LOANS AVAILED 


Rs 3,500 crore 


GAP 
Rs 2,756 crore 


(difference of equity 
committed and infused)* 


*The gap will come down depending on 
how much deposits DIAL can collect 
from hotel projects, and how much 
airport development fee (ADF), the 
government will permit 
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BANGALORE APPLIES BRAKES 


Fund constraint is forcing BIAL to rejig its expansion plans. 


ight money supply coupled 

with prospects of a flat or 

even negative growth in pas- 
senger volumes have hit the 
Bangalore international airport, too. 
As a result, the Siemens-led consor- 
tium, which runs the Bangalore 
international airport, is rethinking its 
plans on expansion. 

Low passenger volumes and 
revenues are staring the Bangalore 
International Airport Limited (BIAL) 
in its face. At the time of its opening 
on May 24, 2008, it was estimated 
that the airport would reach its peak 
capacity of 12 million passengers in 
its first year itself. But the airport 
now expects to end the year with a 
lower volume of 8.2 million passen- 
gers. As a result, BIAL has had a 
shortfall in revenues. Albert 
Brunner, the outgoing CEO of BIAL, 
told BT that the company has run 
up accumulated losses of Rs 160 
crore in the six months of its opera- 
tions. Both Brunner, and the new 


and the Government of India to 
make up for the shortfall—fresh in- 
fusion of equity, refundable deposits 
from hotel projects, market bor- 
rowings and airport development 
fee (ADF). But given the difficult eco- 
nomic scenario, exercising any one 
option may not plug the entire fund- 
ing gap. However, using a combi- 
nation of these might save the day 
for the stakeholders. Here's how: 


Equity 

There is an outstanding equity of 
Rs 2,756 crore from the developers’ 
side, and it's time they progressively 
invested this. However, none of the 
five promoters seems keen to pump 
in fresh equity fearing the prospects 
of a prolonged slump in property 
markets and decline in passenger 
volumes. AAI is said to be least in- 
terested in doing so, considering 
that it has other airports, especially 
large ones in Chennai and Calcutta, 
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CEO, Marcel Hungerbuehler, are 
hoping that the Ministry of Civil 
Aviation will soon concede its 
demand for a user development fee 
(UDF) of Rs 675 as against Rs 260 
permitted on an ad hoc basis. The 
BIAL, Brunner says, will take a final 
call on the expansion, which origi- 
nally included an intermediate ex- 
press terminal, a terminal building 
and a second runway, only after a 
clear picture emerges on revenues. 


to modernise and manage. 


Refundable Deposits 
After a delay of about a year, the 
Government of India has now al- 
lowed DIAL to raise refundable de- 
posits from hotel projects at the 45- 
acre plot, which has been earmarked 
for commercial exploitation in phase 
|. The company can now collect de- 
posits equivalent to three times the 
average annual lease rentals. The 
developers had earlier proposed 
deposits at the rate of six times the 
average annual lease rentals, but the 
demand was met with resistance. 
When the idea was mooted more 
than a year ago, the property mar- 
kets were still holding firm, and the 
developers had planned to raise 
around Rs 3,000 crore. But in the 
changed circumstances at present, 
their ability to raise deposits from 
hotel projects is only limited. The 
present gap in funds will come down 


to the extent of deposits collected. If 
the DIAL can mop up, say, around 
Rs 750 crore, then the gap will close 
to about Rs 2,000 crore. 


Loans 

The developers can expect only the 
balance of about Rs 1,450 crore 
from the banks. Bankers say they are 
already overexposed to the 
project—loans released are far 
higher than prescribed under the 
debt-equity ratio. They can con- 
sider further release of funds only if 
promoters bring in fresh equity. 
Which means the project may re- 
ceive fresh funding from banks in 
line with the deposits raised. DIAL, 
official sources say, has no plans to 
tap capital markets for equity. 


Airport Development Fee 
DIAL has proposed to the govern- 
ment an airport development fee 
(ADF), chargeable to outgoing 
passengers at the rate of Rs 300 
per domestic passenger and Rs 
1,000 per international passenger. 
This way, DIAL may be able to mop 
up about Rs 640 crore even if the 
traffic remains at last year’s levels. 
But suggestions of this new levy 
have already drawn flak. The 
Ministry of Civil Aviation is work- 
ing on the ADF proposals, but is 
yet to take a call. “We are examin- 
ing the proposals from DIAL, but 
have not decided anything yet. We 
will soon take a decision,” Civil 
Aviation Secretary M. Madhavan 
Nambiar told BT. 

This is not like any other airport 
project, and there is a lot of prestige 
attached to it. The Commonwealth 
Games, due in October 2010, cannot 
wait till the airport shapes up. But a 
DIAL spokesperson sounded confi- 
dent. “We built the runway in 15 
months and put it to commercial 
use ahead of schedule. We are con- 
fident of completing the new termi- 
nal for the Commonwealth Games in 
2010,” he said. Brave words indeed. 
Now it’s time to act on it. 
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Disclosing to Conceal 


The market regulator's directive on mandatory disclosure 
of pledged shares neither truly brings the promoters in 
line nor helps investors. RACHNA M. KOPPIKAR 


N JANUARY 28, A WEEK 
after the Securities and 
Exchange Board of India's 


(SEBI's) decision to introduce manda- 
tory disclosure of shares pledged 
by promoters, Asian Paints informed 
the stock exchanges that its pro- 
moter Ashwin Dani had pledged 
15 per cent of the company's paid 
up capital through associate com- 
panies. The very next day, Dani 
clarified that borrowed funds were 
used to shore up his family's hold- 
ings in the company from below 
40 per cent to 50 per cent. Investors 
reacted negatively as the stock fell 4 
per cent on the Bombay Stock 
Exchange, the same day when the 
Sensex lost just 0.23 per cent. 

Investor reaction to the United 
Spirits disclosure about a similar 
pledge was sharp as the stock lost 
30 per cent in a day. UB Holdings, 
the holding company of Vijay 
Mallya, had pledged its stake in 
United Spirits to raise funds for 
other subsidiaries. 

Even though SEBI hasn't laid out 
how and in what manner promoters 
should make such disclosures, a lot 
of promoters will voluntarily come 
out clean. But the key question here 
is the manner in which such infor- 
mation is disclosed, and whether it 
helps the investor in taking an in- 
formed decision about the stock. 
For instance, in the case of Asian 
Paints, the notice didn't clearly state 
the percentage of the promoters' 
stake in the company that is 
pledged. Also, it didn't disclose the 
name of the lender and the amount 
of funds borrowed. But we do 
know for a fact that GE Capital 
Services has been one of the key 


lenders to the promoter's group 
company and extended a loan of Rs 
65 crore, which matures in March. 
In the case of United Spirits, in- 
vestors suffered a setback in share 
price partly because the promoter 
company had raised funds to feed 
another loss-making subsidiary. 

Legal experts say that SEBI’s de- 
cision to make disclosures manda- 
tory is certainly a welcome step but 
will need clarity on the exact man- 
ner of doing so. Some say it could 
restrict the promoters' ability to 
raise money and, as a result, lead to 
ingenious ways of avoiding such 
disclosures or even manipulation 
of the share prices. 

The regulator has stated that 
companies' promoters will have to 
disclose the share pledge in two 
ways—on a quarterly basis along 
with the shareholding pattern as 
well as event-based disclosure. The 
listing agreement of the stock 
exchanges will be modified and it 
will prescribe the list of events for 
such disclosures, the percentage of 
shares pledged to be disclosed and 
other details. However, sEBI hasn't 
yet said if the promoters will have to 
disclose the usage of funds bor- 
rowed by pledging of shares. 

R.S. Loona, Managing Partner, 
Alliance Corporate Lawyers, says 
disclosures on pledging were always 
required under SEBI’s Substantial 
Acquisition of Shares and Takeover 
Regulations. *Companies could 
have ignored the regulation for a 
simple reason that the standard 
form in which disclosure to stock 
exchanges has to be made doesn't 
have a separate field for pledges. 
So, the pledge of shares gets 


RAVI SHANKAR 





€ Promoter or promoter group should 
disclose pledged shares to the company. 


€ Company will inform the public through 
stock exchanges. 





© Regular disclosure: On quarterly basis 
in the shareholding pattern. = 


@ Event-based disclosure: will list out 
events under which disclosure has to be 
made 


And What the 
Market Wants 


€ Disclosure should be mandatory for 
unlisted holding companies, too. : 
€ A cut-off percentage for disclosure 
should be specified. d enc 
€ Institutional investors or major stake- 
holders with management control should 
also make disclosures. 


€ The purposes of funds borrowed 
through share pledge should also be 
disclosed. 

€ A standard format of disclosure should 
include percentage of company s shares 
and percentage of promoters' shares 
which are pledged, amount of funds bor- 
rowed, the maturity date of loan and the 
name of the lending entity. 
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récorded as 'acquisition' and the 
release of pledge is recorded as ‘sell- 


,* 


ing,” says Loona. Indeed, as 
Business Today pointed out in 
Living on the Pledge (February 8, 
2009 issue) some companies have 
been making voluntary disclosures 
to stock exchanges under the 
above regulation. 

Clearly, when the chips are 
down, investors and analysts be- 
come more concerned about such 
disclosures, as it's an indicator of 
the financial health of the com- 
pany and its promoters. Globally, 
some regulators are grappling with 
such disclosure demands. UK's 
Financial Services Authority man- 
dates disclosure of share collaterals 
by the directors of a listed com- 
pany. But, it appears that due to a 
lack of clarity over the rules, dis- 
closures were not being made. 
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Earlier during the month, a decla- 
ration by David Ross, CEO of 
retailing company Carphone 
Warehouse, that he had pledged 
shares of the company made him 
lose his job. Admitting that there 
was a lack of clarity, FSA quickly 
ordered all companies to make such 
disclosures within two weeks. What 
followed was a series of pledge 
disclosures by directors and CEOs of 
the listed companies in the UK. 
Unfortunately, Indian investors 
will have to wait longer as the reg- 
ulator hasn't specified the time pe- 
riod for the promoters. The time 
lag between the announcement 
and actual implementation will 
give leeway to the promoters to 
work around the proposed regu- 
lations. Since sEBI Chairman C.B. 
Bhave clarified that the regulator 
will take it one step at a time, and 
initially the disclosure will have to 
be made by the listed entities only, 
promoters could use an escape 
route by forming an unlisted hold- 
ing company, owned by the 
promoter, that could hold stake 


Capital, feels that lenders will 
always take liquid shares as col- 
lateral for loans. “They would be 
wary of lending to promoters who 
want to avoid disclosures as re- 
quired by law and will not assist in 
circumventing these disclosures." 
Edelweiss Capital also provides 
such loans to promoters. 
Moreover, disclosures could 
have unintended consequences as 
promoters or brokers could play 
around with the stock price around 
the time such disclosures are made. 
“What prevents the promoter from 
doing a buyback once the share 
price is hammered due to such dis- 
closures by the promoter?" asks 
Kartik Ganapathy, Partner and 
Head of the Bangalore Office of 
Nishith Desai Associates. 
Ganapathy adds that the scope 
of such disclosures shouldn't be 
limited to promoters identified in 
the IPO prospectus, as there could be 
instances where such promoters 
don't hold significant stakes and 
disclosures of pledge in such cases 
becomes meaningless. “The scope 


SEBI Chairman C. B. Bhave (left) says the regulator will 
take one step at a time and initially disclosures have to be 
made by listed companies only. 


in the listed entity. Such a com- 
plex shareholding structure has al- 
ways been in vogue in India 
whereby promoters hold shares in 
the listed companies through layers 
of unlisted holding companies. The 
result: if this unlisted holding com- 
pany pledges its share to secure 
loans (which indirectly means the 
shares of its subsidiary companies 
are pledged), it will not have to 
be disclosed to the stock exchanges. 

At the same time, not all 
lenders will be comfortable holding 
shares of an unlisted holding com- 
pany as collateral. Rashesh Shah, 
CEO and Chairman of Edelweiss 


should be expanded to include per- 
sons who have management control, 
like investors who hold substantial 
and controlling stakes in the com- 
pany," he adds. 

Given the market sentiment, 
Rajesh Begur, Managing Partner 
at A.R.A Law, a Mumbai-based 
law firm, says that promoters are 
wary of the final disclosure norms 
for pledging. “There should be a 
clear requirement about how dis- 
closures have to be made. It 
shouldn't restrict promoters from 
further fund raising or restrict ways 
in which he can monetise his stake 
in the company," he adds. 
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“We Have No Intention to 
Delay or Cancel Orders" 


HEIKH AHMED BIN SAEED AL- 

Maktoum, tbe Us-educated 50- 

year-old Chairman of the 
Emirates Group, which operates 
the Dubai-based international 
carrier Emirates, believes that the 
airline is “one of the vehicles on 
whose virtue Dubai has reached 
where it has today”. With over 128 
aircraft in service and a further 220 
on order, including 54 Airbus 
A380s, Emirates is already the 
eighth largest airline in the world in 
terms of passengers carried and 
fifth-largest in terms of passenger 
kilometres flown. In an exclusive in- 
terview, Sheikh Ahmed speaks to 
Business Today’s Kushan Mitra 
on the airline's future and whether 
it wants to be the largest in the 
world. Excerpts: 


Do you believe Dubai would have be- 
come the city it has without Emirates? 
It is a chicken-and-egg situation. | 
must say that Dubai started before 
Emirates, but yes, Emirates is one of 


RUN(A)WAY GROWTH 





Sheikh Ahmed bin Saeed 
al-Maktoum: Flying high 


the vehicles on whose virtue Dubai 
has reached where it has today. 
But Dubai in itself will always be 


the main focus for investors. 


Dubai is suffering from a major real 
estate crisis nowadays. As a ruling 
family member, what do you think 
caused this crisis? 

This crisis is not unique to Dubai; 
it is a function of the market. This 
is the case in India, the rest of the 
Gulf states, the whole of the 
Middle East, in Europe and in 
America. It is the market, it goes up 
and down, and at the end of the 
day, I believe, that Dubai will 
continue to do well. 


Do you foresee a recovery in the Dubai 
real estate market? 

Definitely. However, as I said, 
global market conditions are weak 
and Dubai is a part of the global 
market. When things improve, 


"The truth is that Dubai does not have much oil, 
(which accounts for) less than 3 per cent of our GDP" 


Emirates passenger numbers have taken it into the global top 10 international carriers. The air- 
line serves 10 Indian destinations and is the largest scheduled international carrier out of India. 
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Dubai’s market will also improve. 


Emirates’ rise from a small airline 
with just two planes to one of the 
world's mega-carriers has been viewed 
with envy by other airlines, who 
insinuate all kinds of reasons for its 
success. How would you answer such 
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because we are a Gulf state car- 
rier, it is all oil money... (that) has 
been injected into the airline... but 
the truth is that Dubai does not 
have much oil, (which accounts 
for) less than three per cent of our 
GDP. And that money has not been 
pumped into the airline. 


How much of a problem is the politics 
of aviation for an airline like yours, 
not just in India but across the world? 
Aero-politics is a problem for all 
airlines who want to keep up their 
pace of growth (going) at a thou- 
sand kilometres an hour. There is 
politics, there are lobbies. But 1 
think it is manageable. If you try, 
you will get what you want, and 
this has been our experience over 
the past two decades. We find this 
in India, in France, in Australia, 
in Saudi Arabia, in so many places 
where they feel that protection is 
right for their country. But if you 
prove to them that this is not the 
case, that the world is changing, we 
see more flexibility in many coun- 
tries. Look at Canada. For many 
years, we have wanted more ac- 
cess to the Canadian market, and 


THE ROUTE TO #1 


€ A current fleet of over 128 aircraft. 
€ By 2015, the airline will operate the 
world's largest fleet of 300-400 seat 
Boeing 777s numbering close to 100. 


© It will also have the world's largest | 
fleet of A380 superjumbos in the air with 
58 of the 700-800 seat leviathans. 





of oil goes up, it impacts the pas- 
senger. And we want people to fly. 


How do the two large aircraft manu- 
facturers—Airbus and Boeing—treat 
you, you're a marquee customer for 
both of them? 

You have to look at it this way: 
After September 11, 2001, how 
many airlines ordered planes? 
People thought that this was the 
worst time. We ordered planes 
and we enjoyed that for the last six 
years. Today, it is similar, people 
are asking how will we survive? 
But honestly, this (the crisis) is 
only for a short period of time, 
the world will move on and people 


"In India, we are not limited by number of flights we 
can operate but by the number of seats we can offer" 


even today we haven't succeeded. 
But we will keep on trying till we 
succeed one day. 


2008 was a bad year for the airline 
industry with oil close to $150 a bar- 
rel. The International Air Transport 
Association outlook for 2009 is quite 
negative. What's your outlook 
for 2009? 

I think everybody is hoping that 
by the end of 2009 or early 2010 
things should improve. Whether 
oil will go up again is a million- 
dollar question, I don't think any- 
one knows. We all want oil at a 
reasonable price because if the price 
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will forget about it. 


So, you are not going to delay or can- 
cel your orders like some Indian car- 
riers have done? 

Not at all. We have no intention to 
delay or cancel orders. 


How important will the Indian market 
be for low-cost carrier FlyDubai that 
you have planned for 20097 

I don't think it will be important 
for just the Indian market, but all 
markets within four-and-a-half 
hours out of Dubai, to fill the gaps 
that we are unable to fill today 
with Emirates. 


Why did you feel the need for a low- 
cost carrier? Was it because of the 
success of Sharjah's Air Arabia? 
That is not the case. We had been 
toying around with the idea of a 
low-cost carrier for quite a while. | 
believe there is an audience within 
four hours of flight time who want 
such an option. However, while 
FlyDubai is currently a subsidiary 
of Emirates, going forward it will 
be an independent carrier. 


You have faced tremendous competi- 
tion over the past few years from a 
whole slew of new Gulf airlines, par- 
ticularly Etihad and Qatar... 
I think the market is large enough 
for everyone to do well... 


The Dubai press has been speculating 
that Emirates and Etihad will be 
merged... 

That is just speculation. 


You have grown so large. Is there any 
ambition to become the #1 airline in 
the world, given that you have 54 
more Airbus A380s on order? 

The focus has always been on prof- 
itability and profitable growth 
rather than the express desire to be 
the largest airline in the world. 1 
think that is more of an accident 
rather than by design. 


And do you plan to operate the Airbus 
A380 to India? 

We will be receiving our fourth air- 
craft soon and initially there are no 
plans to operate the aircraft to India. 
But later on, as India builds up the 
infrastructure to support the air- 
craft with new airports and if we see 
the demand for seats, we will defi- 
nitely operate the aircraft into India. 
But you have to keep in mind that 
in India we are not limited by num- 
ber of flights we can operate but 
by the number of seats we can offer, 
and the Airbus A380 will have a 
lot more seats than the Airbus A330 
and Boeing 777 we use today. So 
that will have to be resolved. 
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Getting to work on time or effortiessly reaching extraordinary heights 
is easy with Hitachi's monorails, escalators and elevators. 


With several decades of experience, Hitachi's Transport Systems and 

Industrial Infrastructures are regarded as one of the most advanced in 

the world. Designed to be safe, reliable and environmentally friendly, 

j = these systems fulfil the quest of one of Japan's leading companies 
=== -to touch lives in more ways than one with advanced technologies 

Monorail: Energy-Efficient Elevator: Quality with "Escalator: Convenience 


Solution Reliability through Technology ENVIRONMENTALLY 
FRIENDLY TECHNOLOGY 








Courtesy of Civil Aviation Authority of Singapore 


HITACHI 


Inspire the Next 


see how Hitachi's technologies are improving lives, log on to www.hitachi.co.in 





100 GEMS 
ONE NAME THAT 
MAKES THEM SHINE 





Character cannot be developed in ease and quiet. Only through experience can the soul be 
strengthened, ambition inspired, and success achieved. Late O. P. Jindal was one of those few 
people. He was one who envisioned success not only for himself, but also for those who shared 
his vision and had the faith to see his dreams transform into India's shining example of corporate 

| excellence. Our constant endeavour is to promote such excellence, and this scholarship is our 


tribute to this great visionary, a statesman, and an entrepreneur par excellence. 


5] JINDAL SAW LTD. yew o SLA wma n E: 








The 0 P Jindal Group announces the OPJEM scholarships. Aimed at encouraging and promoting academic and leadership excellence, the scholarships 
awarded each year to 100 meritorious students of the leading Engineering and Management Institutes in the country. 


OPJEMS 2008 
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PARTICIPATING INSTITUTES 
NEERING : IIT Chennai, IIT Delhi, IIT Guwahati, IIT Kanpur, IIT Kharagpur, IIT Mumbai, IIT Roorkee, IT BHU Varanasi, NIT Allahabad, NIT Bhopal, NIT Durgapur, NIT Jaipt 
<amshedpur, NIT Kurukshetra, NIT Nagpur, NIT Raipur, NIT Rourkela, NIT Surathkal, NIT Trichy, NIT Warangal, OPJIT Raigarh 
"AGEMENT : IIM Ahmedabad, IIM Bangalore, IM Kolkata, IIM Indore, IIM Kozhikode, IIM Lucknow, MDI Gurgaon, FMS Delhi, XLRI Jamshedpur, SPJIMR Mumbai 
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INSIDE THE 
SECRET WORLD 
OF AUDITING 


SEGRE | rono 
AUDITING 


Business Today takes a peek into 

the inscrutable Indian operations of 
the global Big Four. Do they deserve 
the flak they've come in for in the 
wake of the Satyam fraud? Yes and no. 
SUMAN LAYAK & PUJA MEHRA 


DO YOU KNOW 


That two of the Big Four 
. auditing firms entered India 
as management consultants 


Indian laws don’t allow foreign Á i 
. auditing firms—directly 


The Big Four’s audit work is 
. done by local partners 


Audit business for most is 
„Smaller than non-audit business 


5 The global firms own no stakes 
. in local units 


Local firms can leave one 
. umbrella and enter a rival one 





PwC's unqualified opinions of Satyam's financial statements were 

materially false and misleading... as an accounting expert which 

consented to the use of its unqualified audit opinions, Pwc is liable for 
the material misrepresentations or omissions... 

Excerpt from a Class Action Complaint against Satyam, 

Ramalinga Raju, Rama Raju, Srinivas Vadlamani and 

PricewaterhouseCoopers filed in a Us district court 


FTER INVESTMENT BANKERS, IT’S THE TURN OF AUDITORS AT THE BIG 
Four accounting firms to become the public’s favourite whip- 
ping boys, not just in India but all over the world. After 
PricewaterhouseCoopers’ (PwC) apparent peccadilloes in the 
Rs 7,000-crore Satyam fraud, the accounting firm whose 
brand has been present in India for over 100 years has come in for 
some serious pounding, globally. But even as a huge question mark hov- 
ers over the future of Pwc in India, the Great Raju Robbery has succeeded 
inevitably in dragging the other three that make up the Big Four—Ernst 
& Young (EY), Deloitte and KPMG—into the mire. 

To be sure, it didn't need a fraud in India to provide an opportunity 
to take the accountants to the cleaners. Every accounting fraud—and there 
are plenty of them globally—is greeted with ridicule being heaped on this 
fraternity. And it's not just restricted to the Big Four. The Us arm of BDO 
International, the world's #5 accounting firm (which in India has an - 
affiliation with Haribhakti & Co.), has to pony up damages of $521 
million awarded against it for a negligent audit. A month ago, three of the 
Big Four—PwcC, KPMG and EY—were dragged into Bernard Madoff's 
alleged $50-billion fraud—they were all auditors of the feeder funds that 
channelled money into the accounts of Madoff's New York brokerage. 
And let's not forget Deloitte, which as the external auditor to GM in the 
US, was dragged into an accounting fraud allegedly perpetrated by the 
automobile giant. Deloitte stood accused of falsely certifying GM's 
accounts—the Detroit major had apparently accelerated the booking of 
income between 2002 and 2006. 

Along with such headline-grabbing instances of alleged misconduct, 
the accounting fraternity isn't exactly adored because these pinstriped 
suits are perceived to live lives of extravagance—not too different 
from fat-cat investment bankers. What's worse, at least from the 
public's view point, is that nobody knows exactly how they make 
that money. Few, in fact, know about what accounting firms do, the 
precise role of auditors, how the Big Four function globally (they 
aren't like any typical multinational operation), how they are regulated, 
and what else do they do besides auditing company books (plenty 
more, as it turns out). In the next few pages, Business Today attempts 
to lift the lid off the mystery that shrouds accounting firms—particu- 
larly the Big Four—and find out what makes them tick... and what 
makes them not tick. 





Let's Start at the Very Beginning: How Real is the Global 
Network of the Big Four? Do They Function Seamlessly 
as One Firm? 

HE BIG FOUR ACCOUNTING FIRMS ARE ACTUALLY HUNDREDS OF FIRMS 
Theta together with the glue of knowledge, economics and brand— 
or so we're told. They operate under an umbrella brand and a global 


it 


8l ERNST & YOUNG 


Mae 


BIG, 


BUT NOT THAT BIG 


Their revenues in India are 
less than a billion dollars... 


> Total revenues of the Big 
Four for 2008 (Rs crore): 3,130 


b Estimated audit revenues 
for 2008 (Rs crore): 


>No. of people 
employed by Big Four: 21,000 
(approx.) 


[ 


p. CAs employed by the 
Big Four vis-a-vis all 
accounting firms in India: 15-17% 


There are MNC accounting firms 
operating in India other than the Big Four 


... although globally, each is 


a powerhouse in its own right. 
FIRM REVENUES EMPLOYEE 
($ BILLION) BASE 


pwc — 282 146700 
Deloitte 27.4 165700 
Et — 245 135000 
KMG 22.7 137000 


Revenue figures are for the financial year 
ended March 2008 for PwC and Deloitte, June 
2008 for EY and September 2008 for KPMG 
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ON THE FEES TRAIL 


The fattest audit bills are 
run up by banks"... 


BANK CONSOLIDATED AUDIT 
FEES (Rs crore) 


State Bank of India 197.77 
Punjab National Bank 36.31 
Canara Bank 20.16 
Bank of India 21.21 
Bank of Baroda 24.29 
Syndicate Bank 21.46 
Central Bank of India 19.16 
Union Bank of India 18.67 
Indian Overseas Bank 16.32 
Allahabad Bank 14.88 


“As every branch is audited 
This is not a complete list 





... India's biggest 
corporations—and a few 

not so big—follow. 

Reliance Industries 10.56 
Tata Motors 9.59 
Suzlon Energy 9.36 


Reliance Communications 9.06 
Hindustan Unilever 0.91 
Crompton Greaves 0.9 
Tata Tea 9.21 
Videocon Industries 4.98 
Bharti Airtel — 4.46 
Indian Hotels 4.46 
Figures in Rs crore for the year ended 


March 2008 This is not a complete list 
Source: CMIE Prowess 
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company that promotes the brand, and researches and coordinates 
between the member firms (as they are usually known). EY and pwc 
have their coordinating firm in the Uk, while Deloitte and KPMG have 
their coordinating companies in Switzerland. There are no 
cross-holdings and ownership is always with the local seniors. These 
firms or companies—as the structure may be—are owned by part- 
ners who become co-owners or shareholders as they go on to become 
senior members of the organisation. These are largely unlimited liability 
partnerships and even if some of the firms are limited liability companies, 
the senior members who become shareholders are still designated 
as partners. 

Globally, the Big Four clock almost $100 billion in revenues and em- 
ploy close to 5.8 lakh people. In India they are minuscule—less than $1 
billion (around Rs 3,500 crore) and employ around 21,000 people. 

Other than access to methodologies, training and quality standards, as 
Jairaj Purandare, Executive Director, PwC, points out, the Indian affiliates 
get access to the firm’s global clients when they do business in India. 
However, the One Firm concept becomes a double-edged sword when a 
local affiliate is pulled up for accounting wrongdoings. For instance, 
pwc will have to face the heat in the us because of its Indian firm's 
involvement in the Satyam fraud (that Satyam is listed on the New York 
Stock Exchange opens it to a string of Class Action Suits). 


How Does the Big Four Work in India? 

HE INDIAN RULES, REVISED IN THE MID-1980s WITH AN EYE ON THE WORLD 

Trade Organisation (WTO) negotiations on opening up of services, do 
not permit the Big Four—or any multinational audit or accounting 
firm—to be registered in India as auditors. So two of them—Ev and 
KPMG—are actually registered in India as management consultants; PwC 
registered two firms as Price Waterhouse (PW) and Price Waterhouse & Co. 
back in the pre-Independence era and Deloitte had registered one firm un- 
der the name Deloitte Haskins & Sells in 1978 before these rules came into 
force. That may explain why the audit business of the Big Four is smaller 
than the rest of their operations—advisory, corporate finance and tax. Audit 
(assurance in accounting jargon) is conducted by local audit firms who are 
part of the respective networks of the Big Four (for example, 
S.R. Batliboi does it for Ev, A.F. Ferguson and C.C. Choksi for Deloitte, 
BSR for KPMG and PW and Lovelock & Lewes for pwc). The chartered 
accountants and audit firms in India are regulated by the Institute of 
Chartered Accountants of India (ICA!) and, therefore, the Big Four must have 
as local members firms registered in the name of local chartered accountants. 
All the audit work is handled by the local firm, which supposedly follows 
global standards. The global brand is still not allowed to be used in the audit 
business. The ICAI, for its part, sees the MNCs’ entry into India as a backdoor 
one. “To go and seek auditing work as an international firm and then sign 
the balance sheet as an Indian firm can’t be tolerated,” says Ved Jain, the 
outgoing President of the IcAl. The pwc-Satyam saga is being used as a 
pressure point to negotiate in the WTO, a reciprocal access for Indian au- 
diting firms to the us, the UK and to other countries in return for opening 
up India to the Big Four. 

Audit firms in India were recently allowed to advertise their services, but 
they're still prohibited from marketing their services. Audit in India is a 
smaller business for the Big Four. It brings in anywhere between 25 and 40 
per cent of their Indian revenues. Also, these firms operate through multiple 


HOW TO DETECT A FRAUD pre tondin 


ICAI has prescribed a revised standard on auditing, SA 240, that 


lists the responsibilities of auditors relating to fraud. The revised SA Raju's benami fixed 
240 will be applicable to audits on and after April 1, 2009. It says: deposits and accaynts 
DEFINITION OF FRAUD IS: CHECKLIST FOR IDENTIFYING FRAUD 


Intentional material mismanagement of the financial statements 
due to fraudulent financial reporting or misappropriation of assets. Ma MM 
AUDITORS HAVE TO TEY Suspicion or allegations of fraud 
; ; Maintain an attitude of professional scepticism, recognising . 
Satyam's auditors the possibility of fraud, notwithstanding past experiences of a (© Unsupported or unauthorised 
apparently failed to management's honesty, etc. balances or transactions 


dothis w [W Last-minute adjustments, 
financial results 


Obtain audit evidence by designing and implementi ; 
appropriate - zii P ng [W Evidence of employees’ needless 


access to systems and records 

. id Respond appropriately to suspected or confirmed fraud (W Unavailability of original documents 

v RR E E mi NIMM QE (W Significant unexplained items 

L9 on reconciliations 
RESPONSES CAN BE (V Unusual changes in trends, 

Satyam's auditors Authentication of documents by experts Such as receivables growing 
didn't seem to have Unannounced location visits/ tests faster than revenues 
confirmations." + erin 

Large number of credit entries 
on the margins Interviewing personnel involved s io r adjustments to 
it nd other adj 

was eaming Using computer-assisted techniques such as data-mining receivables 


tallikun Testing integrity of computer-generated records and transactions (W Disparities between the accounts 
Getting third party evidence and customers’ ledgers 


š < —_ 
third party Ire Missing or non-exi I 
confirmations for its FRAUDS MAY GO UNDETECTED DEPENDING ON: y a RA 
debt and cash Degree of collusion, skill of perpetuator, frequency and extent of 
positions manipulation, amounts involved and seniority of individuals involved (W Missing inventory 

— a S anthose [@f Denial of access to key IT staff and 
* perpetuated by employees; management is in a unique position to those responsible for governance 
Satyam's case perpetrate fraud because of its ability to manipulate accounting 
Y records and prepare fraudulent financial statements by overriding 


controls that otherwise appear fine 


FRAUDS HAPPEN WHEN THERE IS 
| rget or financial outcome 
Perceived opportunity emanating from the ability to override internal control 


entities as the the Indian Partnership Act of 1932 doesn't allow one body to 
have more than 20 partners. The new law on limited liability partnerships passed 
in December 2008 will ease this barrier on number of partners and clear the 
path for less-complicated structures. 


50, What's so Special About the Big Four; are They Really 
Superior to the Others—Local or Global? 

HE BIG FOUR ARE NOT AS YET THAT BIG IN INDIA (SEE SOME DON'T LIKE IT BIG, 
Tae 68). However, they love to talk about their sophisticated method- 
ologies, training systems and quality standards. And. they claim to be 
particularly choosy when picking clients. “Often, many clients themselves 
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FROM BIG EIGHT 
TO BIG FOUR 


A long time ago, they were the 
Big Eight... 


1. Arthur Andersen 
2. Arthur Young & Company 
3. Coopers & Lybrand 


4. Ernst & Whinney (until 1979, 
Ernst & Ernst in the US and 
Whinney Murray in the UK) 


5. Deloitte Haskins & Sells 
(until 1978, Haskins & Sells in 
the US and Deloitte Plender 
Griffiths in the UK) 


6. Peat Marwick Mitchell 
(later Peat Marwick) 


7. Price Waterhouse 
8. Touche Ross 


... then there were six... 

In 1989, Ernst & Whinney merged 
with Arthur Young to form Ernst 
& Young; and Deloitte, Haskins & 
Sells merged with Touche Ross 
to form Deloitte & Touche 


... which came down to five... 
In July 1998, Price Waterhouse 
merged with Coopers & Lybrand to 
form PricewaterhouseCoopers 


....and now 

they're the Big Four (So Far) 
In 2002, Arthur Andersen, auditors to 
Enron (which collapsed), was indicted 
for obstruction of justice (although 
the verdict was later overturned). This 
led to its country practices round the 
world being sold to the Big Four 
(mostly EY). 


... who are #5 and #6? 

BDO and Grant Thornton are globally 
#5 and #6—often they switch 
positions. Grant Thornton is present in 
India through Walker Chandiok & Co. 


and BDO through BDO Haribhakti & Co. 
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withdraw when they hear about our requirements and processes,” 
quips Sunil Chandiramani, Partner, EY. Adds Rajiv Memani, Country 
Managing Partner, EY: “There is an effective system of quality control, 
which includes policies, tools and procedures that are in place to sup- 
port people in carrying out quality work.” But most importantly, it’s the 
globally recognised brand of the Big Four that Indian companies— 
especially those with global linkages—find more useful. 


What are These Practices That Ensure Quality in 
Statutory Audits? 

VIDENTLY, THERE ARE MANY. LET'S BEGIN WITH PARTNER ROTATION: THIS 
E nails that the same ‘lead engagement’ partner is not involved with the 
listed audit client for more than five years. With some clients, partners are 
rotated every three years. Then, there’s the independent partner review, 
whereby all audits of listed clients go through a review by a second part- 
ner; this could be followed by a ‘Hot Review’; before the audited accounts 
are submitted to the company’s board, many a time a quick desktop review 
is done by an independent technical team to check if all presentations and 
disclosures are appropriate. There’s also an ‘audit quality review’, or 
AQR, which firms like EY follow; this is a review of a large number of au- 
dits by visiting partners and senior managers from member firms world- 
wide, with local support. 

Points out Roopen Roy, Managing Director of Deloitte’s consulting 
arm: “Deloitte Touche Tohmatsu’s rules, in most cases, are ahead of and 
exceed the standards set by the regulators.” 


So, Why Aren’t These Practices Good Enough to Ensure 
Against Fraud? 

HE FAVOURITE MAXIM OF THE ACCOUNTING FRATERNITY I$: “WE RE 

watchdogs, not bloodhounds.” icA!'s Jain quips: “When we were 
young, we were taught that an auditor is someone who is groping in the 
dark for a cat that is not there.” Well, in the Satyam case, to paraphrase an 
excerpt of Raju’s confession, there wasn’t a cat but a marauding tiger at 
work. How did the auditors fail to catch a glimpse of it? Says Vishesh 
Chandiok, Managing Partner of Grand Thornton in India: “A collusive 
management fraud is extremely hard to detect and an audit is not planned 
or performed with that objective.” Agrees Tridibes Basu, Partner, S.R. 
Batliboi: “Fraud is particularly difficult to detect in cases where there is man- 
agement override of set processes.” Jain acknowledges that the biggest chal- 
lenge for the profession today is the huge gap between society’s expectation 
of what auditors must do and what auditors actually can do. That gap just 
got larger after the Satyam scandal. 


So, Does This Mean That Auditors are Destined to Remain 
Toothless Watchdogs? 

ERHAPS NOT, THANKS TO SOME NEW ACCOUNTING STANDARDS AND LAWS 
M aci in the aftermath of colossal corporate frauds. There's, for 
instance, SAS 99, a Us accounting standard that came into existence after 
Enron went bust, and took Arthur Andersen down with it, even though 
the verdict eventually was that Andersen was not guilty. SAS 99 re- 
quires auditors—amongst other things—to gather information necessary 
to identify risks of material misstatement due to the fraud by a series of 
measures (like making surprise inventory checks). Along with the pro- 
visions of the Us Act Sarbanes-Oxley (SOx) of 2002, sas 99 will become 
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HOW IT’S DONE 
GLOBALLY 


Global regulation of audits seems 
more stringent and independent 
than India’s. 


The SEC regulates 
auditors in the US and 
appoints members of the 
Public Company Accounting Oversight 
Board under the Sarbanes-Oxley Act of 2002. 





CEOs and CFOs have to wn financial 
statements they file with the SEC. 


A company cannot have certain consulting 
contracts with its auditors. 


The Auditing Standards Board of the 
American Institute of Certified Public 
Accountants, a representative body, issued 
a standard (SAS 99) in 2002 that has 
several requirements to help an auditor 
find frauds, not all of which are mandatory. 


UK 
Ew EN TA. The government-appointed 
Financial Reporting 
eS Council regulates auditors. 
One of its boards, the Accounting 
Standards Board, issues accounting 
standards. 








Japan 
| The government- 
am appointed Accounting 

l Standards Board regulates 

auditors. The Certified Public Accountants 

and Auditing Oversight Board is appointed 

by the Prime Minister with the consent of 

the Diet. 

France 
Joint audit is mandatory. 
So, companies have two 
auditors. 

Belgium 





If an auditor provides any 
permitted non-audit 
services to a company it 


audits, fees for such services cannot 
exceed audit fees. 


Auditors regulate themselves through ICAI 
and there is no independent regulator. 


60 BUSINESS TODAY FEBRUARY 22 2009 


more and more relevant in India, avers Vaibhav Manek, Partner, KNAV 
Advisors. Auditors at the Big Four reveal that they follow sox norms 
when auditing the books of their global clients who've set up operations 
in India. Yet, the main criticism of sas 99 is that many of the procedures 
are suggested rather than required—more watchdogish than blood- 
houndish. Meantime, the ICAI has prescribed a revised standard on au- 
diting which lists the responsibilities of auditors when it comes to fraud 
(see How to Detect a Fraud, page 57). 


How Prevalent is Self-regulation When There's Plenty of 
Room for Conflict of Interest? 


NSURPRISINGLY, BUSINESSES LIKE MERGERS & ACQUISITIONS AND VALUATIONS 
U. the primary activities of the Big Four. Along with the taxation 
practice, this share of the pie is easily bigger than audit. Can these disparate 
businesses, which feed off the same client base, co-exist? Evidently not— 
not in the Us, where three of the Big Four shed their consulting practice to 
ensure independence of the audit practice. In 2002, Ev sold its consulting 
practice to Capgemini, PwC to IBM and KPMG to BearingPoint. Only 
Deloitte still holds on to its consulting arm globally. The other three have 
slowly re-built a consultancy business, which they claim follow strict 
guidelines to avoid conflict with audit. The lopsidedness of regulation in 
India notwithstanding, shouldn't consulting and audit be under two dif- 
ferent umbrellas? Such questions are greeted with plenty of clearing-of-the- 
throats, even as local partners at the Big Four insist that Chinese Walls sep- 
arate audit from the rest. Audit clients can never be advisory clients, 
and vice versa. Also, there's no law that prevents partners from becoming 
independent directors on boards of companies they are not auditing, al- 
though most Big Four firms say that's a no-no. ICAI says an auditor can't 
audit a company and be on its board at the same time. Ultimately, the best 
assurance of self regulation is the fear of reputional damage. This assurance 
becomes stronger as these firms expand their businesses beyond audit. 


So Why Do Many, Including the ICAI, Hate the Big Four? 

T'S BEEN A LONG TIME SINCE THE ICA] HAS HAD A BIG FOUR PRESIDENT. 
Pula was Rahul Rov, the youngest-ever president of the Institute but he 
joined Ev after he finished his term as ICAI president. Uttam Agarwal, the man 
who takes over as president of the ICAI on February 5, points out that the 
institute has taken action against Big Four representatives in the past. 
"But how much can we do? We can only impose a fine on the member— 
we cannot do anything about the firm since licences are given to individuals, 
not firms. However, now we have started mentioning the name of the firm 
when we impose a penalty on a member," says Agarwal. 

Agarwal is also head of the committee set up to look into the aff- 
airs of Satyam and the audit conducted by pwc. He says that during his 
tenure, strict action will be taken against errant members—be they from 
the Big Four or any other firm. pwc had two members sitting in the ICAI 
council when the Satyam saga broke. They voluntarily stepped out of 
the meeting of the ICAI Council that discussed the Satyam case. Later, 
Jain said he can't bar them from the proceedings since they are 
elected representatives. Agarwal says: *There are certain measures that 
we want to introduce and one of those is rotation of auditors." 
Perhaps that will go some way in making auditors less-reviled. But 
remember, even at its best, audits can only be an effective deterrent to 
fraud—never a guarantor of its absence. I 
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Their collective size is 
equivalent to that of a 
mid-level Indian 
corporation. Yet, the 
Big Four has a crucial 
role in policing the 
bookkeepers of India 
Inc. A peek into each of 
their operations, which 
go beyond audit. 
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Managing 
Partner: Reputation is more 
impon int than clients 


One-Man Army 
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The largest of the Big Four in India uses a clever mix of 
publicity and networking to go all out to get business. 


PUJA MEHRA 


ECHNICALLY, EY DOESN'T 
audit in India, since it does 
not have a licence. But one of 


its Indian member firms, S.R. Batliboi 
& Company, is auditing for 95 years 
now. Sohrab Rustom Batliboi 
founded it in 1914 in Kolkata. By 
1939, it was auditing the Birla Group 
and—on G.D. Birla's recommenda- 
tion—the Congress Party. Around 
WW IL, the firm started auditing the 
Indian arm of the Standard Vacuum 
Oil Company (now Exxon). In 1950, 
it hooked up with Arthur Young, 
the company's global auditor. 
Today, Ev is the largest profes- 
sional services firm in India that's 
been growing at a cumulative aver- 
age rate of 45 per cent for the past 
four years. EY doesn't boast of stal- 
wart auditors such as Deloitte's Y.H. 
Malegam, but its Country Managing 
Partner, the mild-mannered 40-year 
old Rajiv Memani, is a surprisingly 
compulsive networker and aggressive 
business-builder. It is said that Ev in 
India is a one-man show. Without 
wearing his wealth or power on his 
sleeve, Memani (and before him his 
father, Kashi Memani) has lever- 
aged EY's wide global linkages and 
advertising muscle to steer EY to a top 


Vies 
FACTFILE 


Estimated revenues for 2008: 

Rs 1,050 crore 
Estimated audit: non-audit ratio: N.A. 
No. of partners: 146 

No. of employees: 4,550 

No. of accountants: 2,000 


Biggest clients: Bharti Airtel, ABB, 
Kotak Mahindra Bank, Axis Bank, 
ACC, Cairn India, Fortis Healthcare, 
Whirlpool, Tata Teleservices, Aditya 
Birla Nuvo 


Indian affiliates: S.R. Batliboi & 
Company/ S. R Batliboi & 
Associates for audits 


Acquisitions in India: Arthur 
Andersen in 2002; P.D. Desai & 
Co in 2008 and S.V. Ghatalia & 
Associates in 2008 
Company and industry sources 


line of Rs 1,000 crore-plus. “No 
client is more important than our 
reputation," says Memani. 

EY's expensive and inflexible 


VWUVHS HSA3.110M 


scales for audit fees are the envy of 
rivals; the firm makes no conces- 
sions, be it a two-employee India 
set-up of a Fortune 500 corporation 
or a full-blown operation. Yet, even 
the much aggrieved smaller Indian 
accounting firms that have labelled 
EY's entry into the Indian audit space 
"unethical" are struck by its insis- 
tence on quality and meticulous and 


up-to-date procedures. Another Big 
Four firm is said to be adopting EY's 
strategy of verticals for audits and 
other services for super-specialty in 
infrastructure and manufacturing. 
So far, EY has remained un- 
touched by controversy. It is, how- 
ever, the auditor to the Ramalinga 
Raju family firms, Maytas Properties 
and Maytas Infrastructure. What 


Riding Pillion on the Tiger? 


Along with the Rajus, PwC is in for a torrid time in the wake of 
l'affaire Satyam. That may undo the effort of over 100 years. 


SUMAN LAYAK 


AVOS TO DELHI AREN'T ALL 
D that far apart these days, 

what with scores of India 
Inc. honchos making their presence 
felt at the World Economic Forum. 
Yet, last fortnight when Samuel A. 
DiPiazza Jr, CEO, Pricewaterhouse- 
Coopers International, rushed from 
the Swiss Alps to warmer climes, it 
had to be important. It was. DiPiazza 
met up with Prem Chand Gupta, 
Minister for Corporate Affairs, in the 
wake of Pwc India's operations fac- 
ing the flak for being unable to de- 
tect a mega-financial fraud at Satyam 
Computer. DiPiazza's visit was 
around the time PwC suspended two 
of its partners who worked on 
Satyam's accounts. 

Few know exactly what 
happened at that meeting, but it's 
easy to speculate. PwC would have 
to make a case of that the fraud 
was sophisticated enough to fool 
the Big Four firm. Pwc is no babe in 
the woods when it comes to au- 
dit—and India. The second-largest 
Indian accounting firm has been in 
India for over 100 years, having 
been established as an audit firm 


by two Englishmen way back during 
the pre-Independence days. A firm 
with perhaps the largest audit port- 
folio, it is registered in India as a 
company and offers taxation and 
consultancy services, too; the audit 
work is done by three firms: Price 
Waterhouse, Price Waterhouse & 
Co. and Lovelock & Lewes. 

PwC had a large software 
services presence in the nineties in 
India till its global consulting busi- 
ness was sold to IBM. However, the 
firm has re-built its consultancy 
business all over again in the last five 
years under pwc Pvt Ltd. Jairaj 
Purandare, Executive Director & 
Head of Markets and Industries at 
PWC, says: "Consulting is growing 
by leaps and bounds. We work in 
the social sector, governments, risk 
assessments, due diligence, trans- 
actions and a lot of other areas." 

PwC has grown inorganically 
in the recent past. It acquired ECs, 
the consulting company of Eicher 
Goodearth, as recently as in 
December 2008 and before that 
picked up RSM from the Ambit 
Group, for its taxation business; 


caused more heartburn is EY's 
valuation of Maytas Properties, at 
the behest of a law firm retained by 
its promoters, for meeting a certain 
Reserve Bank of India regulation. 
The valuation was apparently mis- 
used by the Rajus for their proposed 
acquisition of the Maytas firms by 
Satyam. But this pales in comparison 
to what the Rajus did to pwc. t 





Biggest clients: Reliance Power, 
HCL Tech, Maruti, Reliance Infra 
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RSM was merged into PwC. PwC also 
does some software services work 
for PwC Global from India. Though 
the largest audit firm in the country, 
as a part of the overall pie it is the 





Russell Parera, CEO: Knee-jerk 
reactions are not the answer 


Aden 
FACTFILE 


Estimated revenues for 2008: 
Rs 608 crore 


Estimated audit: non-audit ratio: N.A. 


No. of partners: 68 

No. of employees: 3,200 

No. of accountants: N.A. 
Biggest clients: ICICI, Infosys, 


Reliance Communications, 
Siemens India 


Indian affiliates: BSR, BSR & 
Associates, BSR & Company 








smallest, with taxation coming up at 
second spot after consulting. 
Nobody is willing to talk about 
Satyam at PwC—or the ‘S’ word as 
it is referred to internally. But 





PwC, in India, and globally where 
it has been named in class action 
suits along with the Rajus, has 
a huge storm to weather in the 
days ahead. m 


KPMG 
Young and Restless 


The youngest of the Big Four, KPMG in India is big 
on fraud—investigating it, that is. 


SUMAN LAYAK 


N INSIDER AT ONE OF INDIA'S 

top accounting firms wryly 

remarks that the Big Four as 
a concept is non-existent in India. 
There are only the Big Two, he 
quips (EY and Pwe). If you go by 
sheer revenues and number of 
employers, KPMG does indeed rank 
#3, and the gap between the Top 2 
Is not insignificant. 

KPMG could have been easily 
the largest in India if a merger pro- 
posed in 1996, with AF Ferguson, 
had materialised. It did not, and 
then Ferguson went into the Deloitte 
fold. KPMG is represented in the audit 
field by three audit firms—all with 
the initials BSR in them—after the 
firm Bharat S. Raut & Company, 
which KPMG virtually took over to 
operate in India. Yet, KPMG’s India 
operations are nothing to be sneezed 
at, what with audit clients like 
Reliance Communications, Siemens 
India, Infosys and icici Bank in the 
bag. Currently, with an employee 
base of 3,200, KPMG plans to take it 
up to 5,000 by 2010. 

How serious KPMG is about India 
is evident from the famous story 
about the firm trying to register a 
partnership firm in India with four 
partners who had names starting 
with the letters K, P, M and G to 


bypass ICAI regulation (foreign firms 
are not allowed to audit Indian 
companies; and it is mandatory for 
firms to have the names of the 
partners in their brands). KPMG 
officials deny any knowledge about 
this anecdote. 

KPMG, along with Deloitte, 
barged into the Satyam affair after 
the scandal erupted, only to face 
the ICAI’s wrath for allegedly 
attempting to audit accounts despite 
not being registered as an auditor in 
India. However, Satyam director 
Deepak Parekh later clarified that 
KPMG was on board in an advisory 
capacity and sources said KPMG, in 
fact, is doing forensic work— 
investigating the fraud, in other 
words. Says Russell Parera, CEO for 
KPMG in India, who used to head 
the audit division before taking over 
in 2006: “Full facts on the Satyam 
incident will only be known when 
the investigation is complete... | 
believe that the profession is capable 
of rising to this challenge.” 

KPMG has a large forensics 
team and has been holding semi- 
nars and publishing reports on 
both fraud in India and how 
unprepared the Indian corporate 
sector may be in the eventuality 
of fraud. It wasn’t wrong. 8 


Deloitte. 


Deloitte Touche Tohmatsu 





When Small is Big 


The £4 of the top four firms, Deloitte has a good balance of 
consulting and audit—and claims to manage it well. 


SUMAN LAYAK 


ELOITTE HASKINS & SELLS 
D (DHS) had registered in India 

back in 1978 before the 
restrictions on registration of firms 
came into being (Indian rules man- 
date that all firms need to be regis- 
tered with the names of the local 
partners). So Deloitte can audit com- 
pany accounts in India through DHS 
as well as its affiliates. It is the second 
among the Big Four that has been 
roped in to look into the affairs of 
Satyam; with KPMG doing forensics, 
it is likely that Deloitte will be work- 
ing on restating the books of ac- 
counts of the company. 

In terms of sheer employee num- 
bers Deloitte is huge—at 8,500 peo- 
ple, the largest on that front in India. 
But that may be because the com- 
pany is big on consulting, and the 
largest amongst the Big Four in the 
country (globally, Deloitte is the 
only Big Four firm that hasn't shed 
its consultancy arm). Roopen Roy, 
Managing Director, Deloitte & 
Touche Consulting India, says: 
"Deloitte's consulting business is by 
far the largest in terms of head- 
count, footprint of services and 
global delivery capabilities." Deloitte 
also does a lot of off-shoring work in 
India for their global clients and 
that is one reason for the high 
employee count in India. 

He goes on to add that in many 
segments Deloitte's consulting 
business does not compete with the 
other Big Three of accounting but is 
pitched against consultancy majors 
like McKinsey, Boston Consulting, 
Accenture and IBM. Yet, as a 


proportion of overall revenues, audit 
is no loose change, accounting for 
40 per cent of the bacon—perhaps 
the highest audit contributor to the 
top line amongst the Big Four in 
India. Grant Thornton, which has 
a similar structure to the big Four 
but is much smaller, has an audit 
business that accounts for half of 
the total pie. 

With a sizeable consultancy 
operation, how does Deloitte deal 
with potential issues of conflict 
between consulting and audit? Even 
as EY, PwC and KPMG shed their con- 
sulting businesses, Deloitte refrained 
from doing so. *On the contrary 
we grew it. Speaking from my per- 
sonal experience I would say it is ex- 
tremely difficult to build a consulting 
business from scratch. Our consult- 
ing business has grown from strength 
to strength...," says Roy, for whom 
conflict is virtually a non-issue, 
thanks to the fragmented nature of 
the auditing business in India. *A 
large number of companies are au- 
dited by competitors and other au- 
dit firms. Therefore, there are nei- 
ther any real or perceived 
independence issues in a majority 
of these clients," adds Roy. 

Yet, globally, Deloitte runs the 
same risks as its Big Four counter- 
parts. The Parmalat case (The Italian 
milk products multinational went 
bankrupt in 2003 with a €14 billion 
hole in its accounts) now threatens 
the future of Deloitte, whose Italian 
arm was the auditor to Parmalat's 
accounts. The mess-up in Italy could 
take all of Deloitte down. 8i 





Roy, MD: 


High employee count in India 


ee 
FACTFILE 


Estimated revenues for 2008: 


Rs 500 crore 


(excluding offshore) 


Estimated audit: non-audit ratio: 
40% 


No. of partners: NA. 


No. of employees: 8,500 
onda od A 


No. of accountants: NA 
Biggest clients: (Audit) Reliance, 
HDFC, Idea Cellular, Sun Pharma, 
M&M, Hero Honda, Tata Steel, 
Tata Motors Tata Power 


Indian affiliates: C. C. Chokshi & 
Co., A. F. Ferguson & Co, Fraser & 
Ross, MCA & Co P. C. Hansotia 
and Deloitte Haskins & Sells 
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BIG CHEESE VS SMALL FRY 


Indian audit firms look at the Big Four the way many feel about advertising: 
Hate it, but you can't ignore it. PUJA MEHRA 


RNST & YOUNG (EY) IS 

perhaps the best-known 

audit firm around the world. 
Yet, it can't audit in India. Its rival 
is PricewaterhouseCoopers 
(PwC), which operates in India as 
PriceWaterhouse (PW). Similarly, 
though Deloitte Haskins & Sells 
(DH&S) turned into Deloitte Touche 
Tohmatsu the world over, it 
remains so here. The oddities fol- 
low from the hostility to the Big 
Four from the local Indian char- 
tered accountant (CA) firms. The 
profession is regulated and man- 
aged by the Institute of Chartered 
Accountants of India (ICAI), an 
organisation that is owned and 
run by 1.53 lakh Indian account- 
ants, most of whom see the Big 
Four as bread-snatchers, not unlike 
in the rest of the world. 

These accountants elect a 
Council of 32 from amongst them- 
selves that governs the institute, 
which has been traditionally hostile 
to the Big Four. The Council has a 
disciplinary committee that tries 
and punishes wayward account- 
ants. “The ICAI does little more 
than fighting elections on a Big- 
Four-are-bad agenda,” says a top 
shot at one of the Big Four. 

The ical has refused licences 
to the Big Four since India closed 
its doors to foreign accountants at 
the WTO (then GATT) in the 1980s. 
PW got its licence before this hap- 
pened. So did DH&S. EY and KPMG, 
however, don't have licences. Still, 
they beat the restriction and 
audit in India through undeclared 
tie-ups and affiliations with local 
Indian CAs. For the record they 
are management consultants. The 
non-Big Four resent the less-than- 
honest entries. “They ask for busi- 
ness as EY, but sign the audits as 
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BIG IS BEAUTIFUL, 
BUT SMALL ISN'T UGLY 


SMALL AUDITORS: 
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yme big so that they can si 
Big Four or be signed up by them 
+ 


tnerships at handsome rates 





S.R. Batliboi," says outgoing ICAI 
President Ved Jain. 

“About 80 per cent of the 
elected 32 reject or approve 
proposals on one criterion: 
Implications on the Big Four," wor- 
ries a non-Big Four council member. 
“Whether a proposal is good for 
the profession is not their concern; 
it should not benefit the Big Four in 
any possible way," he shrugs. 

The angst of the non-Big Four is 
understandable. *Forget the global 
companies, we're steadily losing 
even our age-old Indian clients," 
says a three-time Council member. 
Here's how: On entering India, a 


global company invariably opts to 
be audited by the Indian off-shoot 
of its global Big Four auditor. Then, 
Indian companies expanding glob- 
ally choose the Big Four to gain 
acceptability and status. And most 
agreements—such as for private 
equity investments or mergers & 
acquisitions, joint ventures, etc.— 
that Indian companies are 
increasingly entering into define 
auditors as: One of the Big Four. 

“We're swimming against the 
tide all the time," rues the Council 
member. *Why doesn't any one 
realise that the big being beautiful 
doesn't make the small ugly?" Jain, 
however, denies the hostility. 

Another big grudge of the 
smaller audit firms is the Big Four's 
unmatchable advertising spends. 
The ICAI regulates advertising by 
auditors, just like lawyers and other 
professionals are barred from 
promoting themselves or seeking 
business. Again, the Big Four beat 
the rules with surrogate promo- 
tion using their consulting badges. 
Their incomparable skill, global 
experience and network fan the 
frustration, too. But it would seem 
like it's advantage Big Four. The 
bulk of the freshmen graduating 
from the ICAI aspire for careers in 
the Big Four. Also, more and more 
small firms would like to become 
big so that they can sell out to the 
Big Four or be signed up by them 
for partnerships at handsome rates. 

The ICAI’s strategy now is to 
use PwC’s Satyam link as a pres- 
sure point to get the WTO to open 
the doors for Indian accountants 
to overseas markets in return for 
admitting the Big Four and other 
smaller foreign audit firms. That 
will be a fair deal and help curb 
hostilities. 8 
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BIG FOUR VS THE REST 


There are close to half of Nifty 50 
companies that prefer the non-Big Four. 





India Inc. prefers to have 
lesser-known auditors. 
ANAND ADHIKARI 


Corporate India spends 0.0182 per 
cent of its turnover on audit fees. 
That is, for every Rs 1,00,000 earned, 
it spends Rs 18.2 on audit fees. 


Excerpt from Who are India’s 
Top Auditors? (2006), 
a Prime Academy report 


this report was published, and 

that impossibly small number 
could have inched up since then, 
but not by much. The report also 
pointed out—amongst many other 
things—that 731 firms audited 
1,394 listed Indian companies; that 
only 43 firms (or nearly 6 per cent 
of the sample population) had more 
than 10 partners; these 43 did 31 
per cent of the audits and accounted 
for 62 per cent of the audit fee pie; 
that two-thirds of the firms had less 
than four partners; and that these 
two-thirds captured 40 per cent of 


I": NOW OVER TWO YEARS SINCE 
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LIKE IT BIG 


Close to half of the cream of 
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Include local ; 
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international names 


the audits and 
took 11 per cent of 
the audit fees. 

If your head is swirling with all 
those numbers, the short point is 
that it’s clearly a fragmented pie 
out there, although the Prime 
Academy report did point out that 
nine of the top 10 firms “owe alle- 
giance to the Global Big Four”. 
That may well still hold true, what 
with the likes of Reliance Industries, 
Bharti Airtel and Infosys gravitating 
towards the Big Four’s affiliates 
for audit. However, here’s the sur- 
prise: Of the 50 companies that 
make up the National Stock 
Exchange’s benchmark index, the 
Nifty 50, close to half (23) have 
their books audited by non-Big 
Four firms. These include such 


“Our local auditors have very 
strong internal control systems 

in place. In fact, we have a very 
strong relationship with them that 


dates back to our initial days” 


V.N. Dhoot, 
Chairman, Videocon Group 







BIG FOUR 


4° | 


high-profile cor- 
porations as Larsen 

& Toubro, HDFC Bank, DLF, 
Ranbaxy, Cipla, Sterlite, Videocon 
and the Future Group—all of who 
have put their trust in local acco- 
unting firms for audits. 

It's true that the Big Four's serv- 
ices don't come cheap—they charge 
four to five times the fees collected 
by their desi counterparts for ext- 
ernal audits. Yet, for these multi- 
billion dollar corporations, a crore 
here and there is small change (even 
in recessionary climes). Why then 
aren't they keen to have a Big Four 
stamp on their books? 

One reason for staying away 
from the Big Four is quite simply 
that many of India's elite corpora- 
tions are not exactly hungering for 
that stamp. A company like L&T or 
Hindalco or Grasim is a reputed 
brand in itself, and doesn't need 
further trimmings of a global acc- 
ounting brand to attract foreign 
investors or collaborators, points 
out an expert. Says a local auditor: 
*When it comes to integrity, capa- 
bility, quality of people and 


IS BIG BEST? 


Whilst the top of the heap prefer 
the Big Four and their affiliates... 


COMPANY/ AUDITORS 


Reliance Industries/ 
Deloitte Haskins, a member 
firm of Deloitte and Touche 


ICICI Bank/ 
BSR & Associate, 
an affiliate of KPMG 


Bharti Airtel/ 
S.R. Batliboi & Associates, 
an affiliate of E&Y 


Hero Honda/ 
A.F. Ferguson, 
an affiliate of Deloitte 


* 
BSR & Associates, 
an affiliate of KPMG 


... There are some notable 
exceptions. 
COMPANY/ AUDITORS/ PROFILE 


L&T/ Sharp & Tannan 

One of the oldest auditing firms in Mumbai 
with a history dating back to 1934. It offers 
auditing, tax advisory and other services 


HDFC Bank/ Haribhakti & Co. 

A five-decade-old CA firm, it has an 
affilation with UK's BDO Stoy Hayward; 
also ranks amongst the top 10 

in India 


Hindalco/ Singhi & Co. 

This six-decade-old firm is on the 
empanelled list of the World Bank, 
RBI, CAG and IRDA 


Ranbaxy/ Walker Chandiok & Co. 
It's a member firm of Grant Thornton 
International, which is amongst the 

top 5 auditing firms in the world 


Grasim/G.P Kapadia & Co. 
One of the oldest firms, it is engaged in 
auditing, tax planning and other services 


experience, there's little to choose 
between the Big Four and the top 
10 local auditing firms." Also, many 
of the top local firms have aff- 
iliations with global firms—for ins- 
tance, Haribhakti & Co. has an 
alliance with BDO, K.S. Aiyar & 
Co. with Baker Tilly Intl, Doshi, 
Chatterjee, Bagri & Co. with BKR 
Intl, and Thakur Vaidyanathan 
Aiyer & Co. with TGI Intl. 

If Indian promoters are reluctant 
to make a shift to a Big Four firm, 
it's also because they wouldn't want 
to sever decades' old relationships. 
Says V.N. Dhoot, Chairman, 
Videocon Group: “Our local aud- 
itors have very strong internal con- 
trol systems in place. In fact, we 
have a very strong relationship with 
them that dates back to our initial 
days." Another strong argument 
put forward by many Indian com- 
panies in favour of local auditing 
firms is that senior partners at local 
as well as Big Four firms are all 
Indian CAs and have practically the 
same education and training. 

The counter to such pro-local 
firms arguments is that there may be 
some promoters who are wary of 
the rigour that the Big Four auditors 
are perceived to display in their 
audit procedures. *We are known 
to be quite rigid in our auditing 
approach, which sometimes leaves 
very little scope for any personal int- 
eraction with promoters. We don't 
bend when it comes to treatment of 
a particular accounting entry in the 
books," says a Big Four partner on 
condition of anonymity. 

A section of executives at Indian 
companies, however, feels that the 
Big Four sometimes gets lost in 
the maze of their own gobbledy- 
gook. "Sometimes, what they say 
sounds very theoretical whereas 
auditing is a very practical job," 
says a CFO of a large IT company. 
He adds: *You lose common sense 
when you become more technical 
in your approach." 

Rather than call them in for 


audit, some of India's biggest cor- 
porations prefer to rope in the Big 
Four at tasks they're arguably better 
at—advisory and corporate finance. 
"There is no particular reason for 
appointing a local auditing firm. 
However, we also rely on the Big 
Four for advising us on risk man- 
agement," says Kishore Biyani, 
Chairman, Future Group. 

In today's troubled times, the 
mantra of “going global" isn't heard 
that much. But the fact is that 
India's top corporations have alr- 





"There is no particular reason for 
appointing a local auditing firm, 
but we also rely on the Big Four for 
advising us on risk management" 


Kishore Biyani, 
Chairman, Future Group 


eady set up outposts globally. In 
that context, having an auditor who 
understands the nuances of global 
risk makes immense sense. “A local 
auditor won't be able to service 
you if you have operations or plants 
in over a dozen countries," says a 
Big Four partner. And with the 
implementation of the more strin- 
gent International Financial 
Reporting Standards (IFRS) just two 
years down the line, the Big Four 
have a case for garnering more 
domestic business. Now, if only 
PwC wasn't Satyam's auditor... 8 
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When the bulk of the 
auditing work involves 
junior auditors, trouble 
can’t be too far behind. 
ANAND ADHIKARI 


“If you were to ask 10 people at 
PricewaterhouseCoopers what ini- 
tially brought them to the firm, 
you might get 10 different answers. 
If you ask them what makes them 
stay, you tend to get one answer: 
the people. The people here are 
what differentiate us in the mar- 
ketplace, help our clients succeed 
and, most importantly, make PwC a 

great place to work.” 
Posted on Pwc's India website 
under tbe career section 


and more so in an accounting 

firm. Do the Big Four have 
enough of the right people? The 
Satyam fraud has once again 
brought the spotlight on the Big 
Four, with PricewaterhouseCoopers’ 
Indian arm acting against its own 
employees recently by suspending 
its Chief Relationship Partner 
S. Gopalakrishnan and Engagement 
Leader Srinivas Talluri, who audited 
the software major’s accounts. But 
whilst everybody is busy pointing 
fingers at the integrity of the audi- 
tors, the nub of the problem may lie 
somewhere else—in the auditing 
process, which needs a careful exa- 
mination. That, many say, may be 
the weakest link in the entire 
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PROBLEM 





WEAK LINKS IN THE AUDITING CHAIN? 


BREAK-UP JOB DESCRIPTION % OF AUDIT- WHO DOES IT 
ING WORK 
Sampling Identifying select a/c items 10 Junior Auditor 
for verification (Graduates, CA articled) 

Voucher Checking all expenses and 30 —do— 

Checking sales vouchers for errors 

Ledger Verifying voucher amounts 20 —do— 

Checking with postings in ledgers a/c 

Physical Physically authenticate the stock- 10 —do— 

Verification — in-trade and other assets 

Trial Balance & Tally the balances of P&L 10 Audit Manager 

Reconciliation a/c and balance sheet 

Auditing Final assessment based onthe 20 Engagement Manager 

accounting standards & Partner 

Source: BT Research 

BIG TASK, SMALL PAY 

The stipend paid to juniors appears too little. 

SEMESTER ICAI FIXED STIPEND —— SMA | 
AT LOCAL AUDITOR AT BIG FOUR 

First Year 1,000 2,500-3,000 5,000-6,000 

Second Year 1,250 4,000-5,000 7,000-10,000 

Third Year 1,500 6,000-7,000 12,000-16,000 


Figures in Rs 


auditing chain. 

A section of chartered acc- 
ountants (CAs) explains that audit- 
ing entails nothing but inspection of 
vouchers, checking ledger post- 
ings, physical verification of stock- 
in-trade and assets, preparation of 
trial balance and reconciliation of 
a/c, besides discussion with the 
management. 

“The job right up to the fin- 
alisation of accounts is done by 
junior auditors,” says an auditor 
from a local firm. Just like their 
home-grown counterparts, the 
Big Four, too, rely a lot on 
trainee CAs or those who have 
passed only their secondary exa- 
mination to assist them in the 
auditing job. 





A Big Four partner, on condition 
of anonymity, says the auditors 
today have limited time on their 
hands to complete an audit. For in- 
stance, the quarterly auditing of the 
books of large-sized corporations 
involves visits to multiple locations, 
offices and factories, many of them 
out of the country. Typically, an 
auditor gets a maximum of 10 days 
to complete the job. Often, a few of 
those days are spent in just travel. 

Pressed for time, accountants, 
sometimes, just copy from the pre- 
vious years' audits and the internal 
audit. Seniors in the team are 
often—but not always—informed of 
this. So, because of shortage of time 
and talent, even a watchful audit 
firm can be subjected to a deceit. 8 






NO OTHER WATCH MANUFACTURE CAN DO THIS PICTURE. 


Our collection of calibres is truly unique in the world, not only by the sheer number 
of calibres but also by the unparalleled breadth in design, shape and level of 
complication. Each of our timepieces is equipped with its very own numbered 
movement, specially created to enhance its specific design and achieved its functions, 
with over 60 calibres in creation today. Since our founding in 1833, the Manufacture 


has created over 1000 calibres. Absolute leadership in the history of watchmaking. I AT : 
HAVE YOU EVER WORN A REAL WATCH? eJAEGER LECOULTRE 


Manufacture Jaeger-LeCoultre, Vallée de Joux, Switzerland, since 1833 


Our new Boutique address in India: 245, DLF Emporio, New Delhi, 460 982 09 / 10 





A 


Y INSIDE THE 


SECRET WORLD 
OF AUDITING 





THE BLOODHOUNDS OF BOOKKEEPING 


If auditors are happy being watchdogs, then forensic accountants 
are the ones who go out and sniff out fraud. RACHNA M. KOPPIKAR 


NIL ROY, PARTNER AND 
Ate of Forensic and 

Investigation Services at 
Grant Thornton, would have 
handled at least 500 cases of ac- 
counting-related fraud in his 
professional life. After the 
Satyam scam, his job has in- 
creased manifold as many tech- 
nology companies have ap- 
proached his firm in order to 
allay the fears of their clients. 

Mayur Joshi, a 29-year-old 
Chartered Accountant and Chief 
Executive Officer of India 
Forensic, a Pune-based forensic 
accounting research firm, has 
got at least 10 calls from insti- 
tutional investors in the Asia- 
Pacific region since the Satyam 
fraud came to light. “They want 
to understand what could be the 
initial warning signals of a 
Satyam kind of fraud in other 
Indian companies,” says Joshi. 
India Forensic provides certifi- 
cation course in three kinds of 
fraud—banking, corporate and 
money-laundering. It also assists 
Ir-enabled services companies 
in fraud investigations. Joshi 
claims that some of the associate 
members of India Forensic have 
also been approached by for- 
eign companies to audit and ins- 
pect the accounts of their sub- 
sidiaries. Even the government's 
Serious Fraud Investigation 
Office (sFIO) has sought the help 
of forensic accountants to get 
to the root of the financial fraud 
at Satyam. 

Forensic accounting is unique 
in that it combines accounting 
with investigation. These blood- 
hounds—as opposed to the 
watchdogs that are auditors— 
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attempt to sniff out fraudulent 
transactions from the financial 
records of banks and companies. 
Roy says that the nature of fraud 
in India has undergone a change. 
Earlier, cases of fraud were 
driven by collusion between an 
employee or an outsider or a 
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SCENT OF A FRAUD 
@ Forensic accountants need to 
have accounting and investigative 
skills. They have to look at every 
transaction, accounting entry 
with some level of scepticism 


w... ....... 0... 4... reece eee 


e |f auditors swear by numbers, 
forensic accountants look for 
evidence of the clinching variety 
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e Certification course is provided by 
India Forensic in Pune 


@ One can get international certifica- 
tion such as that of a certified fraud 
examiner given by Association of 
Certified Fraud Examiners 


POT TUE er) 


e India has around 400 forensic 
accountants 


PTT TTT 


@ Reserve Bank of India has made 
forensic accounting audit 
compulsory for banks in India 


vendor of the company. But over 
the past few years, fraud has oc- 
curred because an individual or a 
group could bypass the whole 
system and the network of the 
company. 

He gives an instance of an 
Indian commodity company in 
which an employee of its sub- 
sidiary in a foreign country kept 
transferring payments from the 
company's account to his per- 
sonal account. The system was 
such that it allowed for manual 
data entry of the invoices and 
bills and the employee would 
often make changes in the man- 
ual entry procedure, so that the 
payments are made directly into 
his bank accounts. The employee 
got away with the fraud for three 
years until finally the parent com- 
pany found something suspicious. 
That's when Roy's forensic team 
helped in tracing how the fraud 
has been committed. 

“Over the past few years, 
Indian companies have under- 
stood the need for a preventive 
approach towards fraud. The 
idea is to have a proper frame- 
work for fraud risk assessment 
and a well-laid out plan for deal- 
ing with fraud if it's detected 
and determining who can take 
action and how," Roy says. 

Joshi adds that India has 
400 forensic accountants emp- 
anelled with large audit firms or 
working independently, which 
is far too low as there is a lack 
of awareness about the subject. 
His firm conducted a research 
last September and found that 
nearly 1,200 Indian companies 
could have manipulated their 
accounts. 8 
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Discover Singapore as a place 


to Live, Study, Work & Play 


Singapore — One of the fastest-growing 
economies of the world, Singapore offers 
many opportunities and attractions for 
people from around the world to set up 
home, to realise their own potential and that 
of their families. 


A Safe Nation 

Singapore provides you with a safe and 
secure environment to live, study and work. 
A government that is transparent, consistent 
and unfailingly pro-business continues to 
encourage multinational companies and 


local firms to invest and expand in Singapore. 


According to Mercer's 2008 Global Quality of 
Living Survey, Singapore is the safest place to 
live in Asia. 


"The fact that it's such an easy place to live 
in. Everything works, it's clean and safe, it's 
an ideal place to bring up children and there 
are no nasty surprises" - Mr Gautam 
Banerjee on his favourite aspect of living in 
Singapore. He is the Executive Chairman of 
PricewaterhouseCoopers Singapore (PwC), 
and chairs the PwC regional network of firms 
in Asia. He settled in Singapore from India. 


Socio-Economic Scenario 

Political stability and a strong pro-business 
government make Singapore an ideal 
investment destination. The nation enjoys a 
very high per capita income attributed to a 
corruption-free environment, an educated 
and motivated workforce and a well- 
established legal and financial framework. 


An open market economy with a global 
network, Singapore also has an extremely 
efficient, flexible and qualified workforce. 
Growth and diversification in sectors such as 
pharmaceuticals, education, multimedia, 
retail, medical technology and financial 
services signal a robust new-age economy. 


Opportunities in Education 

Singapore has a world-class education 
infrastructure with local universities that are 
recognised and ranked internationally, a 
vibrant international student community and 
availability of scholarships for further 
education. Modern infrastructure and 
Cutting-edge facilities, together with a 
dynamic cosmopolitan environment form a 
perfect backdrop for the pursuit of higher 
education. 


Exciting and expanding career opportunities 
perfectly complement this enabling 
environment. Careers in Banking & Finance, 
Biomedical Sciences, Electronics & Precision 
Engineering, Info-Communications Technology, 
Maritime Services and Tourism are just some 
of the many new opportunities available to 
students right here in Singapore. 


Nightlife & Recreation Options 

A land of many attractions, from al fresco 
dining and an exciting nightlife to theme 
parks, sports and cuisine from all over the 
world, Singapore boasts of the best that the 
world has to offer. Connections by all major 
airlines from across the globe make it easy 
for weekend or long-haul holidays. 


Cultural Hub 

Singapore is a place where people of very 
diverse cultural backgrounds come together 
in harmony, where English as a common 
language makes it easy for everyone to 
mingle, and where places of worship for 
different religions stand side-by-side. There is 
no state religion and all races are encouraged 
to maintain their own uniqueness while co- 

existing with one another. 


Cost Of Living 

The cost of living here is comparable to 
developed countries but more affordable in 
comparison with other Asian cities like Hong 
Kong and Tokyo and decidedly so when 
compared to London or New York! 


Street food is both inviting and affordable 
Services such as transport, healthcare and 
communication are renowned for their 
reliability and efficiency, evidence of which 
begins with your experience right upon 
arrival at the globally acclaimed Changi 
international Airport. 


A perfect blend of the East and the West, of 
modern infrastructure and services with 
tradition, culture and civil harmony, an 
environment perfect for businesses and 
families, Singapore is a place where people 
from anywhere in the world can feel right at 
home. 


To win a customised trip to Singapore and 
experience everything it has to offer, visit 


www. your-singapore-experience.sg or to find 
Out more about living and working in 


Singapore go to www.home-in-singapore.sg 
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“Okay, gentlemen, N 
there’s no precedent for this 

kind of thing. etano, sendar 
operating procedure. we don't 
even know where all this will end! 
So let’s list the issues we face: 












When the government deputed a team of ace 
management professionals to take over charge at 
Satyam Computer after Founder B. Ramalinga Raju 
revealed his fraud, little did they know what 
awaited them. Who among the old crew should the 
new team trust? How should it keep the engine 
running and what course should it set? Come to 
think of it, why shouldn't Satyam just be wound | 
up? Working without any handbook, with ( 
every figure and bank balance having to be 
double checked, the new team has its work 
cut out. BT puts together an 
imaginary briefing of the 
new directors, by one 
of them, based on real 
interactions between 
E. KUMAR SHARMA and 
Satyam insiders. 











Why Satyam ` 
must go on. 






No Money, so how 
do we get enough to 
run the show? 



















Are there 
really fake 
employees? 






Wait—first find out how ` 
many clients exist! x 









Appointing a 
CEO/CFO. Where 
do we look? A 
temping firm? 







0 reassure 
\ oalyams big 
N clients. 








ç ; e 
P 


p b ` - + al » 
hie SMP Y oru T ELT 2 Le 
m 223 T f ita M LL 3⁄3 Ë ' d^ Ll 7 
2 < E "m J mm 2 CIL S... AA At. >is adi LP 
vy n i 5 7 f. «4 w h ! dar - £ É d À Si © 
— 74 BUSINESS TODAY FEBRU Y12 2009 ! 
te £ aa | EX 
+e se, ` UT 
. y y -— " ` 


` j e "a e "uz pus 
Exo t uri Cl IP S sa 








ME AR A — <". 4 779 X83 = P aF z š Y 
ST ge io comm 


So let's look at the first: Why must Satyam go on? 

USINESS CONTINUITY IS IMPORTANT. AS YOU KNOW, WE WERE CHECKING OUT 
Bszacyam’s client list and found that Singapore’s Changi airport has a few 
things running on Satyam’s software. May be not mission critical, may be they can 
get others to do it, but I’m sure they can’t find a replacement overnight. So we've 
got to reassure clients like Changi that we are still here and they will get all the 
support they need. Satyam also does complete payroll processing for at least one 
South East Asian country. It serves about a dozen airlines by maintaining systems 
that determine pilot rotation and reporting of crew to different flights. 

Good that we are making a list of all the top customers of Satyam and 
contacting each one individually to confirm that according to our books, this is 
the order we have from you, this is the work we are doing and this is the pay- 
ment due from you. As you know, we found that there are some companies for 
which Satyam is the sole vendor. 

So gentlemen, clearly, Satyam’s clients are its assets. Many are absolute mar- 


quee names and none of them has so far complained about the quality of our work. 


Money, or the lack thereof! 

HOCKING, YOU KNOW, THAT LETTER RAJU WROTE TO HIS BOARD ON JANUARY 7. | 
S mean, here’s a $2 billion company that was assumed to have huge cash reserves 
plus deposits and receivables and suddenly, nothing! The good news is that we 
cross-checked every account and found that Satyam has around $10-20 million 
of net cash in the bank. The bad news is that this is loose change for a company 
like Satyam. Maybe enough for a few days at the rate it burns cash. With over 
50,000 employees on the payroll, we’ve got to ensure that we can pay them at the 
end of the month. (As BT went to print, it learnt that employees had started get- 
ting their pay credited into their accounts.) 


All right, that brings us to item 3: How many employees does 
Satyam really have? 
KNOW, 1 WAS SHOCKED WHEN THE PUBLIC PROSECUTOR CLAIMED THAT RAJU HAD 
| inflated headcount by 13,000 and was skimming the money! This was criti- 
cal—we don’t want to end up paying salaries to people who don’t exist! 

But we know now that there does not 
seem to be any basis for this claim... We 
did a pretty thorough check using differ- 
ent methods and despite the media re- 
ports we can say with a fair degree of con- 
fidence that the original figure is more or 
less true and really there are no fake em- 
ployees. There may be some aberrations, 
but certainly nowhere near the figure of 
13,000 being talked about. The numbers 
are valid. It's not just the employee num- 
bers—there were doubts on all data—on receivables, liabilities—whether the figures 
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That hrings us to item 4, which is, how to restore trust. 

FTER THE FIRE-FIGHTING STEPS, OUR FIRST WORRY WAS HOW TO RESTORE TRUST... A BIT UN- 

fair but it's the truth, simply because of the scale of the fraud and that this was done for 
5-6 years and you are talking of Rs 6,000-7,000 crore. It seems very difficult for any lay per- 
son to believe that there were just three people involved—the two Raju brothers and the cro. 
It may be possible that it has all been done very cleverly but a common man will still say: it 
just can't be. There must be more people involved. Well, if that's true, one does not 
know who to trust within the company. 

This is one reason why the board is not finding it easy to completely and fully believe 
any of the senior managers. But we are just six of us now for this huge multinational, so the 
current management is being allowed to run the company on the principle of ‘innocent till 
proven guilty.’ Well, it is also partly because it is fair and partly because there is no choice 
as one cannot do away with the top management without impacting business continuity. 

As you know, we have identified around 300 top customers who account for at least 
80 to 85 per cent of the revenues, and by the end of the month (January end) about 60 
to 70 per cent of them would have been contacted and will know the actual figures by then. 

For this, the board is taking the help of the newly appointed auditors, KPMG and 
Deloitte, who are also using their international contacts (as some of them are working 
for these same international clients outside India). All of this is important as payments 
are made 30 to 60 days after delivery. 


Now for the medium and long-term future. We are an interim 
arrangement, and have to look for a CEO and CFO. 
HE TROUBLE IS, WE DON'T KNOW THE MANDATE FOR THE NEW CEO, GIVEN THAT ONE OF THE 
T options being considered is the acquisition of Satyam by another company. If 
that happens, the new management will 
obviously appoint its own CEO. For the 


The trouble is, we don't know the mandate forthe moment, while many people have volun- 
new ceo, given that one of the strategic options — to y up the task, leespay and 

: ° ° Y. the ar are not in à position to O era 
being considered is the acquisition of Satyam by erin or spell out for how long the new cro 
another company. If that happens, the new man- — and cro would be needed. Then, we are 
agement will obviously bring its Own CEO not clear about the salary package we 


should offer, and nor can we tell him that 
he will be protected from legal cases. 


As for the other issues, we now have an investment banker to advice 
on the best way forward. 

HE QUESTIONS ARE WHETHER WE SHOULD LET IT BE ACQUIRED OR WHETHER WE SHOULD 

split it into smaller pieces and look for separate buyers? Boston Consulting Group (BCG) 
is now our management advisors, and Goldman Sachs & Avendus the investment 
bankers. The board has no idea of how long it could take to reach a stage where things 
can move on its own but it is hoping to accomplish this in the next three to six months. 
There is little doubt today that the company has a very high probability of survival. For 
the moment, the company is getting over its fire fighting mode. The biggest fire was find- 
ing the money to pay salaries and that has been more or less resolved, not just for this month 
but also for the next 2-3 months. The focus is now on medium to long term and for this 
the role of investment banker becomes critical. The immediate necessity, at least for the 
short to medium term will be finding the new CEO and CFO, who are urgently and 


desperately required. 8 
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COURTING SATYAM 


Despite its troubles, several leading corporate houses are keen to snap up Satyam. 
RISHI JOSHI 








ATYAM MAY BE BANKRUPT, COURTESY THE FRAUD 

perpetrated by its founder B. Ramalinga Raju, 

but its human capital is attracting suitors keen on 
buying the company and scaling up their own related 
operations or adding a good business to their portfolio. 
The initial talk of Satyam having to be wound up has all 
but died down, with around half-a-dozen companies (by 
the time BT went to press) having hinted that they are 
keen to buy the outsourcing major, which has around 
50,000 people on its rolls, or parts of it. 

Among the suitors are engineering behemoth 
Larsen & Toubro, B.K. Modi's Spice Group and the 
Hinduja Group. Others like iGate Technologies 
and Tech Mahindra would like to buy certain 
businesses of the firm. 

L&T seemed to be the frontrunner: it had a 4 per 
cent stake in Satyam before Raju's damning disclo- 
sures almost doomed the company, and has since 
increased its holding to 12 per cent through open- 
market acquisitions. While L&T has not formally told the 
government that it wants to acquire Satyam, it ad- 
mits it is considering that option. D. Morada, GM and 
the official spokesperson, says: *We are looking at 
the possibility of an acquisition." 

Why so? L&T already has an IT services arm, L&1 
Infotech, which had a turnover of $425 million in 
fiscal 2008 and has around 10,000 employees in India 
and abroad. 

Says Morada: "It's a de-risking business strategy for us. 
We are a diversified business conglomerate and I be- 
lieve it allows us to grow even in an economic downturn." 


Satyam's new board has appointed Goldman Sachs 
and Avendus Capital as investment bankers to vet 
the various options. 





Anand Mahindra 





The Spice Group of Modi, who brought mobile 
telephony to India in the mid-nineties, has already 
made a formal bid to acquire Satyam. Spice has 
diversified operations into mobile handset 
manufacturing, mobile software development, back- 
office operations, entertainment and retail. 

Modi feels there is an obvious synergy in operations 
between his group and Satyam and is ready to infuse 
upto Rs 2,000 crore in the company. 

“The company requires Rs 2,000 crore as a bailout 
package. They should issue preferential shares which we 
could bid for,” says Modi. The group wants the 
government to auction shares to the highest bidder but 
is aiming for a stake of over 50 per cent. 

Satyam’s government-appointed board, responding 
to the overtures, has appointed Goldman Sachs and 
Avendus Capital as investment bankers to vet the 
various options. 

Says a Satyam board member: “The investment 
banker will advice on the best way forward—whether 
we should let the company be acquired as one, or 
split it into small and reasonable pieces and look for 
individual buyers for them.” 

But there are stumbling blocks. Until the firm’s 
accounts are re-stated, prospective buyers are unlikely 
to sign on the dotted line. Points out L&T’s Morada: 
“We will take a final decision only after we have all the 
details. The valuation of the company itself would 
depend on its past liabilities and how much of these are 
transferred to the new owners." 

The suspense begins... 8i 
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HE MOOD ON DALAL STREET HAS CHANGED INCREDIBLY OVER THE PAST 


year, from greed to denial to panic and now despair. There's bad news all 

around, and the slivers of good news are being ignored. So, is this the time 
to throw in the towel and forget about stock market investing? Hardly. Instead, 
oversold markets provide a good entry point if you are convinced about the long- 
term potential of the Indian economy and the cream of Indian corporations. There 
are stocks that appear in good shape to survive the slowdown, and be the first to 
emerge out of the gloom—and the best part is that they're incredibly cheap 
when you consider their long-term potential. Business Today speaks to 11 of the 
brightest minds on Dalal Street and gets them to identify their favourite long-term 
value picks. 2009 may be a good time to buy fundamentally-sound stocks on the 
cheap; but investors have to be clear that they won't reap the returns in 2009, or 
not even 2010. These stocks are only for long-term investors, with a minimum hori- 
zon of three years. Following is the list of 20 stock picks, in alphabetical order. 
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AVENTIS PHARMA 


Focus on — segment keeps 
it in good healt 










: TIME NOW, SMART MONEY HAS BEEN MOVING INTO SHARES 
ational pharmaceuticals companies. After India entered 
atent regime in 2005, the fortunes of MNC pharma 
e changed for the better. They can now introduce new 
rugs of their foreign parents and enjoy the profits. Aventis 
one such well-placed MNC. 

t is focussing on fast-growing lifestyle segments like cardiovascular and 
diabetes in the domestic market. Aventis has a few strong products in this 
segment like Amaryl (anti-diabetes) with a 4 per cent market share and 
Cardace (cardiovascular segment) with a 28 per cent market share. Besides, 
its parent Sanofi-Aventis, France, has a huge pipeline of molecules under 
development in the lifestyle category. 

But what has impressed analysts is the aggressive introduction of its 
parents’ products in the Indian market. Says Rajiv Thakkar, CEO, Parag 
Parikh Financial Advisory Services (PPFAS): “Aventis’ overseas product 
introductions in India will expand its domestic business over time.” 
Another factor, Thakkar says, that will benefit the stock is its debt-free sta- 
tus and a hefty cash balance. Thakkar, however, has not put a target 
price on the stock and cautions that the uncertain market may play spoil- 
sport in the short-term. But in the long term, he says, “the stock has the mak- 
ings of a multi-bagger.” CLIFFORD ALVARES 


AXIS BANK 
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* Has a robust business model targeting 
all segments of the market 













** Advances continue to grow at a fast 
.. Pace despite a lacklustre credit offtake 


® Valuations have dipped in recent 
times making the stock more attractive 


income too is doing well." 


Stock Prices 


LOWEST: 3628 — 52 week — HIGHEST: 1,150 





Vaibhav Agarwal/ Analyst/ Angel Broking 


© Aggressive in introducing new 
patented drugs of its parent in 
many countries 





© Caters to the fast-growing lifestyle 
diseases segment—diabetes and 
cardiovascular 


© Zero-debt and a negligible capex will 
generate cash piles in coming years 


Stock Prices 


LOWEST: 662 —— 52 week —— HIGHEST 980 


12.20 








P/E (FY 09 


"Aventis' overseas product 
introductions in India will expand its 
domestic business over time" 


Rajiv Thakkar/ CEO/ PPFAS 


Strong business model to offset 
succession worries 


CET OFTEN REACTS SHARPLY TO NEWS FROM THE BANKING 
ank's stock dipped sharply—slipping nearly 18 per 
January 27, 2009, down from Rs 485 on January 9, 
already edgy over slowdown fears, was more worried 
of Axis Bank's long-time chairman P.J. Nayak, and the 
r. Axis Bank's advances continue to grow at a decent clip 
r cent at a time when credit expansion has slumped. The bank 
is facing a squeeze on margins as lending rates are falling while borrowing 
costs have yet to come down. Another hitch is possible stake sale of 21.5 
per cent in Axis Bank held by administrator of the special undertaking of 
UTI. Says Vaibhav Agarwal, analyst, Angel Broking: “Axis Bank has been 
focussing on retail liabilities business before increasing its loan assets. Its fee 


CLIFFORD ALVARES 


"The market has overdiscounted the uncertainties associated with Axis 
Bank. It is performing well and is very attractive for the medium term" 
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BHARAT ELECTRONICS 


Armed for growth — 


@ Consistent increase in turnover and 
net profit. for four decades now 









N LARGE MANUFACTURERS ARE CURTAILING THEIR ACTIVITIES TO 9 "Offset business opportunities to 
costs, Bharat Electronics is opening a support centre at give it share of orders bagged by 
a, to serve its growing clientele. A Navratna public sector un- tae 

hich gets 80-85 per cent of sales from the armed forces, BEL’s — 9 Big beneficiary of increases in 
er and profit after tax have been rising consistently for four decades defence capital expenditure 
now. It is talking to global players like Lockheed Martin, Boeing and 
EADS to make the most of the government’s “offset” clause, which 
requires any foreign company bagging an order worth over Rs 300 crore 
from India’s defence sector to share 30 per cent of it with Indian firms. It 
also gains from its links with the Defence Research & Development 
Organisation. Says V.V.R. Sastry, BEL’s Chairman & Managing Director: 
“We are interacting with DRDO for developing new products.” Over the last 
one year, the BEL scrip has slid some 59 per cent, but broking houses still bet aaa 

big on it. Says Dolat Capital’s Sameer Panke: “In the last five years, while 

the defence budget has grown at 12 per cent, defence capital expenditure 
grew at 23 per cent. BEL is a big beneficiary of this increase. The company 
has strong cash flows and no debts at all." K.R. BALASUBRAMANYAM 








BHARTI AIRTEL 


More subscribers, more towers, 
@ Market leader in mobile telephony and now more spectrum 


with growing subscriber base 














@ Telecom infrastructure business to 
benefit from rapid network 
expansion by operators 


il. TYPIFIES THE SUCCESS STORY OF INDIAN MOBILE TELEPHONY. 
g execution skills have made it the market leader. Over 
cornered 26.5 per cent of the all-India incremental 
ditions. In the third quarter (fiscal 2009), it reported an 
cent in gross revenues on a year-on-year basis, and 9 per 
al basis. During the same period, its mobile subscriber base 
y-55.3 per cent y-o-y and 10.5 per cent q-o-q to 85.7 million. Says Sunil 
Mittal, CMD, Bharti Airtel: *Bharti's strategy of extensive roll-out ahead of 
competition, especially in new villages, has yielded rich dividends." 

The company is also well placed with its telecom infrastructure business, 
given the need for rapid network expansion by current and new operators. 
Bharti, with the largest tower portfolio in India through Infratel, is likely to 


® Scaling up operations in the 
telemedia business (DTH and IPTV) 





| oe . be a key beneficiary. Then there are other reasons why the stock is a good 

Stock Prices 1999.00 Jan sU, UY D "bo 
bet. The spectrum allocation imbroglio seems to have been resolved. Says 
LOWEST: 484 — — 52 week — HIGHEST: 950 Hitesh Agrawal, Head of Research, Angel Broking: “The spectrum issue was 
critical for the sustained growth of the telecom sector. Now the medium-term 
growth requirement of Bharti has been taken care of." RISHI JOSHI 





"Bharti's strategy of extensive roll-out ahead of competition, especially in 
new villages, has yielded rich dividends" 
Sunil Mittal/ Chairman & Managing Director/ Bharti Airtel 
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BHEL 


Everybody wants light in dark 
times — and BHEL has the spark 





» The best bet in power sector and key 
beneficiary of the four-fold investment 
increase in India's power sector 


@ It has an order book of Rs 1,04,000 


crore, of which 85 per cent has 
come from state utilities 


@ A strong balance sheet and huge 
cash pile would help navigate the 
tough times ahead 


1,320.49 


Stock Prices 





“A mes balance sheet and huge 
cash pile of about Rs 8,400 crore 
will help BHEL sail through the 


challenging business environment" 


Pulkit Bakliwal 
Analyst/ Sharekhan 


W 


LOWEST. 984.1 — 52 week — HIGHEST: 2,366 






HARAT HI AVY ELECTRICALS, 
x e largest manufacturer 
equipment, is one 


Waaay that is unlikely to be 


hit by the economic gloom. It 
knows the government will spend 
freely to improve the power sec- 
tor. And the government does 
not cancel orders. So, BHEL, which 
has 64 per cent of the power 
plant market, has been ramping 
up capacity. By December 2007, 
it had increased capacity from 
6,000 MW a year to 10,000 Mw, 
and is now taking it to 20,000 
MW by 2011-12. Says Pulkit 
Bakliwal, analyst at Sharekhan: 
“The 11th Five-Year Plan has 
envisaged capacity addition of 
78,000 MW. BHEL has been the 
major beneficiary of the spend- 
ing.” Government projects ac- 
count for around 85 per cent of 
BHEL’s order book of Rs 1,04,000 
crore, giving it high revenue 
stability. “Even in the present 
scenario, orders placed by gov- 
ernment institutions are unlikely to 
get cancelled,” says Bakliwal, 
pointing out that the cash-strapped 
private players may have to do 
so. “This gives BHEL a huge com- 
fort level,” Bakliwal adds. 

But there are bumps on the 
road ahead. BHEL could face proj- 
ect delays and a lag before new 
orders start coming in. The stock, 
at slightly above Rs 1,320, is trad- 
ing at a premium. Says Bakliwal: 
“A strong balance sheet and huge 
cash pile of about Rs 8,400 crore 
would help BHEL sail smoothly 
through the challenging business 
environment. We recommend a 
buy with a price target of Rs 
1,546 over the next 12 months.” 

MANU KAUSHIK 


CRISIL 


Ratings become 
vital during 
downturns 


HE GLOBAL CREDIT CRISIS HAS 

hit the capital-raising plans of 
Indian companies.The only win- 
dow open these days is through 
domestic debt issues or bank 
borrowings. Here’s where a debt 
rating from CRISIL, India’s largest 
rating agency, helps. Another growth 
avenue has been created by the 
Basel-il norms to rate corporate 
loans given by banks. Says Jigar 
Valia of Parag Parikh Financial 
Advisory Services (PPFAS): "It's a 


fast-growing 
business. Itsa perpenial and stable 
income." CRISIL's work for its parent 
Standard & Poor's is a cash cow. 
Adds Valia: *Even in years of 
de-growth, this company was 
trading at a PE multiple of 20 
times; but thanks to the financial 
crisis, the stock is cheap." 
CLIFFORD ALVARES 





= Indian companies are increasingly 
turning towards debt to raise 
__Fesources in the domestic market 


© CRISIL'S premier position in the 
ratings business and its association 
.. With Standard & Poor's is a big plus 


= Norms to rate corporate debt spell 
more steady business for CRISIL 


^ 


Stock Prices 2,305 


LOWEST: 1,848.1 — 52 week — HIGHEST. 3.885 





FEBRUARY 22 200% BUSINESS TODAY B1 


bt special 


ENGINEERS INDIA 
No fear of input cost hikes 


NE OF. ASIA'S LEADING 
design and engineering 
companies, Engineers India builds 
petroleum refineries, industrial 
projects, offshore structures, met- 
allurgy and power projects. India's 
substantial investments in infra- 
structure have given it an order 
book of Rs 8,000 crore, to be ex- 
ecuted over 3-4 years. It has begun 
protecting its margins by signing 
open-book orders—input cost 
hikes are passed through. Says 
Ajay Parmar of Emkay Global 
Financial Services: *The stock 
looks quite attractive... there are 
no worries about the manage- 
ment since the government holds 
a 91 per cent stake... it has zero 
debt and high dividend payout. 
It's a very safe bet in the current 
market scenario.” RISHI JOSHI 


investment Argument 





Leading design and engineering 
company - 


Robust order book of Rs 8,000 crore 


Debt-free company, no worries 
about management 


Stock Prices 








GMDC 
Sitting on a mine of wealth 


HE SHARE PRICE OF GUJARAT 
Mineral Development 
Corporation was one of the worst 
affected when Gujarat govern- 
ment asked state-run companies 
to fork out 30 per cent of their 
profit before tax for social work. 
Possibility of removal ofthe 30 per Despite this, the stock is still seen 
cent deduction from profit before tax as a good value pick—the bad 
towards social development news has been discounted. 
Profitability is expected to get a 
boost from the recent lignite price 
hike. “Full impact will be seen in 
the next financial year,” says 
Sameer Ranade, analyst at PINC 
Research. The government may 
(ieee) reverse the 30 per cent rule, since 
§ minority shareholders at some 
other companies have mutinied. 
GMDC’s moves into the power 
sector will add to valuation. 
VIRENDRA VERMA 





Lignite volumes to grow 13 per cent 
during 2008-10 to 9 million tonnes 


Average realisations should grow by 
5.8 per cent in FY 2008-09 following 
price hikes during the past 12 months 


Stock Prices 


LOWEST: 25.1 — 52week — HIGHEST: 225 
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HCL TECHNOLOGIES 
— a 
global footprint 


A: INDIA'S FIFTH-LARGEST IT 
services exporter, straddling 
a diverse portfolio of services that 
ranges from R&D to enterprise, BPO 
and infrastructure management, HCL 
Technologies has a de-risked model 
as it is essentially in high-growth, 
high-end, low competition areas. It is 
looking at inorganic growth. The 
acquisition of UK-based Axon last 
year is expected to help it become a 
major player in SAP implementation, 
an area from which it expects to get 
a quarter of its revenues, against 11 
per cent now. Says Vineet Nayar, 
CEO, HCL Technologies, “We have 
successfully integrated Axon to dom- 
inate the SAP space globally." 
Anagram's V.K. Sharma says: “We 
feel the worsening global macro- 
economic situation and slowdown in 
IT spending is factored in at this 
price. The stock trades at almost 8 
per cent dividend yield, limiting its 
downside from these levels.” 

RISHI JOSHI 


Investment Araqument 





Wide portfolio of services, including 
R&D, Enterprise, BPO and 
Infrastructure Management — 


Strong presence in high-growth, 


Axon acquisition will catapult it to 
an elite list of global SAP solution 
providers 


(116 


Stock Prices ' 


LOWEST: 102 —— 52 week — HIGHEST: 324.5 
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The secret of a successful performer is consistency, 
fitness and a robust corporate governance framework. 





Corporate Governance has been identified as a critical 
element having significant impact on a company's 
stakeholder value. In today's globalised economy, 
expectations of stakeholders have moved higher, and the 
scrutiny by regulators more stringent, investors are 
looking for a well-governed company to invest in. Hence, 
Indian companies are increasingly becoming aware of the 
need to strengthen their governance practices and are 
pro-actively initiating measures to implement the same. 


At KPMG, we have developed a practical Corporate 
Governance Excellence Model which assists Board 
members and CEOs in designing and implementing 
leading corporate governance practices at their 
companies. The purpose is to assist boards in achieving 
this additional stakeholder value through improved 
planning of the board's own affairs. Since well-governed 
companies perform better than others, it just makes a lot 
of sense to give us a call. 


We understand your governance requirements and are 
equipped to deliver efficiently. 


For more information, contact 


Neville M. Dumasia Richard Rekhy 
ndumasia@kpmg.com rrekhy@kpmg.com 
+91 (22) 3983 6402 +91 (80) 3980 6500 


or connect with us at corporategovernance@kpmg.com 


in.k«pmg.com- 
SJ C. 
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HDFC 


Pioneer grows biz in slowdown 


Sector/Business: Housing Finance 


The housing finance market is 
still largely untapped 


Builders are shifting towards the 
mid-sized segment—HDFC's turf 


Asset quality improved in the Q3 
2008-09 as non-performing 
assets declined 





HERO HONDA 


TATIME WHEN THE HOME 
Ai: business is in the 
dumps, a lower third-quarter 
profit at India’s largest housing- 
finance company did not ring 
any alarm bells. Housing Devel- 
opment Finance Corporation ac- 
tually boosted net interest income 
by 18 per cent to Rs 785 crore 
but was hit by higher running 
expenses. Analysts did not wa- 
ver from their “buy” rating. 
HDFC's asset quality has improved 
further, it has valuable subsidiaries 
in insurance and asset manage- 
ment and it has been consolida- 
ting its business. HDFC's asset qual- 
ity has improved in December 
2008. Says Gaurav Dua of 
Sharekhan: *Throughout its his- 
tory, HDFC has shown a healthy 
growth." CLIFFORD ALVARES 


Great traction in falling market 


Sector/Business: Auto 


218 





Market leader with growing market 
share 


Strong brand with high penetration 
in the non-metros 


Debt-free company with surplus 
cash on books 
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Wi THE CURRENT FISCAL 
has been tough for the 
two-wheeler industry, Hero 
Honda, the largest motorcycle 
manufacturer tn India, delivered 
improved growth rates and in- 
creased market share. Although its 
third-quarter sales fell (by 4.5 
per cent), it was less impacted 
than rivals Bajaj Auto (-52.4 per 
cent) and Tvs Motors (-18.5 per 
cent). Says Pawan Munjal, MD 
& cEO, Hero Honda: “Our re- 
sults reflect Hero Honda's re- 
markable resilience." 

Says Krish Shanbhag of 
Antique Stock Broking: “We ex- 
pect Hero Honda to stay ahead 
on the strength of its brand and 
new launches.” It is also a debt- 
free company with surplus cash. 

RISHI JOSHI 


Stock Prices 


LOWEST: 45 — 52 week — 


Apoorva Shah. 


HIGHEST: 215.5 


9.03 
6.4 





Weare 
Punj Lloyd 


Punj Lloyd | Sembawang | Simon Carves 


We have done it all. 


Designing and building the world's largest single stream 
LDPE plant. Completing our section of Baku-Tbilisi-Ceyhan 
Crude Oil pipeline eight months ahead of other contractors. 

Constructing Marina Bay Sands" integrated resort's 
casino, theatres and retail arcade. 


These are just some achievements that have made 
us the foremost name in the oil & gas, infrastructure 
and petrochemical sectors. 


The stage is global, the projects complex, 
the staff diverse. But in unity, we are one name. 
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INFOSYS 


Some pressure now, but 
long-term story intact 


Sector/Business: IT 


Consistent performance, always 
| better than its own forecasts 


Ability to withstand pricing 
pressures and save margins 


With clients looking even more 
at saving costs, offshoring 
could increase 


Best corporate governance 
practices 


2e PN à. 
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Stock Prices 


LOWEST: 1,040 — 52 week — HIGHEST: 2,017 





102.8 


"Infosys will be among the first 
companies globally to reap the 
benefits and score a premium over 
others once the sector recovers" 
Harit Shah 


Analyst/ Angel Broking 
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NFOSYS TECHNOLOGIES HAS 
knack of beating its own 
earnings guidance, something it 
may continue doing even in 
today's tough business climate. 
The Bangalore-headquartered 
information technology major 
is fighting rivals that are under- 
cutting its prices. But Infosys 
has in the past demonstrated 
that it may walk out on a client 
rather than give up on margins. 
[n any case, it has ushered in 
the New Year with panache—its 
third quarter net profits are up 
33.3 per cent year-on-year. And 
it is hoping to end the financial 
year with a revenue growth of 
around 30 per cent. 

Chief Financial Officer 
(CFO) V. Balakrishnan admits 
that the company is passing 
through tough times. “The 
environment is challenging as 
customers are sitting tight on 
spending. But with clients in- 
terested in saving costs, off- 
shoring could increase. The 
long-term growth story is 
still intact." 

The scrip may have fallen 
48 per cent in the past 12 
months, but brokers have a 
positive long-term view of it. 
Angel Broking, for instance, has 
Infy as its sector's top pick and 
recommended “accumulate”. 
Angel's Harit Shah, however, 
warns investors that any upside 
in the near term would be lim- 
ited. But then he adds: “Infosys 
will be among the first compa- 
nies globally to reap the benefits 
and score a premium over others 
once the sector recovers from its 
current spell of slowdown." 

K. R. BALASUBRAMANYAM 


Sector/Business: Oil & Gas 


PA | 
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Stock Prices 


LOWEST. 299 
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— 52 week — 


HIGHEST. 981.4 


6.39 
69.9 





MAHARASHTRA SEAMLESS 


i No pipe dreams here: just solid 
and from an oil hungry world 










MAHARASHTRA SEAMLESS AS AMONG THE SAFEST STOCKS 
ors: steady financial performance, a strong balance sheet with 
product (seamless steel pipes) that is in great demand. Says PINC 
yst Amol Rao: *MsL has the widest range of seamless products 
ndian manufacturers." The biggest customer is oil & gas sector, fol- 
lowed by engineering and automobile sectors. Seamless steel pipes fetch the 
firm 75 per cent of its revenues, and electric resistance welded pipes the rest. 

The DP Jindal flagship will gain from implementation of the 5th and 6th 
rounds of the New Exploration Licensing Policy (NELP) for the oil and gas 
sector and the recent awards under NELP VII. Says Anil Jain, Group CFO, MSL: 
"There has been a drop in demand from the private players, public sector 
players are still placing orders with us," he says, noting that the decline in steel 
prices would give it bigger margins. *Liquidity is not going to be an 
issue for us because of the huge cash reserves," says Jain. 

PINC Research recommends a buy on the stock with a 12-18 month price 
target of Rs 320. 

MANU KAUSHIK 


"Maharashtra Seamless has the widest range of seamless 
products among Indian manufacturers" 


Amol Rao/ Analyst/ PINC Research 


MARUTI SUZUKI INDIA 


From entry-level to global player, 
bets big on exports 


8 WILL GO DOWN IN HISTORY AS ONE OF THE WORST EVER 
utomobile sector. But the situation has started improving 
believe that companies like Maruti Suzuki India would be 
ciaries. Says Surjit Arora of Prabhudas Lilladher: “Although 
e growth is likely to remain subdued for the next 3-4 months, it 
IS expected to recover in 2009-10..." 

Shinzo Nakanishi, MD & CEO, Maruti Suzuki India, says: “We have just 
started exporting our strategic model, the A-Star. In the medium term, ex- 
ports will play a far more important role... Though there is a general 
slump in automobile demand globally, we feel products like A-Star will draw 
greater attention as they are fuel efficient." Prices of raw material and fuel 
have eased somewhat although the gains will not show up before the next 
quarter as Maruti tends to buy raw materials almost six months in advance. 

At the current market price of Rs 517.70, the stock looks extremely 
attractive. Analysts at Prabhudas Lilladher recommend buying the stock post 
Q3FY09 results and expect it to touch Rs 605 in the next 12-15 months. 
MANU KAUSHIK 

















® Stabilisation of billet prices to boost 
profitability 


© Lucrative international orders 
for seamless pipes 


* Rs 400 crore of cash on books, low 
debt. To have operational 
cash flows of Rs 300 crore a year in 
2008-09 and 2009-10 


Stock Prices 


LOWEST: 120.25 — 52 week — HIGHEST. 420 


* Expansion of capacity and R&D 
makes it a formidable player in the 
domestic passenger car segment 


® Big growth seen in high-margin 
A3 segment 


® Volumes to grow following cut in fuel 
prices and lower interest rates 


Stock Prices 


LOWEST. 428.4 — 52 week — HIGHEST. 945.55 
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NESTLE 


Taking health & wellness — 
orm to Tier Il, Ill cities mamas q Oq aaa 


* Strong pipeline of products including 
DIA, A 61.9 PER CENT SUBSIDIARY OF NESTLE S.A. OF SWITZERLAND, brands from its global portfolio 
's third-largest FMCG company after Hindustan Unilever and — & Increased focus on Tier Il and Tier II! 
trong brand equity that is now helping it make inroads into cities to drive revenues 
d III cities. Nestle's advantages: low penetration levels for 
sed foods, rising income levels, urbanisation and changing lifestyle. 
According to Martial Rolland, CMD, Nestle India: “Our success is based 
on a sound business model of sustainable performance and capital effi- 
ciency that is focussed on the consumer." Says Edelweiss Securities: 
“Nestle is increasingly focussing on expanding into Tier II and Tier II cities 
and leveraging its recent innovations positioned on health and well- A KE 
ness platforms to gain incremental sales." 

The company reported strong revenue growth for its third quarter 
(July to September). Topline improved by over 20 per cent for the 7% 
quarter in a row, while bottomline surged by over 40 per cent. 

Robust earnings growth along with high dividend yield and low gearing 
makes Nestle a good bet in the long run. 















Stock Prices 


LOWEST: 1,220 — 52 week — HIGHEST: 1,880 





RISHI JOSHI 


SURE AREE,  RALLIS INDIA 
Investment Argument All the right nutrients for growth 


© Thrust on exports through its prepare ground for big leap 


international initiative 














® Declining raw material prices 5 INDIA REPORTED AN 11 PER CENT RISE IN NET PROFIT AND 43 
in operating profit for the quarter to December 31, it beat 
was able to improve the process for manufacturing agro- 
the sourcing of raw materials," notes Ajay Parmar, Head 
Global Financial Services. Another factor is that the re- 
en by the Tata Group company in 2002-03 is now show- 
ing 1 ofitability. Its other attractions: the almost debt-free status (bar- 
ring a small working capital loan) and its focus on the international market. 

New agro-chemical products have been well accepted and its international 
initiative APOLLO is in the right direction. Rallis plans to achieve revenues of 
Rs 2,500 crore by March 2012 compared with Rs 671 crore for the year to 
March 31, 2008. It hopes to achieve operating profit margins of 25 per cent 
against the current level of 11-12 per cent. 

Market cap to sales of 0.6 times compared with 1.5 times for United 
LOWEST.280 — 52 week ——__ HIGHEST: 600 Phosphorus, the closest competitor, makes Rallis an attractive investment, says 
Parmar of Emkay. 


@ Launch of new agro chemicals 
in the domestic market and 
focus on improving 
operational efficiency 


Stock Prices 








VIRENDRA VERMA 


"Rallis India was able to improve the process for manufacturing 
agrochemicals and also on the sourcing of raw materials" 


Ajay Parmar/ Head of Research/ Emkay Global Financial Services 
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SBI 


No cash crunch, no slowdown. 
All eyes now on asset quality 






SBI has a well-funded liabilities 
side because of a strong surge 
in deposits 


® Investments in technology and 


marketing is paying off as fee-based 


income is rising 


® Other income could get a boost as 
interest rates fall boosting its 
treasury revenues 


® Can leverage its size to power 
growth 


Stock Prices 


LOWEST: 991.1 — 52 week — HIGHEST: 2,310 





“The bank has flexibility in earnings 
due to bond gains. Next year, 
operating expenses will be lower. 
Asset quality may see slippages” 
Vishal Goyal/ Analyst/ 

Edelweiss Capital 







IR THE COUNTRY’S BIGGEST 


= bank, there’ s a problem of 
instead of current & savings 





accounts (CASA) has raised State 
Bank of India’s capital costs. CASA 
deposits added up to 34 per cent 
in the third quarter of FY 2008- 
09 as compared with 40 per cent 
for the second quarter of FY 
2008-09. But, unlike other banks, 
SBI still managed to increase its 
margins due to better yields form 
its advances. 

The downturn in the econ- 
omy is not slowing things down 
at SBI. This year, its growth in 
advances is expected to be 
robust, with the third quarter’s 
31 per cent growth figure a 
positive sign. The next year the 
growth could taper off due to a 
higher base, but a lower 
interest rate should help the 
bank's other income. 

Investments in core banking 
technology is paying off as the 
company reported an increase 
of 34 per cent in fee-based 
income in the third quarter of 
2008-09 over last financial year's 
third quarter. 

A key area will be managing 
its asset quality in the coming 
quarters due to the slowdown 
in the economy. But growth 
should also not be a concern for 
a couple of quarters as it leverages 
on its size. Says Vishal Goyal, 
analyst, Edelweiss Capital: “It is 
fairly attractive as the bank has 
flexibility in earnings due to bond 
gains. Next year, operating ex- 
penses will be lower. Asset qual- 
ity may see slippages, but it won't 
impact profitability." 

CLIFFORD ALVARES 





UNION BANK OF INDIA 


High operating 
Iciency, good 
asset quali 


NION BANK OF INDIA IS AMONG 
the favoured stocks in the 
banking sector. Recently, it reported 
an 84 per cent increase in net profit 
for the 3rd quarter to Rs 671.7 
crore. Edelweiss Securities revised 
upwards the forecast for the full 
year net profit by 28 per cent. 
"We will maintain credit offtake 
and advance growth of 25 per cent 
for 2008-09," says M. V. Nair, CMD, 
Union Bank of India. He says the 
good show is due to NPA recovery, 
and retail and small and medium 
enterprise lending. Other income is 
also growing well, giving it a cushion 
if credit offtake does not improve. 
Edelweiss says it is better placed 
than its peers because of its high op- 
erating efficiency, better asset quality 
and potential to generate average 
return on equity of 22 per cent in 
2008-10 financial years. 
VIRENDRA VERMA 





= Other income to be cushion 


~ Stable non-performing assets 


- Expected higher treasury income 
due to falling interest rates 


- Aims to maintain high credit offtake 
and advances growth 


Stock Prices 
HIGHEST. 212 


LOWEST: 96.1 — — 52 week — 
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UVNUVS N3JINVMN 


N EVERY GAME THERE 
are dark horses and the 
stock market is no exc- 
eption. In the 2004-07 
bull run, it was the mid-cap and 
small-cap stocks which outper- 
formed the broad market. In this 
backdrop, we selected five stocks 
from the mid- and small-cap space 
that are not leaders in their respec- 
tive businesses, but have built up a 
specialisation. The companies se- 
lected are from the sectors facing 
rough times, but each has the po- 
tential to ride out the depression. 


Manappuram 

General Finance 

It’s a unique, non-banking finance 
company with lending based on 
gold as collateral rather than cash 
flow. Since it lends to the low- 
income group, to some extent it 
qualifies as a micro-finance firm. 
The average size of the loan 
disbursed by the company is less 
than Rs 20,000. If you think gold as 
an asset class has a future, bet on this 
Kerala-based company. With 11 
tonnes of gold as security and vir- 
tually no non-performing assets 
(NPAs) on a loan book of Rs 800 
crore, the company now plans to 
merge with itself one of the pro- 
moter group companies. The group 
company is in a similar business of 
lending against gold with assets- 
under-management of Rs 400 crore 
and has also raised capital in the 
recent past. The merger will en- 
hance the merged entity's assets and 
balance sheet. 

Current Market Price (CMP): 


Rs 113.95 


Mundra Port 

A key private sector player in ports, 
Mundra’s all-weather facility with 
a deep draft (17-32m) and West 


coast location (better rail connec- 


tivity) gives it an edge by way of 
customers. It has long-term agree- 
ments with leading companies like 
Indian Oil Corporation, Tata 
Power and Adani Power. The port 
is also seen as a hub for car ex- 
ports by majors like Hyundai and 
Maruti Suzuki. All these factors 
make a stable cash flow for the 
company in the future. But a slow- 
ing economy in the short term 
raises some questions about its 
profitability. 

cup: Rs 385.85 


Elecon Engineering 

As a heavy engineering company, 
Elecon should have been affected by 
the current slowdown. But its 
unique advantage is that most of 
its business comes from the gov- 
ernment. Elecon makes coal han- 
dling equipment used in power 
plants. The company has an order 
book of over Rs 1,800 crore, with 
most of the jobs due to be executed 
over the next two-and-a-half years, 
keeping its earnings growing. Plus, 
most of the orders are based on 
fixed price contracts. The falling 
prices of inputs like steel will further 
help improve Elecon’s profit- 
ability. However, high interest cost 
brings some concerns for Elecon. 
cup: Rs 36.25 


HOW WE DID IT 


DON'T RACE THEM TODAY 


Each of these companies is in a 
badly affected sector 


Fall in their stock price is more 
ey _ their fundamentals 
ca 


economy looks up 
Rain Commodities 


If you think demand for aluminium 
and cement will increase in the 
near future, then Rain 
Commodities is the stock to look 
out for. Its main product is cal- 
cined petroleum coke (CPC), which 
is used in manufacturing alu- 
minium. It also makes cement. 
Being a global player in the CPC 
business, and with its plants outside 
India, it should do better once the 
global economy looks up. With a 
large number of aluminium plants 
scheduled to come up in West Asia 
and China in the next four-to-five 
years, demand for its product will 
increase steadily. In cement, while 


profitability has been affected in 
line with the industry trend, dis- 
patches have been higher. The 
only question mark over its future 
profitability is the slowdown in 
the metals and cement industry. 
cmp: Rs 66.50 


Shree Renuka Sugars 


It has a model unique in the sugar 
industry: instead of setting up a 
sugar plant with its attendant 
hassles, it acquires plants or takes 
them on lease. This has helped it in- 
crease its capacity very fast, keeping 
capital expenditure low. Sugar 
prices had been on the decline 
for the last two years but are 
expected to firm up in the 2009- 
10 season to around Rs 18,500 a 
tonne and so improve the mar- 
gins of sugar factories. But the 
advantage in favour of Shree 
Renuka is that it pays cane prices 
that are linked to sugar prices, 
subject to the floor of statutory 
minimum price. This ensures 
stable margins in sugar business 
throughout the industry cycle 
versus fluctuating profits of Uttar 
Pradesh-based sugar mills which 
have fixed prices. 
cup: Rs 79.50 
*Prices as on Jan. 30 

VIRENDRA VERMA 


O ARRIVE AT THE TOP 20 STOCKS TO WATCH OUT FOR IN 2009, BUSINESS TODAY 
TE broking firms to give their top 5 stock recommendations which 
they think will provide returns to their investors in the next few years. 87 
received responses from 11 stock broking firms (see List of Participating 
Broking Firms) for their top 5 picks (one broking firm suggested three Stocks). 
These firms cater mostly to retail investors while there are some which have 
institutional investors, including foreign institutional investors, as their main 
clients. From the list of these stocks an internal team of BT zeroed in on 20 
stocks. In addition, the BT team also selected five stocks which had sound 
fundamentals and potential to give decent returns as dark horses. They made it 
to the dark horses list as they have a unique business model but carry greater 
risk than the 20 stocks on the list. 


(Disclaimer: Investment in stock market is subject to market risk. Readers are advised 
to consult their investment advisors before investing in the stocks mentioned. The 
stocks mentioned are not the recommendations of Business Today). 
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A clutch of brokerages—foreign and Indian—has braved a volatile market and 
flagged off operations. With an upturn nowhere in sight in the short- to 
medium-term, can these new kids on the block surive? 


HE RUSH OF NEW ENTRANTS INTO STOCK 
broking in recent months could easily fool a 
newbie investor into believing a bull rally is 
round the corner. Those who see a smart up- 
trend in the near term are either seeing 
things or are thinking wishfully. The new brokers on 





the block, for their part, have no such illusions. 
Bear markets will run their course, and will eventu- 
ally peter out—and the fresh entrants hope to be 
there when the upturn arrives, no matter how long 
it takes. Many of these counter-intuitive entrepreneurs 
and promoters believe that building a business and a 
brand in a bear market has its advantages. "We 
couldn't have asked for better timing than this as the 
competition and employee cost will be less," says 
Vikas Kawatra, Managing Director of Singapore- 
based KIM ENG Securities. 

[n 2008, even as key market indices, the Sensex and 
the s&P CNX Nifty, shed 52 per cent, at least four new 
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brokerage houses set up operations in India. Each new 
brokerage brings along with it a unique positioning—a 
vital requirement in a landscape that's already crowded 
with some 200 players. These players are also unique in 
the sense that some of them were professionals with 
stock broking firms who quit their cushy jobs to turn 
entrepreneur; and there are those who have relationships 
with over 300 global institutional investors and want to 
leverage these in the Indian market. 

The stock indices have tripped by 9 per cent 
since the beginning of the year and the sharp fall in 
trading volumes is keeping brokers on tenterhooks. 
According to a mid-January Deutsche Bank report, 
trading volumes on the NSE and BSE declined to Rs 
56.600 crore between last September and December, 
the lowest they've ever dipped since June 2007. 
The new brokers would be thinking: If we can survive 
near the bottom, we can thrive during the journey to 
the top. Business Today finds out how. 


ELARA SECURITIES (INDIA) 


Right People, Right Price 


BACKGROUND: Promoted by Raj Bhat, Founder of UK-based 
Elara Capital, it plans to act as a broker to its corporate clients who 
subscribed to FCCBs and plan to sell their shares on conversion 


MONTH OF START-UP: July 2008 
PEOPLE ON BOARD: 20 
BUSINESS: Institutional broking and investment banking 





Veterans all: Vipul Dalal (right, standing), Director & Country Head, 
Broking, and Raj Bhatt (centre), Founder & Chairman, along with team 


N SEPTEMBER 2007, WHEN VIPUL DALAL JOINED AS HEAD OF 

Elara Securities, the biggest problem he faced was to 

get the right people at the right price. This was a time 
when the stock market was booming and there were 
more jobs than people. But the situation turned in favour 
of Elara once the indices began slipping from January 
2008. Since then Dalal has hired 20 people, as just 
against eight in the first four months of operations. The 
bear market doesn't faze Dalal, who is in it for the long 
term. "If you don't have a 3-5 year view, there is no use 
of starting a broking business," says Dalal, a veteran of 
| 7 years in stock markets. He believes a downturn allows 
you to sniff out the better quality people and the time to 
develop technology and products. *The market correc- 
tion has been good for people like us," adds Raj Bhatt, 
Founder of Elara Capital, the investment banking parent 
of Elara Securities. Elara is keeping a rein on costs by en- 
couraging multi-tasking. For instance, sales guys also 
double up as traders and vice-versa. Even research execu- 
tives go out on the field to sell in some situations. 

VIRENDRA VERMA 
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ARTHA MONEY FINANCIAL SERVICES 


Big Fish, Big Pond 


BACKGROUND: Started by a bunch of former 
bankers, Artha Money plans to create a chain 
of financial supermarkets across India 


MONTH OF START-UP: April 2008 
PEOPLE ON BOARD: 600 


BUSINESS: Retail financial services, which include 
Stock broking, insurance and real estate advisory 


RTHA FINANCIAL SERVICES, CO 

promoted by former bankers and 

publishing house Bennett Coleman 
& Company (BCCL), aims to become the 
big bazaar in India's financial markets. In 
less than a year, Artha Money (the name 
for the company's outlets) has set up 40 
branches and hired 600 people. pcc, 
which owns around 50 per cent in the 
venture, infused about Rs 150 crore 
during the launch in 2008. Suresh 
Rangarajan, a former head of financial 
portal remit2india.com (promoted by 
BCCL), and MD & CEO, Artha Money, has 
roped in senior bankers from icici Bank to 
head various regions. Besides broking and 
stock advice, the firm plans to offer a 
range of financial services, including insur- 
ance, real estate and financial planning. 
“We could have expanded in 100 cities 
with 10 people in each city. But we would 
rather have fewer branches with 100 
people in each city," says Rangarajan. The 
downturn has made profitability an imper 
ative. "Initially, the plan was to break even 
in the third financial vear, but now we 
have advanced it by a year," he adds. 

RACHNA M. KOPPIKAR 
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KIM ENG SECURITIES INDIA 


Its Never Too Late 


BACKGROUND: The Singapore-based firm with 
operations in 10 Asian countries wants to position 
itself as a multi-country broker for foreign investors 


MONTH OF START-UP: September 2008 
PEOPLE ON BOARD: 12 
BUSINESS: Institutional broking 





Hitting the stride: Vikas Kawatra (sitting), Managing Director, 
with KIM ENG research team 


OR THE SINGAPORE-BASED FINANCIAL SERVICES FIRM, AN 

entry into Indian markets has been on cards since 2004. 

At that time, talks to acquire a majority stake in a do- 
mestic broking firm failed due to a high valuation expected 
by the promoters. Tired of waiting for a partner, KIM ENG de- 
cided to enter on its own in 2008 by bringing in $4 million 
(Rs 20 crore) as an initial investment. “Our unique selling 
proposition is being a multi-country broker. India offers our 
global clients, who are already investing through us in other 
Asian countries like Singapore, Hong Kong, Thailand, 
Indonesia and the Philippines, another market for invest- 
ment," says Vikas Kawatra, Managing Director, KIM ENG 
Securities. The firm's parent company KIM ENG Holdings has 
a tie-up with Mitsubishi UFJ of Japan and hopes to leverage 
this relationship in India. As of now, the firm has just 12 
people but plans to soon expand to 20. KIM ENG hopes to dit- 
ferentiate itself from other brokers with its hard-nosed re- 
search. Kawatra says that the firm will eventually get into re- 
tail broking, but as of now the cost-reward ratio doesn't jus- 
tify expansion in a crowded market. 
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QUANT BROKING 


Unique Proposition 
BACKGROUND: Started by a group of 
derivatives and quantitative analysts, it 


plans to specialise in quantitative research 
on Indian markets. 


MONTH OF START-UP: May 2008 
PEOPLE ON BOARD: 60 
BUSINESS: Institutional broking 


TARTING YOUR OWN BROKING FIRM 

IN a falling market without the 

backing of a financier calls for a 
brave heart. What should stand Sandeep 
Tandon, Managing Director & CEO, 
Quant Stock Broking, in good stead is 
the fact that the current downturn isn't 
his first; he survived the crash in the 
wake of the tech-wreck at the turn of 
the century. In late 2007, Tandon along 
with some team members quit a cushy 
job in Kotak Securities and started 
Quant, with the objective of focuss- 
ing on thorough quantitative and 
behavioural research—the company 
claims to have a unique strategy of cus- 
tomised research and products within 
the equity space, something that Indian 
brokerage houses ostensibly don't usu- 
ally do. The firm started off with 20 
quantitative analysts each, roped in 
mostly from Kotak and Edelweiss 
Securities. Tandon sees an opportunity 
for standalone broking fims after the 
collapse of Lehman Brothers and the 
shakeout on Wall Street. He also con- 
tends that clients are more open to lis- 
ten to unique ideas in a downturn, as 
they have more time on their hands. 

VIRENDRA VERMA 


As a business leader in a multifaceted 
world, you recognize shifting business 
paradigms. 


You seek a global perspective and new 
strategies for success. 


You attend a Harvard Business School 
Executive Education program. 


You collaborate. You learn. You bring it 
backto your business. 


Engage 
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The Executive Education programs at Harvard Business School, offer: 
with the HBS India Research Center, exist for one reason. The impact you 
your business. Take your organization to the next level with new perspecti 
renowned thought leaders. 


Changing the Game — Negotiation & Competitive Decision Making 
March 22-27, 2009 


South Asia Real Estate Seminar 
May 13-16, 2009 


HARVARD 
BUSINESS 
For more details, SCHOOL 
visit www.exed.hbs.edu/pgm/engage/ EXECUTIVE EDUCATION 
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INFOSYS BOLD 





GL@BAL 
AMBITION 





Infosys wants to be among the top three IT services firms in the world. 
Its current business strategy suggests this will not happen anytime soon. 


N APRIL 2002, INFOSYS 
Technologies made a foray 
into business process out- 
sourcing (BPO) with a subsidiary 
called Progeon. It had S.A. 
Ibrahim, CEO of California-based 
GreenPoint Mortgage, its first big 
customer, fly down for the launch. 
At a time when BPO meant voice- 
based businesses—like call centres 
—Infosys attracted a lot of atten- 
tion by plunging into the less- 
explored and supposedly riskier non- 
voice market which included data 
centres and record management. 
Nearly seven years later, non- 
voice has become big business, 
contributing up to 20 per cent of 
Infosys's revenues. Clearly, it was a 
bet that paid off well (GreenPoint, 
though, is gone: being an early vic- 
tim of the current financial crisis, in 
August 2007). The company's num- 
bers are still strong, despite the 
crippling effect of the slowdown 
and Infosys remains a shining bea- 
con of corporate responsibility 
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DREAMING BIG 


Here's what Infosys needs to 
do to become a global player. 


@ CURRENTLY: Focussed on low-volume 
high margin projects 

SHOULD DO: Go for larger longer term 
contracts despite lower margins 

e CURRENTLY: Mainly India-based 
delivery presence 


SHOULD DO: Expand its global delivery 
and marketing presence 


@ CURRENTLY: Poor record on M&A 
deals. Lost Axon to HCL 


SHOULD DO: Bite the bullet and look 
for big-ticket acquisitions 


e CURRENTLY: Great employer in India 
but nowhere on the scene abroad 
SHOULD DO: Tweak its policies to be a 
top employer globally 


€ CURRENTLY: Four founder-directors 
in their mid-50s 
SHOULD DO: Build a strong succession 
planning system 





along with steady revenue and 
profit growth. 

Infosys is again betting big, this 
time really big. *We want to be 
among the three largest IT. services 
companies globally," declares S. 
‘Kris’ Gopalakrishnan, CEO & MD of 
Infosys. “We are changing the com- 
pany to meet our ambitious goals.” 

But there is a disconnect 
between its ultimate goal and the 
way in which it is currently going 
about achieving that objective. The 
company appears to be playing it 
safe—eschewing strategic moves 
like its non-voice foray—and stick- 
ing to its usual, familiar ways of 
generating revenue. Instead of chas- 
ing down large-volume, multi-year 
but ultimately lower margin con- 
tracts—key in order to grow quickly 
while being bolstered by a stable, 
long-term revenue stream—Infosys 
is still comfortable with pulling in 
higher margin, short-term contracts. 
Also, with a headcount of 100,000, 
Infosys is only a quarter of the size 


of IBM, but remains wary of acqui- 
sitions—the only way for the com- 
pany to achieve scale rapidly. 
Moreover, in order to become a 
truly global company, it needs to 
expand its offices around the world 
and hire international talent. 

CEO Gopalakrishnan says that 
the company remains committed 
to its current business model of de- 
livering low-cost IT. and BPO services 
from mainly low-cost locations, 
combined with its recent foray into 
high-margin consulting business. 
“It is important not to deviate from 
long-term principles such as profit 
and growth... this is not the time to 
target growth at the cost of mar- 
gins,” he says. 


Wanted: a New Game plan 
That’s not good enough if it has 
serious aspirations of becoming a 
global contender. The company’s 
business chiefly comprises of short- 
term contracts that are smaller in 
volume, but with higher margins. 
Industry watchers say the company 
will have to revamp its business 
model in order to scale up to the 
big leagues. They can do so by 
shifting their focus to long-term 
annuity contracts which are high 
volume but with lower margins, 
in addition to betting on big ac- 
quisitions to grow. 

Lower margins are anathema to 
Infosys. In the third quarter, 
Infosys won 20 contracts exceed- 
ing $50 million in value, but just 
two of them were long-term 
annuity contracts, 

“There are two clear differences 
between Indian vendors and their 
global peers: the global vendors 
can deliver services from both low- 
cost locations such as India and 
near-shore centres and secondly, a 
high percentage of their business 
comes from long-term annuity con- 
tracts,” says Siddarth Pai of off- 
shore advisory services firm TPI. 

By contrast, IBM, the 800-pound 
industry gorilla, has a number of 
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"We are changing the 
company to meet our 
ambitious goals" 

S. 'Kris' Gopalakrishnan 

CEO & MD, Infosys Technologies 


annuity contracts in the areas of tech- 
nology outsourcing and maintenance. 
These contracts provide not only a 
good revenue foundation but also a 
steady source of profits and cash. As 
Mark Loughridge, iBM's Senior Vice 
President and Chief Financial 
Officer, told analysts recently: 
"These businesses provide a distinct 
advantage in today's environment." 

Infosys will have to look be- 
yond its India-focussed delivery ca- 
pability, even at the cost of margins. 
IBM has 400,000-plus people in the 
market, with 150,000 of them in 
the us alone and as many as 5,000 
in Brazil. Accenture has over 50,000 
people in India. If Infosys has 
dreams of being a global player, 
they need to similarly set up shop all 
around the world 

Infosys has also been overly cau- 
tious about acquisitions, recently 


122.8 


THE 
BENCHMARK 


Infosys compared with the 
league of the current Big 3: 
Big on margins, small in size. 


84.8 


22.3 
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walking away from a 
deal to buy Axon, the 
German enterprise solu- 
tions vendor, after it was 
outbid by domestic rival 
HCL. “There is no point 
over-paying for assets. . .," 
says Infosys cro V. 
Balakrishnan. “We are 
not a conservative com- 
pany, we are realistic." 
Cross-town rival Wipro, 
on the other hand, has 
been scarfing up compa- 
nies at a scorching rate. “We have 
undertaken 21 deals valued at 
around $1.3 billion," says 
Lakshminarayana K.R., Chief 
Strategy Officer and M&A Head, 
Wipro. “A challenging environment 
always throws up more opportu- 
nities... we continue to look for 
inorganic growth," he adds. 
Ultimately, for Infosys to achieve 
additional scale and realise its self- 
professed ambitions, it needs to go 
shopping. 

All of these arguments might 
seem absurd considering Infosys's 
solid, consistent numbers—that too 
during adverse economic condi- 
tions. Third quarter numbers for 
the company were better than what 
most industry analysts had expected. 
Net profit was up 33 per cent and 
revenues 35 per cent compared to 
the same period during the previous 
financial year. The company is also 
sitting on a ton of cash—it has over 
$2 billion (Rs 10,000 crore) in the 
bank, generated free cash of $869 
million in the first nine months of 
FY2009 alone compared with $775 
million the year ago, and expects 
this to grow to $1 billion in FY2010. 
The one note of worry—the com- 
pany has not reported any big-ticket 
deals in financial services after the 
ABN AMRO contract back in 2005. 


Changing Tack 

Still, posting great numbers is one 
thing, but becoming a respected 
global player necessitates something 
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CHANGE IN THE AIR 


Infosys is beginning to look to broaden its vertical and industry base. 
Q2 FY '07 


Manufactunng 
Retail 
Others 

Telecom 


Energy & Utilities 


Transportation 
k Logistics 


Services 
Financial Services 


Source: Company data 


entirely different. For Infosys to 
grow and evolve into a global giant, 
the company will have to look at 
non-linear business models. “We 
may be reaching the end of the cur- 
rent model favoured by Indian com- 
panies, who rely on adding thou- 
sands of people to continue churning 
out projects and revenues. 
Companies like Infosys need to de- 
link headcount and revenue 





“We need to create an 
organisation that continues 
to grow as leadership 
changes” 

Nandan Nilekani 


Co-Chairman, Infosys Technologies 


Q2 FY '09 









growth," says Sudin Apte 
of Forrester Research. 

Clearly, Infosys has 
started thinking along 
these lines—a positive 
move for the company's 
global dreams. In 2004, 
the company set up the 
Software Engineering & 
Technology Labs 
(setLabs) to create more 
intellectual property and 
has so far filed 196 
patent applications. “We 
want to look at non-linear growth, 
either based on intellectual prop- 
erty or non-effort based initiatives," 
says Gopalakrishnan. Infosys to- 
day gets 3 per cent of its business 
from these initiatives and could take 
it to 10 per cent in a few years. 

Infosys is also diversifying, its 
revenue sources. Just three or four 
years ago, it used to get over 40 
per cent of its business from writing 
code. Today, it gets the same 
amount from technology services. 
Gopalakrishnan says the company 
will target emerging markets such as 
remote IT infrastructure manage- 
ment, as customers look to reduce 
costs and manage their businesses in 
a better way. Its consulting and 
package implementation business 
now accounts for a quarter of over- 
all revenues. “Consulting as a busi- 
ness unit will break even this year," 
says Gopalakrishnan. However, the 
company has a way to go to climb 
up the product value chain. 

Infosys is also looking to diversify 
the geographical split of its rev- 
enues. While the North American 
market is its mainstay, the company 
is ramping up its investment in other 
regions, especially Europe, where 
it earned $1 billion in revenue last 
fiscal. Says S. D. Shibulal, coo, 
Infosys: *We see strong growth in 
Europe, Canada, Japan and Australia 
and massive potential in Latin 
America, West Asia and India." It is 
betting big on the $86-billion rr 
market in Europe where it has over 


100 clients and sees strong demand 
in the manufacturing sector. 
"Service lines such as package im- 
plementation have shown strong 
growth," says B.G. Srinivas, who 
runs Infosys' business in Europe. 


Other Challenges 

Rejiggering its business model to 
grow isn't the only challenge facing 
Infosys. In an effort to trim costs, it 
has cut back on sales and marketing 
expenditures even though rivals 
say that this has affected its ability to 
bag new deals. cro Balakrishnan 
doesn't think so: *We win around 
30-35 per cent of the deals that 
we bid for and we consciously don't 
bid for several large deals that have, 
for example, unlimited liability or 
are extremely margin dilutive." 

Luring the best and brightest 
people to Infosys has also been 
problematic in some of their busi- 
nesses. "We're attracting top talent 
in the consulting business in Europe 
and North America, but we have 
some way to go in it," admits T.V. 
Mohandas Pai, Director, HR & 
Administration. With four founder- 
directors in their 50s and directors 
asked to retire at 60, leadership 
transition is a key concern, says 
Co-Chairman Nandan Nilekani 
(see Succession at Infosys). A year 
after quitting as CEO and turning co- 
chairman, Nilekani is doing his bit 
to nurture leadership. Along with 
other co-founders he is at the cen- 
tre of the succession planning strat- 
egy of Infosys. “Our strategic goal 
is to create an institution and not an 
individual centric organisation. We 
need to create an organisation that 
continues to grow as leadership 
changes,” he says. 

Still, these challenges—from 
attracting talent or grooming future 
leaders—pale in comparison to the 
gigantic, overarching one—of how 
to grow quickly, and with stability, 
so that the company can become a 
global name, much like IBM or 
Hewlett Packard. 8 


COLUMN: CLAUDE SMADJA 
INDEPENDENT NON-EXECUTIVE DIRECTOR/ INFOSYS 


SUCCESSION AT INFOSYS 


KNOW OF FEW COMPANIES THAT HAVE TAKEN SUCCESSION 

planning as seriously as Infosys. A "leadership 
pipeline," created many years ago, should ensure the 
company benefits from a seamless leadership tran- 
sition. Creating the appropriate means and processes 
for sustaining corporate leadership, for nurturing the 
next generation of leaders, is crucial for any company. 
It is even more of a core priority for companies like 
Infosys, which live or die by the quality and ability of 
the leaders they are able to generate and empower. 

It is more imperative than ever for organisa- 

tions to manage the professional aspirations of high- w~ : 
potential employees in an era of global war for talent. Infosys lives or 
it is the early realisation of this requirement that led dies by the 
the Board of Infosys to approve, in 2001, the creation : T 
of the Infosys Leadership Institute, where 400 of quality and ability 
the best and the brightest among the company's of the leaders 
more than 100,000 employees are being groomed for they are able to 
senior managerial responsibilities. 

The Infosys founders’ vision has been instilled generate and 
at every level of the corporation, along with a strong power" 
emphasis on a set of core values. The message is clear: = 
managing succession is much more than just the 
skills and experience an Infoscion brings to the table. Equally important, this means 
that the people moving to the helm of the company can benefit from a high level 
of acceptance from the rest of the employees, have the same set of values, the 
same rigorous approach to preserving and developing the kind of culture that has 
been such an important success factor for Infosys. 

Since only four of the seven founders today are among the seven executive 
directors on the Board, and they are all in their mid-fifties and fast approaching 
the company's mandatory age of 60 for retirement from executive positions—one 
can understand the commitment to smooth succession planning and management. 
It is part of the essential duties of good corporate governance and one of the most 
important responsibilities of the Board. 

The seamless way with which the process worked in August 2006 when N. 
R. Narayana Murthy retired as chairman of the company provided a very reassuring 
demonstration that the system was working well. Given the role and place assumed 
by Murthy, it would have been almost normal to expect to see some anxiety or some 
uncertainties inside Infosys or among its stakeholders. None of that manifested it- 
self. And when S. Gopalakrishnan—Kris to his colleagues—took over in June 2007 
from Nandan Nilekani as ceo and Managing Director, and S.D. Shibulal took over 
from Kris as coo, it was the same seamless—almost uneventful—process. 

But there should be no misunderstanding about the way succession plan- 
ning has been handled and how all these changes have been managed. What 
happened was definitely not some sort of mechanical or "automatic" 
process. In each case, preparatory work inside the Nomination Committee— 
which | had the honor to chair at the time—was followed by thorough dis- 
cussions inside the Board. In-depth questioning and discussions took place 
with the respective candidates. And this could not have been otherwise, given 
the very philosophy of the company. 

As Infosys moves ahead towards its goals of becoming even more of a truly 
global corporation and the #1 leader in its sector, the complexity of the tasks ahead, 
the need to leverage diversity at the highest echelons of the company will become 
even more demanding. And so, the need and priority for continuing forcefully to de- 
velop leadership potential inside the company, for ensuring full leadership conti- 
nuity will become even more of a corporate governance priority. Thankfully, all that 
is needed to meet this imperative exist at Infosys. Iii 
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After five years of high growth, exports are in a slump leading to massive 
income and job losses. The situation will get worse hefore it gets hetter. 


K. GUPTA THINKS HE WILL BE 
lucky if the turnover of his 
export business, Vijay Silk 
House Group, falls by only 
25 per cent in this financial 
year. That will give him a turnover of 
Rs 75 crore for the year ending March 
2009—against Rs 100 crore in the last 
year and Rs 250 crore three years ago. 
Gupta anticipates the future to be worse 
than the present. That's why having 
just completed his two-year turn at the 
helm of the Federation of Indian Export 
Organisations (FIEO), Gupta does not 





envy his successor. Battling with dis- 
appearing demand and falling margins, 
exporters are still able to cater to some 
of the pending orders—orders placed in 
the first half of 2008. These orders 


RISHI JOSHI 


will get over by February and there is 
no knowing whether new orders will 
come in from March onwards. 

",..It's the worst-ever situation for 
exporters since Independence. The big 
financial crisis and slowdown has also 
meant that many buyers are not in à 
position tO pay for gt ods delis ered,” 
says Gupta, citing the slowdown in 
the Us, Europe, West Asia and Gulf. 
His other businesses, real estate and 
hospitality, despite being caught in the 
general downtrend, are doing better 
than exports. 

He is not alone. First, the rupee 
appreciation in 2007 forced many small 
and medium exporters to fold up. This 
fiscal, when the rupee started depreci- 
ating and brought some smiles, poof! 





“We will feel the 
impact even more 
in the next six 
months. We have 
not seen the worst 
yet” 


Commerce Secretary 


WHY THINGS WILL 
GET WORSE 


For the first time in five 
years, exports growth turned 
negative in October 2008... 
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Figures in per cent 


.. and will remain 

muted due to low or 
no growth in most 

categories of exports... 
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Figures are exports share in per cent 


Figures in brackets are proj 
growth rates (based on industry 
estimates) 


















.. and because of most major 

markets facing a slowdown or 

recession, curtailing the 
demand for imports. 


Whole markets are disappearing. 

The worst-affected: textiles, 
handicrafts and engineering, all big 
contributors, all big employers. In 
October and November, overall 
merchandise exports showed a 
double-digit negative growth. 

Says Prabir Sengupta, former 
Commerce Secretary: "We are 
highly dependent on external dem- 
and from the us and Europe... un- 
til demand picks up in these re- 
gions, exports won't rev up." In 
2001, Sengupta had headed a core 
group that had chalked out a five- 
year export-growth strategy. 

As export markets vanish, so 
will jobs. FIEO reckons 2.5-3 
million jobs would be lost this fis- 
cal—and up to 10 million if the 
trend persists. 

The turmoil has affected the 
small and medium enterprises the 
most—they account for almost 
70 per cent of India's exports. 

The government is not holding 
out any hope, and will soon be ad- 
justing the merchandise exports tar- 
get of $200 billion set in April 2008 
to $175-180 billion. This would 
translate into a growth of 10 per 
cent on the figure for 2008-09, 
against the 25 per cent target set in 
more optimistic times. And though 
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*GDP growth estimates 
(IMF projections) 
Figures in pie chart are 
exports share in per cent 


EXPORTERS’ WISH LIST 

With demand worth billions of dollars 
disappearing and over a million jobs at stake, 
exporters think that the following can help 


e Income-tax holiday for 
five years 


w................................................... n 


€ Two-year moratorium 
for term loans 


wes... ........................................ ..... 


@ Reimburse state-level 
duties, which are not refunded 


SEETHER EEE EEE EE EEE 4... ......... 


€ Enhance DEPB and 
duty drawback rates 


SPEER EEE EEE EE EEE . 0... b... ................ 


€ Clear the backlog of 
government dues to exporters 


a 10 per cent growth sounds de- 
cent, it hides the sudden plunge 
exports have taken starting October 
2008 (see Why Things Will Get 
Worse). Says Commerce Secretary 
G.K. Pillai: “We will feel the impact 
even more in the next six months. 
We have not seen the worst yet.” 
So, hemmed in from all sides, 
exporters are now looking to the 
government for succour. Says 
A. Sakthivel, the new President of 
FIEO: “Our demands must be con- 
sidered favourably to avoid mas- 
sive job losses across the country.” 
Valid as exporters’ demand for a 
bailout are, given 
that the big cus- 
tomers of Indian 
exports (importers 
in the West) are 
battling with job 
loss and loss of inc- 
ome and wealth, 
don't expect gov- 
ernment measures 
to make a big dif- 
ference till the 
global economy 
revives. In the fol- 
lowing pages, BT 
assesses the impact 
of the slump on the 
three worst-hit cat- 
egories of exports. 


2008 2009 
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no option for most exporters other than 
winding up operations” 
NAVRATAN SAMDRIA. Chairman, India Exposition Mart 


ITH ORDERS DWINDLING, MANY SMALL HANDICRAFT EXPORTERS ARE 
W being forced to wind up. And this in a sector that is the 

largest employer in the economy after agriculture and textiles. 
The Export Promotion Council for Handicrafts (EPCH) reckons exp- 
orts have shrunk by 60 per cent in the April-December period. 

So have jobs: At least 5 lakh gone across major product cate- 
gories like houseware, home textiles, carpets and fashion jewellery. 
The worst-hit are segments like art metal ware and textile handi- 
crafts with demand slump in key markets of Europe, US and 
Canada, which account for 70 per cent of India's handicraft exports. 
Says Rakesh Kumar, Executive Director, EPCH: "The problem is 
that handicrafts are seen as non-necessity items and are first to be 
hit by an economic slowdown. In particular, the downturn in the 
housing market in US has taken a severe toll on handicraft exports." 
Adds Navratan Samdria, a former president of the EPCH: "Most of 
the exporters are making losses and will find it difficult to survive." 

Samdria’s own company, Beauty Art India, an exporter of 
wooden handicrafts and imitation jewellery, has almost stopped 
production and laid off its entire team of 100 contract workers. 

"We are just not getting any orders. There is no option for 
most exporters other than winding up operations," says Samdria, 
who is also Chairman of the India Exposition Mart, which aims to 
be a one-stop shop for Indian cottage industry products by 
organising fairs and exhibitions in Greater Noida. 
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TEXTILES 
In Tatters 


TOTAL EMPLOYMENT 
120 million 
MAJOR MARKETS 

US & Europe 
GROWTH IN Q3, 2008-09 
-10% 


ESTIMATED JOB LOSS 


HE US AND EUROPEAN UNION, THE 
T regions, absorb almost 

60 per cent of India's textile exp- 
orts. According to the latest available 
data, India's textile exports to the US 
had dipped marginally to $4.34 bil- 
lion in January-October 2008, even 
before the current crisis showed up. 

Says D.K. Nair of Confederation of 
Indian Textile Industry (CITI): "Order 
books have been hit by 25-30 
per cent... The performance October 
onwards will be much worse." Adds 
Siddhartha Rajagopal, Executive 
Director, Texprocil or the Cotton 
Textiles Export Promotion Council: 
“The major impact will be felt in 
the coming months when the 
current order-cycle would have 
been completed." 

If the shrinking markets spell bad 
news, the low-cost competition from 
Bangladesh and Vietnam could be the 
last nail in the coffin. These countries 
are eating up markets as well 
as profit margins. 

Already, Bangladesh is poised to 
overtake India in apparel exports to the 
US. Its exports were up 6.21 per cent 
to $2.25 billion this year up to August, 
during which Indian exports were 
down 4.47 per cent to $3.05 billion. 

Says Nair: "Their domestic labour 
rates are almost half ours." 

So, Indian exporters are scrambling 
to shift to higher value-added finished 
products for better margins, and cut- 
ting prices where possible. 

Sudhir Dhingra, Chairman and 
Managing Director of garments 





"The financial crisis and 
slowdown has meant that 
many buyers are not in a 
position to pay for goods 
delivered" 


Vijay Silk House Group 


exporters Orient Craft, says: "We 
are now working on very thin 
margins of 3-4 per cent com- 
pared with 7-8 per cent earlier. 
We have no room to reduce 
prices further." 

The third option: job cuts. 
The textiles industry is the sec- 
ond-largest employer, next only 
to agriculture, employing 35 
million directly and 88 million 
indirectly. The government 
expects about 5 lakh workers to 
be laid off this fiscal, while CITI 
puts the number at / lakh. 

Says Dhingra: "Thank god 
for the rupee depreciation or 
else we would have seen half 
the industry shutting down." 





HSAW 


IN VASO 


4 million 

US, Europe 

& Africa 
ENGINEERING AN 
opanner in the Works 100,000 


orders are being delayed with buyers requesting price cuts. "Purchase 
orders received by some of our members have fallen in the aftermath of the 
financial crisis and dispatches have been postponed by two months, as of now 


To ENGINEERING EXPORT PROMOTION COUNCIL (EEPC) REPORTS THAT EVEN 
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“Our order book has been eroded by 50-60 per cent and our 
profit margins have been eroded completely" 


Former EEPC President 


Further, inventories of two months have been reported by some members," the 
EEPC said in a recent report. 

The worst-hit: hand tools and machine tools, with export tonnage down by at 
least 40 per cent. In October, there was no growth in engineering exports 

Many Indian engineering companies are working at razor-thin margins "only 
to protect their turf for the future". 

Here also, companies are retrenching. The sector, which employs 4 million 
could shed up to 10 per cent this fiscal. 

Says Rakesh Shah, a former EEPC President, who also heads a committee on 
the impact on the global meltdown on Indian exports: "With exporters struggling 
to break even, many have started laying off workers." 

Shah's company, Nipha Exports, which manufactures agricultural machinery 
parts, has laid off 45 casual workers or about 15 per cent of its workforce 

Says Shah: "We had no option as our order book has been eroded by 50-60 
per cent and our profit margins have been eroded completely." 

Across the industry, the job cuts range from 20-50 per cent, with some even 
trimming permanent staff. a 
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ILL NOT TOO LONG AGO, AS 
a wag had put it, it made 
more sense to have a beer 
in hand than fuel in a tank. 
That was the time crude 
oil prices showed no signs of cool- 
ing off, hitting a high of $147 per 
barrel, and looking good to touch 
$200. Then the global downturn 
caught up with crude, resulting in 
prices cooling off—at the time of 
writing, crude prices were hovering 
around $46 a barrel, and showing 
little indications of polevaulting 
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into three-digit territory once again. 

So, what happens to oil demand 
when prices are falling, but the 
economy is slowing down? The 
trend in diesel throws up some sur- 
prising answers. Consider: In 
October 2008, demand for diesel in 
India—when crude price were 
around $67 a barrel— was going up 
at 20 per cent every month. In 


January 2009, it's going down at the 


rate of 12 per cent. Surely the 
downturn is not as severe in India as 
those figures suggest. In fact off- 


Oil's 
Off the 
Boil 


The sharp drop in crude 
prices comes as a boon 
to some sectors, and a 
curse to others. The big 
question, though, is: How 
long will this softness 
last? SUMAN LAYAK 















take of petrol is a lot different from 
the trend in diesel—in October, 
consumption grew by 14 per cent; 
three months later, there’s a de- 
growth of 7 per cent. 


What Gives? 

G.C. Daga, Director (Marketing), 
Indian Oil Company Ltd. (IOCL), 
explains that in October, the regu- 
lated price of diesel was Rs 4 below 
the market price of both furnace 
oil and naphtha, the prices of which 
are not regulated; diesel can 





"Today, the company (IOCL) 
loses almost as much on 
kerosene as it makes on 

petrol or diesel" 
G.C. DAGA, 
Director (Marketing), IOCL 


substitute these with little or no 
modifications in industrial processes. 
As a result, manv industries shifted 
to diesel to save on costs. In to- 
day's softer price regime, prices of 
naphtha and furnace oil have 
plunged way below diesel, to levels 
of Rs 18-20 per litre, which explains 
why everyone is scampering back to 
such feedstock. In fact, a lot of 
power plants, including ones run 
by NTPC, that used gas earlier have 
now moved back to naphtha. 
S. Thangapandian, CEO (Marketing), 
Essar Oil, says that the Essar 
Group's power plants are back to 
using naphtha. The significance is 
clear when one recalls frantic efforts 
to find gas to restart the closed 
plant of the Dabhol Power Corp- 
oration (now Ratnagiri Gas and 
Power). The trouble was because 
the plant needed to stop using the 
costly naphtha as feedstock to bec- 
ome viable. And today, suddenly 
naphtha is cheaper than gas. 
Clearly, lower oil prices is a 
win-win equation for some busi- 
nesses but not for all. Those who've 
got a leg-up are industries directly 
dealing with oil, like fuel retailers. 
Essar Oil has reopened more than 
1,000 petrol pumps and Reliance 
Industries has been making enough 
noise to suggest it Is itching to get 
on to the turf. At the same time, 
however, the sudden drop has left 
refiners in the lurch. Refining mar- 
gins (the difference between the 
price of a barrel of crude and the 
finished products) have plunged; 
worst off are the public sector fuel 
retailers, for whom the cushion of 
high refining margins has suddenly 
disappeared, even as they continue 
to bear the brunt of subsidies (to 








make kerosene and cooking gas af- 
fordable). The Digboi refinery of 
Indian Oil had a refining margin 
as high as $15 a barrel, but that 
has now dropped to a single digit. 
Some other refineries are seeing 
margins of just $4-5 a barrel. 

It may seem an opportune time 
for fuel retailers—at least the private 
sector ones—to dust off their dis- 
pensers and get cracking, but they 
aren't going flat out because of the 
underlying fear: What if prices 
bounce back once again? In such an 
eventuality, the public sector pack 
may survive only if prices are freed 


NAS 
NOT SO FINE FOR REFINING 
Margin ($, Singapore Complex) Change* 
Sept 25, '08 
Oct. 23, '08 
Nov. 27, '08 
Dec. 25, '08 


*Year-on-year (%) 
N.A - Not Applicable 
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by the government—something that 
may work in favour of the private 
sector. In fact, Shell, Reliance and 
Essar have even taken the psu ret- 
ailers to the court of the Petroleum 
& Natural Gas Regulatory Board, 
suggesting that low prices main- 
tained by these companies tanta- 
mount to predatory pricing, causing 
damage to other fuel retailers. 
Meanwhile, Essar has sought per- 
mission to retail auto-L PG, which is 
not regulated by the government. 

Fuel retailers point out that they 
can remain viable as long as crude re- 
mains at a level below $58 per barrel. 
However, even this is no unalloyed 
bliss, not for the public sector. Daga 
points out that today the company 
loses almost as much on kerosene as 
it makes on petrol or diesel. In 
January, the PSU retailing compa- 
nies were making a profit of Rs 9 
per litre of petrol and Rs 3 per litre 
of diesel. But those gains are wiped 
out by losses of Rs 12 per litre of 
kerosene and Rs 33 per cylinder of 
LPG (that was before prices were cut 
by Rs 5 and Rs 2 a litre for petrol 
and diesel, respectively, and by Rs 
25 per LPG cylinder on January 28). 
Also, other than naphtha and fur- 
nace, another non-regulated prod- 
uct whose price is down is aviation 
turbine fuel—to Rs 34,000 per kilo 
litre, down from Rs 72,000 per kl a 
few months ago. As a result, the Psus 
are still waiting for some more oil 
bonds to wipe out the losses recorded 
in the first two quarters of the fin- 
ancial year. Another Rs 21,000 
crore would be needed to keep the 
PSU majors in the black this vear. 

While the private sector is dem- 
anding that the government take its 
hands off fuel pricing, psu honchos 
are also silently hoping for the same. 
Ramdeo Agarwal, Joint MD, Motilal 
Oswal Securities, feels that a pol- 
icy change is on the anvil. “If the 
policy comes in the next six months, 
all fuel retailers will benefit and 
Reliance, especially, can ramp up 
their retail very quickly." gi 
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“Around 80 Million People Will Join New 
Pension Scheme in Five Years” 


[°S GOING TO ADD ANOTHER 
powerful tool to your retire- 
ment arsenal. New pension 
products that will be over- 
seen by Pension Fund 
Regulatory and Development 
Authority (PFRDA) will soon see the 
light of day. The regulator has alr- 
'ady invited bids from fund houses; 
and 21 asset management compa- 
nies have expressed a keen interest in 
managing the corpus. In a conver- 
sation with Br's Manu Kaushik, 
the former Budget and Expenditure 
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Secretary in the Ministry of Finance, 
and now, Chairman of PFRDA, 
Dhirendra Swarup, talks about 
what's in store for you. 


When do you expect the PFRDA Bill to 
get clearance in Parliament? 

It is likely that the Bill will be taken 
up in the next (Budget) session of 
Parliament. Meanwhile, the gov- 
ernment has authorised us, through 
an executive order, to go ahead 
and open the schemes for private 
sector employees. According to the 


current terms, we will sign con- 
tracts with the fund managers which 
are enforceable under the Indian 
Contracts Act. However, once the 
Bill gets passed, PFRDA will get statu- 
tory backing to impose penalties 
on the erring parties (fund houses). 


Who will benefit from these plans? 

Today, there is no pension scheme 
available for the unorganised sector 
and self-employed individuals, who 
constitute a major chunk of the 
country's total workforce. According 


to a survey, around 80 million peo- 
ple would join the New Pension 
Scheme (NPS) over the next five years. 


How will you distribute your products 
and what business model are you 
working on? 

There will be a direct distribution 
model with no selling agents and 
no marketing overheads in our 
case. The scheme will be supported 
by a country-wide network of point 
of presence (POP) centres that will 
comprise banks, post offices and 
other existing channels. These cen- 
tres will collect contributions from 
subscribers and transfer them to 
the designated fund managers. 
Since the fund managers will not 
have any direct contact, the point 
of presence centres will have an 
electronic connectivity with the 
managers. 


How many products will be available 
to individuals? 

We will be coming up with 4-5 
investment options. A Deepak 
Parekh-led committee is deliberat- 
ing this issue and is likely to submit 
its report soon. Products will have 
varying degrees of exposure to 
equity and fixed-income instru- 
ments. Investors will also have a 
default option, which will apply 
to the individuals who do not 
choose their type of asset mix. 


Where and how will a fund manager 
invest the corpus? 

There will be no individual stock 
picking; we are mandating that inv- 
estments should be made only in 
index funds like—Nifty 50 or BSE 
30. In the case of debt instruments, 
fund managers can opt for AA-rated 
or above corporate bonds and gov- 
ernment securities. 


The 
Pension Primer 


PFRDA will soon unveil its pension products 
for subscribers. Here’s a sneak preview of 
what's going to hit the market. 


he new pension scheme will offer four 

schemes—safe, balanced, growth and 
a gilt product. The funds will invest in 
equities, the sovereign guaranteed govern- 
ment securities and other investible-grade 
bonds. Says Swarup: “We want to provide 
a wider choice to subscribers as it's not 
available as of now." PFRDA has designed 
these products factoring the age, 
background and risk appetite of the 


THE ASSET MIX 


Here's where the new 
schemes are planning to 
Invest your money. 


Safe 








subscribers. For instance, the growth 
option, which will predominately invest 

in equities, is tailored for young investors 
with a high risk appetite and a longer time 
horizon. On the other hand, low risk 
investors can opt for plans that have lower 
equity investments in their portfolios. 


What is the response of fund man- 
agers towards the scheme? 

During the bidding process, 21 firms 
expressed an interest to manage the 
pension fund assets. We are evalu- 
ating their application at the moment, 
and based on technically suitability, 
5-6 fund managers will be short- 
listed by the first week of February. 


What are the charges that subscribers 
will have to bear? 

In the case of existing three pension 
fund managers—SBI Pension Fund, 
UTI Pension Fund and LIC Pension 
Fund—the fee ranges between 0.03 
and 0.05 per cent. We expect the 
charges to be in line with these 
rates. This is substantially lower 
than the mutual fund and insurance 
industry, where the average charges 





iGits Bi Corporate Bonds Bl Equities 
Figures in per cent 


are around 2.25 per cent. 


What are the advantages of NPS over 
the existing pension funds offered by 
private players? 

Unlike other existing plans, if any 
individual finds his returns on inv- 
estments unsatisfactory, the scheme 
Offers an option to switch between 
fund managers and funds without 
any exit or entry load charges. 
However, there will be a nominal 
transaction-based charge. In addi- 
tion, the subscribers are not bound 
to deposit money on a regular basis. 
PFRDA will fix a minimum annual 
amount that can be deposited as 
per convenience of the individual. 


In order to reach the maximum sub- 
scribers, what promotional strategies 
have been finalised so far? 

We are planning to launch a cam- 
paign to inform people about the 
advantages of saving for retirement 
through information booklets, 
brochures and advertisements. 8i 
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BT-OMAM SALARY SURVEY 


Do More to Get More 


In 2009, pay packets at middle manager level will remain unchanged— 
barring for those who perform exceptionally well. TEJASWI SHEKHAWAT 


HAT'S THE MOST IMMI- 

nent fallout of the 

slowdown? If you 
thought it was organisations' 
focus on costs, you guessed 
right. In talent management, 
this cost consciousness connotes 
doing more with less. Ergo, at a 
time when the impact of slow- 
down is evident, companies 
have raised the performance bar 
for all employees. 

If you are a middle manager, 
which is what this installment 
of the Br-Omam Consultants 
Salary Survey deals with, it's time = 
to take up more responsibilities 
and perform. Returns will now * 
be commensurate with your per- 
formance more than ever, say = 


MONEY AN 





Korn/Ferry company in the field 
of outsourced recruitment for 
middle management profession- 
als: *Insurance is very buoyant 
and is hiring fairly decent num- 
bers. Financial services and retail 
have been impacted very badly." 

The Br-Omam Consultants 
Survey of middle manager 
salaries, which covers managers 
with an average experience of 
nine to 12 years, across a range of 
14 industries and 101 compa- 
nies, reveals that for MM I middle 
level managers (with experience 
of 12 years on average), the top 
paymasters were FMCG, banking, 
telecom and auto in 2008. On 
the other hand, for MM II (mid- 
dle manager with experience of 
nine years on average), ITES 


organisations. D 

Typically, the role of middle topped banking, auto and FMCG 
management is to help execute THE MIDDLE MANAGER : sectors in total cost to company. 
business strategies. Says Iti Kumar, @ Pay packets, on average, will remain The lowest paying sectors, 
AVP-People Development and constant according to the survey, were 
Employee Services, GlobalLogic, @ Performance, increasingly, will textiles, engineering and core 


a software product development 
services provider: “Employees at 
middle level are required to take 
more responsibilities in ensuring 
timeliness, quality and process 
adherence of their deliverables. 
They now need to show addi- 
tional value-adds in their work." 

On the salary front, it signifies salary structures 
becoming more performance-based, critical functions 
taking centre stage and support functions witnessing 
very marginal or no salary increases. 

Says E. Balaji, CEO, Ma Foi Consultants: “Companies 
will be looking at costs very closely. For a long time, the 
trend in India has been 15 to 18 per cent salary incre- 
ments. This will change. Some companies will freeze in- 
crements and some might go for an ‘inflation-hedged 
model’, i.e., the increment will cover the inflation for 
the given fiscal year." 

According to Asim Handa, CEO, Futurestep, a 


rewarded 


become the differentiator 
e Key talent will continue to be 


e Telecom, Healthcare and Insurance 
will pay better than the rest 


sectors (See Industry Percentile). 

The scenario in the next few 
quarters is unlikely to pan out 
akin to 2008. Auto sector growth 
has already been hit. Retail is on 
the wane as the purchasing 
power of the consumer is de- 
creasing. “In 2009, healthcare and entertainment are 
two sectors that will see consistent high payouts,” says 
Yeshasvini Ramaswamy, Director, e2e People Practices. 

So, is it all gloom on the increment front? Perhaps 
not. Even if a company has no option but to go ahead 
with salary cuts, they will have to make sure that it 
doesn’t impact the good and talented pool of the 
company. As we said, it’s time to perform your way to 
a healthy hike. m 


Salary survey of entry-level executives was carried in 
Business Today dated February 8, 2008. It is also 
available at www.businesstoday.in 
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Real Estate 
—Middle Manager (I) 
Š; r EXPERIENCE: Retail 
—Head of a large 
department, 
to a functional Telecom 
— TYPICAL DESIGNATION: 
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— Middle Manager (II) 
— AVG EXPERIENCE 
9 years 
— Head of a medium- 
sized department 


— TYPICAL DESIGNATION 
Senior Mgr/ Manager 


METHODOLOGY 


0 capture compensation trends in 
IE India, Business Today 

collaborated with the Delhi-based 
research consultancy, Omam Consultants, 
to collect data on salaries across a range of 
industries and companies. This survey 
covered middle managers with average 
experience of between nine-to- 12 years 
Omam compiled salary data of Middle 
Managers | and Middle Managers Il, across 
101 companies in 14 sectors. Since salary 
data is confidential, names of the companies 
have not been revealed. The sectors covered 
under the survey are: automobiles, banking, 
chemicals & fertilisers, core, consumer 
durables, engineering, FMCG, IT, ITES/BPO, 
pharmaceuticals, real estate, retail, telecom 
and textiles. The survey looks at 
compensation data from a number of 
angles, including inter-industry averages 
and also the average salaries. The Omam 
team that collated and analysed the data 
was led by Director Rajeeva Kumar, 
Executive Director Anil Koul and General 
Manager Ashutosh Kumar. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


24X7 Learning Solution Pvt Ltd, A/C 
Head / GM - A/C, Bangalore, 8 - 12 
years, Job ID: 6686914 

Maintenance of Books of Accounts in Tally 
package with accuracy and consistency in 
compliance with accounting standards. 


Vision Beyond Resources India Pvt Ltd., 
Head / GM - Finance, Delhi, 9 - 12 years, 
Job ID: 6681457 

Responsibilities: Ability to manage and lead 
the operations of teams which work in 
different time zones. Hands on process 
controllership responsibility. 


ICICI Bank Limited, Chief Manager, 
Mumbai, 9 - 18 years, Job ID: 6678358 
Key deliverables: Preparation of consolidated 
financial statements and various regulatory 
returns to RBI on subsidiaries. 


— 


Krishidhan Seeds, GM/DGM Quality, 
Aurangabad, 12 - 20 years, Job ID: 
6694759 

Role: Ensure high levels of seed quality 
through rigorous & logical internal QM 
inspections of seed crops, processing 
operations and storages and taking corrective 
action to improve the quality. Overall support 
and assistance to the Production & Processing 
Department in seed quality related issues or 
problems. 


T John Group of Institutions, Principal, 
Bangalore, 5 - 15 years, Job ID: 6668153 

Applicant should be an MBA & Ph.D.Prior 
exp. as a Principal in a Leading College 


preferred. 


Blossom Tech Solutions India Pvt. Ltd., 
Senior Manager, Hyderabad, 12 - 18 
years, Job ID: 6687399 

Person must have experience in the field of 
Purchase in reputed Construction companies 
with exposure to all Purchase activities. 
Knowledge of Inventory Control, Cost 
Reduction, assessment of Vendor Delivery 
Performance, Bench Marking, Identification 
of bottlenecks and Zero based costing. 


Iw af. í 


GTS e-Services Pvt Ltd, General 
Manager, Mumbai, 10 - 15 years, Job ID: 
6669528 

Responsible for ensuring that the Service 
Level Agreements with customers are met at 
all times and systemic corrective action plans 
implemented, if necessary. 

Aura Integrated Solutions Pvt. Ltd., 
Vice President, Chennai, 10 - 20 years, 
Job ID: 6682106 

The person should be 'current' and updated 
about marketing activities/ campaigns/ 
advertising activities and he/she should have a 
good rapport both with clients and ad 
agencies. Proven ability to build, sustain, and 
influence relationships, at senior levels of an 
organization 

Mondial Services India Pvt. Ltd., Head - 
Network & Operations, Gurgaon, 10 - 15 
years, Job ID: 6404628 

The successful candidate should 
have:Management degree with relevant 
Operations qualifications. 

IT Integrated Solutions Ltd, VP/ GM/ 
Head - Sales, Mumbai, 10 - 16 years, Job 
ID: 4085090 

The responsibilities include the 
following:Business Planning ,Segmenting the 
market on various parameters,Conducting 
SWOT analysis for various markets, Offering 
Strategy, Develop strategies for approaching 
various markets, Analyze the various 
markets/clients on the revenue generation 
parameter. 


Iconic Infotech, Regional sales 
manager, Mumbai, Pune, 10 - 14 years, 
Job ID: 6695401 

Looking for Regional manager for western 
region, how will lead a team of 4-5 arca sales 
manger and shall be responsible for 
appointment of distributor / dealers and 
achieving the targeted sales / collection in 
medium and premium range of under 
garments. 


Inmage Systems Pvt. Ltd., Channel 
Sales Manager, Hyderabad, 7 - 15 years, 
Job ID: 6499298 

He/she must demonstrate excellent 
presentation, prospecting and negotiating 
skills. Previous experience in selling Backup 
and recovery Products, Storage solutions to 


large enterprises. 


To know how to apply for these jobs, go to finance jobs listing page. 


F 


HR Footprints Management Services 
Pvt Ltd, Regional Sales Manager, 
Hyderabad, Mumbai, 10 - 20 years, Job 
ID: 6691966 

Candiate with 10 years of experience in Sales 
and Marketing FMCG company exposure is 
Must.Listed company experience is 
compulsory. 


Mila Software, Senior Java Architect, 
Hyderabad, 12 - 22 years, Job ID: 
6575365 

Architect with At least 15+ years (5+years in 
Architect role) of experience in designing and 
developing multiple or all parts of a large 
distributed design (preferably Web based. 
products). 


Isoft, Program Delivery Manager, 
Chennai, 15 - 24 years, Job ID: 6694297 
Candidate will be:Responsible for the creation 
and maintenance of the Produce 
Development plan for one or more products 
in the programme portfolio. Overal 
responsibility of the management of the 
development resources within the programm 
and within the Time/Cost constraints withisee 
the Development plan. 


Sysbiz Technologies Pvt Ltd, Projec 
Manager - J2ee, Chennai, 10 - 12 years 
Job ID: 6589061 

Ideal candidate should have over all 8-12 vs 
of total experience.In the last 2-3 years shoul” 
have lead a team of programmers and wc ` 
versed with |2ee and related frameworks 
Technologies(Liferay Portlets JSR 168 etc). 


Sanmar Group, Group Leader - Sal 
Delhi, Mumbai, 7 - 12 years, Job m 
6671982 

Duties: Forecasting, promote our produ 
effectively at the project stage achieving hi 
stake value in projects. Keep track 
providing information on upcoming proje ` 
and more. 














Ava Solutions, Sales Head, Bangal 
15 - 20 years, Job ID: 6692786 
Role:Setting sales targets based on estima 
of market and business opportuni 
Providing advance inputs on custo 
demand to Heads of Existing accounts. 
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QL Star International, PL/SQL 
loper, Hyderabad, 3 - 5 years, Job 
: 6626185 

racle PL/SQL developer with expertise in 
cle 8i/9i, SQL, PL/SQL, UNIX Shell 
ipting. Responsibilities: Design, develop, 
plement, test new applications and more. 














alifornia Software Co Ltd, Technical 
riter, Chennai, 3 - 6 years, Job ID: 
93588 

erson with exp in Technical Writing. Exp in 
Iting and reviewing software User Guide, 
software Requirement Specifications guide, 
ctailed design document, Application 
nstallation Guide and more. 








pasoft Technologies Pvt Ltd., 
Coldfusion Professionals, Pune, 2 - 5 
ars, Job ID: 6607686 

-ooking for graduate who has expertise and 
- "elevant working experience in Cold Fusion. 


1G Technologies India Ltd, Maximo 
Sonsultant- Lead, Bangalore, 4 - 9 years, 










E" ID: 6635978 

applicant should have worked on Maximo 
à 5.x; Having exp on v6.04 a definite plus. 
Sexnowledge of Actuate, MEA, workflow 
p —esigner, Java , MQ, JMS, web services. and 
. re. 








axcel Technologies Pvt Ltd, Java 


gnizant Technology Solutions Pvt 
d, C, C++, Unix - Architect, Chennai, 
P 12years, Job ID: 6695942 

itect with strong development and design 
lls in C/C++.Skill in using Make, autotools, 


IP soft India Pvt. Ltd., Senior Oracle 
DBA, Bangalore, 4 - 14 years, Job ID: 
6394786 

Engineers from prestigious Institutes, 
working in top-notch Companies. Exp in DB 
administration in USA a plus. Candidate 
should have worked in Tier-3/4 capacity in 
fixing problems and more. 


Nexus Software Solutions Inc, SWeb 
Designer, Hyderabad, 3 - 5 years, Job 
ID: 6645228 

Designer should have exp in Graphic 
Designing, Photoshop and Illustrator and also 
should have exposure in Web Designing, 
Dream weaver, Flash, Html, Photoshop and 
more. 


Triumph Systems And Solutions Pvt 
Ltd, Siebel System Administrator, 
Hyderabad, 4 - 8 years, Job ID: 
6694025 

Responsible for version upgrade tasks like 
Database Upgrade, Repository Upgrade, Data 
Migration, string import and client upgrades 


and more. 


Collabera, IMS Project Manager, 
Bangalore, 8 - 13 years, Job ID: 
6693845 

Manager with exp working in 24/7 IT 
infrastructure/application monitoring 
environments. Exp with standard triage and 
problem identification methodologies and 
more. 


IT Integrated Solutions Ltd, Team 
Leader - .Net Technology, Mumbai, 3 
- 8 years, Job ID: 2690265 

Role: Develops information systems by 
studying operations; designing, developing, 
and installing software solutions using. Net 
applications technologies; supports and 
develops software team and more. 


Sanchit Technologies Pvt Ltd, SAP 
WM Consultant, Chennai, 2 - 4 years, 
Job ID: 6693376 

We are looking at profiles on SAP WM module 
with minimum of 2 years relevant SAP exp 
and with atleast 1 complete implementation 
experience. 


Thinkserv Technologies Pvt Ltd 
Senior Sybase Database 
Administrator, Delhi, Mumbai, 5 - 1: 
years, Job ID: 6694351 

Strong database administrator with min : 
Years of exp as DBA with good leadershij 
qualities. Responsibility: Day-to-day 
monitoring of Database perfomance anc 
more. 


Harjai Computers Pvt Ltd, Dotnet 
Project Manager, Mumbai, 5 - 11 
years, Job ID: 6639500 
Responsibilities handling Requirement 
Analysis, Requirement Gathering, 
Architecting, UML's, Client Interaction, 
Designing of HHLD's and LLD’. Good 
Educational Background ( B.Tech / B.E) and 
more. 


Ashtech Infotech Pwt Ltd, Solari: 
Engineers, Mumbai, 1 - 3 year, Job ID: 
6692811 

Aspirant with exposure to Solaris 9/10 (not 
limited to only Administrative functions). 
Exposure to Sun Sparc with OS installation. 
Exposure to Containers / Domains and more. 


Time Vision Infotech, Senior Web/ 
Visual Designer, Bangalore, Kolkata, 
3-5 years, Job ID: 6694399 

Individuals with strong creative skills and a 
keen interest to design for the new web 
paradigm. On the product side, you will work 
collaboratively with the Engineering Team to 
evolve the design and more. 


Shakti Infosolutions Pvt Limited, 
Oracle Developer, Chennai, 3 - 6 years, 
Job ID: 6427188 

Aspirant with expertise and relevant working 
experience in Oracle and should have good 
communication skills. 


Deloitte, Oracle Applications 
Functional Manager — SCM, 
Hyderabad, 4 - 8 years, Job ID: 
6676687 

Looking for Oracle Apps Functional 
Consultants for our Hyderabad Practice with 
4-8 yrs of total industry experience out of 
which min. of 2 yrs is in Oracle Applications. 





To know how to apply for these jobs, go to finance jobs listing page. 


n M Li 








Jobs | oday 


@ 


monster.com 








Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Quality Engineering International 
System, Sr. Engineer - Sales, 
Faridabad, 2-5 years, Job ID: 6471351 
Aspirant must be able to study and interpret 
drawings.Must be technically strong.Must 
have working exp in dealing with Govt 
bodies.Must be good in communication.Must 
be active in solving customers complaint. 


ADC Telecommunications, Inc, Sales 
Manager, Delhi, 7 - 10 years, Job ID: 
6695851 

This individaul will be be responsible for the 
sales of the complete Wireless portfolio of 
products to Carriers and Distributors in 
primarily the India market but with 
responsibility in Sri Lanka and other 
immediate countries where required. 


West Asia Exports & Imports (P) Ltd, 
Sales Engineer - Diesel Generator, 
Chennai, 2-5 years, Job ID: 6648760 
The ideal candidate should have a Diploma / 
Degree in Mechanical Engineering with 3-5 
years of exp in selling of Generators with 
capacities of 15KVA to 2000K VA. 


Palms Naturals, Marketing Executive 
, Ooty, 5 - 10 years, Job ID: 6695305 
Looking for individuals who have good 
contacts and experience to sell our range of 
Hotel cosmetics to hotels for keeping in their 
toilets as guest amenities. Previous experience, 
and contacts, will be helpful. 


Modi Builders & Realtors Pvt Ltd, 
Marketing Executive, Hyderabad, 2 - 8 
years, Job ID: 6694952 

Responsible for Sales target and should be able 
to sell Independent Houses/ Apartments. 
Candidate having experience in real estate 
industry are preferred. Should be able to 
convert the leads into prospective business. 


Wings Pharmaceuticals Pvt Ltd, 
Zonal sales manager, Delhi, 8 - 12 
years, Job ID: 6458776 

Candidate with B.Sc. qualifications, in the age 
group of 35 plus yrs. having worked as 3rd line 
Manager ZSM (1-2Yrs) or 2nd Line Manager 
RSM (3-5Yrs) in Prescription/Ethical 
Pharma Company of Repute. 


YKK India Private Limited, Marketing 
Executive, Coimbatore, Bangalore, 0 - 
2 years, Job ID: 6693944 

Graduate with computer skills (Windows, M S 
Office, E-Mail). Excellent communication and 
interpersonal skills required. Experience of 
less than 2 years in marketing field. 


Kelly Services India, Airlines Sales 
Manager, Mumbai, 5 - 7 years, Job ID: 
6695071 

Incumbent should have an expertise in client 
acquisition and client servicing.Experience 
from Airlines and Travel Sales is required. 
Should have excellent communication and 
presentation skills, Must know the respective 
local markets. 


Rajkamal Bar-scan Systems Pvt Ltd, 
Sales Engineer, Surat, 2 - 5 year, Job 
ID: 6687193 

Candidate would be handling Sales for IT 
Customized Solutions and Hardware 
Sales(technically sound).Job also involves 
selling IT Solutions and performing activites 
like demonstrations, installations, etc. 


Valeur HR Solutions, Deputy 
Manager-Sales, Ludhianae, 4-5 years, 
Job ID: 6692699 

Applicant with experience of 4-5yrs in core 
sales.Real estate experience is must.Should be 
able to handle team, sustain work pressure, 
achieve targets in performance orinted work 
culture, 


Aludecor Lamination (P) Ltd, Sr. Sales 
Executive, Delhi, 7 - 10 years, Job ID: 
6643400 


Duties: Proper presentation of the product in 
skillful manner. Develop very good 
understanding with all leading Architects, 
Builders, Fabricators and Corporate clients 
and others. 


Allied Worldwide Business Solutions, 
Senior Associate-Sales, Bangalore, 4 - 
6 years, Job ID: 6173862 

The right candidate should have 3-5 years of 
experience in an outbound telesales role into 
either UK or USA prospects, and a proven 
track record in generating qualified 
appointments which lead to revenue. 


Welmade locking System Pvt Ltd, 
Sales Executive, Mumbai, 3 - 5 years, 
Job ID: 6690579 

Aspirant must be graduate. Minimum 1 - 5 
years field experience in Channel Sales / 
Project Sales - preferably from building 
material OR SMCG background. Excellent 
written & verbal communication skills. 


Varite India Pvt Ltd, Sales Manager, 
Chennai, 5 - 8 years, Job ID: 6691563 

Incumbent with BE Computer Science / IT / 
Electronics / Electrical / Instrumentation 
with MBA - Marketing (primary 
specialisation). 5 plus years experience in Sales. 


Sapat, Territory Sales Officer , 
Mumbai, 1-6 years, Job ID: 5980295 
Would be responsible for the entire territory in 
terms of sales & distribution targets.Building. 
relationship with stockists, retailers, andi 
competitor tracking & executing sales & 
marketing initiatives.Target Oriented & 
should be able to achieve the numbers. 


ICICI Lombard General Insurance 
Company Ltd, Sales Professional. 
Bangalore, 1-5 years, Job ID: 6692071 
Responsible for generating business throug 
assigned channels such as : bank partners 
channels, agency teams, direct team 
Relationships with bank / other channels. 


JP Stainless Steel Private Limites 
Direct Marketing - Executive 
Mumbai, 0 - 5 years, Job ID: 6691329 

Job holder should be good in marketing skit} 
and computers also. Need to know how to ue 
full microsoft office. Should be very good 

speaking and have a good hold in engl 


language. 


One 97 communications Pvt Ltd, 
Manager - Sales, Mumbai, 4 - 8 yeas 
Job ID: 6422330 

The incumbent will be responsible for accom) 
management and sales with the exis 
account (Telecom Vertical / Media / OEM ` 
Enterprise client). 


To know how to apply for these jobs, go to finance jobs listing page. 
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Finance Jobs 


p in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





Amori Industries Pvt Ltd, Accountant, 
Hyderabad, 3-5 years, Job ID: 6694824 
The incumbent should be able to handle 
independently the following: execute the 
function of accounts in a professional manner; 
preparation/review of various schedules of 
financial statements and more 


RR Infotech Ltd, Sr. Executive - 
Finance, Chennai, 3 - 6 years, Job ID: 
6694167 

The candidate should definately be a 
commerce graduate with good accounting 
knowledge. Excellent interpersonal and 
communications skill isa must. Preference - 

IPeople from Manufacturing background. 









t TNG Retail (India) Pvt Ltd, 
xecutive - Accounts, Delhi, 3 - 5 year, 
ob ID: 6126423 

esponsibilities: handling day to day 
ccounting functions. Preparation of TDS, 
ervicc tax, Vat / sales tax, income tax and 
| eandling other financial matters. 


ata Teleservices Limited, Sr. Manager 
Finance, Mumbai, 6 - 13 year, Job ID: 
92047 
le: Monitoring investments made by the 
»mpany in subsidiaries, joint ventures. 
tablishing regular reporting processes and 
rmats and morc 


ays Personnel, Assistant Manager 
tion, Mumbai, 5 - 7 years, Job ID: 
90887 


ities: Provide indirect tax services to a range 
clients. Planning, developing and 


EmmDlementing indirect tax (Excise Duty, 
E Duty, Sales Tax, VAT) strategies to 


-——áaimise taxes and more. 
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Taurus Contractors Pvt Ltd, 
Accountant, Mumbai, 2 - 7 years, Job 
ID: 6689453 

This person will be responsible for processing 
properly coded and approved invoices, 
completing the payment steps through the daily 
check cycle, and more. 


EMC Corporation, Sr Financial Analyst, 
Bangalore, 3 - 6 years, Job ID: 6688548 
Responsibilities: Assists in review of actuals vs. 
forecast and investigation of material variances. 
Perform ad hoc requests for analysis of 
financial data and more. 


Optimos (India) Private Limited, 
Executive - Accounts, Pune, 5 - 10 years, 
Job ID: 4067447 

Responsible for day to day mgmt of Finance 
and accounts. Preparation of Audit Schedules, 
Financials (Internal and Statutory Audit), 
Ensure timely completion of audit and more. 


Health Sprint Networks Pyt Ltd, 
Accounts Executive, Bangalore, 1 - 2 
years, Job ID: 6687149 

Responsibilities: Managing company's 
accounts, taxation and cash flow. Should be 
proficient with Tally. Hands on with accounting 
software and Ms-Office proficiency. 


Compass Business Process 
Outsourcing Pvt Ltd, Sr. Accountant, 
Mumbai, 3 - 6 years, Job ID: 6683196 
Coding and entering biweekly timesheets. 
Preparing reports to verify time cards entered. 
Processing payroll monthly, Bank Reco and 
more. 

Vatika Limited, Assistant Manager/ 
Manager - Accounts, Delhi, Gurgaon, 
3-5 years, Job ID: 6647039 

Job profile: Review & authorization of 
transactions of AP/AR. Timely finalization of 
receivables & payables reports. Ensure 
appropriate accounting of FA, CWIP & 
deprecation. 
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Kelly Services India, Manage 
Finance, Hyderabad, 2 - 5 years, Jol 
ID: 6684007 

Responsibilities: Take the complet 
responsibility of managing the accounts of th 
company. Ensure that accounts are timely é 
accurately done. 


Target Corporation, Team Lead, 
Bangalore, 4 - 6 years, Job ID: 6677550 
Duties: Oversees the daily operation of ¢ 
business team, leading the team towar 
performance and financial goals anc 
objectives. Responsible for directing 
scheduling team activities and more. 


KND Engineering Technology Ltd. 
Accountant (Projects), Delhi, 8 - 1( 
years, Job ID: 6678763 

The applicant will be responsible fo: 
preparation of contractor wise budgeting anc 
controlling data, Preparation of annual & 
monthly project account & sales statements. 


Kores India Ltd, Senior Accountant, 
Mumbai, 8 - 10 years, Job ID: 6682272 
Responsible for Branch inventory level, credit 
control by good liasoning with branch 
managers and sales department. Bank 
reconciliation, cash flow & fund flow. 


UFLEX Limited, Accounts Officer, 
Agra, 5-7 years, Job ID: 6683150 

Person must have knowledge of all accounting 
process and procedures.Must have experience 
in using tally 6.5.Must be an computer 
Savvy.Must be an B.Com/M.Com with 5-7 


years of experience, 


Aneja Associates, Internal Audit, 
Mumbai, 0-10 years, Job ID: 5082177 
Applicant should be CA, CIA, CISA, MBA, 
ICWA. Responsible for conduct of operational 
and management audits in manufacturing, 
capital market, insurance, construction, ctc. 
Industries. 
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Shrimp and prawn farming, 
is on the verge of collapse. But the White 
NITYA VARADARAJAN. ` 


KESHAV RA] 





PHOTOGRAPHS BY G 


HE EAST COAST ROAD, ALL 
the way from Chennai to 
Cuddalore, is abuzz. Shrimp 
farmers are talking about the 
introduction of the Vannammet, or 
the White Prawn from April, 
following the footsteps of Vietnam, 
Thailand, Taiwan, all of which have 
taken to its cultivation with 
gusto for the last 3-4 years and 
reaped benefits. 
With the Indian Council of 
Agriculture Research identifying 
and approving of agencies in 


124 BUSINESS TODAY FEBRUARY 22 2009 


once big business in Tamil Nadu and Andhra Pradesh, 
Prawn may herald a new boom, finds 





Hawaii, the brood stock will be 
travelling to the Rajiv Gandhi 
Centre for Aquaculture (RGCA) at 
Myiladuthurai in South India, where 
they will be quarantined and cul- 
tured by way of field trials. At a 
later date, private hatcheries would 
be allowed to import mother 
prawns directly from the Hawaiian 
agencies under the Livestock 
Importation Act. 

| meet S.R. Narasimhan, a con- 
sultant associated with the aqua- 
culture industry for the last two 


decades, to ask if shrimp farming 
is set for a new boom and also 
what went wrong with the indus- 
try in the last few years. *The 
Black Tiger prawn (Monodon), 
which fuelled the first boom in 
the 1990s, was never genetically 
mapped. We were dependent on 
wild brood stock from the sea 
which could have inherent, un- 
known diseases," he says. The 
White Prawn on the other hand 
has been genetically mapped and 
output is, therefore, consistent 
and timely. *It also consumes less 
feed than the Black Tiger and per 
acreage output is more," says 
O. Henry Francis of Oceanic 
Edibles International, which has its 
own farm and hatchery. 

I travel down the ECR to see 
how the industry is doing for 
itself; to see the changes that have 
happened in aquaculture and to 
get a last glimpse of the Black Tiger 
before it becomes history. 

Back in the early 1990s, farming 
the “Black Tiger” or the Asian Wild 
Prawn meant profits between 200 
and 300 per cent for farmers and 
breeders. Then the White Spot 
disease struck, snuffing the life 
out of the shrimp and prawn farm- 
ing industry. 

How did the disease spread? 
Apparently, just one diseased 
shrimp can spread the virus in a 
pond. The problem accentuates 
when farmers don’t sterilise their 
hands and nets before touching 
healthier species or when birds act as 
carriers, dropping diseased shrimp 
remains in uncontaminated areas. 

Government statistics reveal 
India has 12 lakh hectares aqua- 
culture potential land but only 2 
lakh hectares are under cultiva- 
tion now. “Andhra Pradesh and 
Tamil Nadu both have large tracts 
lying fallow following the out- 
break of the disease,” says the CEO 
of a large shrimp farming corpo- 
ration. His company, along with 
others such as Balaji Biotech and 





WHAT LENDS HOPE 
India has 12 lakh hectares of 
potential, but 


the Thapars, were affected by the 
disease. Around 1997, labs were 
set up to pre-detect diseased 
prawns and seeds but the dam- 
age had already been done. Both 
hatcheries and farms continue to 
make losses due to the disease 
even today. 

On my journey, | meet 
F. Barthalome of Chinnu 
Aquatech, who was luckier than 
most. “I had disease-free crop for 
five years because of minute mon- 
itoring, a farm that was isolated 
from others and by validating seed 
quality with independent testing." 

Barthalome tells me that the 
international price has become 
unremunerative at just Rs 220 
per kg, down from Rs 450 in 
1995-97, The actual production 
costs work out between Rs 180 
and Rs 200 per kg. That is how 
low their margins are. 

So, is there hope? | meet A 
Joseph Raj, Managing Director, 
Oceanic Edibles International, 
who has come up with a business 
plan that could show the way. 
He has tied up with banks for 
working capital requirments for 
farmers and an insurer for insur- 
ance protection against disease. 
Farmers buy the seeds and the 
feed from him, receive technical 
help and are assured of a buy- 
back. The software he has intro- 
duced ensures traceability of the 
end-product via coding—some- 
thing foreign buyers insist on. 

But the real hope for a turn- 
around lies in the introduction of 
the White Prawn. With the elimi- 
nation of disease, more banks, in- 
surers and exporters will hopefully 
come back into the picture and 
herald a revival for the industry. As 
I begin my journey back home, | 
am hopeful that things are going to 
look up soon. Perhaps tales would 
one day be told of the era of the 
Black Tiger—even as its smaller 
white brethren is set to herald 
another revolution. 8 
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Growing Pains 


Dough Tatum's book No Man's Land charts a credible course for mid-size 
companies who are struggling to become big. SANJEEV BIKHCHANDANI 


ment books. In the last ten years, I can 

count on the fingers of one hand the 
books that I have found to have made a 
lasting impact. I find that there are far too 
many that merely regurgitate very old wine 
and serve it in new bottles. They break no 
new ground, have little differentiated value 
to the reader and are often ghost-written for 
well-known CEOs at the end of their careers. 

No Man's Land is an exception—it 
clearly makes the cut. 

The book is about the challenges faced 
by small, fast-growing compa- 
nies that are beyond the start- 
up stage, but aren't big enough 
yet to be called mature, sta- 
ble, ‘good practices’ organi- 
sations. It addresses the very 
important question—what 
should you be doing when 
your company is too big to be 
small and too small to be big? 

The fact is, most business 
writing that focusses on the 
growth and development of 
companies usually talks about 
organisations at either end of 
the spectrum—start-ups or big 
companies. Not much is said 
about those in the middle. These 
are companies that have proven 
their business models, are financially vi- 
able, trying to grow, and are looking for the 
right balance between staying entrepre- 
neurial and developing processes that ensure 
scalability. These firms are also learning to 
manage a Board and perhaps the expecta- 
tions of external investors. 

Having been part of an organisation that 
has transitioned from bootstrapping to scal- 
ing up and then finally going public, I found 


È NOT A GREAT FAN OF POP MANAGE- 


(Penguin) 





PUBLISHER: Portfolio 


PRICE: Rs 480 
PAGES: 243 


a number of issues raised in Tatum’s book 
that I could identify with. When we were go- 
ing through this phase in our growth, I did 
not adequately appreciate that many of the 
challenges we were facing were fairly com- 
mon in other companies of a similar size. 
Frequently, we did not really know the right 
response to a situation. Most often we learnt 
by trial and error. The fact that we got it right 
eventually is testimony to our perseverance, 
rather than our brilliance. 
In a startup, the founder is usually in 
touch with customers. He leads the sales 
effort from the front. Customers 
know him personally and trust 
him. When the company grows, 
the founder is now spending 
more time managing people and 
the organisation. He cannot 
serve customers directly. How 
should the organisation respond 
to the challenges posed in this sit- 
uation? What are the kinds of 
processes and roles that need to 
be created to fill the void? 

A mid-sized company has 
other problems. Often, a founder 
discovers that the team that he 
started a company with cannot 

help the company scale up. 
Clearly, the business has grown 
beyond this team's capability. 
How can such a situation be tackled? What 
kind of talent should the company hire? 
How should it attract and compensate them? 
These are some of the many issues in 
growing companies that this book discusses. 
A useful read for everyone in a small 
growing company that wants to make it to 
the other side of no man's land. 
Sanjeev Bikhchandani is Founder 
and CEO of naukri.com 


e” 





Often, a founder discovers that the team that he started a company with 
isn't the right one to help the company scale up. How can such a situation 
be tackled?... These are some of the many issues this book discusses. » 
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Panic! The Story of 
Modern Financial 
Insanity 

Edited by Michae! Lewis 
Penguin 

Pages: 391 

Price: Rs 250 

Former bond trader and 
author of Liar's Poker, Lewis 
assembles a star cast of 
writers—himself included 
—and chronicles five of the 
costliest debacles in 
financial history, including 
the most recent subprime 
fiasco. A dream collection of 
business reporting. 





The Persistence of 
Pove 

Charles Karelis 

Oxford 

Pages: 190 

Price: Rs 495 

Why haven't poverty rates 
fallen fast enough in four 
decades despite massive 
efforts to reduce them? A 
former philosophy professor, 
Karelis uses science, history, 
fables, philosophical analysis 
and common observation to 
challenge conventional 
explanations upon which 
social programmes are built. 


Chartered Institute of 
Management Accountants 


‘The CIMA qualification has 
given me the tools to determine 
finance strategy, to set things in 
a business context and to talk 
my clients’ language.’ 


Marieanne Newton FCMA 
Partner, Financial Management 
Advisory Services, KPMG LLP 


www.choosecima.com/KPMG 


FINANCIAL MANAGEMENT BUSINESS : EET FORECASTING STRATEGIC INSIGHT ACCOUNTING 


PERFORMANCE MANAGEMENT REPC G DECISION MAKING TRANSACTION PROCESSING PROJECT APPRAISAI 
AND MANAGEMENT PLANNING and MANAGEMENT BUDGETING ENTERPRIS: VERNANCE RISK 
MANAGEMENT PARTNERSHIP MANAGEMENT STRATEGY SYSTEMS AND PROCEDURES CORPORATE FINANCE 
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Many corporate leaders say faith in God and their spiritual beliefs have helped them 
cope with hard times. Is it helping them grapple with the downturn? SHALINI S. DAGAR 


AITH, THEY SAY, CAN MOVE 
mountains. Can it also 
help a business grow, 
make CEOs more focu- 
ssed on their jobs and 
help a company in times of eco- 
nomic slowdown? The answer to 
these questions, by a few leaders in 
corporate India, is a resounding 
yes. Sample this: In 2005, Videocon 
Industries’ Chairman Venugopal 
Dhoot ran into a problem. 
Negotiations for the acquisition of 
Thomson’s global picture tube busi- 
ness were in a deadlock during a 
meeting in Paris. As the two teams 
took a few hours break, Dhoot 
sought divine help. “I found a tem- 
ple in Paris and prayed there for 
two hours. In the evening when 
we met for the next round of 
talks, I offered prasadam to our 
Thomson counterparts. Soon, 
they began to talk my language 
and we closed the deal on our 
terms,” he says. 

Dhoot, however, does not seek 
God's help only to close a deal. He 
prays daily—reciting two chapters of 
the Gita. Like his father and grand- 
father, Dhoot undertakes annual 
pilgrimages, too. 

Like him, many corporate chief- 
tains have an intense relationship 
with religion and spirituality. 
Whether it is Anil Ambani going to 
temples with his close friends, 
metal magnate Anil Agarwal nam- 
ing his company after an ancient 
spiritual tradition, or Vijay Mallya 
flying on his private jet to Tirupati 
for divine blessings—faith perme- 
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Bhupendra Kumar Modi, 59 
Chairman, MCorp Global 


His way: Born a Hindu but adopted 
Buddhist principles after his 
father's death 


Guiding values Is dispassionate 
about his businesses 


ates corporate boardrooms in mul- 
tiple ways. 

Does faith also heal some 
wounds during an economic slow- 
down? Are prayers and medita- 
tion helping CEOs in the present 
scenario? 

Parsvnath Developers’ Founder 


57 
Chairman & MD, Videocon Industries 


His way: Visits Tirupati and Pandharpur, 
a pilgrimage centre in Maharashtra, 
annually. Has a Ganapati caller tune 

on his mobile. 


Guiding values: Live and let live 


and Chairman, Pradeep Jain, born 
into a Jain family, is a follower of 
Sai Baba. Each room in his office 
has a picture of Sai Baba. Indeed, gr 
met him on a Thursday—Sai Baba's 
day—against the backdrop of a Sai 
hymn playing in the background. 
Jain says: "The terrible last few 
months, when the macroeconomic 
environment deteriorated for re- 
alty players, did not perturb me 
too much because Baba is there." 
Sanjiv Goenka, Vice-Chairman, 
RPG Enterprises, says: "I was born 
into a deeply religious family where 
| was encouraged to pray every- 
day. It is a habit which remains to 
this day. And I do not do it merely 
for compliance." For Goenka, his 
beliefs strengthened during a par- 
acularly tough time of his life. 
For B.K. Modi, Buddhist phi- 
losophy became a focal point after 
his father's demise in 1977. Did it 
help in his business goals? Modi 
claims so, for the key message of 
disengagement with all things 
material, enabled him to sell his 
businesses without heartburns, un- 
like many Indian promoters (and 
his detractors might add, unlike 
typical wealth builders). *Buddhist 
philosophy teaches detachment and 
equality of all people. It enables 


48 
Vice-Chairman, RPG Enterprises 


His way: Born into a religious family 
and carries the tradition of daily 
prayer. Carries a Balaji picture with 
him always. 


Guiding values: Courtesy and . 
respect towards elders, fairness 
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Jose Dominic, 57 
MD, CGH Earth Hotels 


His way: Practises yoga and believes in 
the spirit of humanism and inclusiveness 
towards all beliefs and faiths. 


Guiding values: Human beings have 
limitations. One needs to be in 
a Spiritual communion with 
one’s God to realise one’s self 


my views to be accepted wher- 
ever I go,” he claims. 

Does religion influence busi- 
ness decisions per se? Says Goenka: 
“Religion cannot be the guiding 
principle for business. Spiritual 
beliefs are intertwined with 
life itself. They offer comfort 
and security.” 

Similarly Jose Dominic, MD, 
CGH Earth Hotels, would rather 
term himself ‘spiritual’ than reli- 
gious—even though he’s a regular 
church-goer. “While I am a par- 
ticipant in community prayers, 
something within me rebels against 
reducing the relationship with 
God to a give-and-take one,” he 
emphasises. It sums up the general 
belief of new generation corpo- 
rate leaders—private in their faith 
and quite eclectic in drawing their 
set of guiding principles of daily 
life. “I would not consider myself 
religious. However, there are be- 
liefs that form the basis of my per- 
sonality,” says Meher Pudumjee, 
Chairman of Thermax Industries. 

Malvinder Mohan Singh, 
Chairman of Ranbaxy Laborato- 
ries, too, would prefer to keep his 


“The last few months, when the macroeconomic 
environment deteriorated for realty players, did 
not perturb me too much because Baba is there” 
Pr adeep Jain, Chairman, Parsvnath Developers 


faith a private affair. He has 
adopted from his family the fol- 
lowing of Radha Soami Satsang 
Beas (RSSB), a philosophical organ- 
isation based on the spiritual teach- 
ings of all religions. “It is really a 
philosophy and a way of life. It 
has certainly had a positive influ- 
ence on my thinking in recent 
times,” says Malvinder. 

So, do these personal beliefs 
of the top management affect the 
employees and other stakehold- 
ers? Leaders such as S.B. Ganguly 
of Exide Industries follow a prag- 
matic approach from implement- 
ing the Art of Living’s breathing 
exercises on the shop floor to 
hosting the Dalai Lama in Kolkata. 
“You cannot achieve things just 
by adopting a guru. You also need 





to learn the technique and follow 
his teachings,” he says, adding: “I 
encouraged my executives to go 
through a course of pranayam.” 
The last word, however, comes 
from Ernesto Noronha, professor 
at the Indian Institute of 
Management, Ahmedabad. He 
says: “Organisational culture could 
emanate from several sources. One 
such source is leadership, so it is 
quite possible that the leaders’ be- 
lief could become a part of the 
organisation culture.” However, 
Noronha adds a caveat: personal 
beliefs can become corporate be- 
liefs when the gap between the 
rhetoric and reality is minimal. m 
ADDITIONAL REPORTING BY 
TEJEESH N.S. BEHL AND 
SOMNATH DASGUPTA 


"| would not consider myself religious. 
However, there are beliefs that form the 

basis of my personality" 

Meher Pudumjee, Chairperson, Thermax Industries 
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The Original 
Netbook 
Gets Fan 


The New Asus Eee $101 
is a good machine 

but it’s also expensive. 
KUSHAN MITRA 





HE CREDIT FOR FIRST COMING UP WITH THE IDEA 
for a low-priced ‘mini’ laptop has to go to MTI 
Media Lab's Nicolas Negroponte. Sure, the 
One Laptop Per Child (OLPC) concept bombed, but 
for a clutch of Taiwanese firms it represented an op- 
portunity, and the first to grab it with open arms was 
Asus. The Eee pc launched in 2007 created the 
*Netbook' market—low-priced, smaller laptops running 
smaller, cheaper processors that did the simple things 
right. This column has mentioned before that Netbooks 
might explode in India only when they become cheaper. 
The entry of the Intel developed *Midora' or a cut-price 
Netbook version of Windows 7 coupled with second 
generation, low-power Intel Atom processors could see 
Netbooks priced at under Rs 15,000 by late 2009. 
At that price, along with cheap broadband, there is lit- 
tle argument for not buying one. 
Why are we so enthusiastic about Netbooks? 
Because we think that after years of negligible growth, 
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broadband numbers might finally move up from 5.5 
million subscribers at the end of 2008. It isn't Just 
cheap broadband, but also hopefully the advent of 
next-generation mobile networks, once the govern- 
ment sorts that mess out. 

Whether you should buy the new Asus Eee S101 or 
not is another issue altogether. It is a very good 
machine. It is just that paying Rs 27,990 for a Netbook 
borders on the insane. Sure, the lacquer-finished cover 
looks great as does the large amount of storage and the 
brilliant screen. Functionally, this is possibly the nicest 
Netbook we have ever used. But even if form and 
function merge very well, the price equation has to gel 
as well and in the case of this Asus, it does not. 

Of course, if you live in a magical world where 
excess is still a good thing and electronics should 
look good above all else, all that the S101 lacks are 
a bunch of Swarovski crystals. But you can get that 
done we're sure! 
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information is considered malpr- 

actice; in a gym, it's standard 
operating procedure. Don't believe it? 
Take a look at some of today's most 
sacred lifting guidelines, and you'll 
find that some originated in the '40s 
and '50s, a time when castration was 
a cutting-edge treatment for prostate 
cancer, and endurance exercise was 
thought to be harmful to women. 

Chances are, these are the same 
rules you lift by right now. And 
that means your workout is long 
past due for an overhaul. Keep the 
following rules in mind to see 
better, quicker results. 


[i A HOSPITAL, USING OUTDATED 


OLD ADVICE: Do 8-12 repetitions. 
THE ORIGIN: In 1954, Inan Mac- 
Queen, MD, an English competi- 
tive bodybuilder, published a 
scientific paper that recommended 
a moderately high number of reps 
for muscle growth. 

THE TRUTH: Higher tension—mean- 
ing heavier weights—does lead to 
the best gains in strength. But if you 
use this all the time, you miss out on 
greater tension levels that come from 
heavier weights and fewer reps. 
WHAT YOU SHOULD DO: Vary your 
range, adjusting the weights so 
that you stimulate every type of 
muscle growth. 


OLD ADVICE: Do three sets of each 
exercise. 
THE ORIGIN: In 1948, physician 


Thomas Delorme reported in the 
Archives of Physical Medicine that 





suffice. If you manage only three to 
four reps, do six to 10 sets of the 
same exercise. 


OLD ADVICE: When you lift weights, 
draw in your abs. 

THE ORIGIN: In 1999, Australian 
researchers found that if you pull 
your belly button to your spine, 
your spine gets more stable. 

THE TRUTH: Their research was 
accurate, but the interpretation 
wasn’t. That's because muscles work 
in teams to stabilise your spine. 


Perfect Your Form! 


Is Your Workout Past Its Expiry Date? 








WHAT YOU SHOULD DO: Give your 
back a supporting hand by simply 
"bracing" your abs as if you were 
about to be punched in the gut, but 
don't draw them in. 


OLD ADVICE: Do 3-4 exercises per 
muscle group. 

THE ORIGIN: Arnold, circa 1966. 
THE TRUTH: You'll waste a lot of 
time. 

WHAT YOU SHOULD DO: Instead of 
counting exercises, shoot for a total 
number of reps between 25 and 50. 


Make your workout more effective by correcting these common gym flaws. 


Barbell Squat 


Barbell Bench Bress 


Barbell Chinup 


Trt 


DON'T lean forward and 
bend down a few inches. 
This puts excessive pressure 
on your lower back while 
increasing the stress on your 
knees. 





v 


DON'T overarch your back DON'T stop partway down 
or lift your heels off the floor or use momentum to pull 
And make sure you have a yourself back up. 

responsible spotter in place. 


z i 





4 


DO sit back (keep your torso 
as upright as possible) as 
you lower your body until 
your thighs are, at least, 


DO keep your back naturally DO lower your body until 
arched (the way it is when your arms are straight, 
you first lie down on the pause and then pull your- 
bench) and your feet flat on self back up. 


performing three sets of 10 reps was 
as effective as 10 sets of 10 reps. 
THE TRUTH: There's nothing 











magical—or wrong with—the num- parallel to the floor. the floor at all times. 

ber three! — 

WHAT YOU SHOULD DO: Reduce the | MensHealth JAMAL SHAIKH 
number of sets based on the number  , 


Jamal Shaikh is Editor, Men's Health. You may write in to him at jamal.shaikh@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers should exercise 
caution and consult a physician before attempting to follow any of these, 


of reps you do. For instance, if you 
manage 13 to 20 reps, two sets will 
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Official qualifier for the 
World Corporate Golf Challenge 


'Ww.takesolutionswcgc.com 
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TAKE SOLUTIONS is a leading international business technology company with products 
bac ked by a strong domain expertise in Life Sciences and Supply Chain Management. With 
solutions and technology expertise in Business intelligence and Business Process 
Management, TAKE's track record in delivering world-class solutions throughout global 
markets is well proven. Technological innovations have always been the driving force of the 
company, which in turn helps TAKE's customers achieve consistent growth in business. 


The TAKE Solutions World Corporate Golf Challenge-India, is the official Indian qualifying 
tournament to select the Indian team for the World Final. This vear's regional tournaments 
are being held in Bangalore, Delhi and Mumbai with a national final contested by the top 
two teams from each city at Aamby Valley Golf Course. 


Fri - Sat, January 23 - 24th at Eagleton Golf Resort, Bangalore 
Sun, Januarv 25th at Eagleton Golf Resort, Bangalore 
Fri- Sat, February 6 -7th at Jaypee Greens Golf Resort, Greater Noida 
Sun, February 8th at Jaypee Greens Golf Resort, Greater Noida 

at - Sun, February 28 - March 1st at Aamby Valley Golf Resort, Lonavala 
Fri, March óth at Aamby Valley Golf Resort, Lonavala 
Saturday, March 7th at Aamby Valley Golf Resort, Lonavala 


June 29th - July 3rd at The La Manga Club, Spain 
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BUSINESS TODAY-HONDA PRO-AM CHAMPIONSHIP 2009 





Mumbar's High-fliers Tee off 


88 corporate bigwigs faced off at our annual golf event. Winners will play 
the championship finals to be held in Delhi. 





Vijay Chauhan, Chairman & MD, Parle 
Products and member of the winning 
team, preparing to tee off 





Puneet Chadha, MD & Head, Commercial 
Banking India, HSBC, and member of the 
winning team 
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morning at Willingdon Sports 

Club, Worli—one of two clubs in 
the city to have a golf course. The 
club was buzzing with activity, and 
chockful with the who's who of the 
corporate world. On this cool morn- 
ing of January 17, Harsh Mariwala, 
Chairman & MD of Marico, Kabir 
Kewalramani, MD of BH Advisors, 
and V.K. Sethi, Senior vp of 
Vodafone Essar, among others, were 
here to participate in the Business 
Today-Honda Pro-Am Golf 
Championship 2009. 

The tee off was scheduled at 
7.30 a.m. and golfers promptly took 
to the course. The overhead sun 
didn't seem a bother and the pump- 
ing adrenaline and vigour among 
these business heads playing all the 
way up to 4 p.m.—making Mumbai 
the only venue of the championship 
where the game continued till sun- 
down. It was time to break for 
lunch and cocktails. 

The play's scoring format— 
Stableford—is specially designed to 
accommodate both the accom- 
plished and proficient, as well as 
the not-so-adept amateur golfers. 
For this event, three distinct hand- 
icap categories of 0-8, 9-16 and 
17-24 were played alongside a 
team event—the members for 
which were chosen randomly. 

With the preferred lie rule lifted, 
the highest scorers in each handicap 
received prizes and a chance to 


|: WAS 7 A.M. ON A SATURDAY 


Kabir Kewalramani, 
MD, BH Advisors and 
member of the win- 
ning team attempting 
the hole-in-one 


travel to New Delhi for the finals in 
March 2009. 

Of those who made the cut was 
Amit Nigam, who scored the high- 
est number of gross birdies (three 
birdies and an eagle). He won a 
Baume & Mercier watch from 
Ethos Summit. 

In the individual category—all 
winners at 33 points each—leading 
the 0-8 group was Amit Nigam; 
Pradip Patel led the handicap 9-16, 
while the 17-24 handicap was won 
by Satish Gupta. All three indi- 
vidual winners won a bottle of 
Whyte & Mackay, a Greg Nor- 
man travel bag and a free stay at 

the rrc Hotel, New Delhi. 
= The team events were 
o played on the best three 
out of four scores 
since the scores 
were tied 

at 84 






















e 


points. Eventually, the team com- 
prising Satbir Yadav, Gaurang 
Mahadevia, Puneet Chadda and 
Chander Uday Singh was declared 
the runners-up team. They won 
trophies—Greg Norman overnight 
bags and bottles of Pinky Vodka. 
The winning team comprising 
Akshay Kilachand, Vijay Chauhan, 
Vikram Sud and Kabir 
Kewalramani won trophies—Greg 
Norman Duffle Bags as well as 
bottles of Whyte & Mackay. 

Unfortunately, no player man- 
aged a hole-in-one and the Honda 
CR-V is, therefore, up for grabs at 
other championship venues. The 
event culminated with dinner at the 
ITC Grand Central Hotel, Parel, 
where the prize distribution cere- 
mony was held. The worthy 
winners were handed awards by 
Aseem Kapoor, Publishing Director, 
Business Today; Munaf Meghani, 
Zonal Manager, Honda Siel Cars; 
and Zubin Songadwala, GM, IT( 
Grand Central. 

The event’s sponsors include 
irc Welcomgroup as associate 
sponsors, and the prize sponsors 
were Sun International and South 
African Airways. The official time- 
keepers were Ethos Summit. 


RACHIT GOSWAMI 





UB Group was the official liquor 
sponsor and the official magazine 
was Golf Digest India. Cleveland 
Golf was the equipment partner 





Left: 


Munaf Meghani, Zonal Manager, Honda Siel Cars and Aseem Kapoor, 


Chander Uday Singh (left), member of the runners-up team, posing for the picture before taking a shot 
Gaurang Mahadevia (centre), Chairman & MD, Mahadevia Engg & Trading, tries to make a winning hit 
The team won the runners-up position 
Vikram Sud (right), Group COO, Kotak Mahindra, and member of the winning team, focusses before teeing off 


and the official fitness partner was 
Fitness First. The co-title spon- 
sors were Business Today and 
Honda Siel Cars. 
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Publishing Director, Business Today, handing over the trophy for the winning team 
(84 points) to Akshay Kilachand, Director, Kesar Enterprises 

Right: Munaf Meghani and Aseem Kapoor giving prizes to Amit Nigam of 
BPCL, for winning in the 0-8 handicap category; he also won a luxury watch 


for scoring the highest gross birdies 





Left: Pradip Patel, MD, ABC Bearings, winner in the 9-16 handicap category, receiving 
the prize from Munaf Meghani and Aseem Kapoor 

Right: Satish Gupta, MD, Agra Engineering, winner in the 17-24 handicap category 
receiving the prizes from Munaf Meghani and Aseem Kapoor 


Peggy s India Run 


MARGARET L. 


a couple 


‘PEGGY 
ot miles every 
Vice 


comm’s business for the 


JOHNS )N. 46. 
das í 


runs 
Fhe 
Executive President for Qual 
\mericas and 
India has run numerots full and hali 
marathons in England and Ireland. Little 
surprise then that Johnson was zeal 
ously racing to the finish line at the hall 
marathon in Mumbai this January 
Johnson's previous official visit to India 
008 2008 


Marathon, which is when she expressed 


was in. sometime after the 
her desire to run in 2009. Running am 
birions apart, Johnson has a special focus 
on India as the country embraces 3G and 
the Wideband-cbMa platform. Wireless 
technology company Qualcomm owns 
the rights for the use of the technology 
and is the leading provider of solutions. 
Peggy, as she is called by her colleagues, 


will surely hope for a good run in India. 
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An Indian Dream in London 


SMALL IS BIG FOR KALPESH SOLANKI, 48, GROUP MANAGING EDITOR, ASIAN 
Media & Marketing Group, London. His father Ramniklal Solanki 
started a newsweekly Garavi Gujarat in 1968, which is today the best 
selling magazine in the UK for the Asian community. Over the years, the 
group has added an assortment of small and niche publications, the lat- 
est being acquisition of Britain’s leading Asian weekly Eastern Eye from 
Ethnic Media Group. Next on radar is an entry into the Indian mar- 
ket. “We are in a wait-and-watch mode due to slowdown. This also 
gives us time to digest the acquisition,” says Solanki (right in the 
pic) who manages the business along with his brother Shailesh (left) and 
father. That will be one home coming to watch out for. 


NISHIKANT GAMRI 





Happy Return(s)? 


JOE SADDI, 54, FACES A DAUNTING TASK. 
The Chairman of Booz & Company 
is scaling up operations in India at a 
time when the market is anything but 
conducive. This is Booz's second in- 
nings in a market that it exited 
2000. Says Saddi: “One 
truly global without an Indian foot- 
print.” That’s why one of the first 
decisions taken by the new entity was 
to re-establish operations in India. 
Offices are being set up in Gurgaon 
and Mumbai. 
innovative strategy will help 
on the likes of McKinsey, Bain & 
Company and BCG. A consulting vet- 
eran of more than 20 years, Saddi says 
he is in India for the long haul. For 
now, though, he is swimming against 
the tide. 


cannot be 


Saddi hopes Bi )OZ S 
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Clean Sweep 


FIRST THERE WAS THE BANGALORE AGENDA TASK FORCE, 
promoted by corporate citizens, including Infosys 
Technologies’ Nandan Nilekani. Now, it is the turn 
of computer engineer-turned-industrialist RAJEEV 
CHANDRASHEKHAR, 44, to take up cudgels for the 
crumbling infrastructure in India’s rr capital. His 
vehicle of choice is Agenda for Bengaluru 
Infrastructure and Development (ABiDe) task force, a 
government-sponsored initative to devise a blue- 
print to improve city infrastructure. Chandrashekhar, 
who was part of the team that developed the Pentium 
computer chip and made his fortune with the 
Rs 4,400-crore sale of BPL Mobile to Hutch-Essar in 





July 2005, now has some spanking new priorities. A 
Rajya Sabha member, the auto racing fan now wants 
to lead the crusade to beautify Bangalore or Bengaluru 
as it is now called. *ABipe task force has worked 
very hard to understand the challenges facing the city 
and to formulate solutions," says Chandrashekhar. 
He's banking on the expertise of some of the rr 
Capital's most prominent citizens, including former 
bureaucrat A. Ravindra, traffic expert M.N. Sreehari 
and Biocon founder Kiran Mazumdar-Shaw. “Besides 
criticising the government, we must take a more 
active role in administering cities," he says. 
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"Financial Meltdown Will 
be Good for Technology" 


JASON PONTIN, 41, EDITOR OF THE MIT TECHNOLOGY 
Review, recently came to India to announce the first 
international edition of the magazine in English. 
But, why India? Business Today caught up with 
Pontin to find out. 


Q. Why an Indian edition? 

A. I’ve had a love affair with India for quite a while 
and even came here for my honeymoon more than 10 
years ago. But beyond that, I feel India is a growing 
market and has a culture of interest in mathematics 
and science. However, this will be a monthly edition 
rather than our usual bi-monthly cycle. 


Where do you see technology headed in the 

coming years? 

There has been massive work in green technology 
over the past years and President Obama has taken 
some positive steps on that front as well. I don’t be- 
lieve that humankind can just switch over from liq- 
uid fuels overnight; we’ve based our civilisation on 
them. But there'll be major progress on this front. 


And will the financial meltdown impact technology? 

In a weird sort of way, it'll be good for technology. 
| feel that during the boom years a lot of bad tech- 
nology got funded. Now only the best, the most 
viable ideas and those that can really change lives 
might get the money. 


CONTRIBUTED BY SUMAN LAYAK, SAUMYA BHATTACHARYA, ANAMIKA BUTALIA, 


RAHUL SACHITANAND, AND KUSHAN MITRA 
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Alrite bt leadership spotlight Vol. 18, No. 4, for the fortnight Feb. 9-22, 2009. 
Released on February 9, 2009. 


NAME: 
AGE: 66 


DESIGNATION: CMD, 
Larsen & Toubro 





A Hands-on Boss 


ANUARY WAS AN EVENTFUL MONTH FOR A.M. NAIK, CHAIRMAN AND MANAGING 

Director, L&T. The spotlight was firmly on the 66-year-old for a host of reasons— 

first due to L&T's obvious interest in acquiring Satyam, then came the Padma 
Bhushan recognition and finally the company's stellar performance in the third 
quarter against all odds. 

An extrovert, Naik may well be enjoying all the attention he is getting. Says an old 
associate: *He likes being in the limelight." A people's person and a hands-on boss, Naik 
has been personally spearheading the company's various initiatives. Says D. Morada, 
General Manager, L&T: ^A natural leader, he ends up being in the pole position." Under 
Naik's stewardship, L&T has emerged as an engineering and construction behemoth with 
a presence across key sectors like power and capital goods, even as it exited 
unrelated businesses like cement, tractors and glass containers along the way. 

His critics, too, would conçede that Naik has been instrumental in L&T's march 
forward over the last few years. Naik's passion and zeal for his work is legendary. He 
has a punishing schedule and puts in 16 to 18 hours a day. Says Morada: “He actually 
took his first holiday 22. years after joining the company." And even that too was due 
to a special occasion—the birth of his granddaughter. 

His hard work, perhaps, explains the meteoric rise of Naik. A small town boy from 
Andhel in Gujarat, Naik joined L&T as a junior engineer in 1965. He rose to the rank 
of CEO and MD in 1999 and eventually became the CMD in 2003. 

But has Naik bitten off more than he can chew by attempting to scale up operations 
in IT (L&T already has an rr subsidiary, L&T Infotech) through the Satyam acquisition? 
Says an IT analyst with a leading brokerage: “It's a calculated risk. While there are some 
business synergies with their own IT operations, Naik will have to carefully analyse 
your mobile whether it makes business sense for L&T. There is the danger of lawsuits and clients 
deserting Satyam." We will know soon whether Naik can pull it off, and he himself 
would be the first to take responsibility whatever the outcome. As he told Br recently, 
“I have always taken my own decisions. In my world, the buck stops with me." @ 
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OBSESSED WITH QUALITY 
SINCE 1895 





'SUPERHATCH 


and CAR OF THE YEAR? 
Only the best for us" 


Car of the Year - 2009 by CNBC TV 18, Overdrive Awards 
Compact Car of the Year - 2009 by CNBC TV 18 Overdrive Awards | 
Golden Steering Wheel, Germany | Red Dot Design Award, Germany | 


Auto Trophy - Best in Class, Germany | Best Compact Car, Russia | 





Auto Trophy as Most Price - Worthy Car, Germany Car of the Year, 


Ukraine | Compact Car of the Year by ANWB magazine, Netherlands | Hr. 4 As. Kha 


Ana- Ph 
Car of the Internet, Poland | Car of the Year, Serbia ‘ f4o3el Co-ordimaes, the" 





1 4 TDI PD Diesel Engine | 1.2 HTP MPI Petrol Engine | 185/60 R 14 Tubeless Tyres | Electro- É 


hydraulic Power Steering Alloy Wheels | Power Mirrors & Windows | Rear Parking Sensor Electric 


= 
unroot | Projector Headlamps | Fully Adjustable Front Seats and Steering Wheel | CD MP3 Player Fabia 


Aux-in Audio Input | Dual Front Airbags | ABS MSR | Dual Rate Brake Assist | Remote Keyless Entry 





Engine Immobiliser | High Visibility Package | Intelligent Storage Solution Because you re spec ial 


Call 24 Hr. Helpline No. 0240-2475999. SMS FABIA to 56677 to Test Drive or visit www.skoda-auto.co.in 


NB IV 18 


(verorive Aw was OS 


HOW FAR 


"Mentum YOU GO FOR 


Love 


Cartier Boutique, Emporio Mall, Vasant Kunj, New Delhi, Tel: 011 467 88888 ^ . 





